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Have these valves in your stock for the early replacement jobs 


For either one-pipe or two-pipe steam, hot water, residential or industrial heating—Hoffman 
assures you the correct Vent Valve for each specific requirement. Radiator Valves all feature the 
hinged drainage tongue. For the hard-to-balance radiators, the Hoffman line includes adjust- 
able-port valves, available for vacuum and non-vacuum systems It is not coo early co order 
adequate stocks of main and radiator vent valves for modernizing jobs. Call your wholesaler. 


. e 1700 West 10th Street, Indianapolis 7, Indiana 
Sold by Leading Wholesalers of Heating and Plumbing Equipment 


HOFFMAN SPECIALTY MFG. CORP 


Mokers of Valves, Trops, Hot Water Heating Systems, Vacuum and Condensation Pumps 
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VAST MAJORITY OF THE NATION’S FINE BUILDINGS ARE SLOAN EQUIPPED 





JENS FREDERICK LARSON 
architect 
LOUIS M. BOUVIER 
mechanical engineer 
FOW LER-JONES 
CONSTRUCTION CO. 
GEORGE W. KANE 
FRANK L. BLUM COMPANY 
general contractors 
J.T. BATES & CO, 
W.H. SULLIVAN CO. 
ROWE GOODEN JONES, Inc. 
plumbing contractors 
ATLAS SUPPLY COMPANY 


plumbing wholesaler 

























WAKE FOREST CGLLEGE MOVES TO WINSTON-SALEM, NORTH CAROLINA 


73 NEW BUILDINGS, 19 MILLION DOLLARS 








e It was exciting news when 121 year old WAKE 
FOREST COLLEGE announced it would move from 
its namesake town in North Carolina to an en- 
tirely new campus at Winston-Salem in the same 
state. Next June the dream of bigger and better 
facilities will come true. At a cost of more than 
19 million dollars, 23 new buildings will welcome 
faculty and students. Other structures will be 


pleted are University Center (upper right), is 
brary (upperleft), Chapel and Christian Education, 
Science and Research, Law, Gymnasium, 6 Dor- 
mitories, 10 Faculty Family Apartment Buildings, 
Power and Central Heating Plant. All buildings 
will be of colonial design with skillfully planned 
interiors and inbuilt equipment of the highest 
rank. All will be equipped throughout with world- 





added later. Principal buildings now being com- famous SLOAN Flush VALVES. 


CT 
SLOAN 7 Lith. VALVES 


FAMOUS FOR EFFICIENCY, DURABILITY, ECONOMY 
SLOAN VALVE COMPANY * CHICAGO ° ILLINOIS—— (———= 


Another achievement in efficiency, endurance and econ- 
omy is the stoan Act-O-Matic sHowER HEAD. which is 
automatically self-cleaning each time it is used! No clog- 
ging. No dripping. Architects specify, and Wholesalers 
and Master Plumbers recommend the Act-O-Matic—the 
better shower head for better bathing. 


\\ WON Write for completely descriptive folder 
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SPECIFICAL 









MODEL 400 S 
(Available 
for Flange 
Mounting 


MOTOR—'4 H. P. long hour, heavy-duty 
with safety overload control. Large bronze 
bearings. 


TRANSFORMER—10,000 volt. Shielded 
to eliminate radio and TV interference. 


AIR TUBE—Steel with Shell High Tempera- 
ture Combustion Head and finned collar 
ring for efficient air-oil mixture. 


FAN—Precisely balanced. Mounted directly 
on motor shaft. 


NOZZLE—Stainless steel. Hollow spray. 
FUEL UNIT—Single-stage with built-in 
strainers and pressure regulating valve. 
Strainer capacity equal to or greater than 
maximum firing rate. Piped directly to de- 
layed-opening valve. 


HOUSING—Cast iron. Machined to rigid 
standards. Perfected scroll design of hous- 
ing assures most efficient air delivery and 
required static pressure at burner head. 


“WERNI-FLAME” CONTROL—an exclu- 
sive development that provides Vernier 
Flame adjustment with an ordinary wrench. 
Eliminates “feathering”, gives a perfect 
cone flame by turning adjustment screw. 


LY... better burner 


here specifically are the big 
reasons why the preference 
among oil burner men is... 


S.- CARLIN 


Advanced design and quality construc- 
tion throughout 


Cc 


Satansh 


y dependable performance 





Requires but a minimum of servicing 


Customer acceptance... 
by oh. 


attested to 


ticfled 





ds of owners 


Manufactured by a progres- 
sive company, owned and 
operated by men emin- 
ently successful in the oil 
burner field. 


BUS BARS—Preformed phosphor bronze 
bus bars last a lifetime; no insulation to 
deteriorate, simplifies servicing. 
ELECTRODE INSULATORS—extra-long, 
glazed porcelain. 

COUPLING—Universal type with rubber 
center piece. 

GRADE OF OIL—No. 2 Commercial Stand- 
ard C.S, 12-48. 
CONTROLS—Thermostat, Limit Control and 
Stack Relay. 


CAPACITY AND ELECTRICAL 
CHARACTERISTICS 


115V-60 cycle—1725 R.P.M. 


400S-1—0.50 to 0.75 G. 
400S-2—0.75 to 1.75 





with HTCH 


The High Temperature (Shell) Combustion 
Head provides the nearest thing to perfect 
combustion ... makes possible fuel savings 
up to 36%. With its highly efficient air-oil 
mixture, it develops higher flame tempera- 
tures than an ordinary burner, keeps heating 
surfaces clean... both resulting in fuel 
economy. The High Temperature Combus- 
tion Head is foolproof in design, simplifying 
service and adjustments. 


Caen eee 














Min. Max. fees 
Tube Length Min. Max. Floor Floor Tube e 
MODEL | oth.) Overatt | “'2t | Height | Height to to | op. | Sh 
| wr. 

} Nozzle Nozzle 
4008S |10”| 20%” | 19%” | 17%" | 20%" | 6%" 9%" | 4h” | Gd ibs. 
400SE 18”) 28%” | 19%” | 17%” | 20%" | 6%" 9%" | 4%” | 97 Ibs. 


{ 
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Get both in new Chevrolet Task-Force trucks. Modern 
styling that actually works for you! Modern power in 
the shortest stroke V8’s* in any leading truck ! 


Styling that’s designed to make money for you—It’s a fact. 
The ultra-modern, Powermatic design of a new 
Chevrolet Task-Force truck calls attention to 
your business, favorably impresses customers 
and prospective customers! That’s why on looks 
alone a Task-Force truck can make money for 
you. And it’s functional styling. Panoramic 
windshield, new High-Level ventilation, con- 
cealed Safety Steps—these are styling features 
that double in brass to make the driver’s job 
less of a chore. With safety and comfort 
increased, efficiency goes up. Tight schedules 


are easier to maintain and you keep the profits 
coming in on time. 


V8 power—unmatched for efficiency!—Chevrolet brings 
you the industry’s most advanced short-stroke 
V8 engines! The compact, super-efficient design 
of these great V8’s reduces friction and wear 
... delivers a higher output per pound of engine 
weight. You save on upkeep and operating 
costs! And with a modern 12-volt electrical 
system, you get double the voltage for quicker 
starting plus a greater reserve of electrical 
power. With two power-packed V8’s and five gas- 
saving 6’s—it’s the greatest engine choice in 
Chevrolet truck history! See your Chevrolet 
dealer for details. . . . Chevrolet Division of 
General Motors, Detroit 2, Michigan. 


*V8 standard in the new L.C.F. models, an extra-cost option in 
all others except Forward-Control models. 


_ NEW CHEVROLET 
mer Jask-Force tRvUcKS 
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If you haven’t already seen it, you will soon...a new 
nameplate on Toastmaster Automatic Water Heaters. 
It means something, this new nameplate. First, that 
Toastmaster engineers have passed another mile- 
stone in domestic water heater progress. Because 
Ionodoglas* lining, together with the Ionodic* Sys- 
tem of tank protection, means still longer life, still 
better performance records for Toastmaster Water 
Heaters. Ionodoglas lining is available in 40-, 50-, 
and 82-gallon electric models, 30- and 45-gallon gas 
models, and the 40-gallon tabletop model. (A// 


Another TOASTMASTER — 
water heater milestone _ . 





wow 


capacities will continue to be available in non-glass- 
lined models.) Other innovations include Universal 
contrgls, pilots and burners for all gas models, and 
newly designed, bigger, more easily accessible in- 
spection plates on all electric models. 


These new strides, plus all the other well-known 
Toastmaster-engineered features, make Toastmaster 
Automatic Water Heaters your best line—in perform- 
ance, sales appeal and customer satisfaction. It’s the 
water heater your customer wants in 4is home! 


TOASTMASTER 







i 
= 
wow 
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| September is Steel Kitchen Cabinet Month ... and Every Month is 





menican Kilehens Movitht 


core Te ey FoF J 
za Taidf- HERE’S WHY: 
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- American Kitchens cost no more 
than other steel kitchens, yet are of 
higher grade steel and finest con- 
struction | 


7“ American Kitchens are easiest to 
clean—rounded corners plus smooth 
surfaces with no dirt-catching han- 
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dles are just what women are look- 

















ing for! 


American Kitchens have the exclu- 
sive features that sell fastest: 15% 
larger sink bowl with no dirt-catch- 
ing ledge, seamless drawers, con- 
cealed drawer pulls, seamless tops, 
and many others! 


ts 


a American Kitchens alone offers the 
exclusive Roto-Tray Dishwasher— 
the really work-free dishwasher that 





women want most! 


and Remember...only American Kitchens 
gives you the famous ‘'Pioneer’’ Kitchen 
of WOOD...COPPER... STEEL 


You can sell the whole kitchen mar- cause it appeals to everyone. And 
ket with the new ‘'Pioneer’™’ by it's priced to sell often and fast! 

American Kitchens combining nat- Whether you feature the new 
ural birch and antique copper .. . on **Pioneer’’ or the white all-steel line, 


o rugged chassis of steel ! And it has American Kitchens offer 4 times 
a@ matching Roto-Tray Dishwasher, more sales at full 40% profit! Get 
set-in range, and waist-high oven! your share of profits—call your 

It's caught on like wildfire—be- American Kitchens distributor today. 


American Kilthons. [E 








— DISHWASHERS DISPOSERS RANGES OVENS 
AMERICAN KITCHENS DIVISION (Aco CONNERSVILLE, INDIANA 
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A Journeyman at Oxford 

A 28-year-old Chicago journey- 
man plumber has won a scholarship 
to the ancient English university of 
Oxford. 

Thomas J. O’Brien will study la- 
bor economics at Oxford for a year, 
financed by the Trans-Atlantic 
Foundation of London. 

While there’s no doubt the dons 
at Oxford can teach O’Brien a 
thing or two, it’s quite possible he 
can contribute a bit of plumbing 
knowledge to the medieval seat of 
learning whose damp corridors and 
aged plumbing make school life a 
matter of “reading, writing and 
rheumatism.” 


Jack-of-All-Trades 

The the 
will be everything, cook’s-helper 
to bartender, says F. J. Worden, 
Kelvinator sales planning manager 
for refrigeration products. 

The use of automation will per- 
mit shelves to roll in and out at 
the touch of a button and provide 
an automatic thawing chamber for 


refrigerator of future 





getting frozen meals ready for the 
family. Automatic ice makers will 
be common, and there will also be 
beverage dispensers, water coolers, 
milk shake mixers and food crisp- 
ing compartments. 

Worden also says gamma radia- 
tion and refrigeration will be com- 
bined to lengthen the storage life 
of perishable foods. But Worden 
adds that the industry shouldn’t 


crow too loudly about its progress 
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—back in 1893 there was an icebox 
with that “latest” innovation, the 
built-in water cooler. 


Mother's Little Helper 

“Babies and clothes dryers are a 
natural combination.” 

This headline from the Gas Ap- 
pliance Manufacturers Assn. 
brought a glimmer of hope to our 
editor-fathers last month, For a 
while, they thought engineers had 
come up with a unit which swal- 





lowed up soggy infants at one end 
and delivered them pink and dehy- 
drated at the other end. But it’s 
not so. 

GAMA says you've still got to 
separate the weanling from the 
chaff, inserting diapers in the dryer 
and baby in the tale. But the asso- 
ciation notes the clothes dryer is 
the biggest boon to mother since 
the baby-sitter, since it eliminates 
the need for diaper service or line 
drying. Units dry baby clothes in 
30 minutes or less—quicker than 
most babies can wet them. 

So next time you see a clothes 
line of triangular wear, remember 
there’s a dryer prospect 
grumbling somewhere about it. 


clothes 


Beauty and the Btu 

Medical men have discovered 
that controlled heat and humidity 
not only makes people feel better 
—they look better. 

It’s this information that has 
prompted Lennox Furnace Com- 
pany to place an advertisement for 
its air conditioning unit in Vogue 


magazine, a publication devoted to 
meking every American woman 
look like Hedy Lamarr. It’s the 
first air conditioning ad to appear 
in the beauty-fashion magazine and 
tells milady that she can enjoy 
“beauty weather” year ’round with 
vir conditioning. 


A Crane Among the Ducks 

Visitors to Disneyland, the latest 
supercolossal extravaganza in the 
land of oranges, movie temples and 
smog, will get a glimpse of more 
than Mickey Mouse and Donald 
Duck on their tour. 

They'll also find out what’s new in 
plumbing and heating, thanks to a 
Crane Co. exhibit at Walt Disney’s 
$17,000,000 park in Anahiem, Calif. 
Crane plumbing and _ industrial 
products are animated in the Disney 
fashion that made history in movie- 
land cartooning. 

The Crane exhibit can be found 
in the “Tomorrowland” part of the 
premises which depicts what Dis- 
ney thinks our future will look like. 


White Elephants? 

Real estate experts are beginning 
to worry about white elephants in 
their future. They’re wondering 
how they’ll be able to sell non-air 
conditioned homes in a few years. 

Walter S. Dayton, member of the 


National Assn. of Real Estate 
Boards, says in his book, “Air Con- 
ditioning, Key to More Home 


Sales,” that air conditioning can be 

expected to influence all real estate 

values, “perhaps depressing the 
(Please turn to top of page 12) 
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RHEEM DREAM, flown by Alice Rob- 
erts, wife of Rheem Mfg. Co. dealer in 
Phoenix, Ariz., and her co-pilot Iris 
Critchell, placed second in annual 
coast-to-coast Powder Puff Derby. 
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FRAMINGHAM MOTOR INN, FRAMINGHAM, MASS. 

ARCHITECT: Dwight Seabury, Pawtucket, R.I. 

PLUMBING CONTRACTOR: Wm. H. Mitchell Co., 
Boston, Mass. 


GENERAL CONTRACTOR: A. F. Smiley Co., Pawtucket, R.I. = 
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102-unit motel features Eljer 
Plumbing fixtures in color 















A motel requires bathroom fixtures that can take the 
beating of constant careless treatment, and frequent 


thorough cleaning . . . clean up fast, and look fresh 
and attractive, guest after guest, year after year. 
Leading hotels and motels the country over—like 
the 102-unit Framingham Motor Inn in Framingham, 
Massachusetts—have found that Eljer quality and 
good looks pay off. Sleek, durable finishes, smart 
designs and colors, rugged brass fittings made and 
individually tested in Eljer’s own plant assure satis- 
faction to the proprietor and his guests! 
Eljer fixtures are made in cast iron, formed steel 
DIVISION OF tHE ET ETEETENTA corporation of america 2nd vitreous china in a wide range of styles. For 
complete information see your plumbing distributor, 
or write: Eljer, Division of The Murray Corporation 


of America, Three Gateway Center, Pittsburgh 22, Pa. 


the only name you need to know in plumbing fixtures 
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TINKER A MENACE 


PHILADELPHIA—It’s about time 
someone did something to put a 
stop to the menace of the many 
“Tinker Jackleggs” that operate to 
the detriment of the public and this 
industry. 

Philadelphia has many of them 
and in appraising your wonderful 
program I sincerely hope it will up- 
root and banish the “Jackleggs” 
everywhere. I will be happy to re- 
ceive one of your Qualified Con- 
tractor Kits and help do the job. 

RAPHAEL FILAURO 


AN EXCELLENT IDEA 

New York Criry—We are most 
interested in your Qualified Con- 
tractor campaign and wonder if we 
could receive a copy of your pro- 
motional kit. 

We want to consider mentioning 
the available material in one of our 
retail services mailed to nearly 
1,500 newspapers throughout the 
country. Undoubtedly their aid 
might help many qualified plumb- 
ing and heating contractors carry 
out your excellent idea. 

Purp L. Rose 
retail promotion 
American Newspaper Publ. Assn. 


e For other comments on the Quali- 
fied Contractor program, see the fea- 
ture beginning on page 100. 


LET’S DO IT MORE OFTEN 
Boston—I was glad to see some- 
one take issue with the Suburban- 
ite in your August issue (p.107). 
The plumbing industry should take 
exception more often to some of 
these “tired tirades” and “jaun- 
diced jokes” against the plumbing 
contractor. The public isn’t going 
to know the real story unless we 

speak up at every opportunity. 
As pointed out in the article, the 
newspapers will devote just as 


12 


much space to our side of the story 


if we will only bother to tell it. 
GLENN T. FARRELL 


LIKES TOOL RENTAL IDEA 
Brioxt, Miss.—We were quite in- 
terested in the article, “Tool Rent- 
al,” which appeared in the July 
issue of Domestic ENGINEERING (p. 
94). We would like to obtain the 
address of Associated Equipment 
Distributors so that we might se- 
cure recommended tool rental 
charges from them. If possible, we 
would also like a copy of Mr. 
Brown’s catalog which he distrib- 
utes to his customers, as well as a 

copy of his rental contracts. 
JoHN R. MATHEIDAS 


e Information is on the way! 


NEW SOLDERING METHOD 

New York Crtyv—I was quite in- 
terested in reading about the new 
method for soldering cast iron soil 
pipe in your August issue (p.101), 
and would like more detailed in- 
formation about the process. Can 
you tell me where to contact Mr. 
Armstrong? 

J. W. FIDLer 


e Mr. Armstrong can be reached at 
Armstrong Manufacturing Corp., 197 
Sandwich St., Plymouth, Mass. 


ON SELLING INCINERATORS 

Cuicaco—We were unusually in- 
terested in an article from the July 
issue of Domestic ENGINEERING tell- 
ing about a contractor selling incin- 
erators in the Los Angeles area. 
We pointed out to our L.A. repre- 
sentative that it was our impression 
that restrictions on drying type in- 
cinerators were in effect because of 
the smog conditions which exist. He 
replied that this was, in fact, the 
case and activities in selling incin- 
erators were limited due to restric- 

(Please turn to top of page 16) 
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Between Ourselves 


(Continued from page 10) 
prices of older homes in many sec- 
tions of the country.” 

Dayton adds that air conditioning 
eventually may have a “devastat- 
ing effect” on the saleability of 
existing homes. 

An FHA assistant commissioner, 
Charles Bowser, indicates that the 
federal housing authorities are also 
concerned about the future of non 
air conditioned homes. He told the 
National Assn. of Home Builders 
that “air conditioning research is 
extremely important to FHA be- 
cause we know that in a few years 
all homes will have to be air 


conditioned.” 


Lid Raises Eyebrows 

When Al Kilpatrick, Lakewood, 
Colo., plumbing and heating con- 
tractor bought a new station wagon 
“with all the accessories” he in- 
cluded one that caused a lot of 
raised eyebrows among people 
around town. 

Suspended on the side door is a 
miniature closet seat and lid 


ATTENTION-GETTING accessory for 
a station wagon owned by Al Kilpat- 
rick, Lakewood, Colo., plumbing and 
heating contractor, is a miniature 
closet seat on the door. 


painted green. Silver lettering ad- 
vertises Kilpatrick’s business. 
Kilpatrick says it attracts a lot 
more attention than a raccoon tail 
attached to a radio aerial and is 
more appropriate advertising. 
Curious passers-by, incidentally, 
keep picking up the lid to see 
what’s underneath—but Kilpatrick 
doesn’t reveal what, if anything, 
they see. END 
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To meet the growing demand, The Union Malleable 
Mfg. Co. has introduced a new line of quality metal 


insert fittings for plastic pipe. Now you can get metal 
insert fittings from a full-line manufacturer with 


world-wide distribution. These new fittings are made 
to the same exacting specifications which govern the 
complete U-Brand line. U-Brand Metal Insert Fittings 
are available in brass- or zinc-plated malleable iron 


and steel. 


Save money and simplify your purchasing by in- 


cluding U-Brand Metal insert fittings on your regular 
pipe fitting orders. Write for price and specification 


sheet now. 





A SINGLE SOURCE FOR ALL YOUR PIPE FITTING NEEDS 


Galvanized and Black U-Cote Malleable Iron Pipe Fittings — Unions 
— Plugs and Bushings —Cast Brass Solder Joint Pressure and 
Drainage Fittings — Cast Iron Drainage and Screwed Fittings — Steel 
Nipples and Couplings — Insert Fittings for Plastic Pipe. 


THE UNION MALLEABLE MFG. CO. e ASHLAND, OHIO 
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IMPERIAL 
Washer and Dryer 


This c 





to finis 

SUPREME safely 
Washer and Dryer delicat 
wash ¢ 
super 
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drye 


® 5 dry 
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CUSTOM 
Washer and Dryer 


DELUXE 
Washer and Dryer 


NOW, MORE THAN EVER... IT’S EAS® SEL 
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JUI956 MODELS... 





WITH 2 SEPARATE WASHING ACTIONS 


to safely wash all fabrics 




















1. Low speed and short time for hand 2 Normal speed and time for thoroughly, 
gentle washing of dainty fabrics. * yet gently washing all regular fabrics. 
This completely separate cycle is fully automatic from fill With its normal speed and time, Whirlpool washes cottons, 
to finish and has a 1, 3 lower speed and shorter time for linens and all regular fabrics thoroughly yet with gentle 
safely washing, rinsing and damp drying your sheerest, care. This regular washing cycle is fully automatic and 
delicate fabrics. No more special “hand” washing .. . completely separate from the low speed cycle. Only 
wash everything in a Whirlpool . . . it’s automatic and Whirlpool makes for you a washer with two separate 
super safe for washing dainty fabrics! washing actions! 


WITH WORLD’S FASTEST DRYING ACTION 7 
to safely, quickly dry all fabrics! ‘ =f 





= 
SUPER-SPEED GAS DRYER... a 
® Dries twice as fast as regular-speed ® Safely dries anything washable...even 
dryers... yet costs no more to operate! sheerest, most delicate fabrics! 
® 5 drying temperatures ...3 settings for © Fluffs out wool blankets and pillows... 
regular and 2 for delicate fabrics! and, it even airs out clothing! 
SEE YOUR WHIRLPOOL DISTRIBUTOR ... get the full story ~ 


' on this terrific and profitable line of washers, dryers es) 
and ironers backed by the biggest concentrated promotion 
in the home laundry industry. 


— WHIRLPOOL CORPORATION, St. Joseph, Michigan = “ ee 
rove 
Clyde, Ohio * Marion, Ohio * LaPorte, Indiana anniv 

IN CANADA: John Inglis Co., Limited, Toronto, Ontario 


The World's Largest Manufacturer of Home Laundry Appliances 


EAS® SELL WHIRLPOOL THAN SELL AGAINST IT! 
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GAS-FIRED UNIT HEATERS 
® 





by 


give you ALL these advantages | 


e@ No other manufacturer offers you | 
rust- and corrosion-resistant stainless 
steel burners as standard equipment 
... plus a choice of aluminized or 
stainless steel heat exchangers. And 
there are many other features for re- 
duction of overall costs. In many in- 
stances, for example, the savings a 
Modine Unit Heater allows in in- 
stallation costs alone offset any dif- 
ference in price. 



































WEIGHT COMPARISON j 
' * 
Brand ‘Buse net Gaels — 
input) ports 
Modine (aluminized steel) 105,000 105 
Modine (stainless steel) 105,000 95 
Brand “A” 100,000 170 
Brond ‘'B” 102,000 196 
Brand “'C” 90,000 175 
Brand “D" 100,000 165 
Brond ““E" 100,000 210 a 
Brand “'F” 100,000 210 ports 
Brand "G" 105,000 170 } 
’ 
Lower shipping, installation costs No port clogging, cleaner burning 
Light weight, without sacrifice of strength Self-cleaning Modine burner ports have 
or efficiency, makes Modine Unit Heoters four times the free area of conventional | 
easier to handle, faster to install. Also cuts drilled ports. Knife-sharp edges prevent 
need for expensive support structures. lodging of scale. J 


Easy saccess for 
inspection or service 
Hinged casing swings 
down, reveals burners, 





manifold and pilot light. 
Complete burner assem- 
bly may be removed as 
a unit. 












NEW 12-PAGE BULLETIN 655 


gives you complete selection 
Faster, more uniform heating and application data, Call 
| the Modine representative 
| Continuous flame from front to rear of listed in your classified 
phone book. Or write Mo- 





individually fired exchangers, increases dine Mig. Co., 1502 DeKoven 
radiant heat absorption, uniformly dis- Ave., Racine, Wisconsin. 


tributes heat through tube. 





® 





u 
GU-126? 


UNIT HEATERS 
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(Continued from page 12) 
tions because of smog conditions. 
This is brought to your attention 
since the problem of selling incin- 
erators in the Los Angeles area is 
a little more complicated than 
would be indicated in your article. 
Bos WELLSTEAD 
Brule Incinerator Corp. 
e The article referred to by Reader 
Wellstead appeared in July, 1952 be- 
fore Los Angeles restricted the use of 
drying type incinerators. Apparently, 


DE articles remain in circulation long- 
er than we realized. 








CORRECTION PLEASE! 

LovuIsvittE—On page 202 of your 
July issue, you have a fine story on 
the high power factor feature of 
General Electric room air condi- 
tioners. There is a slight error in 
the headline, however, which reads 
“G.E. Reduces Room Unit HP.” 

Actually, G.E. has not reduced 
horsepower in the room air condi- 
tioning unit; due to the high power 


factor design, the amount of cur- Ae 
rent drawn has been reduced, but — 
horsepower has not. | — 
Watter BENNETT es 

General Electric Co. ing v 
FAVORABLY IMPRESSED Me 


Irvincton, N.Y.—AII of us here 
at Burnham have been very favor- 
ably impressed with your articles 
featuring the 8th Annual Short 
Course at the University of Illinois. 

Articles like these are what prove 
of real benefit not only to manufac- 
turers and wholesalers, but to the 
installer as well. Certainly it is to 
the contractor’s advantage to learn 
about cost-cutting methods, as well 
2s modern design and methods of 
selling hot water heating systems. 

We hope that DE will continue 
to publish articles of this type. 

F. R. Bropuy 
adv. manager 
Burnham Corporation. 
e The series referred to in the above 
letter was entitled “10 Days with 
Meiners at the I-B-R School,” and 


appeared in successive issues of DE 
from Nov., 1954 to April, 1955. END 
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9300 regulator 








ion 
in- 

is 
an 
‘le. 


der 
be- 


tly, 
ig- | 


yur 


of 
di- 


ids 


‘ed 
di- 
yer 
ir- New 
ut “Y’ Type Strainer™%, “G 
Screen area at least 4 times that 
, of pipe assures maximum water 
flow. Easily removed for clean- . 3 
ing with regulator in the line. 














New Valve Mechanism 
re Exclusive new contour of stain- 
we less steel seat ring with full open- 
™ ing valve assures maximum flow. 
ort Large Diaphragm 
is. Accurate proportion of diaphragm 
ve area to seat diameter and spring 


~~ tension gives unusual sensitivity, 


he New Spring Design 


Spring pressure remains stable 

im through full valve travel. Scientifically 

ell proportioned to diaphragm area. 

Sizes 4" through 2/4”. 

Delivery pressure ranges 

5 to 125 ps. 

Maximum inlet pressure 

250 p.s.i. 

Catalog W-96-A with 
accurate, honest flow charts 

we 


ae U § L L E Q C re) available upon request. 
i 
ith 


nd Dependable Since 1857 
DE 


Easily Adjusted 
Outlet pressure accurately set at 
factory. Easily adjusted in the field. 





ns. 
ue 





MAIN OFFICE & FACTORY DECATUR, ILLINOIS 
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ONE-MILLIONTH sink from assembly line of American Kitchen 
Division, Avco Mfg. Co., is given send off by Curry W. Stoup, 
Avco vice president, and C. Fred Hastings, general sales mgr. 
READY TO GO ANYTIME is this portable de- 


humidifier from Fresh’nd-Aire which is equipped 
with swivel casters and a % hp compressor. 


Picture 
Paragraphs 


<a 


TV STAR Gale Storm watches Los Angeles plumb- 
ing inspector George Hartman approve Orangeburg 
fiber pipe installation, one of first okayed in county. 





WELL-TRAVELED man is Albert Rebel, Union 
Asbestos & Rubber heating-cooling export man- 
ager, who just issued a franchise in South Africa. 





YEAR-ROUND drive-in restaurant is made possible in 
Milwaukee by use of Perfection heaters above 50 car 
bays. Heaters warm cars but not the air between. 
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Here’s why 





No. 9500 Church MOLTEX Seat B 





Church § eats 


F. CHURCH MFG. CO., HOLYOKE, MASS. 
Division of AMERICAN RADIATOR & STANDARD SANITARY CORPORATION 


steps ahead in packaging, too! 


The Connecticut Stamping & Bending Company is proud to present 


this new package—handsome, durable, reflecting the quality to be 
found in all Plumbers Tubular Brass Goods bearing the CS&B name. 


It's designed for better stacking on the shelf and faster moving off 
the shelf. 


Just as CS&B guarantees top quality every time, they also assure you 
top service and selling aid. Quality plus at no extra cost. 


THE CONNECTICUT STAMPING & BENDING CO. 
NEW BRITAIN, CONN., U.S.A. 
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SPECIAL PATTERNS 
for MANUFACTURERS 


Middleville Engineering Com- 
pany are producers of special 
pattern trim and fittings for 
most manufacturers in the 
plumbing industry. Quality con- 
trol and more uniform produc- 
tion of any die cast part is as- 
sured by “Automation” at the 
Middleville plant. 








THE | 
U 





Fig. No. 51-6 








Fig. No. 51-4 


Tank Levers e Drum Trap Covers e Faucet Quotations on Custom Parts on Request 


Handles e Slip Joint Nuts e Supply Pipe 


Coupling Nuts e Supply Pipe Lock Nuts 
Sink Strainer Lock Nuts e Bath Spouts 
Waste and Overflow Assembly. 


ENGINEERING & MFG. CO. 











MIDDLEVILLE --- MICHIGAN 
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He awOmang 
world-and women 


prefer ELKAY ! 


| STAINLESS STEEL SINKS 
| THE PREFERRED QUALITY-THE WANTED BEAUTY 


Write Dealer Service Dept. for new catalog 
and special display stand deal. 


When the woman of a household thinks of kitchen 
cleanliness, she thinks of stainless steel. And, women 
the country over have made their preference ELKAY 
Lustertone. So why not cater to the women’s whims 
and give them what they want . . . they know why: 
Lustertone sinks are so easy to clean, look so good no 
matter what the decorating scheme and, only Luster- 
tone sinks are guaranteed to outlast the home. You’ll 
profit most when you give the women the stainless steel 
sink they’ve been sold on through years of compelling 
consumer advertising . . . ELKAY Lustertone. 





ELKAY MANUFACTURING COMPANY 
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T'S THE LAW! 


Legal Decisions of Interest to Contractors 





QQ’ WN 


Mortgages Must Be Recorded 

State statutes which require 
mortgages on merchandise and 
equipment are designed to pro- 
tect the plumbing contractor and 
wholesaler and should be ob- 
served closely. 

For example, one supplier re- 
cently took a mortgage from a 
purchaser to secure payment for 
the balance due. But the supplier 
failed to record the mortgage. 

In subsequent litigation, the 
courts held that an ordinary 
creditor who loaned money to 
the purchaser had a superior lien 
on the merchandise, because the 
mortgage for the material had 
never been officially recorded. 
The court explained: 

“While an unrecorded and im- 
properly recorded mortgage is 
good as between the parties, it 
affords no notice to third parties 
and is subject to the lien of a 
judgment creditor.” 


Citation: Watson, 99 F.S. 49. 


A Lesson in Ordering 

A plumbing and heating con- 
tractor recently learned an ex- 
pensive lesson in materials or- 
dering. 

He contracted with a state to 
furnish and install soil pipe that 
would withstand hydrostatic 
pressure of 50 lbs. He then pur- 
chased pipe from a manufac- 
turer who included in his ship- 
ment a letter of acknowledgment 
which described the pipe. 
After installation, the pipe was 





SOOO MQ 


By Leo T. Parker, Attorney 


Cincinnati, Ohio 


tested and developed numerous 


leaks. The contractor refused to 
pay for the pipe, and the manu- 


facturer sued. The manufacturer 


proved two critical points: 
1. The contractor had never 


told the manufacturer in order- 
ing that the pipe must stand 50 
Ibs pressure. 

2. The pipe described in the 
accompanying acknowledgment 
was well known to the trade as 
material intended for use under 
a pressure not in excess of 35 Ibs. 

The contractor was unable to 
prove his contention that the 
manufacturer knew he needed 
pipe of 50 lb pressure. 

The court ruled in favor of the 
manufacturer saying that the 
terms in the letter of acknowl- 
edgment were “descriptive of the 
wall thickness of the pipe and 
that such pipe has been thus de- 
scribed since 1941 and 1942. The 
court was warranted in conclud- 
ing that the manufacturer fur- 
nished the pipe ordered.” 

















* 








YOU BE THE JUDGE 


If you were a judge, how would you decide this case? 

A plumbing and heating contractor refused to sell a 19-year- 
old prospect any fixtures because he was a minor. However, 
the young man returned to the showroom later with his father 
who signed contracts and effected the sale. Later the youth 
wanted to cancel the sale, and the case went to court. 

The father admitted signing several statements of purchase. 
But he testified that it was understood between dealer, youth 
and himself that the real purchaser was the 19-year-old. Since 
the latter was a minor the sale was invalid, the father claimed. 

How would you rule on the point? 


If you were like most judges, you’d cancel the contract and 
make the contractor take back all the fixtures and refund the 
full purchase price. If the court believes a minor is the true 
purchaser—and this is known by the seller—the purchase can 
be cancelled. Whether a parent signs for the purchase doesn’t 
matter under these conditions. (Citation available from D.E.) 


* 































v« Janitrol 


NVERSION BURNERS! 





GAS 





@ The public acceptance of gas heat was 


built on conversion burners—-Janitrol* 
Conversion Burners in particular. They 
provided the home owner with all the 
advantages of gas heat, economically 

. without discarding his present fur- 
nace or boiler. 


The records of many gas companies 
show that it frequently costs less to 
heat with a Janitrol burner, than with 
gas designed equipment. 


Conversion burners are a high profit line. 


(hy Janitrol ? 


‘Surface Combustion Corporation (mak- 
ers of Janitrol) manufactured the first 
factory-assembled, completely automa- 
tic gas conversion burner. Many of them 
are still in operation after 25 to 30 years 
of service! 

The modern Janitrol Burners are low 
in cost; simple to install, since they re- 
quire no “‘building’”’ in the furnace or 
boiler; sell easily with a high profit. 


You can offer nationally advertised 
Janitrol quality at little or no difference 
in price over “bargain burners’. 


For natural, manufactured or L.P. gases. 


Ih 








MODEL JD—DELUXE: 


The handsome, totally-enclosed unit 
with all the plus features .. . Turbo-Flame 
diffuser, Electro-Fyre igniter, Uni-Thrift 
control, remote ignition panel, newest 
time-modulation thermostat. 







MODEL JF—STANDARD: 


Has all the basic Janitrol design features, 
and yet competitively priced . . . with 
standard solenoid valve and controls... 
or with latest self-generating controls for 
operation independent of house current. 










MODEL JH—GUN TYPE: 


Especially adaptable for quick replace- 
ment of oil-fired pressure type burner 

t. Has adjustable blast tube, 
pilet | lighter, thermostat and all safety 
controls. 














MODEL SC-05—HIGH CAPACITY: 


A compact, inshot type burner for larger 
installations requiring input capacities gg 
up to 750,000 Btu. With either safety 
pilot or electronic controls. 







WEBSTER 
FORCED DRAFT BURNERS: 


For conversion of high capacity boilers. 
Available in gas or dual-fuel types, 
custom-engineered for any installation. 
Capacities up to 50,000,000 Btu. 


AR 
| janitrol 


HEATING AND AIR-CONDITIONING 
DIVISION 

















Surface Combustion Corporation, Columbus 16, Ohio 
inc da: Alvar Simp Ltd., Toronto 13 





CONTRACTORS 86 Write today for all the facts on Janitrol and the sales opportunities in your area. 
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: Soins designed for trouble-free performance...a 
; ™ STAINLESS STEEL “Y” 


to lower costs in a wider range of 


CORROSIVE SERVICES 


For food and chemcial plants, and similar serv- 
ices, Jenkins Fig. 1335 “Y” Globe offers many 
advanced features that will lower operating costs 
and keep your processing lines trouble-free. The 
disc, packing, and gasket are tough, resilient 














































2 Teflon. Tasteless and odorless, it eliminates 
problems of contamination. 

The “Y” pattern permits full flow, nearly 
equal to that of a gate valve, and also provides 
the vapor-tight closure and the ease of disc 
renewal of a globe valve. 

Fig. 1335 offers extra value by any test... 
initial cost, operating efficiency, low mainten- 
ance, You can convert this extra value into extra 

— savings on your toughest corrosive services. Call 
your Jenkins Distributor, or write: Jenkins 
Bros., 100 Park Ave., New York 17. 
BRS 
FULL, 
FREE FLOW 
through Fig. 1335 
is nearly equal to flow 
through a gate valve. 
me 
4 
See 


Fig. 1335 “Y" GLOBE 
150 Ibs. 0.W.G. at 500°F 
230 Ibs. 0.W.G. at 100°F 
Sizes 1” to 4” 


® Packing Box—Exception- 
ally deep and wide to hold 
optimum size packing. 


Spindle—Polished shank, 
iong-operating threads, bevel 
shoulder for backseating. 


3) Gland—Two-piece for 
equalized pressure, tight seal. 











Flanges—Conform to 
M.S.S. Standard Practice 
$.P.42 Specifications. 








JENKINS STAINLESS STEEL VALVE BOOKLET 
illustrates and describes wide range 
of Jenkins Globe, Gate, Check, and 
Y Valves, includes selection data, 
survey forms. Ask for Form 200-A, 
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This is Detroit . 





.. 94 largest city in U. 5. A. 


This is Detroit's forward-looking 


mayor... Albert E. Cobo 


ETERMINED to rid his city of 


disease-carrying flies, rats and 
other vermin, Mayor Cobo is spear- 
heading a drive to put a garbage 
disposer into every home in the 
city of Detroit. 

“There is no use trying to cut the 
rat and fly population by secondary 
methods,”’ says Mayor Cobo. ‘“The 
garbage-free method is primary.” 

This project is doubly notewor- 
thy because it illustrates the advan- 


tages of combining the efforts of 


private industry and civic organi- 
zations. 

The Detroit Committee for a 
Garbage-Free City includes the 
Detroit Association of Plumbing 
Contractors, bankers, manufactur- 
ers, labor unions, civic improve- 


ment and neighborhood organiza- 
tions. This is truly the American 
way—and may well provide a pat- 
tern worthy of copy by other cities. 


G.E. is proud that the famous 
G-E Disposall® will be actively 
participating in this campaign to 
make Detroit—one of the largest 
cities in the U. S.—the first me- 
tropolis with the vision and the 
courage to take positive steps to 
make it a healthier, pleasanter 
place to live! General Electric Com- 
pany, Dishwasherand Disposall De- 
partment, Louisville 1, Kentucky. 


Congratulations, Mayor Coto and 
the Detroit Committee for a 
Garbage-Free City! 


Progress /s Our Most Important Prodvet 


GENERAL @@ ELECTRIC 
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more eye-appeal... 


greater strength... 


Harcraft matched sets rate high with 
modern homemakers. Their distinctive 
sim p | er i n stal lati eg RES. design and sparkling chrome finish 
add beauty and smartness to any 
. ‘ bathroom. All Harcraft fittings are 
a n d th e p ri ce | Ss ri g h t precision machined from solid brass. 
This means no casting defects and 
a better surface for triple chrome 
plating. All parts are 
joined by the Harcraft 
silver welding process that 
makes the joints as strong 
as the base metal itself, 
















FOR PROFIT, no other line combines 
high quality and low cost as well as 
Harcraft. So, when you think 
“matched sets”—remember, Harcraft 
gives you more eye-appeal, greater 
strength, simpler installation . . . and 


the price is right! 








~ 
in 
t- NO WORK-OVERS . . . New two-way 
S. positive seal for shower and tub. 
Diverter can be installed in any 
aS position. New molded rubber bonded 
ly Conlltiy b-\9N chrome-plated lavatory to a brass insert means positive 
0 centerset with strainer. Also available shutoff either way. Large binder 
st with pop-up drain and, or aerator. ) head screw provides extra washer 
S support. 
p- 
le 
Ae) 
>r ¥ 
1- Cony 857 diverter tub and shower 
>- fitting with spout, adjustable ball joint 
y 4 showerhead arm and flange. 
d 
fi 
} . STOCKS AVAILABLE IN NEW YORK, | 
1 CHICAGO, ATLANTA, LOS ANGELES 





Representatives in All Principal Trading Areas 


Harcraft 
BRASS 


DIVISION OF HARVEY MACHINE CO., INC. | 
TORRANCE, CALIFORNIA 
1 











I55 








RESEARCH .. . DEVELOPMENT .. . PRODUCTION . . . Harvey does all three as a leading independent producer of aluminum extrusions in all alloys and all sizes, special extrusions, press forgings, hollow | 

+ sections, structurals, rod and bar, forging stock, pipe, tubes, impact extrusions, aluminum screw machine products and related products. Also similar products in alloy steel and titanium on application. | 
| 

| 

| 

” | 
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Questions and Answers 


Seeks Guidance in Venting Island Sink 


To the Editor: 

What is the proper way to vent a 
kitchen sink in an island location 
in the center of a room 12 by 16 ft.? 

The vent cannot extend directly 
above the sink but must be carried 
under the floor to an end wall. 

Pennsylvania J. L. M. 


To the Reader: 

“Island” fixtures such as kitchen 
sinks, can be vented by using an 
air loop vent as shown in Fig. 1. 
This type of vent can only he used 
where the ledge or back splash 
would encase the vent because the 
piping must extend above the flow 
line of the fixture. 

The bottom of the vent should 
be at least 4 in. above the overflow 
line of the sink at point “A” in 
Fig. 1, unless the plumbing code 
stipulates otherwise. 


a In Fig. 1 the vent is returned 
horizontally under the floor and 
connects directly into the vertical 
vent stack at a point beneath the 
floor. An alternative is to connect 
the vent as indicated by the dotted 
line “C.” This connection permits 
condensation to drain into the waste 
line and the fixture vent enters the 
stack above the flow line of the 
fixture at “B.” 

If it is not possible to carry the 
vent above the overflow line of the 
sink and then return the loop vent 
under the floor, it will be necessary 
to use either a drum trap or a 
grease trap as shown in Fig. 2. 

The trap and vent should be in- 
stalled according to local ordinance 
and, if necessary, the line can be 
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revented. The vent is usually car- 
ried above the overflow line of the 
fixture as shown at “A” in Fig. 2. 
The vent may also have a drain 
connection “C,” although this is not 
usually required unless there is a 
long horizontal run. A disadvan- 
tage of the revent in Fig. 2 is the 
possibility that the vent may be- 
come fouled with grease. 





AIR LOOP 


OVERFLOW VENT 
LINE (8) : 
= ; - 3 <=--=— 1 
' 

















FLOORLINE 











FIG. 1 


Fig. 1: An island sink can be vented 
with air loop vent at “A.” The vent 
enters the stack under the floor. An 
alternative is to use vent “C,” shown 
by the broken line, which enters the 
stack at “B,” above the flow line. 








OVERFLOW LINE a 


OF SINK oe 


DRUM TRAP 
‘ exenmmmaed 




















a oe 


FIG. 2 








Soil Pipe Testing 
To the Editor: 

When making a water test in soil 
pipe stacks, it is evident that the 
water pressure is greater at the 
base of the stack than it is at higher 
points. I would like to know if the 
water pressure is also affected by 
the diameter of the pipe? For in- 
stance, is the pressure in a 4 in. 
stack greater than a 2 in. stack of 
the same height? 

North Carolina S. J. K. 


To the Reader: 

The diameter of the stack has no 
effect on the pressure, as pressure 
is measured per sq. in. of surface. 

It is the height of the column of 
water in vertical stacks that deter- 
mines the water pressure. The ex- 
isting difference in the various pipe 
diameters of the same height is the 
difference in volume of water. The 
solution of this mathematical prob- 
lem involves finding one unknown 
. . . the unknown being the pres- 
sure of water per sq. in. (regardless 
of diameter). The height of water, 
measured in feet, in a column is 
termed the “head.” When the 
“head in feet” is known, it is only 
necessary to multiply this by the 
factor 0.4335 (the weight of 1 sq. 
in. of water 1 ft. high) to find the 
equivalent psi. 

Perhaps the easiest way to illus- 
trate this principle is with an ordi- 
nary water tower (see Fig. 3). 

For example, with a tank meas- 

(Please turn to top of page 194) 





























Fig. 2: If a grease trap is used under 
an island sink, the vent line beyond 
“B” may enter the stack under the 
floor. An alternative is to use vent 
“C” and enter the main vent at point 
“A” above the flow line of the sink. 


Fig. 3: uses an ordinary water tower 
to illustrate the pressure principles of 
vertical stacks. Psi at point “A” is de- 
termined by multiplying the head in 
feet by the factor 0.4335. See question 
above for details on this problem. 
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With four 
standard 
sizes and 


a fill-in 


section... 











WMenhilt sasepoarn RADIATION 


FITS ANY WALL TO WALL 
WITHOUT CUTTING 





...every needed accessory for 


AROUND CORNERS 


Inside and Outside 90° Corners @ Inside and Outside Angle 
Corners (variable, 45° to 75°) @ End Caps e@ Wall Sections e 
Fill-in Sections e Joint Trims e Dampers e Riser Shields 


Send for Nesbitt Publication 272 
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If the baseboard you now use requires cutting on 
the site, you’ll welcome the freedom and labor- 
saving economies of Nesbitt Baseboard Radiation. 

True, rigid back panels with built-in felt wall seal 
are quickly anchored. Heating element support 
brackets, likewise. The elements, with tube ends 
sized to mate for sweat-jointing, practically fall into 
place. Louvre blades slip in. Fronts and trims snap 
on. Any length, with end caps, or any wall-to-wall 
assembly is accomplished with standard size sec- 
tions (and fill-in, if needed) positively without cutting! 

When you count the dollars saved, it’s reason 
enough for ‘going Nesbitt’ in perimeter heating. But 
there are many additional good reasons: 

There is the basic design—slim, slick, conforming; 
the high-capacity heating element, with sturdy safe- 
to-handle corrugated fins; the protective individual 
packaging; the attractive neutral gray prime finish; 
the long-life construction always found in Nesbitt 
products; and—oh, yes—the heating comfort... 
floor-up, outside wall protection that makes cus- 
tomers speak your name fondly! 


Wenbitt 
BASEBOARD RADIATION 


Made by John J. Nesbitt Inc., Philadelphia 36, Pa. 
Sold exclusively through plumbing and heating wholesalers 
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CLAYTON & LAMBERT 


NO RUST NORODS’~ HIGHEST RECOVERY 


TWO TEMPERATURE WATER OPTIONAL 
180° WATER FOR APPLIANCES—140° WATER FOR ORDINARY USE 
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CONTRACTORS « WHOLESALERS » MANUFACTURERS 


CONTRACTOR ASSNS. 
+ State 


Sept. 23-24—Utah—Annual conven- 
tion of the Utah Plumbing & Heating 
Contractors Assn.; Hotel Utah, Salt 
Lake City. 


Jan, 25-28 (1956)—Illinois—Annual 
convention of the [Illinois Master 
Plumbers Assn.; Congress Hotel, Chi- 
cago. 


Feb. 6-8 (1956)—Ohio—Annual con- 
vention of the Ohio State Assn. of 
Plumbing Contractors; Pick Ohio Ho- 
tel, Youngstown. 


Feb. 16-18 (1956)—Minnesota—An- 
nual convention of the Minnesota 
Assn. of Plumbing Contractors; Hotel 
Nicollet, Minneapolis. 


Feb. 17-18 (1956)—Kansas—Annual 
convention of the Kansas Plumbing 
and Heating Contractors Assn.; Broad- 
view Hotel, Wichita. 


Mar. 12-13 (1956)—Nebraska—An- 
nual convention of the Nebraska 
Plumbing and Heating Contractors 
Assn.; Hotel Lincoln, Lincoln. 


Mar. 21-22 (1956)—Maine—Annual 


convention of the Maine State Assn. of 
Master Plumbers; Eastland Hotel, 
Portland. 


Mar, 22-24 (1956)—Washington— 
Annual convention of the Associated 
Plumbing & Heating Contractors of 
Washington; Chinook Hotel, Yakima. 


Apr. 5-7 (1956)—Colorado—Annual 
convention of the Colorado Assn. of 
Plumbing Contractors; Shirley-Savoy 
Hotel, Denver. 


Apr. 5-7 (1956)—Iowa—Annual con- 
vention of the Iowa Assn. of Plumb- 
ing Contractors; Hotel Savery, Des 
Moines. 


Apr. 12-14 (1956)—New Mexico— 
Annual convention of the Associated 
Plumbing, Heating & Pipe Contrac- 
tors of New Mexico; LaFonda Hotel, 
Santa Fe. 


Apr. 19-21 (1956)—New Jersey— 
Annual convention of the New Jersey 
Assn. of Plumbing Contractors; Hotel 
Chalfonte, Atlantic City. 


Apr. 20-21 (1956)—Virginia—Annual 
convention of the Virginia Associated 
Plumbing & Heating Contractors; Ho- 
tel John Marshall, Richmond. 





CONTRACTOR ASSNS. . . . National 


Sept. 4-8—ASSE—Annual meeting 
of the American Society of Sanitary 
Engineering; Vancouver Hotel, Van- 
couver, B.C. 


Nov. 26-28—RACCA—Annual con- 
vention of the Refrigeration & Air 
Conditioning Contractors Assn.; Am- 
bassador Hotel, Atlantic City, N.J. 


Jan. 8-10 (1956)—NARDA—Annual 
convention of the National Appliance 
& Radio-TV Dealers Assn.; Conrad 
Hilton Hotel, Chicago. 
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Jan. 23-25 (1956) —ASHAE—Annual 
meeting of the American Society of 
Heating & Air Conditioning Engi- 
neers; Sheraton-Gibson, Cincinnati. 


May 15-18 (1956)—MCAA—Annual 
convention of the Mechanical Con- 
tractors Assn. of America; Kentucky 
Hotel, Louisville, Ky. 


June 11-14 (1956)—NAPC—Annual 
convention and exposition of the Na- 
tional Assn. of Plumbing Contractors; 
Auditorium, Milwaukee. 


Apr. 26-28 (1956)—Montana—An- 
nual convention of the Associated 
Plumbing and Heating Contractors of 
Montana; Finland Hotel, Butte. 


Apr. 26-28 (1956)—New York—An- 
nual convention of the New York State 
Assn. of Plumbing Contractors; Hotel 
Seneca, Rochester. 


Apr. 26-28 (1956)—Pennsylvania— 
Annual convention of the Pennsyl- 
vania Assn. of Plumbing Contractors; 
Zembo Mosque, Harrisburg. 


Apr. 26-28 (1956)—Texas—Annual 
convention of the Associated Plumb- 
ing & Heating Contractors of Texas; 
hotel not yet determined, Tyler. 


May 3-5 (1956)—Michigan—Annual 
convention of the Michigan Assn. of 
Plumbing Contractors; Hotel Hayes, 
Jackson. 


WHOLESALER ASSNS. 


Sept. 17-21—AI—Annual convention 
of the American Institute of Whole- 
sale Plumbing & Heating Supply 
Assns.; Waldorf-Astoria Hotel, New 
York City. 


Sept. 18-21I—MAWA—Annual meet- 
ing of the Middle Atlantic Wholesalers 
Assn.; Waldorf-Astoria Hotel, New 
York City. 


Oct. 19-21—CSA—Annual meeting 
of the Central Supply Assn.; Palmer 
House, Chicago. 


Jan. 23-24 (1956)—PHWNE—Winter 
meeting of the Plumbing & Heating 
Wholesalers of New England; Statler 
Hotel, Boston. 


Feb. 9-11 (1956)—WDA—Annual 
meeting of the Wholesale Distributors 
Assn.; Statler-Hilton Hotel, Dallas. 


Apr. 4-6 (1956)—-CSA—Spring meet- 
ing of the Central Supply Assn.; 
Palmer House, Chicago. 


Apr. 8-10 (1956) —SWA — Annual 
meeting of the Southern Wholesalers 
Assn.; Palm Beach Biltmore Hotel, 
Palm Beach, Fla. 


MANUFACTURER ASSNS. 


Sept. 18-19 — TSMA — Semi-annual 
meeting of the Toilet Seat Manufac- 
turers Assn.; Waldorf-Astoria Hotel, 
New York City. 


Oct. 6—SKCMA—Annual convention 
of the Steel Kitchen Cabinet Manu- 
facturers Assn.; Edgewater Beach Ho- 
tel, Chicago. 


Oct. 6-7—NADFPM—Annual meet- 
(Please turn to top of page 45) 
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How COPPER drainage systems pay 
their own way—make money for you! 


more efficient — costs 


7. REAL COST OF USING COPPER for sanitary drainage 
systems—including savings in construction, faster com- 
pletions, and easier sales—can be much lower than you think. 

The savings are there because of the unique advantages 


of ANACONDA Copper Tubes: 


Pre-assembly at the shop. Lightweight and ease-of-handling 
copper tubes and fittings permit more pre-assembly at the 
shop—more efficient, faster work. This also minimizes time 
plumbers must be in the house—helps you schedule other 
work more efficiently—can mean faster completions. 


Simplifies construction. No need to juggle design or build 
space-consuming plumbing walls because a 3” copper tube 
stack with fittings can be installed within a standard 4” 
partition. You can put the plumbing where. you want it for 
most efficient construction. 


Long lengths and light weight lower construction costs. On 
long runs, the standard 20’ lengths of ANAconDA Copper 
Tubes mean fewer joints, faster installation. A 20’ length of 
3” Type DWV copper tube weighs only 34 lb. 

The bonus to you is that, with all these cost-saving advan- 
tages, you still offer a superior job, with extra sales appeal. 
To the prospective homeowner, an ANACONDA Copper Tube 
drainage system means quality, long life, high resale value. 

For detailed information, write for a free copy of “Copper 
Tube Drainage Systems.” Address: The American Brass 
Company, Waterbury 20, Conn. In Canada: Anaconda 


American Brass Ltd., New Toronto, Ontario. 5512 
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Pre-assembly at the shop is quicker, 
Because 
AnacondA Tubes and Fittings are about 
% the weight of their equivalents in 
ferrous materials, you can prefabricate 
whole assemblies like this. 










ANACONDA Copper Tubes are available in all standard 
wall thicknesses—Types K, L, M and the new lighter 
weight Type DWV, which offers additional savings 
in job costs. Types M and DWV are regommended 
for all lines of the sanitary drainage system above 
ground, and Types K and L for that part of the 
system buried underground. 

Within the past few years, many state and local 
sanitary plumbing codes have been modernized to 
include approval of the use of copper tube and solder- 
type fittings. Others are in process of revision. The 
recently issued American Standard National Plumb- 
ing Code (ASA A40.8—1955), published by The 
American Society of Mechanical Engineers, lists cop- 
per tube as approved material for sanitary drainage 


systems. 
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COPPER TUBES 


Available through plumbing wholesalers 
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THE NEW STASCO 
“EIGHTY-EIGHT” 


Streamlined design for modern _bath- 
rooms .. . priced to bring you volume 
sales. Extended back seat and cover 
eliminate bar. Concealed check hinge 
holds lid upright without back support 
—ideal for residential or commercial 
use, also tankless installations. Fully 
molded, solid, flat underside. White; also 
plain or pearl colors to match all ware. 
Chrome and _ stainless steel _ fittings. 
Shipped assembled. Best quality for the 


price—anywhere. 


THE "88"'— 
STASCO QUALITY 
AT LOWER COST 


For 50 years the seat of good housekeeping 


STANDARD TANK & SEAT COMPANY 
CAMDEN 2, N.J. 





34 




















DoMEstTIc ENGINEERING, SEPTEMBER 1955 





Domi 








seit 


ER 1955 





































* Trade mark 











Now a complete line! 


Ryoidapin 


CELLAR DRAINERS 


PORTABLE! 


Makes a real utility 
pump. Weighs only 35 
lbs. Easy to handle for 
special pumping jobs 
on the farm or during 
construction. 


*692° 


F.O.B. factory 


AU Bru! 


Completely automa- 
tic! All parts touch- 
ing water made of 
corrosion-resistant | 
brass. 14 H.P. motor a 
with thermal over- 
load. “Penn” float- 
less switch, 8 ft. cord 
and other quality 
features. “Slide-up” 

strainer for easy. a 
cleaning. See coupon. 


Only 
$59.95 retail, 


F.0.B. factory 



















Laundry Tray Pump 


For fast disposal of 
laundry waste water 
where there is no 
sewerage—or where 
laundry is below 
sewer lines. Easy to 
install. Quiet run- 
ning with % H.P. 
motor. High pump- 
ing capacity. 
Only 

$47.50 retail, 


F.0.B. factory 
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NAUTILUS * Submuuble DRAINER 


New Rapidayton Submersible Drainers install right in the 
Only sump—out of sight, out of the way. Operate quietly, auto- 
matically. Motor is hermetically-sealed for worry-free 
underwater operation; pumping parts are bronze. Heavy- 
duty switch is float-operated and water-proof—completely 
enclosed:in motor. Coupon brings full details. 


Lightweight, but 
sturdy ... and built 
for long service. % 
H.P. motor with ov- 
erload protection, 
“snap-action” switch, 
8 ft. cord and other 
big Rapidayton fea- 
tures. Strainer slides 
up column for clean- 
ing. Coupon brings 
full details. 


Only 


$49.95 retail, 


F.0.B. factory 











sed ( 

¢ 
{ Dependable, sturdy, 
automatic. Out-per- 
forms many higher- 
priced drainers, 4 
H.P. motor with 
thermal overload, 
“snap-action” switch, 
8 ft. cord, “Slide-up” 
strainer screen, other 
big features. Send 
coupon for more 
facts. 


Only 


$49.95 retail, 


F.0.B. factory 







oa 


Jet, Submersible and Reciprocating Water Pumps & Systems 


“*Hot-’n-Cold"’ Water Systems ® Cellar Drainers * Water Softeners 































Sales Department 1 
Dayton 1, Ohio 


Line of Cellar Drainers. 


NAME_ 








COMPANY ADDRESS___ 


CITY 


THE DAYTON PUMP & MANUFACTURING COMPANY 


Please send me literature and prices on the Rapidayton Full 


ZONE____STATE 








35 


























. meio 














a 


ae 











TIPS FOR 


Showmanship Leads to Success in Selling 


AUDIO-VISUAL AIDS are the 
latest teachers pets among the 
nation’s educators. By combining 
film and sound, they can get the 
hardest lessons across to the most 
obstinate students. 

It’s a technique, says plumbing 
and heating contractor Hank 
Linskey, that’s too good to be 
confined to the _ educational 
world. It can be used with equal 
success, he has proved, to get the 
best selling message across to the 
most stubborn prospect. 

That’s why Linskey, a partner 
in the North Philadelphia (Pa.) 
Heating and Air Conditioning 
Co., invested in color camera 
equipment and a tape recorder. 
Previously he had sold prospects 
with simple black and white 
snapshots and _ written testi- 
monials from satisfied customers. 


# “It was a good idea,” Linskey 
says, “but lacked the flair and 
personal touch we wanted. That’s 
why we bought equipment for 
color photos of our customers’ in- 
stallations and a recorder to tape 
our customers’ own voices. The 
written testimonial then became 
the spoken testimonial, injecting 
the needed personal touch. And 
the colored pictures brought us 
the color and flair we wanted.” 
The tape recorder, which Lin- 
skey feels is the most spell-bind- 
ing part of his sales technique, 
cost $150. The first time it was 


used a heating modernization sale 
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more than paid for the recorder. 

Linskey’s system is simple. 
After completion of a job, he asks 
the family to assemble for pic- 
tures of their new bathroom or 
kitchen. Since he provides a set 


of photos for the family, there’s 
little trouble getting cooperation. 


=» The tape recorder is intro- 
duced on an informal note. Cus- 
tomers are encouraged to sing, 
quip and ad lib. When they’re 
relaxed, Linskey has them give, 
in their own words, a testimonial 
about the features of their new 
installation, how quickly it was 
installed by North Philadelphia 
and how satisfactory the work is. 


MANAGEMENT 


About 50 percent of the com- 
pany’s prospects are recom- 
mended by satisfied customers. 
Frequently, Linskey has these 
customers address their taped 
remarks directly to the persons 
they’ve named as a moderniza- 
tion prospect. This is personal- 
ized selling and using-the-user in 
a combined form that Linskey 
has found cuts sales time in half 
and is almost a certain clincher. 
Last year North Philadelphia 
sold more than 150 heating in- 
stallations, plus scores of kitchen 
and bathroom modernization 
jobs. “Almost every sale was 
closed,” Linskey adds, “while we 
were using the recorder and 
showing colored slides.” END 





HANK LINSKEY of North Philadelphia estines poe Air Conditioning Co. tapes 


a recorded testimonial from a satisfied customer. Later he will play the record- 
ing for a prospect and show colored photographs of a customer’s bathroom. 
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First in fuel units... 





No “spot-checking” here...every Sundstrand 


Fuel Unit gets the “works” before shipment! 


See that acoustical treatment on the walls? This is Sundstrand’s “quiet” 
room, designed specifically for thorough checking of fuel units under 
actual operating conditions. \n this row of sound-deadened booths, each 
unit is tested individually for capacity, efficiency, pulsation, cutoff, 
power consumption, and quietness of operation. You can see why it 
pays to specify Sundstrand—the Fuel Units which aresss 


(TOE Re.) 
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SUNDSTRAND 
HYDRAULIC 
DIVISION 


of Sundstrand Machine Tool Co., 
2210 Harrison Ave., Rockford, Illinois 
Made in Canada by John Inglis, Ltd., 


14 Strachan Ave., Toronto 


Made in Sweden by Sundstrand Hydraulic 
Division AB Stockholm 
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SIA BRASS FIXTURES 


give you a steady flow of Profits 


GERBER INVITES COMPARISON ON 
THESE OUTSTANDING FEATURES 


QUALITY AT MODERATE PRICE 


Gerber Brass Fixtures offer you an unbeat- 








able combination of uniform high quality at © Moderately Priced 
a moderate price...your assurance of quicker @ Solid Brass Construction 
turnover, bigger profits and—more satisfied ¢ Heavy Chrome Plating 
customers than you would have with a line © Modern Design 
designed for price alone. e Trouble-Free Operation 
© Easy Installation 
LOWER OVERALL COSTS ° Water Tested 
¢ Easily Serviced 


Gerber Brass Fixtures help lower 
the overall material costs...keep < 
your prices more competitive...en- 
able you to pull in profits that you 


pass up when you stock higher- 
priced brass. CONTACT YOUR LOCAL DISTRIBUTOR 


OR SEND THIS COUPON TODAY 


y f Ps an! ~_ o 
; ADVERTISED IN F Guaranteed by © 
7 Good Mouschosping 


sor as Apvearisto | wanes 








A SURE SALES BOOSTER 


Feature the Gerber Brass Bar Dis- 
play for added counter punch! Your 
customers can visualize their brass 
needs by seeing Gerber fixtures on 
the attractive display, Requires a 
mimimum of counter space. 


Gerber Plumbing Fixtures Corp., Dept. C-95 
232 North Clark Street @ Chicago 1, IIlinois 


Send me complete information on the profitable 
Gerber Brass Fixture line. 


Name 











Organization 





plumbing fixtures corp. 
232 N. CLARK ST., CHICAGO 1 


“os Sales Division: 500 o——, Bone ia. New Jersey. 

uthern Sales Division: P. O. 815, Ci 

FIVE CREAT FACTORIES: Delphi, 3 a e Kokome, indiona @ West ity 
Delphi, Ind. @ Woodbridge, N. J. @ 


Address 











Zone State. 
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COPPER OUT- 
LOOK REMAINS 
UNSETTLED 


SOME BRIGHTER 
SPOTS 


GOVERNMENT 
"LOWERS" THE 
BOOM 


PHONE COMPANY 
JOINS BATTLE 
AGAINST JACKLEGGS 






























AT PRESS TIME 


INCLUDING WASHINGTON REPORT 





No let up in sight for this year on the tight copper 
supply. Mine strikes remain unsettled, prices keep 
climbing (now 43 cents per lb) and manufacturers are barely 
able to keep going on a partial work week. Wholesalers 
are feeling the pinch strongly now, and contractors will 
be more and more aware of it as the year draws to a close. 

Even if the strikes are settled it would be two or 
three months before supplies began flowing normally 
again. The government says it will not step in--either 
to enforce the Taft-Hartley Law or to open up its surplus 
Stocks unless the situation gets considerably worse. 


KE HH 


July employment hit the 65 million mark and outlays 
for new construction reached $4 billion for the month, 
making the total for seven months 14 percent better than the 
same period last year. 

There's now $30 billion outstanding now on retail credit 
books--a sign that consumers are getting what they want, 
confident that they can pay for it later. 


% ee 


Seeds of caution, however, are being sown by Govern- 
ment planners who view rising installment loans, mortgage 
credit and business loans as the first signs of possible 
inflation danger. 

To keep a check on the boom, government is clamping 
down on borrowing--asking banks to be more conservative in 
lending, businessmen not to borrow heavily to build in- 
ventories and builders to go easy on purely speculative 
construction. 















































ak eK 


Initial contacts with telephone company officials by 
DeE. have resulted in a pledge of cooperation with the 
P-H industry in screening jacklegg plumbers from 
telephone book listings. Telephone company officials also 
made specific recommendations on how qualified P-H con- 
tractors can help do the job. 

It's all part of a new campaign launched by D.E. 
two months ago to help qualified contractors identify 
themselves to the public and emphasize the vital role 
they play in the nation’s health and safety. Full details 
of these and other developments in the Qualified Con- 
tractor Program are presented on page 100. 


*eEKK 
A conference of leaders from all segments of the 




















INDUSTRY P-H industry was sponsored in Washington last month by 
LEADERS PLAN the National Assn. of Plumbing Contractors to explore how 
MODERNIZATION 4 complete home "remodeling package" can be offered to the 

PUSH public. Groundwork was laid for the biggest all-industry 
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RISING COSTS 
MAY BRING 
PRICE HIKES 


NEW INDUSTRY 
GIANT IN THE 
MAKING 


OTHER FIRMS 
GET GROWING 
PAINS, TOO 


OIL HEATING 
SALES GAIN 


ONE-BATH 
HOMES ON WAY 
OUT? 


SURVEY SHOWS 
WHOLESALERS ' 
PAYMENTS LAG 


modernization sales drive yet to be undertaken. Read all 
about it in the story beginning on page 84. 


a 


Rising costs of certain vital materials are putting 
pressure on manufacturers to hike prices on their products 
next year. A few have already made the move, others plan to 
do so. Climbing steel, copper and aluminum prices are 
causing the trouble--and the trend could mushroom by year's 
end. Some manufacturers say they are willing to absorb 
costs up to one percent—beyond that they would be compelled 
to pass them on. 

















*e% 


Whirlpool-Seeger Corp., the proposed new combine in 
the home appliance field, is planning an extensive line 
of new products. Meanwhile, stockholders will be voting 
on the merger this month, which also includes the RCA 
stove division of the Radio Corporation of America. A 
new "RKCA-Whirlpool" brand name will be established. 

By 1958, the “appliance giant” will be producing 
refrigerators, freezers, room air conditioners, kitchen 
cabinets, food waste disposers, dishwashers and central 
heating and air conditioning units. 








#444 


Growing pains seem to be a common "affliction" in the 
plumbing & heating field. Westinghouse has offered to pur- 
chase the assets of the C. A. Olsen Mfg. Co. of Elyria, 
0., producer of furnaces. A formal contract is being drawn 
up and the pact will be submitted to Olsen directors 
early this month. Westinghouse directors have already 
ok'd the deal. 

The above cases illustrate an industry-wide 
"stampede" for mergers and expansions which has been 
gaining momentum for several years. Other highlights are 
reported in the news section beginning on page 52. 














eae 


Residential oil heating sales are 23 percent ahead of 
last_year for the first six months, according to figures 
released by the Oil Heat Institute of America. R. H. L. 
Becker, managing director, said the industry pattern has 
been that 56.5 percent of the year's shipments are made 
in the last six months. If the pattern continues, it 
could mean that sales would top 1954 by 77 percent. 








* KK 


In the future more homes will have 1% and 2 bathrooms. 


In fact, more than 30 percent of homes being built this 
year will have more than one bathroom. That's what a 
survey by Commercial Discount Corporation shows. A move 
is now underway to standardize bathroom dimensions to 
reduce costs of a second bathroom in new homes. 

Recommendations made at a recent conference are pre- 
sented on page 93. 











a 


A bulletin issued by the National Heating & Air 
Conditioning Wholesalers lists the results of a recent 
survey of wholesalers" credit standing. The survey shows 
that wholesalers are not discounting as much as last year 
(down from 84.735 to 79.27 percent) and that payments on 
accounts at all terms are lagging somewhat. 

Two out of ten wholesalers are not discounting 
bills to manufacturers. The bulletin interprets this as 
a sign that wholesalers are not keeping a tight enough 
hold on their accounts receivables and urges more 
efficient collections. 
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For 


SERVI 


Watts has always been ‘famous for prompt 
shipments and meeting delivery requirements. 
During World War II when critical materials 
were in short supply and when civilian require- 
ments had to come last according to priority, 
we nevertheless fulfilled our customers’ needs 
on schedule when many others could not 
supply the requirements. 


Even during the recent New England truck 
strike, we completed all orders before our 
vacation shut-down the first two weeks in July, 
by one means or another. For some shipments 
that had to be completed on schedule and 
which had to be shipped by truck, we put our 
executive aircraft into airlift freight service 
between Lawrence and Philadelphia as shown 
in the newspaper clipping. 


This is in keeping with Watts tradition to fill 
orders promptly and on schedule, even though 
unforeseen limitations or difficulties exist. 
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This product worthy 


ULATOR COMPANY 


LAWRENCE, MASSACHUSETTS 








LARGEST 


Line Of 


its Kind 














Q 


l.. 80-year tradition of highest qual- 
ity is evident in every detail of “Watts 
great line of heating specialties.” In the 
Watts line you will find the largest and 
most complete selection of controls for 
meeting a wide variety of heating boiler 
requirements. All Watts products are de- 
signed to give your customers the same 
measure of satisfactory service as contrac- 
tors have learned to expect from products 
that bear the Watts trade-mark. And, truly, 
you have the right to expect the best since 
our policy has always been ‘making every- 
thing better than well enough.” 














Boiler Water Feeders 


A.S.M.E. Rated Pressure Safety 
Relief Valves 


N174 Series 

Sizes 
%,” to 
2” inclusive | 


Affords complete pressure 
protection for hot water boilers 
with a single valve. Available 
pressure settings 30 to 150 lbs. 


HOT WATER 




























For use on steam Valve for Regulator 
coil heaters to prevent tankless for process. 
a vacuum. Size %” heaters. Sizes #§ 
Sizes Yo m ¥, : 1” _ ; 
‘hal 


” 
YW , %”. hed 
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76LWD 

Feeder 

cut-off 

combinations 

SERIES CONNECTIONS CAPACITY | STEAM WATER 
___60 | "gauge glass | up to 5,000 sq. ft. rad. J 25 Ibs. 150 Ibs. 
___76 | 1" chamber, %” feed valve | over 5,000 sq. ft. rad. J 35 Ibs. 150 Ibs. 
81 1” chamber, 3%,” feed valve | over 5,000 sq. ft. rad. 35 to 75 lbs. 150 Ibs. " 
: 36 ain, 11 152 te 
Vacuum Relief Valve x Tempering Steam 
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1TERHEATING SPECIALTIES 
















Feed Water Pressure Dual Controls 
Regulators Feeds water to boiler at 12 Ibs. — Pressure relief at 30 Ibs. 
135HW 45A 45AU 
" yn yn ye Deluxe Nos. 45AU or 
izes 2", %4”, construction N450U have 
Size 2” sweat copper 
N39 union applied 
Size Vo” to inlet end. 
Feeds water to boiler sel eage 
Os. 
at 10 to 15 Ibs. . design or 45AC have 
| Size 2” check valve 
and strainer. 








FOR LOW PRESSURE STEAM HEATING BOILERS 


Low Water Cut-Offs 
101A 


Exclusive 2/2” 
screw-in type with 
sediment chamber. 


93A 


21%” screw-in type 





MAXIMUM STEAM PRESSURE 25 lbs. 





859A 193A , SOA 








ad 2%" Screw-in 1” Float 

Gauge type for | chamber 

glass type use where connections for 
— shallow section and _ PON premen 

depth of jacket prevent boilers and hot 

a use of No. 93A. water heating boilers! 
ay Max. steam press. 
ane 50 Ibs. 


| = “MAKING EVERYTHING BETTER THAN WELL ENOUGH” 





oe AT TS REGULATOR COMPANY 
d LAWRENCE: MASSACHUSETTS 











MANUFACTURERS OF 
es PTW Vater | AAT 

























"Poor guy. 
He’s got pipe 
inventory 


problems. 


“But he brought them on himself. 


“Apparently, he still believes that main- 
taining his own steel pipe inventory is 
the best and most economical way to 
serve his needs. But he’s living in the past.” 


Today, successful operators have elimi- 
nated pipe inventory problems by letting 
their Republic Pipe Distributor assume 
these responsibilities. Gone are their 
worries over handling costs, insurance 
costs, and inventory losses. No longer do 
they have to invest large amounts of capi- 




















Photo by Black Box Studios, N. Y. 


tal in supplies—then tie up valuable ware- 
house space to store them. 


They like the convenience of having a 
full line of quality pipe and piping supplies 
at their disposal. They know that their 
Republic Pipe Distributor carries every- 
thing needed for complete installations— 
will gladly deliver what they want, when 
they want it. 

So, no matter how large or small the 
order, it will pay you to contact him. He’s 
a good man to do business with. 


CALL YOUR LOCAL REPUBLIC DISTRIBUTOR FOR QUICK DELIVERY OF STEEL PIPE 


REPUBLIC Sl Ape 
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Convention Dates 


(Continued from page 32) 
ing of the National Assn. of Domestic 
& Farm Pump Manufacturers; Sher- 
man Hotel, Chicago. 


Oct. 6-8—PFMA—Annual meeting 
of the Power Fan Manufacturers 
Assn.; The Greenbriar, White Sulphur 
Springs, W. Va. 


Oct. 12-14—GAMA—Annual meet- 
ing of the Gas Appliance Manufactur- 
ers Assn., El Mirador Hotel, Palm 
Springs, Calif. 


Oct. 16-20—CIPH—Annual meeting 
of the Canadian Institute of Plumbing 
and Heating; The Seigniory Club, 
Montebello, P. Q. 


Oct. 17-19—AGA—Annual conven- 
tion of the American Gas Assn. and 
the Pacific Coast Gas Assn.; Statler, 
Biltmore and Ambassador Hotels, Los 
Angeles. 


Oct. 20—PHIB—Annual meeting of 
the Plumbing and Heating Industries 
Bureau; Palmer House, Chicago. 


Oct. 26-28—PEI—Annual meeting of 
the Porcelain Enamel Institute; The 
Greenbrier, White Sulphur Springs, 
W. Va. 


Nov. 14-18—-NEMA—Annual meet- 
ing of the National Electrical Manu- 
facturers Assn.; Traymore Hotel, 
Atlantic City, N.J. 


Nov. 28-Dec. 1—RACE—$9th All-In- 
dustry Refrigeration & Air Condition- 
ing Exposition; Municipal Auditorium, 
Atlantic City, N.J. 


Nov. 30-Dec. 1—-NWAHACA—An- 
nual convention of the National Warm 
Air Heating & Air Conditioning Assn.; 
Hotel Statler, New York City. 


Jan. 22-26 (1956)—NAHB—Annual 
convention and exhibition of the Na- 
tional Assn. of Home Builders of the 
Us.; Conrad Hilton Hotel, Chicago. 


Mar. 22-23 (1956)—WCF—Annual 
meeting of the Water Conditioning 
Foundation; Edgewater Beach Hotel, 
Chicago. 


Apr. 19-21 (1956) —GAMA—Annual 
convention of the Gas Appliance Man- 
ufacturers Assn.; no exposition; The 
Greebrier, White Sulphur Springs, 
W. Va. 


May 14-18 (1956) — OHI — Annual 
convention and exposition of the Oil 
Heat Institute of America; Coliseum, 
New York City. 
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Water systems bulletin. Eight- 
page bulletin describes the com- 
pany’s new convertible jet water 
system for shallow and deep wells. 
Provides features, illustrations and 
selection tables. Also devotes a 
page to accessories. 

Available from: The Deming 
Company, 543 Broadway, Salem, O. 


Draft control brochure. Techni- 
cal brochure covers selection and 
specifications of draft controls in 
commercial and industrial sizes for 
gas, oil and coal - fired heating 
equipment. Covers proper sizing 
and includes controls from 8 
through 32 in. 

Available from: Field Control 
Div., H. D. Conkey & Co., Mendota, 
Til. 


Bathroom vanities catalog. Con- 
tains a selection of 160 different 
styles and designs available in the 
firm’s Glissade line of bathroom 
vanities. Illustrations and features 
are given for various models with 
top widths from 24- to 72-in. Med- 
icine cabinets and kitchen counters 
also are included. Thirty - four 
pages. 

Available from: Liebman Bath- 
room Specialties, Inc., 1437 Bush- 
wick Ave., Brooklyn 7, N. Y. 


Heating equipment catalog. Con- 
tains 168 pages of prices and illus- 
trations of the firm’s heating equip- 
ment, tools, parts, supplies and ac- 
cessories. Also includes parts and 
equipment for air conditioning. 

Available from: A. R. Webber 
Co., Inc., 424 Howard Ave., New 
Haven, Conn. 


Water heater and boiler catalog. 
Enlarged edition of the company’s 
gold-embossed, leatherbound cat- 
alog covers the expanded line of 
water heaters and heating boilers. 
Gives specifications and prices for 
all sizes and describes in detail the 
sizes and types of boilers needed 
for various applications. Incorpo- 
rates a loose-leaf design for con- 





venient insertion of new literature. 

Available from: Portmar Boiler 
Co., Inc., 193 Seventh St., Brook- 
lyn 15, N. Y. 


Air conditioning folder. Illus- 
trated folder contains six pages of 
specification charts and tables of 
the company’s year-’round resi- 
dential air conditioning systems. 
Covers the series of dual furnace 
combinations. 

Available from: Airtemp Div., 
Chrysler Corp., 1600 Webster St., 
Dayton 1, O. 


Pressure regulator catalog. Pro- 
fusely illustrated catalog presents 
the company’s new pressure regu- 
lator. Contains specifications of the 
new regulator as well as flow 


SATALO 


MUELLER 


ERIES PRESSURE REDUCING 
EGULATING VALVES 





charts, installation information, and 
performance and engineering data. 
Also shows details of design. 
Available from: Mueller Co., 512 
W. Cerro Gordo St., Decatur, III. 


Electric blower literature. Cat- 
alog sheets and envelope stuffers 
feature the line of portable elec- 
tric blowers designed for various 
plumbing and heating, cleaning and 
drying applications. A _ four-ft. 
nozzle attachment for air punching 
boiler tubes also is discussed. 

Available from: Pullman Vacu- 
um Cleaner Corp., 33 Allerton St., 
Boston 19. 

(Good Reading continued on page 151) 
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FOR LARGE AREAS, TRANE Tor- 
ridors have powerful centrifugal fans 
... capacities up to 114 million Btu’s. 
Use with or without ducts—for heating, 
ventilating, filtering, process drying. 


A flood of heat. ....... 








FOR DOORWAYS, cold walls and general 
heating—TRANE Horizontal Unit Heaters 
with exclusive patented Louver Fin Dif- 
fusers are a flexible, economical answer. 
Hot water, steam or gas-fired. 











For spot 


Fill all your industrial heating 


ae pinpoint spot. 


ANY HEATING PATTERN 


at any time! Laboratory smoke 
tests (above) show how TRANE 
Unit Heaters with exclusive pat- 
ented Louver Diffusers can direct 
heat in any direction, in any pro- 
portion—even in different direc- 
tions and proportions at the same 
time. Unretouched photos prove 
flexibility of these TRANE units— 
unequalled by any other unit 
heater made. 













BENEATH WINDOWS and skylights, 
TRANE Wall-Fin provides low-cost draft 
protection. May be tiered for extra capaci- 
ty, installed with expanded metal or heavy 


gauge steel cabinets. 
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heating or space heating... process or comfort 


needs from this one source of supply! 















Trane—the industry’s most complete line— 
saves tume and work 
... concentrates responsibilrty. 





You PLACE ONE ORDER, get delivery order all your industrial heating needs 
from TRANE. So make your job easier 
. concentrate responsibility. Call 


your nearby TRANE Sales Office or 


from one company. You simplify pric- 
ing and ordering, reduce paper work— 
simplify bookkeeping—simplify your 


entire procurement problem when you 


TRANE 


MANUFACTURING ENGINEERS 


write TRANE, La Crosse, Wisconsin. 


One source, one responsibility for: Air Conditioning 
Heating - Ventilating - Heat Transfer Equipment 


The Trane Company, La Crosse, Wis. « Eastern Mfg. Div., Scranton, Pa. « Trane Co. of Canada, Ltd., Toronto « 90 U.S. and 17 Canadian Offices. 















FOR SAVING FUEL, TRANE radia- 
tor, Float, or Bucket Traps, Strain- 
ers, Valves and Vents add efficiency, 
stop waste, For low, medium or high 
pressure systems in either heating 


or process applications, 


FOR “BUILT-UP” SYSTEMS, TRANE Fans 


and Coils are ‘‘matched”’ for service to- 
gether. Exclusive TRANE features give top 
efficiency, durability —reduce maintenance 
to a minimum, 


FOR WALL-TO-WALL heating, TRANE 
Wall Line Convectors combine low initial 


cost with low installation cost to meet 
even the tightest heating budgets. Attrac- 


tive cabinets blend with room. 
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Go Modern...Save Time and Money! 





Use Genuine 


ORANGEBURG 


Pipe and Fittings 


It takes modern methods and modern 
materials to cut construction costs 
today. Orangeburg Pipe and Fittings 
aré sure to cut costs and deliver a 
high-quality job to the home owner. 





leading approving authorities across 
the nation — a fact proved by more 
than 150,000,000 feet in service. 


Tough, resilient Orangeburg gives 
long, dependable service. Orange- 
burg sewer lines installed 49 years 
ago are still operating like new. Be 
sure you get genuine Orangeburg — 
look for the name on pipe and fittings. 


Orangeburg is modern. Its long, 
lightweight lengths are easier to 
handle — easier to install. Root- 
proof joints are made in a jiffy... 
no calking, no compounds. Orange- 
burg is made in 2”, 3”, 4”, 5” and 
6” sizes. Easily sawed to required 
length... race Oe tooled on the job. 


Orangeburg Pipe is accepted by 


ORANGEBURG MANUFACTURING CO., INC. 
Orangeburg, N. Y. West Coast Plant, Newark, Calif. 





Write to Dept. DE-95 for Sales 
Aid Folder showing Free Orange- 
burg Signs for tying in with 
Orangeburg’s national advertising 
campaigns. 
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Right! This GENUINE 


Orangeburg Is sure 
easier and taster 


ey 70 install! 

















ORANGEBURG "**FDRATED 





Use it for foundation footing 
drains, septic tank disposal fields, 
sub-surface drainage of lawns, 
fields, wet spots everywhere. 


ORANGEBURG Fittines 


Use these modern, lightweight, 
exclusive fittings. They make an 
all-Orangeburg, high-quality pipe 
line . . . save you time, trouble 
and money. 


CAs 


V4 BEND WYE Ye BEND TEE 
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The man who depends on his heating 
dealer’s judgment is in good hands. His home 
will enjoy the security of quality — its safety, 
economy, dependability. A record of more than 
15,000,000 Field Draft Control installations 
stands as proof of your unwavering 


loyalty to quality. 


FIELD CONTROL DIVISION 
of H. D. CONKEY & COMPANY, Mendota, Illinois 


Affiliates { Gonce Building Products, Inc. ¢ Brick, Tile, Stone 
Conco Materials Handling Division « Cranes, Hoists 


FIELD TYPE a ae efeluttiite FIELD TYPE "MG", double 








commercial, and industrial ole atare| models for commercial 
models for oil and coal fired and industrial gas fired heating 
sterol alate) plants. Sizes 6’ halgeltie la plants Sizes 8” alteltie la 32” 
32 

















FIELD TYPE “RC”’, for do- 


mestic oi! and coal fired heating 
plants. Sizes 7” and 9” for 6” 
through 10” flues. 


How Do Operative Home Builders 


A REPORT OF A NEW STUDY BY NATIONAL F 
BUILDERS WHO CONSTRUCT 92% OF ALL T 























— who has a stake in selling mer- _and influence home builders and home buyers. a. 
chandise that goes into new homes realizes Thi, survey becomes another piece of signif- 
the outstanding importance of the operative icant new evidence pointing up how effectively 
builder—the man who builds houses to sell. BH&G penetrates all the important sources of pen 
These men play such a major part in creating sales in the residential building market. An = 
markets for building materials, equipment and =F. W. Dodge survey earlier this year showed —- 
appliances that their views and opinions have BH&G far and away the leader among all busi 
a tremendous significance to American manu- magazines in reaching and influencing families 
facturers. who build homes for their own occupancy. 
To learn what these builders think, National Remember, too, that whatever you have to sell -% 
Field Service was commissioned to study a to consumers, your advertising appropriation Ame 
group representing 27% of all builders who — works harder—dollar for dollar—among BH&G’s _ 
construct 92% of all new homes built for sale. 4,000,000 families than any other advertising i 
The results are given here for five of the several medium of any kind. heat 
questions provided by Better Homes & Gardens. i 
jous 
The tabulations of their answers to these five Lodi 
specific questions are most eloquent. They show Vision des ules ance died thoes abi- Coll 
that with these big operative builders, as well tional questions: (1) What do prospective mae 
as with the home-buying families who purchase , home buyers seem to want in ego 
their homes, Better Homes & Gardens is so far (2) ~~ reac isc spond bese . - 
in the lead among America’s top magazines as improvement in home building? (3) What im- Pore 
to be practically in a class by itself. This is portant home-building developments would Hous 
hardly a modest statement, but it is offered you predict for the next five years? 
as completely factual on the record. For information on the answers to the above = 
questions, call your Better Homes & Gardens Que: 
Better Homes & Gardens is more than ever the representative. Nom 
one magazine you cannot do without to reach Som 
on 
Tabu 


Better Homes 














Rate Consumer Magazines? 


FIELD SERVICE* AMONG THE NATION’S BIG 
THE NEW HOMES THAT ARE BUILT FOR SALE 


*A Field Service affiliated with Alfred Politz Research, Inc. 


HOW DO THE MAGAZINES THAT CARRY YOUR ADVERTISING STACK UP? 





Here are the Five Questions Asked of Operative Home Builders 


QUESTION: Please check 
each of the following mag- 
azines that are read regu- 
larly (almost every issue) 
in your home or place of 
business. 


PERCENT 
OF TOTAL 
OPERATIVE 
BUILDERS 
Better Homes & Gardens 62 
re ere 
American Home . . . 38 
Saturday Evening Post 32 
House Beautiful . . . 30 
aS eee . 30 
a ogo ok 
Good Housekeeping. . 27 
House & Garden. . . 25 
Ladies’ Home Journal . 22 
= rr | A 
Wauees-. 1... . 1 
Woman's Home 
Companion .. . 15 
Living for Young 
Homemokers . . 12 
ES arses ON 
Household ..... 5 





QUESTION: If you could 
have only one magazine in 
your home, which one of 
the following magazines 
would you prefer? 


PERCENT 
OF TOTAL 
OPERATIVE 

BUILDERS 


Better Homes & Gardens 24 


ar 
Mist wee 3s ee 
Saturday Evening Post. 11 
American Home ... 8 


House Beautiful 5 ae 
er ar 
House & Garden . 2 
Good Housekeeping. 2 
Living for Young 


Homemakers 2 
ae Peer ae 2 
Parents’ ne - 
ladies’ Home Journal . 1 
McCall's 1 
Woman's Home 

Companion ... 1 
Household ..... 7 





QUESTION: In what maga- 
zine would you prefer to 
see your homes or housing 
developments featured edi- 
torially or advertised? 


PERCENT 
OF TOTAL 
OPERATIVE 

BUILDERS 


Better Homes & Gardens 36 


__, eee eee | 
American Home .. . 15 
House Beautiful . . . 11 
Saturday Evening Post. 5 
House & Garden. . . 3 
Living for Young 

Homemakers .. 3 
Good Housekeeping. . 2 
Geers 2 3 ws. 1 
Ladies’ Home Journal . 1 
MEY foes ya! ate. 
Me 5 ae 
Woman's Home 

Companion ... 1 
ht rr 
Parents’ Te Ee ee 
Household ..... - 


*Less than 0.5% 





QUESTION: If you could 
have only one magazine for 
use in connection with your 
business asa builder, which 
one of the following maga- 
zines would you prefer? 
PERCENT 
OF TOTAL 


OPERATIVE 
BUILDERS 


Better Homes & Gardens 4} 


American Home .. . 14 
House Beautiful . . . 13 
House & Garden... 5 
Re ene ere 


living for Young 
Homemokers 


4 
Time . eer ee. 
Saturday Evening Post 2 
Collier's go eed 1 
Good Housekeeping. 1 


Ladies’ Home Journal . 1 
| ae Pe eee 
MeGeNs ....«s 3 
Woman's Home 

Companion ne 9 
Household 
Parents’ - 


*Less thon 0.5% 





QUESTION: What maga- 
zines are mentioned most 
frequently by your custom- 
ers in connection with buy- 
ing homes? 


PERCENT 
OF TOTAL 
OPERATIVE 
BUILDERS 
Better Homes & Gardens 43 
House Beautiful . . 9 
American Home 
House & Garden 
Good Housekeeping 


life 
Household 


Living for Young 
Homemokers 1 


Saturday Evening Post . 
Time . 


—™ yy © a 


. 


Collier's ee 
Ladies’ Home Journal . - 
Look er ; - 
McCall's hee ie. ce ee 


Parents’ ee a 
Woman's Home 
Companion ... - 


*Less than 0.5% 





Questions: Furnished by Better Homes & Gardens 


Nomes: 


Sample Selection 
Mailing 

Follow-up 

Personal Interviews 
Tabulation 


F. W. Dodge Corporation 


National Field Service ... A Field Service 
offiliated with Alfred Politz Research, Inc. 


The sample consists of 671 completed usable 
interviews, representing an effective com- 


pletion rate of 88% of all operative builders 
on the F. W. Dodge Corporation lists. 


— 








and Gardens 


hi 


Better Homes & Gardens 


advertisers are invited guests 
in more than 4,000,000 homes! : 


MEREDITH PUBLISHING COMPANY, Des Moines, lowa 


ate 
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Business Barometer Gets Another Boost 
as Manufacturers Push Expansion Plans 


Cuicaco — A reliable yardstick 
for measuring the state of business 
has been the activity of manufac- 
turers in building and expanding 


production facilities. This has been | 


a big year for mergers and expan- 
sions in many imdustries, particu- 
larly the plumbing and heating in- 
dustry where this month alone 
more than $40 million is being in- 
vested for this purpose by a dozen 
companies. 


Eljer to Spend $5 Million 

One of these firms is the Murray 
Corporation of America, which has 
announced it will spend $5 million 
to increase pottery production at 


its Eljer Division in a bid to cap- | 


ture a larger share of the fixture 
market. Plans include the addition 
of four new kilns and stepped up 
production of colored fixtures. 


U. R. to Step Up Southwest 
Production 50 Percent 
Universal-Rundle reports it will 
spend a quarter of a million dollars 
te expand its vitreous china plant 
in Hondo, Tex. by 50 percent to 
meet the demands of the booming 
Southwest market. A new kiln will 
be added as well as other produc- 
tion operations to increase output 
of its complete line of fixtures. 


Walworth Buys M&H Valve 

Among other manufacturers in 
the industry taking steps in this 
direction is the Walworth Com- 
pany, which has just purchased 
the M & H Valve & Fittings Com- 
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pany of Anniston, Ala., producer of 
| valves and hydrants for water com- 
| panies, filtration and sewer disposal 
| systems, etc. 


Rheem Expands Plant 
| Ata cost of half a million dollars, 
| Rheem Mfg. Co. will soon make its 
' 13th addition to its Chicago plant 
| since 1941. The expansion will han- 
dle increased volume in furnace 
and air conditioning business and 
accommodate transfer of clothes 
(Please turn to top of page 54) 


| American Institute 
| Bulletin Hits New 
| Valve Pricing Policy 


WaAsuHINGTON, D. C—A new 
pricing policy adopted by several 
valve manufacturers has received 
opposition from the American In- 
stitute of Wholesale Plumbing & 
Heating Supply Assn. A bulletin 
issued to members of the Institute 
expresses the view that the pricing 
method “is restrictive to the point 
where it is difficult in these highly 
competitive times for a stocking 
wholesaler to earn a reasonable and 
legitimate profit.” 

One valve manufacturer is quoted 
in the bulletin as defining the in- 
tention of the policy to establish a 
“floor” on prices. The Institute, 
however, urges valve manufac- 
turers to withdraw the new price 
schedule and _ substitute a net 
wholesalers’ price omitting any 
reference to a wholesaler’s resale. 
It further recommends that valve 
manufacturers issue a statement to 
their wholesalers setting forth the 
| price at which they will sell both 
_ to the distributor or his customer 

on direct shipment only. 








American-Standard 


PitrssurGH—American-Standard 
recently kicked off its “Boiler Mak- 
er Campaign” to stimulate fall sales 
| of hot water heating equipment. 
The campaign, an expanded version 
of last year’s seasonal promotion in 
which several thousand dealers 
participated, places heavy emphasis 
on producing modernization sales 
leads for greater volume. The com- 
plete prcmotion package offered to 
dealers includes an automatic di- 
rect mail program, local newspaper 
| advertising, integrated national ad- 
| vertising, distributor and dealer co- 
op ads offered at special terms 
during the campaign, radio and TV 
commercials, an attention-getting 
sales demonstrator, poster-stream- 
| ers, publicity releases, telephone 
| solicitation messages, a weather 

forecasting service and a packaged 
} ecnsumer contest. 





Second “‘Boiler Maker Campaign ’”’to Spark 
’s Fall Saies Program 


Included in American-Standard’s 
“Boiler Maker Campaign,” are the 
dealer poster and sales demonstrator 
shown here by H. C. Day, manager 
of heating products. 


Domestic ENGINEERING, SEPTEMBER 1955 











Symbols of Better Living 


pt Ho, 
o™ YM ¢ 
WE WM 







4 





























PLEASE NOTE: Interest in quality bathrooms—and 
especially two of them—will be stronger than ever during 
this year’s National Home Week. 

REASON: Colorful new bathrooms are a major factor in Two Bathrooms of 
making people dissatisfied with their old homes—and in 


stimulating their interest in new ones. Briggs Beautyware 


Briggs Beautyware provides the design, the color and the 


features that are most appealing to your customers. —New Pattern 

And you can capitalize on this famous brand-name product 

by displaying the Briggs Beautyware bronze plaque during f T d ’ Li . 
National Home Week. This attractive plaque is available oF 10 ay S Ving 


with your name imprinted at no cost from your local Briggs 
representative or from— 
Briggs Manufacturing Co., 300 Buhl Bldg., Detroit, Mich. 
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News 








A future of industry growth and expansion was forecast by McDonnell & 
Miller, Inc. five years ago when the firm became a trend-setter by adding 
a modern office building to its Chicago plant. 


Mfrs. Push Expansions... 
(Continued from center of page 52) 


dryer activities from the West 
Coast. The company also has filed 
for a 20 year sinking fund deben- 
ture issue of $25 million, which will 
be used to retire a long term loan 
of $14 million and augment work- 
ing capital. 


Alabama Pipe Expands 
Alabama Pipe has undertaken a 
$214 million improvement program 
at its foundry in Anniston. By 1956 
the firm expects to be producing 





cast iron soil pipe completely by a 
new centrifugal process of its own 
design for casting 5 through 15 in. 
sizes. 


Iron Fireman Adds 6th Plant 
Iron Fireman Mfg. Co. will spend 

$900,000 to build its sixth manufac- 

turing plant at Ligonier, Ind. 

The Revcor Company will spend 
$175,000 to build a factory addition 
for the production of its blower 
wheels; and Lau Blower Co. has 
purchased a plant in Azusa, Calif. 

American Air Filter Company 
will increase its Famco, Inc. sub- 





sidiary by 60 percent with an addi- 
tion costing a quarter of a million 
dollars. Famco makes glass fiber 
filters for furnaces and air condi- 
tioning equipment. 


Square D Builds 12th 

With the construction of a new 
plant at Royal Oak, Mich., Square 
D Company will have added a 
quarter of a million sq. ft of manu- 
facturing space this year, bringing 
the total number of plants to 12. 


Carrier ... Worthington... 
Carrier expects to increase pro- 
duction of its Spectrol Electronics 
Division by expanding the plant, 
and Worthington Corp. has pur- 
chased a new 15 acre factory site in 
East Orange, N. J. for increased 
manufacture of air conditioning 
equipment and standard pumps. 





Heating Show Retitled 

New York Crry—The Interna- 
tional Heating & Ventilating Expo- 
sition, also known as the Air Con- 
ditioning Exposition, has changed 
its name to International Heating & 
Air-Conditioning Exposition. The 
1957 show will be held at the In- 
ternational Amphitheatre in Chi- 
cago, Feb. 25-Mar. 1. 








Cooling Sales Jump 
as Heat Wave Hits 


BLoomFiELp, N. J.—The recent 
seven week, record-breaking heat 
wave has put air conditioning sales 
way ahead of the sales figures 
chalked up for the spring and 
early summer, observes S. J. Le- 
vine, general manager of the Gen- 
eral Electric home heating and 
cooling department. As a result, 
Levine indicated that distributors 
and dealers in hot spell areas are 
scheduling installations for late 
summer and early fall. 

A Chicago distributor reported 
a 30 percent increase in home 


cooling sales for July over the same | 


month last year. In Louisville, an- 
other distributor reported that sales 
are more than 50 percent ahead of 
last year. Levine states that or- 
ders already have been received 
that carry well into winter. 
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‘USEHOARD AND FIN-VECTOR 


Product displays in C. A. Dunham Company's mobile demonstration unit, 
“Parade of Products,” were viewed by salesmen of Crane-O’Fallon when the 
unit stopped at Denver, Colo., during its 18-month tour across the country. 


Dunham Road Show Winds Up Tour 


Cuicaco—C. A. Dunham Com- 
pany’s mobile demonstration unit, 
“Parade of Products,” recently 
completed a successful 18-month 
tour covering 31,239 miles in 45 
states. The 35-ft trailer, outfitted 
with the firm’s complete line of 





heating and cooling equipment, ap- 
peared at state conventions, ap- 
prentice steamfitter schools, engi- 
neering colleges and trade associa- 
tion meetings throughout the 
country. 

(News continued on page 56) 
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When Costs are Vital 
Builders and Contractors Prefer 





TRIMLINE installed in 200- 
home development at West 
Brightwaters, Long Island, 
by FERN HOMES. 





Pluming and Heating 

Contractor — 
NOR-FELD CO. 
Elmont, L. I. 


Supplier — 
Hicksville Plumbing & 
Supply Co. 
Hicksville, L. I. 





Architect — 
Herman York 
90-04 16Ist St. 
Jamaica, L. I. 


Left, Nat Siegel, Builder 
and president of FERN 
HOMES, with Harry Sher- 
man of YOKUM & GOODE, 
VULCAN Representatives, 
New York area, 





SIMPLE INSTALLATION 

Plumbing and Heating Contractors prefer 
TRIMLINE because of easy installation. All 
parts mount on one-piece back and top. Rod 
hangers provide for planned expansion. 


Support brackets slide into place. Dampers 
may be installed in the field, any time. 





Front cover snaps on in a jiffy. In the long 
Photo shows TRIMLINE ease of installation. 


run, TRIMLINE saves time, man hours, money. Fewer parts, easier to install. 
LEARN HOW YOU CAN CUT 
Originators of Fin-Tube and Baseboard YOUR COSTS WITH TRIMLINE 
Radiation in America Write today for Vulcan's FREE Catalog 54 that tells the 
complete money-saving TRIMLINE story. Fill out coupon. 
"eaten torte ne ey PRAT TODAY we cee eee oe coe 1 
H THE VULCAN RADIATOR CO. 
The VULCAN Radiator Company | 775 CAPITOL AVE., HARTFORD 6, CONN. | 
775 CAPITOL AVE. | ccephuts THANG ae. me your Catalog 54 that gives the | 
HARTFORD 6, CONN. ee ne ae 
| Nb s erica Ain andigreisvdsadoed walsdiesaiesasehesiexavadeawtbsrcaeceds | 
es teraed titans ceniicdesctetecemanesadedecoonnepbenld 
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News 





was R. S. Rickabaugh, sales mana- 
ger of Tuttle & Bailey and an of- 
ficer of the newly formed Better | 
Heating and Cooling Council. 

Other speakers on the program 
were George Underwood, executive 
secretary of the American Institute 
of Plumbing and Heating Supply 
Assns., who outlined the program 
for the Institute’s convention in 
New York City this month. 

O. H. Wilson, sales manager of 
N.E. Wholesalers Mills Plastic Pipe Div., Continental 
° ° Can Co., told the group of develop- 
Discuss Heating- ments being made in standards for 
the plumbing and heating industry. 


Cooling Pr omotion Graham Barker, president of the 
Middle Atlantic Wholesalers Assn., 
Hartrorp, Conn.—The Plumbing | called the group’s attention to pric- 
and Heating Wholesalers of New | ing proposals of a number of pipe 
England heard details of an all-in- | manufacturers. 
dustry program (see May issue, p. The meeting was presided over 
112) to promote hot water heating | by Timothy Collins, president. Mor- 
and cooling systems at the group’s | ris Stein is vice president and E. S. 
recent convention. The speaker | McAullife is treasurer. 








Collins Rickabaugh 


Convention Report: 








Sales Report Show Business Staying 
at High Level; New Records Being Set 


predicted by industry leaders last | leading the way. 

January continues to be borne out For example, Westinghouse has 
as the months go by as manufac- | set a new record high for the first 
turers issue financial reports. All | half of the year in sales of major 
segments of the industry are show- | electric appliances—up 25 percent. 
ing substantial sales gains, with | Net earnings of Whirlpool Corpora- 


Cuicaco—The big business year | appliances and air conditioning | 
| 

















| 


St. Louis plumbing contractor, Charles Crowley (center), receives a bathroom 
ensemble ,or naming new color, “Petal Pink,” introduced by Gerber Plumbing 
Fixtures Corp. With Crowley (center), are T. F. Glennon, Sr., and H. P. 
Bernhard, president and execu‘ive secretary of St. Louis Contracting Plumbers 
Assn.; William Price, Gerber district manager; and Clarence Ahrens, president 
of Ahrens & McCarron, Gerber distributor in the St. Louis territory. 
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CISPI Complaint 
on British ‘Dump’ 
Upheld by Treasury 


WasutncTon, D. C.—After inves- 
tigating a recent dumping com- 
plaint concerning imported cast 
iron soil pipe, the Treasury De- 
partment announced that sales 
from Great Britain to this country 
had been at less than fair market 
value. 

One of the complaints, submitted 
by the Cast Iron Soil Pipe In- 
stitute, revealed that in one case 
a British foundry quoted a price 
equivalent to $2.40 per pipe length 
for domestic sale and $2.18 for ex- 
port to the U. S. 

Homer E. Robertson, Institute 
executive vice president, said that 
his industry had received serious 
injury because of the British 
dumping practices and urged the 

(Please turn to top of page 58) 


tion increased from $4,035,176 to 
$5,910,567 for the same _ period. 


Borg-Warner sales were up 37.5 


| percent for the first six months and 


Servel set an all-time high record 
for room conditioner sales in June 
by more than 8 percent. Eureka 
Williams hiked its sales 27 percent 
for the first half and expects to hit 
the $22,000,000 mark by year-end; 
York Corporation reported earn- 
ings after taxes of $1,492,000 for the 
third fiscal quarter, ending in June. 
This is the best single quarter in 
the history of the company. An- 
other giant in the air conditioning 
industry, Chrysler Airtemp, states 
that its sales have increased 101 
percent during the first eight 
months of fiscal 1955 and that its 
furnace sales were up 27.7 percent. 

Sales of Rheem Manufacturing 
Company were down slightly from 
the first six months of last year, 
but net earnings have been main- 


| tained at a high level. 


Rheem Names Mallatratt 
Cuicaco—Gordon W. Mallatratt. 


| general manager of the Rheem 


Products Division, has been named 
a vice president of Rheem Mfg. Co. 
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Wet" Heating and Cooling... packaged for profit 


— 


@ Pre-engineered , . . new Heat- 
master Home Heating and Cooling 
is a ready-to-install year ‘round 


comfort system. 


@ Packaged... standard piping and 
wiring materials and practices used for 
installation. No special equipment 


required. 


@ Easy to sell to builders... gives benefits 
no other system offers. 


@ Unit installs in 4-square feet of floor 
space ... economical cooling with luxury 
of hot water heat; individual room 
control; priced to compete with any 


other system. 


@ Your opportunity: unlimited. 


Heatmaster Home Heating and Cooling is the 
answer for plumbers who want to cash in 
on the cooling end of home comfort with a 
combination home heating and home cooling 
system. This C-E System, first completely 
packaged system in the field, is designed 
specially for the plumber. It’s factory- 
esigned, engineered and assembled. It’s all 
ready for installation. 


Here’s the complete, compact Home Heating 
and Cooling System: efficient, gas-fired boiler 
unit, completely assembled with burners, 
circulator, controls, relays and all operating 
parts in place; a matching, hermetically 
sealed water chiller, completely assembled 
with compressor, evaporator, condenser 
and refrigeration controls in place (unit 
factory-charged with refrigerant); space- 
saving individual room conditioners for 
heating and cooling through one compact 
conditioner in each room. 


There’s no need for you to be an air con- 
ditioning engineer. System is so simple — tail- 
ored to your skills — that installation is the 
same plumbing job that you do on any “wet” 
heat job! We do the engineering, assem- 
bling for you. That means you don’t need 
special training, investment in special 
equipment, tools or personnel. 


Simplest way 





There’s extra profit in it for you because 
you can bid the complete job. With C-E 
System you're in a better position to bid 
the entire house plumbing job. You don’t 
take a back seat to “split” systems where 
you do only half the job. 


With today’s building costs, the packaged, 
compact C-E System means real dollar savings 
in floor space and labor costs. Basic units 
take just 4-square feet of space. Pre-engi- 
neering, pre-assembly — fully packaged, 
ready-to-install cuts builders’ costs. 


Many home owner benefits make this system 
attractive to builders and architects. [ndi- 
vidual room or “zone” control; summer 
dehumidification, heating and cooling from 
same unit; no exposed pipes or wiring; 
quiet, low-cost operation; homogenized air 
for even temperatures floor to ceiling; 
minimum space taken; room conditioners 
recessed between standard studding. It all 
adds up to a big agree of important 
benefits that you can easily use to sell ar- 
chitects, builders. 


Also, system is competitively priced with 
any other kind of year ‘round heating and 
cooling system, yet gives builder and archi- 
tects more value for heating/cooling dollar. 
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to heat and cool a home 











od 


Not only does the pre-packaging, pre-engi- 
neering and assembly eliminate design and 
installation problems, but with this new 
system, for the. same heating/cooling dollar 
he has to spend — the builder puts more 
value into the house with Heatmaster 
Home Heating and Cooling. 








Free Slide-Rule “Estimator” — see your C-E 
wholesaler or write us on your letterhead 
to get free estimator and additional infor- 
mation. 


manufactured by Home Equipment Division, 
COMBUSTION ENGINEERING, INC. 
Chattanooga, Tennessee 
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News 


Penn Controlorama 





CISP ‘Dumping’ 

(continued from center of page 56) 
commission to act before the U. S. 
soil pipe manufacturers suffer fur- 
ther damage. He called for the 
government to invoke the Anti- 
dumping Act and levy increased 
duties on soil pipe imported from 
Great Britain to restore a proper 
market balance. 


ASSE iGiniasesiiiiane 
Gets Underway 


MINNEAPOLIS, Minn.—Final ar- 
rangements for the 49th annual 
meeting of the American Society 
of Sanitary Engineering in Van- 
couver, B. C. on Sept. 4-8 were 
being made as this issue of D. E. 








eee Starts Fall Tour 
went to press. Convention business 


will lead off with a refresher course of Southeast States 
program arranged by E. J. Zimmer, 


chairman of the sanitation and me- GosHEN, Inp.—Penn Controls has 
chanical plumbing inspectors com- | announced that its Controlorama 
mittee. Show will begin a tour of 20 Mid- 


Included in the course will be | dle and South Atlantic coast cities 
sessions on drainage air gaps, back | this month and continuing through 
flow in water lines, proper selec- | the Fall. The show, which toured 
tion of house sewers, correct valve | the South and East Central states 
selection, corrosion of piping and | last Spring, will appear first in 
self cleansing drains. This will be | Huntington, W. Va., Sept. 19. R. H. 
followed by presentations of re- | Luscombe, general manager, states 
search papers beginning Monday | that a new, specially designed truck 
afternoon, Sept. 5. Caswell F. Hol- | has been purchased for the tour 
loway, chairman of the research | and that a number of additions 
committee, is in charge of this por- | have been made to the show. The 
tion of the program. Action will be | show features heating control op- 
taken on proposed changes in the | erating exhibits. 
group’s constitution and by-laws After Huntington, the show will 
during business sessions the re- | visit the following cities: 
mainder of the week. Charleston, W. Va., Sept. 20; 
Roanoke, Va., Sept. 22; Washington, 





CSA Sets Program for Annual Meeting; 


D.C., Sept. 26; Richmond, Va., Sept. 
28; and Norfolk, Va., Sept. 29. 

In October, it will appear in 
Greensboro, N.C., the 3rd; Raleigh, 


Government, Industry Leaders to Speak | N.C, the 5th; Charlotte, N.C,, the 


Cuicaco—A program developed 
around the theme that sales are 
the connecting links in the chain 
of distribution in the plumbing and 
heating industry will highlight the 
61st annual convention of the Cen- 
tral Supply Assn., to be held Oct. 
19-21 here at the Palmer House. 
Among government and industry 
leaders who will appear as speakers 
are Senator Dirksen, Illinois; Don 
Quinn, vice president of American 
Standard; Robert Morrill, president 
of the National Assn. of Plumbing 
Contractors; General Wedemeyer, 
chairman of the board of Rheem 
Mfg. Co.; and Wm. McGrath, U.S. 
Employer Delegate to the Inter- 
national Labor Organization of the 
United Nations. 

Business sessions will include 
forums on the recently promulgated 
Trade Practice Rules and the Trade 
Promotion Program. Workshop 
sessions will cover group insurance 
and employee relations, warehouse 
and materials handling, and office 
efficiency. Surveys conducted by 
the association on fringe benefits 
for hourly employees and the cost 
of unloading carload quantities of 
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7th; Columbia, S.C., the 10th; 
various products will be used as a | Charleston, S.C., the 12th; Savan- 
basis for discussion at these ses- | nah, Ga., the 14th; Jacksonville, 
sions. Other events on the program | Fla., the 17th; Orlando, the 19th; 
will be the “Get-together Party” | Miami, the 2lst; Tampa, the 24th; 
and the annual banquet and stage | Columbus, Ga., the 26th; Atlanta, 
show. New officers will be elected | the 28th; and Birmingham, the 31st. 
during the morning session of Oct. | The tour will close at Nashville, 
20, and various association com- | Tenn., Nov. 2. 

mittees will report. (NEws continued on page 60) 














At opening of General Controls Co.’s new sales, warehousing and service facili- 
ties in Cleveland, Fred Weldon, eastern sales manager, shows new colored 
water heater control to Al Porter, Michael Bulough, Arnold Buehl and Ralph 
Holkenburg, representatives of Hotstream Heater attending the celebration. 
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Show ‘em the PUMP* 
and you’re half way to the sale 


were) el a>). 
balanced-flow JET 


IT’S AS SIMPLE AS THAT! Goulds famous Balanced-Flow, Balanced-Flow exclusive — automatically delivers exact flow 
the exclusive-features pump, gives customers exactly what wanted at one or more taps simultaneously, within pump 
they want — and expect — in a pump. And with the new capacity. 

low price — well, it's a combination that just can’t miss turn- PROFITS? The new low price is designed to help you get 
ing more prospects into buyers! more volume into your business. To find out how beautifully 
NO OTHER PUMP LIKE IT! It needs no tank — yet is a com- the Balanced-Flow will fit into your profit-picture — see your 
plete self-contained water system that outperforms many Goulds Distributor right away . . . or write us 

larger pump-tank combinations. Self-adjusting flow —a GOULDS PUMPS, INC. . Seneca Falls, N.Y. 


You GET MORE WITH Co | gods 


FOR EVERY FARM AND HOME NEED 
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Luther D. Prescott (right), president of Cobell Industries, Inc., Fort Worth, 
Texas, explains to two visitors the operation of the firm’s gas-powered air con- 
ditioner, as the first unit leaves the assembly line. Units are being field tested 
by gas utility companies across the country as prelude to design of 1956 models. 





































New Gas Cooling Unit Gets Field Test 


Fort Wortu, Tex.—Cobell In- 
dustries has announced that the 
first 100 test models of its gas- 
powered central air conditioning 
unit have rolled off production 
lines at its plant here. Luther Pres- 
cott, Cobell president, reports that 
gas companies across the country 
will field test the units, and that 
the results will be compounded into 
the production design for the 1956 


models. The units will produce 1- 
ton of air conditioning per 1-brake 
horsepower, using a gas engine. 
Conversion of the firm’s Meacham 
Field plant was started in March, 
after the pilot model was unveiled 
for gas officials here. A 25,000 sq 
ft addition was built to allow pro- 
duction of the gas model without 
interference with the normal out- 
put of standard electric models. 


Gas Boiler Sales Gain 7.2 Percent; | 


New York C1ity—Gas-fired 
boiler sales showed an increase of 
12.1 percent in July over the same 


month last year, the Gas Appliance | 


Mfrs. Assn. reports. For the first 
seven months, boiler sales climbed 
7.2 percent above last year. Fur- 
nace shipments also _ increased, 
setting two new marks for the fifth 
month in a row. One was an all- 
time high for the first seven months 
of the year and the other was for 
July shipments. Seven month 
shipments were up 35.1 percent, 
and July gained 27.4 over last year. 
Gas conversion burner shipments 
were down 33.2 percent for July. 
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Furnace Shipments Set Two Records 





Automatic gas water heater ship- 


ments reached an all-time high of 


1,393,500 units for the first six 
months of the year, a greater 
| amount than the annual shipments 
for any year before 1947. This was 
a 23.3 percent increase over the 
same period last year. 


| P-H Contractors 
Favored by New 
Remington Policy 


Ausurn, N. Y.—A change in 
marketing plans is being put into 
effect by Remington Corporation 
to emphasize selecting sales outlets 
which have the technical qualifica- 
tions for selling and servicing all 
of its air conditioning products. 
Herbert L. Laube, president, re- 
ports that the new policy is de- 
signed to consolidate the marketing 
of its new lines of multiple room 
air conditioning systems with its 
room conditioners. 

“The first step,” he says, “has 
been to make changes in our fac- 
tory sales organization. This does 
not mean, however, that existing 
distributors who are qualified to 
market room units only will be 
discontinued. It does mean that 
when adding new distributors and 
dealers, more emphasis will be 
placed on firms who are not only 

(Please turn to top of page 219) 



























& 
| W. Homer Reeve (left), president of 
American Home Laundry Manufac‘ur- 
| ers’ Assn. receives giant badge at the 
| group’s summer meeting at Hot 

Springs, Va. Making the presentation 
| is John A. Kovas, Dole Valve Co. 








VERMONT, Itt.—The Ken-Ray 
Brass Corp. has purchased the 
| James Knights Co., Sandwich, IIL, 
| producers of non-freezing ground 
| hydrants and wall faucets, float and 





Ken-Ray Brass Buys James Knights Co. 


| check valves and ball cocks. 

E. H. Aberdeen, formerly sales 
| manager of the James Knights Co. 
plumbing division has joined Ken- 
Ray Brass Corp. as sales manager. 
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Announcing on 








by DETROIT CONTROLS 





Here’s New Sales Help for 
HEATING CONTRACTORS 
WHOLESALERS 
MANUFACTURERS 


Get more business 


NOW!— 




















¢ a This is the [hermocdyled. 
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| } by DETROIT CONTROLS 








The Thermostat with the DIAL you can READ! 
NEW — HANDSOME— EFFICIENT 


THE ( ; MAME is STYLED to SELL with— 


EYE APPEAL You sense it at a glance! The CLASSIC blends gracefully with 
either period or modern decorating to accent the beauty of any 
room. CLASSIC is a masterpiece of crisp, balanced symmetry. 
The easy to read satin-black face is protected by a crystal-clear 
unbreakable lens. The gold-finished case completes its fine 
appearance. 


FUNCTIONAL DESIGN One large numbered dial shows both temperature and setting. 
Horizontal dial is far easier to read and eliminates inaccurate 
reading due to angular vision. Convenient temperature adjust- 
ment is immediately beneath the indicator.. 


TIMED CYCLING Featuring the new two wire adjustable heater, Detroit's Timed 
Cycling CLASSIC eliminates overheating and underheating. 
It controls room temperatures within a fraction of a degree, 
provides the ultimate in comfort and economy. 


SELL the Thermostyled CLASSIC for CUSTOMER SATISFACTION! 


DETROIT CONTROLS CORPORATION Representatives in Principal Cities « Canadian Representatives: 


RAILWAY AND ENGINEERING SPECIALTIES, LTD., 


8900 TRUMBULL AVE. «+ DETROIT 8, MICHIGAN nas 
Montreal, Toronto, Winnipeg. 


Division of AMERICAN RADIATOR & STANDARD SANITARY Corporation 


AUTOMATIC CONTROLS for REFRIGERATION 
AIR CONDITIONING ¢ DOMESTIC HEATING ¢ AVIATION © TRANSPORTATION ¢ HOME APPLIANCES ¢ INDUSTRIAL USES 


Serving home and industry 
AMERICAN-STANDARD » AMERICAN BLOWER * CHURCH SEATS & WALL TILE * DETROIT CONTROLS » KEWANEE BOILERS » ROSS EXCHANGERS + SUNBEAM AIR CONDITIONERS 
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install... 
MAID-0’-MIST AUTO VE! 


Automatic air valves for every venting 
need! 


AIR IS A BRAKE which slows or stops 
water circulation in any hot water heat- 
ing or chilled water cooling system. Slug- 
gish circulation cuts efficiency, often 
calis for frequent and expensive call- 
backs for manual venting. 


To maintain free circulation, the system 
must be kept free of air. And air release 
should be automatic. 


Maid-O’-Mist float-operated, continuous- 
venting Auto-Vents are highly praised 
for the job they do in air elimination. 
Easily installed in trouble spots, Auto- 
Vents are always ready to work... al- 
ways trouble-free. 


Maid-O’-Mist Auto-Vents will meet your 
heating and cooling air elimination 
needs. Get full information from your 
jobber or write for catalog today! 


AIRS 


Tine. 


3217 NORTH PULASKI 











NO. 7 AUTO-VENT 


For Vertical Mounting Only 


Self-Closing, float-controlled valve 
. non-ferrous metals . . . no air 

chamber required . . . designed for 

working pressures up to 75 Ibs. 


No. 7 Auto-Vent—size 434” x 214” with 
Vg” 1.P. female connection. 


NO. 67 AUTO-VENT 


For Vertical Mounting only in Lim- 
ited Space 

Self-closing, float-operated 
compact size . . . non-ferrous met- 


als .. . no air chamber required . . . 
for working pressures up to 30 Ibs. 


No. 67 Auto-Vent—size 3-3/16" x 114” 
11%" with Ye" 1.P. male connection. 





No. 27 AUTO-VENT No. 37 AYTO-VENT 


For Horizontal Mounting Only with For Horizontal Mounting Only with 
Ye” 1.P. female side connection— ig’ I.P. vertical male bottom 


Size 3” x 2%”. connection—Size 3’’ x 2¥/2’’. 





Dependable float operated valves . . . non-ferrous metals 
. .. Mo air chamber required . . . for working pressure up 
to 50 Ibs. 


AUTOMATIC HUMIDIFIERS ..... AUTO-VENTS 
WATER LINE CONTROLS . HEATING SPECIALTIES 























ROAD . CHICAGO Gi, ILL. 














New beauty for along-the-wall 
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New Thermo Vector painted to simulate wood paneling in office of Mathias Klein, President, Mathias Klein & Sons, Chicago, Ill. 
Architect: Wright, Martin & Assoc., Wilmette, Ill. Heating Contractor: Fettes, Love & Sieben, Chicago 
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From radiator traps 
to fully engineered systems 


you can DEPEND ON DUNHAM for 





or e 
everything you need in heating Dunham Radiator Valves. Dunham Vacuum Heating 
Complete line of radiator Pumps. Single and Duplex 
valves, traps and other spe- models. No close clearance parts, 
cialties for steam heating. Only one moving element. 


Ta 


Tec A 
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ll | radiation jobs...Dunham Thermo Vector 








—with a tailored, trim look 


New Dunham Thermo Vector looks good ANYWHERE! Its 
smooth, unbroken horizontal lines blend beautifully in any office 
or commercial building ... and Thermo Vector is sturdy enough 
to stand up for years and still look good in any industrial or 
institutional installation. 


—with “built-in” versatility 
New Dunham Thermo Vector is used flush mounted along the 
Here you seo the tallered, trim lines walls ... one, two or three tiers high... with steam or hot 
of new Thermo Vector. ; 

water... steel or nonferrous elements. Use with full back or 


just use “hanging strip.” Front outlet grille eliminates wall 
smudging—lets you install Thermo Vector ANYWHERE. 














—with cost-cutting ease of installation 


To install Dunham Thermo Vector, all you do is position the 
back or “hanging strip” on wall. Attach element support to it 
and hang elements. Mount one-piece cabinet . . . then accessories 
which conceal elements and piping for the “finishing touches.” 
Fronts, backs and lever-operated damper easily cut on the job. 

For further information, write for Bulletin DE-9, C. A. Dunham 
Company, 400 W. Madison St., Chicago 6, III. 





Here you see how easily new Thermo 
Vector is installed using “hanging strip.” 











THERMO VECTOR RADIATION 


TRADE-MARK 


RADIATION + CONTROLS + UNIT HEATERS * PUMPS + SPECIALTIES 
papel muah ts ties Ger Vaonne Quality First for Ouer Fifty Years 
Vector. 

C. A. DUNHAM COMPANY CHICAGO > TORONTO + LONDON 
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Dunham Radiation. Full range Dunham Unit Heaters. Line in- Dunham Circulators. Heart of Dunham Vari-Vac®. Precision 3= 
of sizes and types of convectors, cludes heating -cooling units Dunham's complete hot water temperature control system uses 2 
baseboard and finned tube radi- vertical, horizontal discharge and line. Single-spring motor cou- continuous-flow “‘cool’’ steam, = 
ation. large blower unit heaters. pling. Brand-name motor. cuts fuel costs up to 40%. == 
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NEW PLUMBING * HEATING * COOLING * APPLIANCES 
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Water Closet Seat 

C. F. Church has added a new 
water closet seat to its Excello line. 
The seat features an extended 


—- 





back, full sauaie seat ana ninges 
that are completely concealed when 
the cover is closed. The design of 
the hinge also permits easy clean- 
ing. The seat is surfaced with alkyd 
resins and is available in colors to 
match those of many fixture manu- 
facturers. An open-front version 
of the seat is also available. 

Manufacturer: C. F. Church Mfg. 
Co., Holyoke, Mass. 


Pressure Regulator 

Mueller has announced a pres- 
sure regulator featuring a new 
seating arrangement that allows 
full flow without excessive pres- 
sure drop, and low flow without 
noise or “chatter.” Precise ratio 
between seat and diaphragm pro- 
duces a sensitive valve action. The 
unit may be serviced in the line, 





and is available with various spring 
combinations for inlet pressures to 
250 lbs and outlet pressures from 5 
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to 125 lbs. It is offered with or 
without a strainer and can be 
adapted for water, air or oil instal- 
lations by the use of optional dia- 
phragm materials. Sizes range from 
-in. to 2%4-in. 

Manufacturer: Mueller Co., De- 
catur, Il. 


Convector Line 
A new line of convectors, includ- 
ing free-standing, wall hung and 


recessed models, has been intro- 
duced by Spartan. The convectors 





feature low-resistance, steam and 
hot water headers. The line also 
features dampers in a range of 
sizes, with 4-in., 6-in. and 8-in. 
widths. 

Manufacturer: Spartan Convec- 
tor Co., Inc., 19 Clay St., Brooklyn. 


Plumbing Fixture Line 

Price-Pfister Brass has an- 
nounced a new line of plumbing fix- 
tures, called the Crown Jewel line. 
The new line features a striking 
new design to provide customer ap- 
peal, plus a renewable stem cart- 
ridge with the “O” ring packing. 
The cartridge can be replaced with- 
out removing the fixture, and re- 
newable seats on both wall and 
deck fixtures are designed for sim- 
plified replacement. The lavatory 
pop-up lifts out for easy cleaning. 

Manufacturer: Price - Pfister 
Brass Mfg. Co., 3011 Humboldt St., 
Los Angeles 31. 


Flush Valve 

A new piston-type flush valve 
designed to work at pressures from 
6 to 120 lbs. has been announced 
by Kohler. A light touch in any 
direction on the handle trips the 
valve for normal flush and refill. 
The length of each flushing action 
and water volume are regulated by 
easily accessible adjustment screws 
which coordinate pressure and vol- 
ume. A normal flushing action 
results no matter how long the 
handle is depressed. A surge of 





water through the valve passage- 
ways an instant before each flush- 
ing action removes foreign parti- 
cles. Construction is chromium- 
plated brass, and the cap and flush 
handle are sealed with O-rings. 

Manufacturer: Kohler Co., Koh- 
ler, Wis. 


Unit Heater 

A newly designed complete 
blower type unit heater line has 
been introduced by C. A. Dunham 
Co. The heaters can be floor, wall 
or ceiling mounted and can be used 
with or without ducts, with by- 
pass damper, filter section and 
mixing dampers to handle most 





space or process heating require- 
ments. The line encompasses 170 
ratings from 125,000 to 1,500,000 
Btu, 1,430 to 20,800 cfm. 

Manufacturer: C. A. Dunham 
Company, 400 W. Madison St., 
Chicago. 


Gas Water Heater Control 

A new thermostatic control for 
gas water heaters, combining a 
snap-action thermostat, a thermo- 
magnetic automatic pilot and large 
capacity gas cock, has been intro- 
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duced by Robertshaw-Fulton. Al- 
though approximately the same 
size and shape as the previous 


2 mn 


4 





model, the new deluxe model has 
a third more gas capacity and a 
distinctive new design. The unit 
fits snugly against the water heater 
shell, but can be removed from the 
heater without removing the im- 
mersion unit. The body of the con- 
trol is a die-formed pressure cast- 
ing, and has a snap-on aluminum 
cover plated with silver. 

Manufacturer: Grayson Controls 
Div., Robertshaw-Fulton Controls 
Co., Long Beach, Calif. 


Kitchen Cabine? Line 

A new line of cabinets especially 
designed to house built-in kitchen 
appliances has been announced by 
Capitol Kitchens. The cabinets are 
built to specifications of appliance 
manufacturers and are available in 
the complete range ‘of colors, in 
addition to color-flecked finishes 
and white. The units are part of 
the regular kitchen cabinet line. 

Manufacturer: Hubeny Bros., 
Inc., 615 E. First Ave., Roselle, N.J. 


Multi-Purpose Jet Pump 

A new jet pump announced by 
Flint & Walling is convertible from 
shallow to deep well operation by 
removing the jet and placing it at 
the proper point in the well. The 
pump is equipped with a 6-gal. 
continuous-weld pressure tank, 
which has 200 lb hydrostatic test. 
The %-hn pump will deliver 200 





a 


gph from 60 ft depth. It is shipped 


assembled and ready to install. 


Manufacturer: Flint & Walling 
Mfg. Co., Inc., Kendallville, Ind. 
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Power Drive 

A new power drive for cutting, 
reaming, threading and fitting op- 
erations has been added to the pipe 
tool line of Toledo. The chuck han- 
dles % to 2 in. pipe and conduit; 
grips, tightens and centers pipe au- 
tomatically in forward or reverse. 
The complete unit with folding 
tripod legs weighs only 75 lbs. 





Manufacturer: Toledo Pipe 
Threading Machine Co., 1445 Sum- 


mit St., Toledo 4, O. 


Water Inlet Connector 

A new water inlet connector for 
use in installing automatic wash- 
ing machines has been announced 
by Anderson Metals. The connector 
safeguards against leaks and pro- 
vides a durable connection for oth- 





SAE FLARE TUBING THREAD 
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er applications including piping 
water to house trailers. The unit 
can connect 3%-in. OD or %-in. OD 
copper tubing to 34-in. garden hose 
thread and also is available for 
3g-in. iron pipe. 

Manufacturer: Anderson Metals 
Corp., 6615 West 75th St., Overland 
Park, Kan. 


Bathtub 

A new bathtub designed for the 
second bathroom and remodeling 
market has been announced by 
Lawndale. The tub is 46% by 27 by 
12 in., and has a one piece, deep 
drawn steel stamping. It is punched 
for right hand or left hand drain 
and has full size interior contours. 
The tub is finished in white acid 
resisting porcelain enamel and is 





packed one per crate. Shipping 
weight is 65 lbs. 
Manufacturer: Lawndale Enam- 


eling Co., 1137 W. 14th St., Chicago. 


Cooling Coil 
A new twin cooling coil has been 
developed by Chrysler Airtemp for 
use with its gas or oil-fired coun- 
(Please turn to top of page 68) 





New Boiler Has Water Heater Sales Features 


A new oil-fired steel boiler an- 
nounced by U.S. Machine features 
an oversize tankless heater and six 
heating surfaces. The heater is de- 
signed to maintain a constant sup- 
ply of hot water regardless of the 
draw upon it by automatic wash- 
ers, dishwashers or other heavy 
duty uses. Four extra heating sur- 
faces are provided by two sets of 
double economizers and no tubes 
are employed. The boiler has a 
maximum gross output rating of 
115,000 Btu/hr. The boiler plate is 
y in. thick at the thinnest pres- 
sure part; head sheet, crown sheet 
and mud rings are made from 1% in. 
thick boiler plate. Six adjusting 
screws simplify aligning the burner 
exactly wi‘h the refractory com- 
bustion chamber. Ample snace is 
allowed for sealing between the re- 
fractory and the gun tube. The 





boiler is equipped with hot water 
specialties and built-in thermal 
valve. The valve prevents boiler 
water from leaving the unit when 
temperature drops below 189F. 
Manufacturer: U. S. Machine Di- 
vision, Stewart-Warner Corp., 


Lebanon, Ind. 
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(Continued from page 67) 
terflow furnaces. The compact coil 
is designed for installation below 
the furnace, to provide summer 
cooling for the entire house, with 
air distributed through the regular 
heating ducts. The coil is housed in 
a matching case, the same width 
and depth as the furnace. If de- 
sired, the case can be installed with 
the furnace and the coil added 


later. The coils are mounted paral- 





lel in vertical position; twelve 
tubes to the row, 3 rows each, with 
13 aluminum fins per inch. Suction 
and liquid lines connect from 
either side or rear, and the con- 
densate drain at the front of the 
case may discharge right or left. 

Manufacturer: Airtemp Division, 
Chrysler Corp., 1600 Webster St., 
Dayton 1, O. 


Lavatory 

A new porcelain enameled cast 
iron lavatory for building-in to 
cabinets and counters has been an- 
nounced by Humphryes. The lava- 
tory is available in white and five 
pastel colors. It is 20 in. by 18 in. 
with a 16-in. by 11%4-in. tapered 
basin. The unit features two re- 
cessed, integral soap dishes, and is 
installed by using the firm’s stain- 
less steel mounting rim. Models for 





an 8-in. spread fitting or a 4-in. 
centerset fitting are available. 

Manufacturer: The Humphryes 
Manufacturing Co., 201 E. Fifth St., 
Mansfield, O. 
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Expansion Compensator 
Flexonics Corporation has devel- 


oped a new expansion compensator 
for vertical] heat-riser lines The 


TRAVELING NIPPLE 
INSTALLATION CLIP = NIPPLE 


“A 
—_ i 
a4 mat 
4 - ie dat 
” ¢ 


BELLOWS * SHROUD 
ANTI-TORQUE DEVICE 


unit uses a two-ply stainless steel 
bellows as the pressure carrier and 
is enclosed in a steel housing with 
steel pipe nipples on both ends. An 
anti-torque device is built in for 
protection against damage during 
installation. The compensator may 
be placed in any wall without ac- 
cess panels or special construction. 
It is available in npt sizes of %4 to 
3-in. The unit is designed to with- 
stand pressures to 150 psi and will 
absorb liné expansion of 1% in. 
The 1-in. pipe size has an overall 





length of 95g in., a maximum o.d. 
of 2% in. and weighs 2.8 lbs. 

Manufacturer: Flexonics Corp- 
oration, 1324 S. Third Ave., May- 
wood, I]. 


Radiant Baseboard 

Burnham Corp. has announced 
that its cast-iron radiant baseboard 
is now offered in two sizes. A new 
larger size, 9% in. high and rated 
at 3.45 sq ft per lineal ft, offers 
greater radiating surface. The orig- 
inal 7-in. high baseboard is rated 
at 3.35 sq ft per lineal ft. The new 





larger size is designed for use 
where heat losses are greater or 
wall space is at a premium. 
Manufacturer: Burnham Corp., 
Dept. P, Boiler Div., Irvington, N. Y. 
(Please turn to top of page 72) 





Pump Designed for Deep or Shallow Well Installations 


Anew 4-hp centrifugal pump de- 
veloped by Decatur Pump may be 
adapted at the time of installation 
for either shallow or deep wells by 
the use of the proper component 
part package which is also avail- 
able. It may also be converted after 
installation as a shallow well sys- 
tem. Illustrated at left is the shal- 
low well system including pump, 
pressure switch, shallow well educ- 
er, air volume control, pressure con- 
trol valve and 4-gal. steel tank. At 
right is the pump mounted vertically 
with well cap for deep well applica- 
tion. All pumping parts, including 
balanced impeller, 4-outlet diffuser 
and educer, are precision machined 


from bronze castings. Shallow well 
capacities at 20 lbs pressure range 
from 705 gph at 5 ft to 305 gph at 
25 ft. Capacities for deep well ap- 
plications range from 540 gph at 25 
ft to 380 gph at 50 ft. The pump 
is close coupled by a solid stainless 
steel shaft with a 4-hp capacitor- 
start motor which features factory 
sealed bearings and built-in over- 
load protection with automatic re- 
set. The pump also retains the firm’s 
“Vent-Air” feature and “Cam-Ac- 
tion” principle for preventing air 
binding and giving controlled ve- 
locity-pressure conversion. 

Manufacturer: Decatur Pump 
Co., Decatur, Ill. 
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MY EXTRA PROFITS 
FROM G-E COOLING 
ALONE ARE PUTTING 
MY BOY THROUGH 


COLLEGE 
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Good +hings happen when you 
“sign up’ with G.E. 


Many a good man is in the middle. He wants to give _ they're most likely to give him their business... fast! 
his family the comforts and as many of the luxuries of Do a little deck-stacking for yourself. Get with G.E. 
life as he can. But not if he has to live, breathe and eat and watch the good things in life come your way with 
business 24 hours a day to do it. less effort. Here’s a line that includes a unit for every 

So of course the heads-up thing to do is find a way home heating and cooling need—a line that is backed 
to work no harder and still increase your profit pic- up by the famous G-E Warranty (which includes 5 
ture. All right then. Hang that G-E monogram over _ years protection on the sealed-in system of the cool- 
the door of your shop. ing unit). 

Fact is, the cards are stacked in your favor when There are some territories still open, so deal 
you “sign up” with G.E. Folks have complete confi- yourself in by sending the coupon below. We'll rush 
dence in the products made by G.E., and confi- facts about the great G-E line and the “Franchise with 
dence in the man who represents G.E. That’s why a Future” everybody's talking about. No obligation. 


GENERAL ELECTRIC CO. 
HOME HEATING & COOLING DEPT. DE-95 


HOME HEATING & COOLING DEPT. . aes 
Yes, | want the facts on why “signing up” with G.E. will step up my 


Progress /s Our Most Important Product sien end peeagen 


a ccntspinianaiitiiitnin ae —_ 
GENERAL OE REO | ine co comm 

ADDRESS_ penslncdimninitatieie wee 

| roan COUNTY___ | eee 
* Reg. Trade Mark of General Electric Co. 
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1928 Nibco’s first development 1938 Nibco’s first wrot copper tee— 
for quality copper installation was until now unexcelled for quality copper 
this heavy cast tee. plumbing at lowest cost. 


NOW... yyoy 
heat 10 vue 


Hd Solder 
WM three folnite/ 


. ' Beyond A.S.A. 

requirements —stronger than tube 
ote itself. Tubing burst at 5800 p.s.i.; 
tee remained tight, undamaged. 


= “Y No turbulence, 
| ee) 


_ \ because tube ends are fiush with 
' interior. 
_ 
YX / From 4" to 4”, up to 
i Js 40% lighter. Saves freight. Easier 
= to handle. 


for NIBCO'S free catalog lee ce 
“H", Plumbers guide for - © f § € 
wrot, cast and flared tube 


fittings. 
NORTHERN INDIANA BRASS CO. 


904 PLUM STREET, ELKHART, INDIANA 
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KOHLER SINKS 











WILSHIRE, 
for cabinets; 60 x 25", 72 x 25" 





of acid-resisting enameled 
iron, cast for rugged strength 
and rigidity 








‘Sinks of Kohler quality have important advan- 
tages, easy to sell to your customers. 

The enameled cast iron not only assures rigid 
strength, but also controls clatter and affords a 
solid mountng for disposal units. Construction 
is one-piece, without joints. The enamel, acid- 
resisting clear through, has a sparkling finish, 
_ easy to clean and clean looking. 

Other features are a full-length ledge with 
built-in soap dish; Edgewater chromium-plated 
fitting with high-arched swing spout that sim- 
plifies filling bottles and vases; thumb-pressure 
sprayer for rinsing. 

The Kohler line includes models to fit any 
need—in white or pastel colors. Metal sink 
fronts and undersink, wall and base cabinets 
are available. 


CAMBERLEY, 
for cabinets; 54 x 25", 60 x 25” 












Below: CLEARFIELD, for building-in; 60 x 21" 




















, 
. 
Seer? 
‘ 


Kohler Co., Kohler, Wisconsin. Established 1873 


KOHLER or KOHLER 


PLUMBING FIXTURES + HEATING EQUIPMENT + ELECTRIC PLANTS + AIR-COOLED ENGINES + PRECISION CONTROLS 
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(Continued from page 68) 

Gas Water Heaters 

Cleveland Heater has announced 
a new series of glass-lined auto- 
matic gas water heaters. The heat- 
ers are available in 30, 40 and 50- 
gal. capacities and feature a center 
flue with spiral type baffle extend- 
ing from top to bottom. Other fea- 
tures include welded copper-bear- 
ing steel tank, combination ther- 


& 3 
— 


—— 
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mostat and pilot control with 100 
percent safety shut-off, Fiberglas 
insulation, draft diverter, pilot filter 
and anodic rod, in addition to the 
glass lining. 

Manufacturer: Cleveland Heater 
Co., 2310 Superior Ave., Cleveland. 


Mixing Faucets 

Delta Detroit has added a new 
wall mounted model to its line of 
one-handle mixing faucets. As in 


previous models, the unit employs 
only one moving part—a hardened 
ground ball that operates in a ball 





socket joint. The faucet blends hot 
and cold water or introduces them 
separately as desired without cross- 
blending. 

Manufacturer: Delta Detroit 
Corp., 1791 Bellevue Ave., Detroit 7. 


Cooling Coil 

Mueller Climatrol has introduced 
a new cooling coil for installation 
in conjunction with a warm air fur- 
nace. The case may be installed 





A-S Adds Remote Type Heating-Cooling Unit 





A new remote type horizontal 
heating and cooling unit has been 
announced by American-Standard. 
It is available in three models and 
four capacities: 200, 300, 400 and 
600 cfm. The basic unit (illus- 
trated) is intended primarily for 
new construction applications 
where it can be built into overhead 
enclosures. Other models consist of 
the basic unit with the addition of 
a housing with the filter and inlet 
grille enclosing the fan and motor; 
a unit with the filter and inlet 
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grille located at the rear of the 
housing, and a unit with the filter 
and grille on the bottom. Each unit 
is connected by a supply and return 
water piping system to a separate 
central heating-cooling plant. Air 
is drawn into the units by fans, 
filtered, then passed through four 
rows of tinned copper tubes with 
aluminum fins and _ recirculated. 
Chilled water circulates through 
the coil in summer; in the winter 
the process is reversed. 

All models are equipped with 
three-speed fan control switches in 
a control box designed for flush 
wall mounting. Coils are designed 
for right or left installation and 
may be reversed on the job. 

Manufacturer: American Radi- 
ator & Standard Sanitary Corp., 
New York City. 


with the furnace and the coil unit 
added later. The coil is designed 
for use with a remote type air or 
water cooled condensing unit. It is 
available in 2 or 3-hp sizes and 
measures 125% in. high, 29% in. 
wide and 20% in. deep. The coil 
unit features a built-in by-pass 
damper which allows the home- 
owner to control humidity. 
Manufacturer: Mueller Clima- 
trol, Div. of Worthington Corp., 
2095 W. Oklahoma, Milwaukee. 


Trench Digger 

A new utility trencher designed 
for mounting on a crawler tractor 
has been added to the Heller line. 
The trencher has a 4-ft digging 


“a One ; A 
depth, and trenches 14, 16 and 
18-in. widths. The unit is hydrau- 
lically controlled, and its applica- 
tions include cross trenching, 
square trenching and stripping pipe 
lines. It switches dirt to either side 
and has a backfiller blade. 

Manufacturer: Heller Manufac- 
turing Corp., 1849 E. Slauson Ave., 
Los Angeles 58, Calif. 


Oil-Fired Boiler 

A compact 50-hp steam generator 
designed to burn No. 4 oil has been 
developed by Cyclotherm. The 
packaged unit is designed to operate 
at efficiencies of 80 percent or bet- 
ter, and can be installed in 20 sq ft 
of floor area. It requires only 4 ft 





84 in. of head room, and no cement 
foundation is necessary. The unit is 
recommended for multiple installa- 
tion in buildings that experience 
wide variations in steam load. 

Manufacturer: Cyclotherm Div., 
National-U.S. Radiator Corp., Os- 
wego 5, N.Y. 

(Please turn to top of page 76) 
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Reado uy Iutbe ‘Corpo vation 
extends Bet Wishes 
lo the 
AMERICAN INSTITUTE OF WHOLESALE 
PLUMBING AND HEATING SUPPLY 


ASSOCIATIONS, INC. 


on the occaston of us 


FOURTH NATIONAL CONVENTION 


al the 


‘Soptember 18- 19-20-24, 1955 


VISIT 
OUR HEADQUARTERS 
DURING THE CONVENTION 


“THE JANSEN SUITE” 
AT THE WALDORF-ASTORIA 
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gas furnaces... 


ments 


- a h 
BIG SALES “PLUS” | ae ty fox 
Exclusive $1,000 Comfort Bond! . —) Furnac 


You can offer this exclusive $1000 o and ar 
Bond when you install Trim Boy se lations 


furnaces with the exclusive Cole- 
man Blend-Air system. It’s the in- ideal f 
dustry’s strongest guaranty bond. 

Ask for complete information on ~ 

how it can sell for youl! com 


ular si 


featur 
them ; 
double 
“Ame 
sales i 








MOST FLEXIBLE INSTALLATION 


With stub duct systems With Blend-Air system In homes with slab fl Crawlspace plenum 





Since 1900... makers of the famous Coleman lamps, lanterns, camp stoves sii 
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ONLY Coleman Trim Boy furnaces 
have ALL 8 of these features 
at economy prices! '¥ 


1. Silent operation with noiseless diaphragm 7 
valve. a 
2. Heat exchanger—full 3 inches higher so that 
more air comes in contact with the heat ex- 
changer to wipe off extra heat—save on 
fuel. Also allows the heat exchanger to 
operate at lower temperatures for longer 
life. 
3. Adaptable for air conditioning. Cooling may 
be installed with furnace, or added later— 
a big sales “plus”! 






Value Leader 


OF THE INDUSTRY 


DESIGNED FOR TODAY'S 
POPULAR SIZE HOMES 


Competitively priced to meet the require- 



















ments of the builder market! Never before 20,000 BTU 100000 Bry Esty te service. All parts needing inspection 
have you been able to offer so many qual- ' ‘ can be easily reached from the front of 
ity features at competitive prices! Trim Boy the furnace. 


5. Direct drive blower adjusts to deliver the 
higher air pressure needed by the Blend-Air 
system, or can deliver the larger volume of 
air needed for conventional systems. No 
belts or pulleys—whisper quiet! 


Furnaces take as little as 2% sq. ft. of space 
and are approved for zero clearance instal- 
lations—a big sales feature in today’s pop- 
ular size homes. You'll find Trim Boys are 
ideal for modernization jobs, too! 


COLEMAN TELLS BUILDERS . . . how the 
features of the Trim Boy line will help 
them sell more homes. Coleman is running 
double page ads in “Practical Builder” and 
“American Builder” to help you make more 
sales in the important builder market. 


OGL, 


® 


6. Easy-to-change filters. 

7. Cool cabinet approved for “zero clearance” 
installations by AGA. And Trim Boy re- 
quires as little as 234 sq. ft. of floor space! 

8. Automatic controls operate from heating 
thermostat to insure even temperatures 
throughout the home. Also equipped with 
fan and limit control, thermo-safety pilot 
and pressure regulator. 







downflow 
80,000 BTU 100,000 BTU 











GAS « LP-GAS 


The Coleman Company, Inc., Dept. DE-155 
WICHITA 1, KANSAS 


Please send me complete information on the new Coleman 
leta aie al- ws nO 00m Grell -laat-1al Gelaahielam sielate line of Trim Boy Furnaces and Coleman’s exclusive $1000 
Comfort Bond. 


The Coleman Company, Inc. mem 


Wichita 1, Kansas N 











MAIL COUPON today —tor complete : 
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Boy turnaces 
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(Continued from page 72) 

Pump Motor 

A new motor with a face type 
registered bracket and _ special 
shaft, suitable for close-coupled 
centrifugal pump applications, has 
been introduced by U. S. Electrical 
Motors. The pump may be mount- 
ed flush with the motor by bolting 
to the face bracket, thus providing 





accurate alignment of pump and 
motor. To prevent water from en- 
tering the motor, a solid flange and 
brass slinger are incorporated. The 
shaft is stepped with special di- 
ameters, and has a shoulder and 
tapped hole for mounting the im- 
peller. The motors are available in 
ratings from 1 to 30 hp. The wind- 
ings are asbestos-protected, and 
the split-type conduit box can be 
rotated in 90 deg. steps and located 
on either side of the motor. 

Manufacturer: U. S. Electrical 
Motors Inc., Box 2058, Terminal 
Annex, Los Angeles 54. 


Redesigned Boiler 

Portmar Boiler has redesigned 
the front flue door for its series of 
residential and commercial boilers. 
The door is said to be of great 
benefit where restricted stack and 
other problem conditions exist. It is 


steel stamped of flanged and dished 
construction and is designed to be 
warp-free and insulated for cool 
operation. The door is also designed 





to increase furnace volume on all 
boiler sizes, and to provide cleaner 
operation of combustion gases with 
all fuels, including oil, gas and 
stoker firing. All tubular heating 
surfaces are accessible through the 
door for cleaning and inspection. 
Manufacturer: Portmar Boiler 
Co., 193 Seventh St., Brooklyn 15. 


Bathroom Cabinet 

A new bathroom cabinet with 
an extruded aluminum frame has 
been introduced by Marmet Corp. 
The cabinet features sliding mirror 





R.C.S. Adds Chuck Connection Feature to Saw 


a 





The R.C.S. Tool Corp. has an- 
nounced significant improvements 
in its new model Super-Saw. A 
new direct-drive coupling feature 
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is designed to insure a _ positive, 
rigid, non-slipping connection be- 
tween saw and drill chuck, thus re- 
moving the product from the “at- 
tachment” classification. However 
the new unit preserves the “two- 
in-one” tool economy feature, per- 
mitting quick removal of the saw 
from the drill, and allowing the 
drill to be used for other jobs. Ad- 
ditional improvements have been 
made in the bearings, drive and 
cooling mechanisms, though the ex- 
ternal appearance and size remain 
the same as the previous model. 
Manufacturer: R.C.S. Tool Sales 
Corp., 220 N. Broadway, Joliet, Ill. 





doors and fluorescent side lamps. 
It is available in six colored alu- 
minum shades: green, blue, red, 
burgundy, gold and plain alu- 
minum. Colors of the cabinets are 
achieved by a special aluminum 
coloring process. 

Manufacturer: Marmet Corpora- 
tion, Wausau, Wis. 


Water Closet Seat 

A new water closet seat an- 
nounced by Standard Tank & Seat 
features a hinge design specially 
suited for tankless installations. 
The hinge has a concealed check 
that prevents the unit from falling 
back after it is raised. The design 
also prevents the seat from inter- 
fering with the tank lid upon rais- 
ing or lowering. The unit, of ex- 
tended back type construction, is 
fully molded and is available in a 
wide range of colors in plain or 





mother of pearl finish to match 
bathroom fixtures. 

Manufacturer: Standard Tank & 
Seat Company, Camden 2, N. J. 


Water Chiller Line 

A line of packaged water cooling 
machines designed for air condi- 
tioning and process refrigeration 
installations, ranging in size from 
5 to 125 hp, has been announced by 
Carrier. The 75-hp unit (illus- 
trated) will pass through the av- 
erage size doorway. All compo- 
nents of the system, including com- 
pressor, condenser and cooler, 
come as a single unit, efficiently 
piped, filled with oil and holding 
a charge of refrigerant. Small 
water chillers from 5 to 20 hp come 





equipped with the firm’s hermetic 
compressors. 

Manufacturer: Carrier Corpora- 
tion, Syracuse, N. Y. 

(Please turn to top of page 78) 
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SATINY STAINLESS STEEL SINKS—how the 
women love them! These Tracy sinks help you 
capitalize on the big decorator swing to stainless 
steel. Years of use enhance their lustrous beauty. 
And you can sell Tracy stainless steel sinks for 
little more than ordinary porcelain. 








GLAMOR-COLOR SCHEMES! ‘Tracy’s exciting 
new Pic-A-Dor cabinets let every woman have her 
own way at NO extra cost to you or to her. They’re 
the only steel cabinets with sliding doors that can 
be ANY material, ANY color .. . make standard 
kitchens glamor kitchens. 
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CABINETS FOR BUILT-INS. Tracy has the most 
advanced and flexible line of cabinets yet designed 
for built-in ovens and drop-in surface units. Here’s 
your smart, money-making way to cash in on the 
tremendous trend to built-ins and start “full 
kitchen”’ sales. 


*Sex Appeal or Sales Appeal—call tt what you like. 


Tracy has it at your price! 
mail this coupon today! 


MITCH ENMS 





CO SCeeeSeeeeeeseeeee 





COMPLETE LINE. With Tracy, you have the line 
variety for every kitchen plan. Stainless steel and 


porcelain sinks . . . wall, base and special-purpose 
cabinets .. . drop-in bowls... high oven cabinets. 
Even tricky corner problems are ‘“‘standard”’ orders 
when you sell Tracy. . 


Dept. DE-9, Tracy Kitchens Division 

Edgewater Steel Corp. 

P. O. Box 1137, Pittsburgh 30, Pa. 

Send full facts on making money with the Tracy 
Kitchens line. 


NAME Sates —s 


ADDRESS ___ 


CITY STATE 





SOSSSHSHSSSSHSESHSSHSHSOSSHESEEEEESEESEEEEEEEEEHEE SETHE HETEOEEEE 


come on along with the BIG things coming from Tracy! 
foremost producers of stainless steel sinks and quality steel kitchens 


SOOO SSSSSSSSSSSSSSOSSOSHESSOSSSE SESS SESE SOSSESESEEESEESSESESOSESEEOS 






only Tracy gives you 4-WAY S £ 
to make big kitchen profits 





SPCeeCSeeel Sees Se sesso esses eee 





















Shopping with D. E. 





(Continued from page 76) 
Boiler-Burner 
Four new oil fired boiler-burner 
units have been introduced by 
Quiet Automatic. The units are 








pre-assembled and pre-wired and 
are designed for the small or medi- 
um sized home. The boiler is 
equipped with large tankless coils, 
pre-cast combustion chamber and 
Minneapolis-Honeywell cutouts. 

Manufacturer: Quiet Automatic 
Burner Corp., 33-35 Bloomfield 
Ave., East Orange, N. J. 


Kitchen Cabinets 

Tracy Kitchens has added three 
colors to its line of standard wall 
and sink cabinets. The colors are 
yellow, pink and turquoise. The 


new color cabinets are offered with 
conventional hinged doors or with 
the firm’s Pic-A-Dor features 
which permit solid blocks of color 
to be broken up by sliding the 
panels. Panels are offered in glass, 
laminated plastic, hardboard or 
pegboard. 

Manufacturer: Tracy Kitchens, 
3125 Preble Ave., Pittsburgh. 


Bathroom Vanity Line 

A new line of “post - formed” 
Formica bathroom vanities offering 
a choice of 160 styles and designs 
has been introduced by Liebman 
Bathroom Specialties. The units 
feature one-piece Formica with no- 
drip front and covered back, with 





no cracks or crevices to accumulate 
dirt. The plywood is creosote treat- 
ed and piano hinges are used. 
Manufacturer: Liebman Bath - 
room Specialties, Inc., 1437 Bush- 
wick Ave., Brooklyn 7. 


Cooling System Has Water-Saving Features 






amet ie. | 


A new line of residential air- 
cooled conditioners has been intro- 
duced by Bryant. The units are 
available in 14%, 2 and 3 hp. models 
and may be installed on the floor 
or suspended from the ceiling. The 
1% hp. model operates without an 
external water supply by means of 
a special air-cooled refrigerating 
device. It uses water removed in 
dehumidification of conditioned air 
to supplement air-cooled condens- 
ing. This water takes additional 
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heat from the refrigerant by re- 
evaporation from the, condensing 
coil to maintain peak operation. 
The unit is designed for installa- 
tion independent of hot water or 
steam heating systems and for con- 
verting warm air systems to cool- 
ing. The 2 and 3 hp. units are engi- 
neered for homes up to 1200 and 
1800 sq. ft. and are offered in vari- 
ous optional packages to suit speci- 
fic conditions. One package for in- 
side the home contains a cooling 
and dehumidifying coil, a centri- 
fugal fan and filter. Other pack- 
ages are designed for use with ex- 
isting furnaces with a fan of suffi- 
cient size. A package is also offered 
for outside installation with a con- 
nection for coupling the refrigerat- 
ing unit to the interior cooling coil 
system. 

Manufacturer: Bryant Division 
of Carrier Corp., Syracuse, N. Y. 


Thermostat 

A new thermostat announced by 
Detroit Controls is especially styled 
to harmonize with room furnish- 
ings. The dial is arranged in a 
horizontal position and tipped at an 
angle to make accurate reading 
easy at eye level. Large Gothic 
numerals are set on a satin black 
face covered by a polished lens. 
The thermometer is placed just 





above the numerals under the lens. 
A small lever located just under the 
dial face adjusts room temperature 
at fingertip touch. The unit also 
automatically cycles the burner to 
maintain temperature within a 
fraction of a degree. It is available 
with either a three-wire parallel 
type heater or adjustable series 
heater with a range from .4 to 1. 
amperes. 

Manufacturer: Detroit Controls 
Corporation, 5900 Trumbull Ave., 
Detroit 8. 


Air-Moving Motor 

General Electric has announced 
a new totally-enclosed air-over 
motor, 30 percent lighter than pre- 
vious models and 20 percent small- 
er. The non-ventillated motor is 
particularly suited to air-moving 
applications, and the motor is 
cooled by the air flow over it 
caused by the fan or blower it 
powers. Other features include 
polyester film insulation, cast iron 
construction and Formex wire 
stator windows for better nrotec- 





tion against heat and aging. The 
motor is available in % through 
5-hp ratings, and mounting is sim- 
plified by the location of thé con- 
duit box in the endshield, where 
it does not obstruct air velocity. 

Manufacturer: General Electric 
Co., Small Integral Motor Dept., 
Fort Wayne, Ind. 

(Please turn to top of page 156) 
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Add New Glamour 
to your heating jobs 


with Electronic 


Moduflow! 


Thermostat outside the house 


gives your customers luxurious electronic comfort 





ow you can add glamourous new sales appeal to your heating 
jobs— install Honeywell Electronic Moduflow Temperature 
Control to highlight your heating plants! 

Moduflow has been wonderfully redesigned to give it even 
stronger impact as a sales feature. Its new styling will add greatly 
to the decor of your customers’ homes. 

Electronic Moduflow is service-free, easy to install, completely 
automatic, and reacts with electronic swiftness. It makes all other 
control systems obsolete because it features an electronic thermo- 
stat outside the house that varies indoor temperatures as the weather 
changes. This is the ultimate in home comfort! 

Electronic Moduflow is ideal for any house with an adequate 
heating or cooling plant! And it assures a greater profit margin! 

See your Honeywell salesman or supplier right away for costs 
and availability .. . or write to Honeywell, Dept. DE-9-95, 
Minneapolis 8, Minnesota. 

(Clock shown is primarily for utility room use. Deluxe bur- 
nished chrome, flush mounted models available for kitchen.) 


O For heating or cooling 


Electronic Moduflow 


H 


112 OFFICES ACROSS THE NATION 


DomeEstTIc ENGINEERING, SEPTEMBER 1955 
































New Outside “Weathercaster” Thermostat 





With electronic swiftness, the Honeywell Weather- 
caster continually senses outside temperature 
changes and tells the indoor thermostat what adjust- 
ment is necessary to maintain perfect comfort. 


New Inside “Golden Circle” Thermostat 


Your customer simply dials the daytime and night- 
time temperatures he wants with this beautiful 
thermostat. He just sets it once. Thereafter, the out- 
side thermostat raises or lowers settings aufomati- 
cally as outdoor temperatures change. 


— 








New Electronic Control Center 


This handsome new appliance-white clock is styled 
for the utility room or kitchen. It receives electronic 
signals from the indoér thermostat and adjusts the 
heating or cooling plant accordingly. In winter, it 
automatically lowers the temperature at night to 






save fuel, and raises it in the morning. 








What to look for 
ina 
circulator 





Your hot water heating installation revolves 
around the circulator you choose. 

Take a moment to check the circulator features 
on this page and you'll know why 

year after year more contractors buy and install 


circulators quality-built by TACO. 








Two-piece, Easily-Replaced Seals 
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Extra-Large and Quiet-Operating Motor 


were 
i 4 


< 


Specially-Designed, Safe Drive Coupling 
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One-Piece, Lifelong Impeller with Stainless-Steel Shaft Porous-Bronze Bearing 


oe, 
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You'll find all in TACO... 


the power-packed circulator you can depend on! 


TACO HEATERS, INCORPORATED 


1160 Cranston Street, Cranston 9, Rhode Island 


CORPORATE OFFICE 342 Madison Ave. IN CANADA Taco Heaters of Canada, Ltd. 
New York 17, N. Y. 4 Gilead Place, Toronto 2 


Se; 
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It costs no more to get 


Oe me omar) 


all of these GAL J UI wail 


© STRONGER— higher tensile strength, no sand 
holes. 


® TAPER-TAPPED—all pipe threads tapered to 
ensure leak-proof joints in every installation. 


® PROTECTED—galvanized fittings zinc plated 





after fabrication for maximum protection of all 
surfaces, including threads. 


© CARTONED-—for extra convenience in handling, 
eliminates damage and inventory loss. 


© ALL CAPITOL FITTINGS MEET FEDERAL 
SPECIFICATIONS 





UNIONS 





te, 


SQUARE HEAD PLUGS —— HEX BUSHINGS — STEEL CAPS 


Your Capitol ie | 3 Eee 
wholesaler 
also stocks... , 2 


WELL SUPPLIES CAPadapters REDUCING INSULATING 
coup NIPPLES 
UPLNEDS and Forged Steel High Pressure Fittings COUPLINGS UNIONS 





PRODUCERS of QUALITY STEEL FITTINGS for more than 30 YEARS 


Pan 
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Portrait of a Businessman Growing 


THESE ARE LONG AND BUSY work 
days for most plumbing and 
heating contractors, and we're 
thankful that they are. But it’s 
typical of the “new look” in the 
industry that the best operators 
aren’t satisfied with taking just 
what happens to come their way 
in our prospering economy. 

Instead they are making these 
days even longer and more busy 
by looking for ways to improve 
their business through more ag- 
gressive merchandising and ef- 
ficient management. 

Typical of this attitude is the 
statement by contractor Henry 
A. Anderson in additional read- 
ing on this page. In Louisville’s 
building spree, Anderson could 
sit back and survive with little 
business effort. But to Anderson, 
as to contractors throughout the 
nation, this isn’t the era of sur- 
vival, but of growth. 


# That’s why Anderson’s free 
hours are spent studying meth- 
ods to add further success to an 
already successful career. With 
more than 25 years experience, 
some people might figure they 
had all the answers. Anderson 
and fellow contractors know, 
however, the “traditional” world 
of plumbing and heating is mov- 
ing forward rapidly. 

One method used by Anderson 
is to take Domestic ENGINEERING 
home at night and in his “free” 
hours find ideas that will make 
his “work” hours more profit- 
able. The importance of that 
statement to the editors is ob- 
vious. To the industry, however, 
the importance is that it typifies 
the 1955 P-H contractor. 

Because Anderson is no man 
who measures his business day 
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by the hands of the clock, we 
know he’ll succeed in his aims. 
All this isn’t just Anderson’s 
story, however. His case is a sim- 








as a DE. subscriber. 
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ple reflection of the modern con- 
tractor—not a mechanic-minded 
coaster, as some segments of his 
own industry paint him, but a 
creative businessman looking 
ahead to bigger tomorrows. END 


Henry A. Anderson and his daughter, Eloise, study Domestic En- 
gineering for ideas that will strengthen his Louisville, Ky., firm 


Why | Take D.E. Home at Night 


“Why do I take Domestic ENGINEERING home at night? 
Because it’s the one magazine I can’t afford to be without.” 
The words are those of Henry Anderson, Louisville, 
Ky. contractor who is now in his silver anniversary year 


“For 25 years I’ve been getting good ideas from this 
magazine. Years ago, I patterned my repair setup after 
an article in D.E. and it has worked out fine. Other ideas 
have been just as workable. 

“So, D.E. is the one magazine that goes home with me 
at night where I have time to read it thoroughly. A con- 
tractor learns his business by attending to business, but 
the apprenticeship of the mind that comes from reading 
a good magazine can do a lot toward raising his profits, 
lowering his costs and making him a better businessman. 
And that’s why I read Domestic ENGINEERING!” 
































THE FIRST STEP toward an all- 
industry modernization program 
was taken last month at an all- 
day conference held in the na- 
tion’s capital. 

Sponsored by the National 
Assn. of Plumbing Contractors, 
the conference included repre- 
sentatives from 15 leading asso- 
ciations in the plumbing, heating 
and related industries, who dis- 
cussed the creation of a joint, 
national home modernization 
program. The industry and con- 
sumer press were represented. 

Robert Morrill, president of 
the NAPC, said the purpose of 
the conference was to “explore 
how our industry could offer the 
public a complete home remodel- 
ing ‘package.’ 

“Since 75 percent of all home 


poco 


4% 


remodeling involves plumbing 
and heating, the logical person 
to coordinate a package deal for 
the consumer is the plumbing 
and heating contractor,” Morrill 
declared. “He would be the 
prime contractor, the one re- 
sponsible for the entire job, 
guaranteeing the work, hiring all 
sub-contractors and arranging 
financing where necessary. 
“New homes from old can pre- 
vent existing dwellings from be- 
coming tomorrow’s slums,” Mor- 
rill added. “Thus, not only the 
public, as individuals, will bene- 
fit from such a program, but also 
the nation as a whole.” 
Following his presentation of 
the proposed program, Morrill 
called for comments from the 
various industry representatives 





Contractor group stages pilot conference on home mod- 


ernization in Washington. Manufacturer and wholesaler 


associations join discussion on industry-wide plan. . . 


attending the conference. 

Stuart Fitzpatrick, represent- 
ing the U. S. Chamber of Com- 
merce, told the conference about 
the “operation home improve- 
ment committee” within his or- 
ganization which is working 
closely with Albert Cole, Hous- 
ing and Home Finance Agency 
administrator, on a plan to boost 
home modernization. 

“We are anticipating a cam- 
paign to begin early in January 
with a proclamation issued by 
Mr. Cole, based on a letter from 
President Eisenhower asking 
that something be done about 
home modernization. If the plan 
goes through, 1956 will become 
known as “home improvement 
year,” Fitzpatrick said. 

George Hall, vice president of 
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the Mechanical Contractors 
Assn. from Madison, Wis., called 
attention to the large market 
that exists in the redevelopment 
of areas in our cities that are not 
yet slums, but are deteriorating 
rapidly. 

Hall pointed out that a mod- 
ernization program in these areas 
would not only be a tremendous 
business stimulus for our indus- 
try, but, at the same time, would 
help solve one of the nation’s 
biggest problems today. 


s Homer Robertson, executive 
vice president of the Cast Iron 
Soil Pipe Institute, thought that 
the training and qualifications 
required to become a journey- 
man plumber, if properly pub- 
licized, might be a_ substantial 
contribution toward the success 
of a home modernization pro- 
gram. 

“T think that is one of the big- 





N.A.P.C. 
Officers 
Get Briefing 
on D.E.'s 
Bay City 
Story 








gest things we have to publicize 
and advertise in order to make 
the public realize what is actu- 
ally required before a man is 
ready to do a qualified job,” Rob- 
ertson told the conference. 


= James S. Binder, chairman of 
the NAPC public relations com- 
mittee, wanted to know who was 
going to do the selling job. An- 
swering his own question, he 
said: 

“This program must start in 
every community. We can talk 
here in Washington; we can talk 
in New York, or Chicago or Mil- 
waukee. But how is it going to 
trickle down to those communi- 
ties that need a program of this 
kind? 

“Obviously, we must sell our 
local governments, chambers of 
commerce, and local contractor 
groups to go out and stimulate 
this program. We can plant the 








MODERNIZATION DRIVE... 





seed and we can publicize it, but 
who is actually going to sell it?” 
Binder asked. 

One answer was suggested by 
J. E. Purnell, managing editor 
of Domestic ENGINEERING. He 
said that plumbing and heating 
contractors and wholesalers, 
working in close harmony with 
civic officials, could put the pro- 
gram over. To illustrate his 
point, he cited DE’s remodeling 
survey in Bay City, Mich., late 
in 1952, as an example. “We took 
40 of our people to Bay City to 
conduct a week-long survey of 
modernization needs, desires and 
abilities to buy. We showed the 
local chamber of commerce what 
we were trying to do, and it 
was a comparatively easy thing 
to demonstrate how this effort 
would stimulate modernization, 
and that such modernization 
would tend to improve the en- 

(Please turn to top of next page) 


Duriny me cunyerence reported here, NAFC officials received a progress 
report on Domestic Engineering’s modernization program. Here, D.E.’s 
managing editor (left) is discussing the Bay City Story with Robert Morrill, 
president; William A. Landers, vice president, and James Binder, the asso- 
ciation’s public relations chairman. D. E. pledged aid to the NAPC plan. 























continued ... 


(Continued from preceding page) 
tire community structure. The 
chamber endorsed the idea and 
took it to the mayor. The result 
was a “modernization week” 
proclamation which received the 
backing of virtually every civic 
group in the city, as well as the 
city itself. 

“If properly approached,” Pur- 
nell said, “civic officials will 
readily see the benefits in a con- 
certed effort to modernize com- 
munity structures. With this sort 
of backing, and promoted inten- 
sively at the local level, a home 
modernization program can be 


made to succeed.” He described 
the selling aids available from 
DE which could be used as part 
of the proposed program. 

George Erwin, Jr., president of 
the Institute of Boiler and Radia- 
tor Manufacturers, agreed that 
motivating the homeowner was 
important. 

“Somehow we are going to 
have to get our heads together 
and work very hard to convince 
these people that they ought to 
remodel, and that they ought to 
do it now,” Erwin said. 

Another representative of the 


I-B-R, Franklin Greene, public 


HERE'S THE COMMITTEE THAT WILL SEEK 
TO DRAFT AN ALL-INDUSTRY MODERNIZATION 


SALES DRIVE... 


Bill Landers, NAPC vice president, named chairman 





relations director, stated that his 
association “is already cognizant 
of, and active in modernization.” 
In the opinion of Lloyd Gru- 
man, Jr., secretary of the Me- 
chanical Contractors Assn., mass 
psychology could be employed 
among homeowners to assure 
wide-spread desire for home im- 
provements. He suggested issuing 
a national sticker for homeown- 
ers who make improvements to 
put in their window to show they 
are participating in the program. 
“The fellow next door will see 
the sticker and wonder what his 
neighbor has done to improve his 





William J. Landers 
vice president, NAPC 
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American Inst. ve Institute of Plumbing 
of Wholesale Boiler and Fixture 
Pibg. & Hig. Supply Radiator Manufacturers 
Supply Assns. Assn. Manufacturers Assn. 
Steel Kitchen Mechanical United Assn. 
Cabinet Contractors of Journeymen 
—" Assn. & Apprentices 























REPRESENTATIVES of eight associations have been 
named to serve on the steering committee which will seek 
to draft an all-industry home modernization program. As 
this was being written, seven of the associations had not 





yet named their representatives. The committee will hold 


its first meeting un September, to draft a tentative plan, 
and will report to NAPC president Robert Morrill some- 


time in October to discuss the next step. 
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home,” Gruman pointed out. 
“He’ll find out, and it will get him 
thinking about making improve- 
ments, too. It would be a chain 
reaction sort of thing.” 

Wholesaler representatives at 
the conference expressed interest 
in the proposed program. George 
Underwood, secretary of the 
American Institute of Wholesale 
Plumbing and Heating Supply 
Assns., said, “I want to go on rec- 
ord as saying that the whole- 
salers are going to be keenly in- 
terested in this program, and 
when it is presented to our offi- 
cial family, we will be in a posi- 
tion to become participants.” 

James Peery, secretary of the 
Central Supply Assn., visualized 
the program as a “big and con- 
tinuing long range effort. As I 
see it, the big problem, and per- 
haps the first step, is to obtain 
the active participation of plumb- 
ing and heating contractors and 
wholesalers so that a large part 
of the industry is sold on the 
value of the program right from 
the start.” 

William Landers, vice presi- 
dent of the NAPC, pointed out 
that it would take publicity to 
explain the program to the pub- 
lic and publicity takes money. 

“Any way you look at it, it 
comes down to money,” Landers 
said. “I think the money should 
come from the industry starting 
either from the journeyman 
through the contractor, the 
wholesaler and the manufactur- 
er, or backwards up the line.” 

At the conclusion of the round 
table discussion, Morrill appoint- 
ed Landers as chairman of a com- 
mittee to formulate a definite 
plan. He suggested that the com- 
mittee get together in September 
and be ready to report to the 
larger group sometime in Octob- 
er. Members of the committee 
were to consist of one person 
from each of seven associations 
(see facing page). END 













Roster of Industry Leaders at the 
Pilot Conference on Modernization 


NATIONAL ASSN. OF PLUMBING CONTRACTORS 


R. T. Morrill, president E. R. Buchi 

E. B. Knauer, secretary W. J. Murphy 

L. P. Mutter, program director D. W. Pray 

J. S. Binder C. F. Smith, Jr. 

Louis Bloom H. L. Stevens 
(All except first three are committee chairmen) 


AMERICAN INSTITUTE of WAI. P & H Supply Assns. 
G. T. Underwood, secretary H. Somerville, past pres. 
CAST IRON SOIL PIPE INSTITUTE 
H. E. Robertson, executive vice president and secretary 


CENTRAL SUPPLY ASSN. 
R. J. Makarius, president J. H. Peery, secretary 
COMMITTEE ON STEEL PIPE RESEARCH 
G. D. Lain, research engineer 
COPPER AND BRASS RESEARCH ASSN. 
C. H. Pihl A. I. Heim 
GAS APPLIANCE MANUFACTURERS ASSN. 


E. R. Martin, director of marketing and statistics 
H. B. Carbon, chairman, gas water heater division 


MECHANICAL CONTRACTORS ASSN. 


Geo. Hall, vice president L. C. Gruman, Jr., secretary 
INSTITUTE OF BOILER & RADIATOR MANUFACTURERS 


G. L. Erwin, Jr., president F. Greene, public relations 


PLUMBING FIXTURE MANUFACTURERS ASSN. 
E. O. Brady, vice chairman _ W. E. Kramer, secretary 
STEEL KITCHEN CABINET MANUFACTURERS ASSN. 
M. M. Miller, past president 
TOILET SEAT MANUFACTURERS ASSN. 
R. W. Hutton, executive secretary 
UNITED ASSN. 
P. T. Schoemann, acting general president 


(And representatives of the trade and consumer press) 















HIGHEST POINT in the system, 
shown here, required an automatic 
air-releasing valve located off the 
driveway under a manhole at left 
(not shown). Other manual and auto- 
matic vents are placed throughout 











the snow melting system. 


A CLEVELAND HOSPITAL has 
been operating more efficiently 
and safely since December, 1953. 
That’s when The Feldman 
Brothers Company, Cleveland 
plumbing, heating and air con- 
ditioning contractors, completed 
a snow melting system keeping 
4,100 sq ft of cement driveway 
snow-free for ambulances to en- 
ter the emergency ward at St. 
Luke’s hospital. 

By no means a “luxury” in- 
stallation, the system was in- 
stalled at a cost of approximately 
$10,000 as a “must” in the hos- 
pital’s extensive 1953 remodel- 
ing project. The ambulance 
driveway is located on a sloping 
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incline, and the possibility of 
fast-moving ambulances skidding 
near the entranceway was by no 
means remote. 

“The job was unusual only for 
its relatively large size, the in- 
cline of the drive which made 
special air-purge venting neces- 
sary, the use of silver solder on 
all connections, and the steam- 
to-water heat conversion system 
it includes,” reports William 
Neiheiser, Feldman Brothers en- 
gineer. 

“Also, we used some special 
equipment to build the copper 
pipe grid. However, the average 
well-equipped plumbing-heating 
contractor, using basic equip- 





ment and methods, could do the 
same type of work profitably.” 

The special equipment used by 
the Cleveland firm included a 
pipe-bending machine (cost ap- 
proximately $1000) with a cus- 
tom-made 16-inch bending wheel 
for the l-in. type “L” copper 
tubing used for the basic grid- 
work (wheel cost $100). This 
enabled mechanics to bend the 
copper pipe readily without flat- 
tening when shaping the piping 
in tight arcs. 

Feldman Brothers engineers, 
decided in favor of manual on- 
off controls for this type of sys- 
tem, because of the unpredict- 
ability of snowfall and the diffi- 
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Job Facts: 








System serves 4100 sq ft of cement driveway to emergency ward 
at St. Luke’s Hospital, Cleveland. 









Total cost of job was $10,000. 







System required 40 ft of 212 in. pipe, 280 ft of 2 in. pipe, 50 ft 
of 11 in. pipe, 70 ft of 11% in. pipe and 3600 ft of 1-in. type “L” 
copper tube. 



















Longest single run is 520 ft with 16-in. center-to-center distances 
between tube. 



















System includes a heat exchanger (615,000 Btu/hr), a 142 hp 
circulating pump (70 gpm), two expansion tanks, a converter 
supplied with 2 Ib steam from main boiler, and a self-contained 
control valve in the steam supply line. 







Temperature of the circulating solution is maintained at 130F. 











135 gal. of anti-freeze is required to keep solution from freezing 
at -20F. 





System took 1000 manhours to install. 































culty any melting system would 
have, starting cold, to “catch up” 
in the event of a substantially 
heavy snowstorm. The St. Luke’s 
system is turned on early in the 
fall, and left on until well in the 
spring, after all likelihood of 
snow has passed. The emergency 
driveway is thus bone-dry all 
winter. 

Working temperature of the 
system is 130F, which has been 
found to have a melting capacity 
of 1 to 14%4-in. of snow per hour, 
depending on the density of the 
snow, without danger of crack- 
ing the cement. Extra expansion SNOW-FREE driveway is maintained by the completed snow melting 


allowances were made in strips system, speeding up emergency service and preventing ambulances from 
(Please turn to center of next page) skidding. Longest single run of copper tube in the system is 520 ft. 
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continued... 


Boiler 
Room 
for the 
Snow 

Melting 
Job... 


Legend: 


1—Heat converter 
2—Steam trap 


3—Thermostatic con- 
trol valve for steam 


supply 
4—Return header 
5—Circulating pump 
6—Expansion tanks 


(Continued from preceding page) 
where heated cement joins an 
unheated area under the per- 
manent entrance canopy. Both 
entrance and exit driveways are 
heated. 

The snow melting system con- 
sists basically of 3600 ft of 1-in. 
type “L” copper coils embedded 
in a concrete drive with all 
joints silver soldered (melting 
point 1300F). A solution of 45 
percent permanent anti-freeze 
(ethylene glycol) and 55 percent 
water gives freeze-up protection 
to -20F for the solution circu- 
lating within the pipes. This 
solution is heated to 130F by 
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means of a steam-to-water heat 
exchanger and circulator pump. 

A converter is installed in the 
boiler room and is supplied with 
2 lb steam from the main boiler 
system of the hospital. A self- 
contained control valve is lo- 
cated in the steam supply line 
to the converter and controls the 
quantity of steam entering the 
converter. It maintains 130F dis- 
charge temperature in the cir- 
culating water line from the 
converter by modulating steam 
supply to the converter. Two 


expansion tanks are located 
above the converter and a cir- 
culating pump is located below 




















the converter and circulates the 
solution of permanent anti- 
freeze and water to the copper 
coils embedded in the driveway. 
The starting operation of the 
system is manual. A start-stop 
pushbutton station controls the 
operation of the pump, and the 
system is turned on when the 
first snow appears and is left 
operating continuously until all 
snow is past in the spring. Man- 
ual and automatic vents are in- 
stalled throughout the system 
for the purpose of purging air. 
An automatic vent, accessible 
through a manhole, is installed 
at the system’s high point. END 
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ANNOUNCEMENT of the Detroit 
Plan appeared originally in this 
spread in the August issue. 
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A Progress Report: 


THE CAMPAIGN to rid the nation’s fifth largest 
city from the burden of garbage collection moved 
forward on all fronts last month. 

As reported in the August issue (p.102), De 
troit’s plan for a garbage-free city seeks the in- 
stallation of a food waste disposer in virtually 
every home and restaurant as a once-and-for-all 
answer to an archaic garbage disposal system that 
costs the taxpayers $3,550,000 annually. 


= Briefly, the new developments are: 

1. The preparation of a basic sales manual, by 
participating manufacturers, designed to help con- 
tractors do a better selling job. 

2. Plans for a series of meetings to brief con- 
tractors on product knowledge. Each manufac- 
turer will meet with his own dealers in this phase 
of the program. 

3. A direct mail campaign to consist of two 
mailings calling attention to the disposer drive— 
one on City of Detroit stationery signed by Carl 
Walker, chairman of the Detroit Committee for 
a Garbage Free City, and the other sent out by 
neighborhood community groups. 

4. A mass sales meeting where contractors will 
be briefed on the use of the new sales manual and 
participate in “dry run” sales presentations. 

The timetable calls for the above action to take 
place within the next month. At the final meet- 





i 
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The Detroit Plan for a 
Garbage-Free City... 


ing, contractors will be assigned definite terri- 
tories, ranging from 150 to 500 homes, depending 
on the size of the contractor’s operation. The 
assignments will be made by Dewey Bull, execu 
tive secretary of the Detroit Assn. of Plumbing 
Contractors, and Carl Walker, committee chair- 
man, following a plan for blitzing two test areas 
selected as a representative cross section. 

In last month’s issue, attention was called to a 
forthcoming article on how to set up a “Detroit 
Plan” in your own town. Because of the new de- 
velopments now taking shape in Detroit, your 
editors decided to withhold the article temporarily 
in order to provide a more complete background 
of the Detroit program and how it is actually 
working out. It will constitute a complete blue- 
print for setting up a similar program in cities 
all over the country. 


s Although the Detroit plan is really in its pre- 
liminary stages, it is already showing results. In 
a statement to Domestic ENGINEERING at press 
time, Herbert Dusendorf, president of Nelson 
Co. (wholesalers) and a member of the Detroit 
committee, said, “Although we’ve hardly gotten 
started, I think it’s significant that disposer sales 
in Detroit are currently running 80 percent ahead 
of a year ago. I’m sure that the program is going 
to show even greater progress.” END 

































A SECOND BATHROOM, that wist- 
ful dream of the middle-income 
family, is fast becoming a reality 
for increasing numbers of new 
homeowners. According to a re- 
cent survey, the number of one- 
and-a-half and two-bathroom 
homes being built has increased 
markedly in the past year or 
two. 

Commercial Discount Corp., a 
publicly owned finance corpora- 
tion which quizzed 26 manufac- 
turers of plumbing supplies on 
recent trends in home construc- 
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Two-Bath Home Gaining... 


... Survey Shows 


tion, reports that the days of 
austere new housing, typified by 
the low-cost homes built im- 
mediately after W. W. II, will 
soon be only a memory. Results 
from the survey indicate that 
rapidly replacing the small, four- 
room house with one bath, typi- 
cal of the 1948-1953 era, is the 
1955 deluxe model with three 
bedrooms or more, a combina- 
tion living-dining room, a larger, 
more elaborate kitchen, and two 
bathrooms. 

Of the 1,200,000 new housing 





starts expected this year, says 
the report, 22 percent will boast 
a bath and a half, and about 12 
percent will have two full bath- 
rooms. 

This compares favorably with 
the relatively “normal” year of 
1940 when 20 percent of the new 
homes built had more than one 
bath. And the increase is even 
more remarkable when com- 
pared to the figure for 1950, 
when most new housing went to 
shelter young married couples 
who had to scrimp on essentials 
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1955 








as well as non-essentials, and 
only 8 percent could manage to 
include more than one bathroom 
in their plans. 

Not only is the number of 
bathrooms increasing, the sur- 
vey indicates, but plans today 
include more of the “luxury” 
items in the bathroom fixture 
line—the vanity lavatory and 
deluxe quality fittings and trim. 

As for the low-cost homes that 
were built during the post war 
years, many of these, too, are be- 
ing fitted out with second bath- 
rooms as more and more fami- 
lies, having gained two or three 
children and a greater measure 
of financial success, tire of stand- 
ing in line at the bathroom door. 
Here again, the trend is toward 
more luxurious appointments, as 
plans are drawn up for the ad- 
dition of another bedroom and a 
second bath. 


a The trend toward expansion 
or remodeling of such homes is 
given further impetus by build- 
ers who furnish standard plans 
for adding the needed living 
space at less cost than would be 
required to buy a larger home. 
With the majority of these plans 
calling for additional bathroom 
facilities, a new remodeling mar- 
ket is opened to the industry. 

It all adds up, says the report, 
to a bright outlook for the 
months ahead, with the fixture 
manufacturers already chalking 
up increases of 30 percent over 


1954 levels. END 
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Panel Hears... 


Standardized Construction 
Will Lower Costs; Increase 


Use of 2nd Bath... 


THE MOST SERIOUS OBSTACLE in the way of the sec- 
ond bathroom—its cost—could be substantially reduced 
by standardizing bathroom dimensions on a 32-inch 
module. 

This was the conclusion of a panel of experts, repre- 
senting all industry groups directly concerned with bath- 
room design and construction, at a round table confer- 
ence sponsored by the American Standards Assn., the 
Research Institute of the National Assn. of Home Build- 
ers and House and Home magazine. Included were archi- 
tects, builders and plumbing contractors, as well as top 
executives of firms manufacturing all the products used 
in the bathroom. 


Both Custom and Tract Houses Affected 


The panel’s report stressed the point that its recom- 
mendations were designed primarily for the builders’ 
house, which now accounts for some 80 percent of all 
new residential construction. It added, however, that 
standardization of design should offer substantial sav- 
ings in the custom house as well. 

A minimum bathroom, the report explained, costs be- 
tween $20 and $30 a square foot, about five times as 
much per foot as any othér room except the kitchen. 
Yet the three main features, the tub, water closet and 
lavatory, play only a minor role in these costs, the re- 
port said. They cost, for example, only a third as much 
as piecing the walls together and cdvering them half 
way up with a second cover for water protection. 


Call It Best Way to Achieve "2-Bathroom Ideal" 


Builder members of the panel pointed out that it takes 
more on-the-job labor to put together the walls and 
plumbing of one small bathroom than it takes to frame 
a 3-bedroom house. The reason is that hundreds of 
small pieces have to be cut to size and fitted together 
on the site in assembling the walls and plumbing. 

The best way, the panel agreed, to achieve the “two 
bathrooms in every home” ideal, is to standardize and 
coordinate enough of the dimensions to permit a greater 
simplification in the way bathrooms are put together. 


The answer, they concluded, is modular construction. 
(Please turn to top of page 248) 
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Area Meetings 


THEY MEAN BUSINESS: Typical of the interest being shown by wholesalers, 
contractors and manufacturers in the application of trade practice rules in our 
industry is this turnout of nearly 300 at the July 25 meeting in Kansas City. 


Bring T.P.R. to 
Grass Roots... 


CHAOTIC PRICE CONDITIONS in 
the wholesale plumbing and 
heating industry may be on the 
way out. This was indicated in 
recent area meetings on the new 
Trade Practice Rules promul- 
gated for wholesalers last April 
by the Federal Trade Commis- 
sion. Since that time, over 1,800 
industry members in 22 cities 
have attended educational meet- 
ings to learn more about the 
rules program. 

Among other things, the rules 
are intended to correct pricing 
practices which have, in many 
cases, led to near-cost or below- 
cost selling. 

Jim Peery, genial secretary of 
the Central Supply Assn., who 
has probably been more active 
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Trade Practice Rules 


than any other individual in 
addressing the various groups, 
emphasized that all meetings are 
purely educational in nature and 
are designed to encourage wide- 
spread, voluntary compliance 
with the rules and to point out 
the dangers and damaging condi- 
tions which may be brought 
by illegal price discrimination 
and other unfair practices. 

“The results are indicated by 
the number of areas which have 
requested meetings and the 
large total attendance,” Peery 
told Domestic ENGINEERING. 
“Obviously, having so many peo- 
ple in our industry sincerely in- 
terested in eliminating unfair 
and illegal acts and practices 
will result in overall improved 





@ 4 
Che 2 ieee 
K. C. COMMITTEE: The four men 
shown in the center of the photo 
comprise the Kansas City committee 
for trade practice rules. Appointed 
by the Southwest Credit Bureau, they 


conditions for manufacturers, 
wholesalers and contractors 
alike.” 

Typical of the many meetings 
held in various parts of the 
country was the one in Kansas 
City, Mo. on July 25, which was 
billed as an “academic endeavor 
to learn more about existing 
laws,” and which Domestic EN- 
GINEERING attended by special 
invitation. 

The meeting was actually in 
two parts—a luncheon meeting 
at the President Hotel attended 
by every known wholesaler of 
plumbing and heating supplies 
in the area, some 75 in all, and 
an evening meeting attended by 
wholesalers, contractors, manu- 
facturers representatives, dtu’s, 
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problem of unfair busin 


contractors and ma: 





conducted the July 25 Kansas City 
meeting. Here, they are being inter- 
viewed by D.E.’s managing editor 
(left). At the right is Albert A. Car- 
retta, Washington attorney and for- 


general contractors and everyone 
interested in the marketing of 
plumbing and heating products. 
Attendance at the evening meet- 
ings was nearly 300. 

The meeting was set up and 
conducted by a committee of 
four wholesalers appointed last 
June by the Southwest Credit 
Bureau. Stu Rambo, popular 
former secretary of the CSA, 
and now sales manager for the 
A. Y. McDonald Mfg. Co. in 
Kansas City, was chairman of 
the committee. Other members 
included Ed Morgan, Morgan 
Supply Co.; Wally Wiedeman, 
Reeves-Wiedeman Co., and Art 
Suiter, U. S. Supply Co.—all of 
Kansas City. 

In his introductory remarks, 
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mer F.T.C. official, who was on hand 
to answer questions at the meeting. 
The committee includes Ed Morgan 
(second from left), Morgan Supply 
Co.; Art Suiter, U. S. Supply Co.; Stu 


Rambo stressed the importance 
of the meeting and said, “Speak- 
ing for the company I represent, 
we faced the decision of abiding 
by the laws or not. Other whole- 


Rambo, chairman of the committee 
and sales manager for A. Y. McDonald 
Mfg. Co., and Wally Wiedeman, 
Reeves-Wiedeman Co., all of Kansas 
City. (For other meetings see p. 96) 


salers must make the same deci- 
sion. The majority of wholesal- 
ers in the Kansas City area are 
going to live within the laws and 
(Please turn to top of next page) 


How Trade Practice Rules Will Be Enforced: 


“Since the new trade practice rules for the wholesale plumbing 
and heating industry implement existing Federal laws, they are, 
in effect, now part of the law of the land, and will be enforced like 


all other laws.” 


This was revealed in a special interview by 


DomEsTIC ENGINEERING editors with one of the nation’s foremost 
authorities on trade practice rules, Albert A. Carretta (see photo 


above). 


Mr. Carretta, formerly a Federal Trade Commission member 
who helped write the rules, is now a Washington attorney with 


law offices in the Ring Building, 1200-18th St., N.W. 


Mr. Car- 


retta’s chief interest in the rules today is in the role of advisor at 
meetings similar to the one reported here. 
Mr. Carretta’s interview with D.E. on enforcement and penalty 


procedures follows: 


(Please turn to center of page 190) 
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(Continued from preceding pages) 
this cannot help but improve the 
pattern of our business.” 

The Kansas City group was 
privileged to hear the rules dis- 
cussed by Albert A. Carretta, 
former FTC commissioner, who 
appeared at the meeting in the 
role of a private lawyer. 

Prior to the completion of his 
term with the FTC in September 
of 1954, Carretta was intimately 
associated with the Trade Prac- 
tice Rules program for our in- 


‘dustry and worked closely with 


the industry committee in draft- 
ing the actual rules. 

“Free and open competition” 
as called for in the rules was 
compared to freedom of speech 
by Carretta. “We have freedom 
of speech, but you can’t use that 
freedom to incite riot, for ex- 
ample. Similarly, you can’t use 
‘free and open competition’ to 
injure a competitor,” Carretta 
said in explaining the basic pur- 
poses of the rules. 

“A wholesaler who engages in 
an unfair practice to gain a tem- 
porary advantage is ‘infecting’ 
the industry, thereby snowball- 
ing a practice which in turn may 
destroy him,” Carretta pointed 
out. 

Following his general discus- 
sion of the program, Carretta 
read the complete text of the 





Area Meetings Bring T. P. R. to Grass Roots 


rules and then invited questions 
from the floor. 

In the following paragraphs 
are some of the questions asked 
and the answers given by Car- 
retta: 


How do the rules become 
effective and how are “teeth” 
put into them? 


“The rules can be made effective 
through the wholehearted coop- 
eration and participation of 
everyone in the industry. As far 
as the “teeth” are concerned, it’s 
an expensive proposition to de- 
fend an action brought by the 
FTC. This in itself will be a 
deterrant to continued violation 
of the rules.” 


If a contractor gets a discrim- 
inatory price, is he in viola- 
tion of the rules? 


“If the contractor induces the 
wholesaler to give him a dis- 
criminatory price, he may be 
ruled in violation of the rules. 
Otherwise not.” 


Does this mean the wholesaler 
must provide everything at 
one price? 


“No, the wholesaler can give 
different prices based on cost of 
sales, or when he is meeting 
competition in good. faith, or 





Pittsburgh, Pa. 
Parkersburg, W. Va. 
Memphis, Tenn. 
Dubuque, fa. 
Milwaukee, Wis. 
Madison, Wis. 
Green Bay, Wis. 
Columbus, O. 
Greenville, O. 
Dayton, O. 
Wheeling, W. Va. 





Where Meetings on the Rules Have Been Held | 


Lexington, Ky. | 
Rockford, Il. 
Indianapolis, Ind. 

Des Moines, Ia. 
Oklahoma City, Okla. 
Peoria, Il. 

Chicago, III. 

St. Louis, Mo. 

Harbor Springs, Mich. 
Kansas City, Mo. 
Lincoln, Neb. 








when he offers different prices 
to businesses not in competition 
with each other.” 


How will the rules affect the 
practice of “bid-peddling?” 


“Bid-peddling is certainly un- 
ethical, but is not unlawful at 
present so the trade practice 
rules will not apply.” 

(Editor’s Note: Carretta called 
attention to the current legisla- 
tion against bid-peddling now 
pending in Congress and said 
that if the bill makes bid-ped- 
dling on government contracts 
illegal, the FTC may make ali 
bid-peddling illegal.) 


I am a wholesaler with two 
accounts in a given town. I 
say to one, “Give me your 
business and Ill prepay the 
freight.” I do not make the 
same offer to the other ac- 
count. Am I in violation of 


the rules? 
“Definitely yes.” 


It’s standard practice for a home 
developer to say, “I’m going 
to build a thousand houses,” 
so I give him a quotation based 
on 1,000 units. Then he builds 
only 100 and he has received 
these units 10 at a time at the 
1,000 unit price. Am I in viola- 
tion? 


“No, because your quotation 
was made in good faith on the 
developer’s expressed plans. 
Quantity discount should ordi- 
narily not be allowed on units 
taken out in smaller quantities 
than the number quoted. How- 
ever, when inability to accept 
delivery in quoted quantities is 
not the buyer’s fault, the quan- 
tity discount could apply. In the 
ordinary course of business, 
however, quantity discounts 
should not be given when de- 
livery is made in less than the 
quoted number.” 


Can a customer who wants 100 
water heaters at the 100 quan- 


(Please turn to top of page 190) 
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- be M WILSON 
VATER CONDITIONING CO 


UP...to a $650 water 


system-water conditioning 


contract... 


Why BE SATISFIED with a $350 
rural water system pump-tank- 
piping installation when, with 
just a little extra effort, you can 
upgrade the sale to a $650 water 
system-water conditioning con- 
tract? 

Working on this theory, Wil- 
son Water Conditioning Com- 
pany of Cleveland sells water 
softeners with three-fourths of 
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UP... from a $350 water 


system installation. .. 









their average of 150 rural water 
systems sold per year—half of 
them at the time of the original 
system installation and the other 
fourth on follow-up calls. 

“If city residents are good 
prospects for water softeners, 
rural dwellers are terrific pros- 
pects,” points out Kennard M. 
Wilson, company president. “In 
Cleveland, municipal water has 





MURDERED by hard 
water, says this dis- 
play in Wilson Co. 
store. K. M. Wilson, 
president (second 
from right), briefs 
salesman on demon- 
strating this point to 
water system prospects. 








a hardness of about 8 grains, and 
we sell 450-500 water softeners 
per year just by proving it to 
urban homeowners. And people 
living out in the country who 
draw water from wells—in prac- 
tically every instance we've 
tested—are even worse off than 
their city cousins.” 

Wilson’s statement contains 

(Please turn to top of next page) 
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Salesman starts out on demonstration calls. 


How Wilson Co. Carries 








~ 




















DEMONSTRATION begins by showing the prospect the 
difference between softened water and untreated water 
supply. Salesman actually tests sample of prospect’s 
water supply to make his presentation more authentic. 


AS DRAMA of soft water benefits unfolds before the 
prospect, the salesman is able to show how a softener is 
the logical companion for a water system. The visual aid 
being used here (see article) illustrates the advantages. 























(Continued from preceding page) 
the basics of the company’s sales 
plan for moving a water softener 
with each rural water systems 
installation: (1) Test and (2) 
Prove. 

“We take the same advantages 
which originally sold the water 
system—the many things which 
can be accomplished in the home 
by water under pressure—and 
point out to the buyer that un- 
less a water conditioning unit is 
included, the full benefits of 
these advantages cannot be real- 
ized,” Wilson explains. 

Two of Wilson’s eight sales- 





‘ 


men—four full-time and four 
part-time men — specialize in 
rural water system selling dur- 
ing the spring months. To them 
are referred leads obtained by 
the company’s telephone direc 
tory and rural newspaper adver- 
tising, close contacts with well- 
drilling firms (under a recipro- 
cal agreement) and canvassing 
of rural new construction and 
past customers by the salesmen 
themselves. 

The Cleveland firm has found 
that the advantages of water un- 
der pressure for the rural resi- 
dent are so obvious and many 


that the man who gets to the 
scene first with the proper line 
of equipment and competent rec- 
ommendations can almost always 
get the water systems sale. But 
including a water softener in the 
contract is something else again 
—this takes some selling. 

An array of impressive yet 
relatively inexpensive sales aids 
do the job for Wilson salesmen, 
backed by aggressive salesman- 
ship and convincing demonstra- 
tions. 

First of these is a “scavenger” 
developed by the company, 
which will take samples of water 
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the Water Softener Story to Prospects... 





See 


from a well before the pump is 
installed. It is on a reel with a 
weight, enabling it to go deep 
enough into any well to obtain a 
true sample of the water. 

A test kit carried by each 
salesman contains chemicals to 
test the water for sulphur, iron, 
general hardness, acidity or al- 
kalinity. Furnished with simple 
directions by the supplier (Hach 
Chemical Co., Ames, Iowa), the 
mechanics of testing can be mas- 
tered easily by any salesman. 

In the specially-designed case 
are also included a midget water 
softener furnished by the water 
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SALES CLINCHER is the “coffee test” in which 
the salesman has the prospect make coffee using 
one-fourth less coffee in softened water to show 
the improvement in taste and the obvious econ- 


system and water conditioning 
unit manufacturer, cut away 
samples of water pipe plugged 
by minerals and test flasks. 
Completing the sales weapons 
is a picture presentation binder 
that tells the story. It shows 
how the rain seeps through the 
earth and becomes hard. The 
various savings and improve- 
ments in home life are stressed: 
dishes become cleaner and spar- 
kle; automobiles dry without 
streaks; hair becomes lustrous; 
25 percent of coffee is saved; 
there is a 90 percent soap sav- 
ing, and clothes last longer. 








omy. Midget demonstration water softener (left) 
is another effective sales tool used by the Wilson 
sales force. Savings in soap and better washing 
action are sales points made bx the salesmen 


Also included in the binder are 
numerous clippings from Cleve- 
land newspapers and _ national 
magazines, testimonial letters, 
and a list of all the laundries, 
hospitals and restaurants in 
Cleveland who are customers. 

“People are impressed with 
these things, because the sour- 
ces have no axes to grind,” says 
Mr. Wilson. “Our salesmen 
pushing for a water softener sale 
in a package with a rural water 
system use basically the same 
method as when selling to the 
city dweller—with the advan- 

(Please turn to top of page 118) 
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READERS HIT JACKLEGG 


thing that should have been tak- 


Many believe the new Qualified Contractor 


program will help educate the public to the 


hazards of handyman plumbing and heating 


Part 2 of a New Series 


Tinker Jackuecc finds himself 
on the defensive throughout the 
nation this month as a result of 
the new Qualified Contractor 
Program launched by DomEsTIc 
ENGINEERING. 

From almost every state and 
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from every level of the industry 
have come letters pledging sup- 
port in DE’s efforts to educate 
the public to the menace of 
handyman plumbing and heating 
installations. 

“I think you are doing some- 


en care of long ago,” writes Louis 
Oberli of the Watervliet (Mich.) 
Plumbing and Heating Co, “I for 


one will give you full coopera- 


tion.” 

Oberli, like scores of other con- 
tractors, requested the Qualified 
Contractor Kit which provides 
materials pointing out to the pub 
lic the long range safety and 
economy in plumbing and heat- 
ing installed by businessmen of 
experience and training who 
stand behind their work. 

The hazards to the public— 
described in the article, “Death 
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Teaches a Lesson,” on page 88 of 
the August issue—was of partic- 
ular concern to contractors. (The 
story described a faulty water 
heater installation which led to 
the death of three persons). 

Mrs. Martin J. Binninger, wife 
of a New Paltz, N.Y., contractor, 
was prompted to write: 

“My husband has come across 
many faulty installations, By the 
grace of God, they have not yet 
blown up or caused tragedies. 
Who knows how long the luck 
will hold?” 

Public officials also were quick 


to see the Qualified Contractor 
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campaign as an aid in combat- 

ing dangerous bootleg instal- 

lations. R. O. Paulson, plumb- 
ing inspection supervisor for 

Miami, Fla., writes: 

“We wish to congratulate you 
on your present program as we 
feel an effort in this respect to be 
definitely in the best interest of 
the public and the industry.” 

Other industry leaders, like 
Carl Bash, president of the 
American Society of Sanitary 
Engineering, also see the pro- 
gram as an important contribu- 
tion to the industry and the peo- 
ple it serves. Bash says: 


e “The campaign will provide 
some good ammunition for local 
level action by contractors in 
strengthening or introducing 
plumbing codes 


in their com- 





eoont is about time 
stop to the m 


dustry Philadelphia 


Plumbing & Heating 


someone did something to 
nace of the many "Jack~- 
plumbing and heating in- 


has many of theme oe 


munities. This would be an im- 
portant phase of any campaign 
aimed at eliminating the numer- 
ous plumbing and heating instal- 
lations being made by anybody 
who can get hold of tools.” (For 
the complete text of Bash’s 
statement, see page 108) 


s Tinker Jacklegg and his hap- 
hazard installations are obvious- 
ly familiar to qualified contrac- 
tors in all parts of the country. 
Phil Hofelder, P & M Plumbing 
& Heating in White Pidgeon, 
Mich., says: 

“As you describe in Domestic 
ENGINEERING, there are too many 
jackleggs. We have been called 
on service jobs on water heaters 
with no relief valves, drinking 
water wells located no more than 


(Please turn to top of next page) 
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continued ... 





(Continued from preceding page) 
20 feet from dry wells or septic 
tanks and forced air oil burning 
furnaces adjusted so wrongly 
that they smoked like a freight.” 

Unpleasant memories stirred 


Tom Levesque of Windsor, Vt. to 
write: 

“A jacklegg in our town in- 
stalled a gas water heater in a 
home and disconnected the cast 
iron water front in the kitchen 


range. He left the water front in 
and plugged both openings. 
Shortly after, the woman of the 
house was doing some baking, 
and she was lucky enough to 
have a neighbor call and borrow 





There's Always Been Someone Who Could Make 
Something Worse and Sell It for Less, CSA Head Says 


Dayton, 0.—Since time eternal 
there has always been the indi- 
vidual or company who could make 
something worse and sell it for less, 
and so it is with all types of me- 
chanics who claim that they can do 
it just as good or better and sell 
their time for less than that which 
is recognized as a fair charge for 
services performed. 

License laws, bar examinations, 
pure food and drug acts, etc., are 
made to protect the public from un- 
scrupulous purveyors of every- 
thing the public uses, yet we see 
in the daily papers that Honest 
John’s Used Car Lot is not inter- 
ested in any profit and is going to 
give his merchandise away. 

Just as in other businesses, so it 
is with ours. There are those types 
of individuals who have not served 
time at their trade, who cannot hold 
a steady job as a journeyman and 
who by some hook or crook man- 
age to eke out a living by hood- 
winking the public. 

Better Business Bureaus are con- 
stantly on the lookout for these 
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Robert J. Makarius 


types of individuals and are willing 
to support the industries and pro- 
fessions that have a standard of 
ethics to which these members ad- 
here. I believe that your campaign 
for the Qualified Contractor Pro- 
gram has much merit. 

The emblem on the trucks and in 
showroom windows, together with 
a reasonable amount of local adver- 
tising, will greatly enhance the 
qualified contractor’s prestige in his 
locality and single him out as being 
worthy and well qualified over and 
above the jacklegg who preys on 
the gullibility of the public. I wish 


every success to you in this under- 
taking to protect the public and our 
industry from irresponsible and in- 
efficient operators. 
R. J. MAKARIUS 
president 
Central Supply Assn. 


Badly Needed in Georgia 
Carrersvitte, Ga—I would ap- 
preciate the Qualified Contractor 
Kit described in your August issue. 
It is certainly needed in this city. 
I have been in Cartersville about 
six years, and the jacklegg condi- 
tion is very bad. We definitely are 
in need of a Qualified Contractor 
Program. I will gladly do all in 
my power to assist Domestic En- 
GINEERING in banning jackleggs. 
JOHN J. VELTRE, Sr. 


Upside-Down Oil Burner 
Wrnpsor, Vr. — Your Tinker 
Jacklegg story reminds me of an 
occasion when I was called in to 
estimate a plumbing installation. I 
happened to glance at the flange 
mounted burner on a furnace. The 
oil burner was upside down! I 
asked the homeowner who had in- 
stalled it. It was one of our local 
handymen who does work in the 
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something. While she and the 
neighbor were out of the kitchen, 
the water front blew and leveled 
the entire room. This was a bet- 
ter ending than what could have 
happened.” 


The Qualified Contractor Pro- 
gram would, of course, warn the 
consumer against Tinker Jack- 
legg. But it would also warn the 
consumer against himself, the 
do-it-yourselfer who steps be- 





evenings. The homeowner didn’t 
believe me when I told him, until I 
asked him if he had ever seen a 
motor with oil cups on the bottom. 
Tuomas G. LEVESQUE 


A Shot in the Arm 

MINNEAPOLIS, MINN.—Please send 
us the Domestic ENGINEERING 
Qualified Contractor Kit. This is a 
shot in the arm for us. DE editors 
are on the ball to think up a pro- 
gram like this. 


STANLEY TABAKA 


American Institute 
President Joe Pitts 


Pledges Support 


ALEXANpRIA, LA—The established 
historical pattern of moving plumb- 
ing and heating items from the 
manufacturer to the ultimate con- 
sumer, and one which has been 
proven beyond any doubt to be the 
most effective and economical, is to 
channel them through the whole- 
saler and the contractor. This pat- 
tern wasn’t just “pulled out of the 
air.” It is based on sound and logi- 
cal premises, and, if such wasn’t the 
case, you can be sure that it 
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wouldn’t be utilized by almost all 
the outstanding manufacturers, as 
is the case today. 

Manufacturers have long since 
recognized the integral part that 
the wholesaler plays in this picture, 
but some wholesalers — through 
carelessness, selfishness or down- 
right ignorance—have fallen down 
on their obligation by failing to 
confine the sale of such products to 
contractors who are properly quali- 
fied to install them. 

Plumbing and heating items are 





Joseph W. Pitts 


different from many other articles, 

in that, by their very nature, they 

vitally affect the health and welfare 
(Please turn to top of next page) 


yond the point of safety. Con- 
tractor Lee Sleeper of Lake Hun- 
tington, N.Y., tells this story: 

“We are in a summer resort 
area and have more than our 
share of handymen and owners 
who know just enough about 
plumbing and heating to be dan- 
gerous. One case that particular- 
ly upset me was being called to 
check the controls and oil burner 
on a domestic water heating sys- 
tem, This particular burner 
wouldn’t shut off and was mak- 
ing the water too hot. 

“The customer complained that 

steam was coming from the fau- 
cets instead of hot water. In 
checking over the system, we 
were startled to see a plug in the 
outlet of the temperature and 
pressure relief valve. When we 
called our customer’s attention to 
it, the reply was: ‘It was leaking, 
and besides we never use it any- 
way so we plugged it up.’ Need- 
less to say the control was defec- 
tive by this time. After a short 
discourse on its purpose and 
function, we installed a new 
one.” 
s And so it went. At month’s 
end, Domestic ENGINEERING was 
still receiving dozens of com- 
munications from all levels of the 
industry pledging support for the 
campaign. A few of them are 
presented on these pages. 
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(Continued from preceding page) 
of the persons using them. The cur- 
rent “do-it-yourself” craze doesn’t 
generally apply to them, or 
shouldn’t, because a certain amount 
of technical knowledge is necessary 
in order to make proper use of 
them. 

The record books are full of in- 
stances where people, in their de- 
sire to save a few dollars, have 
either tried to do a “minor” plumb- 
ing job themselves or turned it 
over to a yard man, with disasterous 
results to all concerned. Likewise, 
some wholesalers, have at times 
by-passed the contractor, thereby 
permitting plumbing and heating 
items to get into the hands of the 
consumer, who usually manages to 
make use of them without any sort 
of inspection, once the job has been 
completed. 

The American Institute of Whole- 
sale Plumbing and Heating Supply 
Assns. is a firm believer in this 
time-proven manufacturer-con- 
tractor method of distributing its 





More Comments on Qualified Contractor Plan 


products. We all have a serious 
obligation to the public to see to it 
that Tinker Jacklegg and his kind 
are not permitted to inflict them- 
selves and their work on an unsus- 
pecting clientele. 

We pledge our whole-hearted co- 
operation in the campaign current- 
ly being waged by Domestic ENcI- 
NEERING to accomplish this extre- 
mely worthwhile objective. 

J. W. Pitts 
president 
American Institute 


Jackleggs Are Creeping In 


Sroux City, Iowa—We do not 
have too much trouble with Tinker 
Jacklegg in our town now, but I 
believe a little is creeping in—so 
I’m all for your campaign and hope 
it works. 

C. A. STRIEGEL 


Calis It a Real Problem 


Datias, Tex.—You are talking 
about a real problem for all plumb- 


ing companies, as well as service 
companies in other fields. A con- 
certed and even extended action of 
this sort by all types of industry 
with a service problem would be 
helpful in educating the public to a 
better appreciation of this problem. 
C. K. Patron 
Knox Street Plumbing Co. 


He'll Prove He's Qualified 


Revena, N. Y.—I would appre- 
ciate it very much if you would 
send your questionnaire for the 
Qualified Contractor Kit as soon as 
possible. It is a very wonderful 
idea that Domestic ENGINEERING 
has come up with. Thanks. 

JOSEPH J. VASTO 


Thinks We Can Beat It 


Bay Snore, N. Y.—I compliment 
you on your campaign. Tinker 
Jaeklegg is a big problem in this 
area. Will you please send your 
questionnaire and, with the help of 
your Qualified Contractor Kit, we 
may be able to defeat him. 

Maurice P. GELINA 

(Additional comments on page 108) 





CLEVELAND — As someone 
who has long been interested 
in protecting the public from 
hazardous plumbing installa- 
tions, I can heartily endorse 
DOMESTIC ENGINEERING’S 
Qualified Contractor Pro- 
gram. 

It will provide some good 
ammunition for local level 
action by contractors in 
strengthening or introducing 
plumbing codes in their com- 
munities. This would be an 
important phase of any cam- 
paign aimed at eliminating 
the numerous plumbing and 
heating installations being 
made by anybody who can 





ASSE President Sees Qualified Contractor Plan 
As Ammunition for Strengthening Local Codes . . . 


get hold of some tools. 

It seems to me that educat- 
ing the public to the benefits 
of using only qualified con- 
tractors is the logical basis 
for such a campaign. Once 
the public realizes contrac- 
tors are interested in installa- 
tions from more than just an 
economic point of view, we 
won’t have trouble with 
handymen and attacks on 
plumbing codes. 

I’m also interested in DE’s 
campaign to get unqualified 
persons out of telephone di- 
rectory listings for plumbing 
contractors. That listing 
should be just as exclusive 





Carl J. Bash 


as other licensed professions. 
Making such listings more 
accurate will be an added 
protection for the public 
against irresponsible parties. 
Cart J. Basu 
president 
American Society of 
Sanitary Engineering 
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To Put Tinker Jacklegg on the Run.. 












Use the Qualified Contractor Kit... 


To MANY CONSUMERS, anybody 
with a telephone listing as 
“plumber” or a neighborhood 
reputation as being “handy with 
tools” can install plumbing and 
heating. 

That just isn’t so. Many con- 
sumers have learned their lesson 
through loss of property or per- 
sonal tragedies. That’s a hard 
way for the public to be taught 
that skilled craftsmanship and 
training are essentials in install- 
ing quality plumbing and heating 
products. 

A better way of educating the 
public to the dangers of jacklegg 
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plumbing is to point out the haz- 
ards before disaster strikes. It’s 
this approach that Domestic En- 
GINEERING has used in preparing 
its Qualified Contractor Kit. 

The kit contains promotional 
and advertising materials ex- 
plaining to the public the why of 
hiring a qualified contractor and 
the why not of contacting a Tin- 
ker Jacklegg. 

Key to the Qualified Contrac- 
tor Program is a window sticker 
that will identify contractors as 
persons pledged to stand behind 
their installations with quality 
products, workmanship, service 


and undivided responsibility. 

This sticker will be explained 
to prospects and customers with 
window posters, newspaper ads, 
editorial material and a direct 
sales letter. A speech outline will 
also be provided for talks by con- 
tractors before their local civic 
organizations. 

The Qualified Contractor stick- 
er should become a nationally 
recognized “green light” sym- 
bolizing safety. It will guide cus- 
tomers to those people who can 
uphold the long tradition of qual- 
ity materials and craftsmanship 


(Please turn to top of page 108) 






























THERE’LL BE NO TINKER JACKLEGGS in 
the Cnicago “plumber” listings if these repre- 
sentatives of Illinois Bell and the directory 
publisher can prevent it. 
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the assurances given DE editors (in shirt 
sleeves) by L. W. Wilson, A. R. Gottschalk 
and W. S. Christopher (center, left to right) 
when they called at DE offices last month. 


Can the Tinker Jackleggs Be 


Phone officials think so, but report that 
qualified contractors must join in cooperative 
effort to keep classified listing accurate 


DoMESTIC ENGINEERING has 
taken initial action to achieve 
one of the prime objectives of its 
Qualified Contractor Program— 
to get Tinker Jacklegg out of the 
telephone book. 

Meetings were held in the past 
month with telephone officials as 
well as with contractors and as- 
sociation leaders who have been 
trying to eliminate unqualified 
persons from the “plumbers” 
telephone classification. 

Preliminary reports have been 
received from Louisville, Ky., 
and Akron, Ohio, on local efforts 
to screen handymen from the 
yellow pages. In Chicago, editors 
met with officials of Illinois Bell 
Telephone Co., an affiliate of the 
Bell system, and representatives 
of the Reuben H. Donnelley Co., 
largest publishers of telephone 
books in the nation. 

The editors pointed out that 
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keeping the “plumbers” listing 
free of Tinker Jackleggs was nec- 
essary to protect the public. Haz- 
ardous installations by unquali- 
fied persons, it was shown, cost 
the nation untold millions in 
property damage and take scores 
of lives every year. 

While telephone company offi- 
cials said their screening efforts 
often are handicapped by legal 
and practical considerations, they 
assured the industry full cooper- 
ation in its effort to curb the 
handyman menace. “It’s a worthy 
cause,” said one official, “and we 
can speak for the entire tele- 
phone system when we say we 
want to cooperate.” 

Taking part in the meeting 
were W. S. Christopher, direc- 
tory service supervisor for Ilin- 
ois Bell; L. W. Wilson, research 
engineer for Reuben H. Donnel- 
ley, and Arthur R. Gottschalk, 
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R. H. Donnelley staff assistant. 
They pointed out that tele- 
phone companies and directory 
publishers were constantly seek- 
ing ways to protect the public 
from listings that could lead to 
dangerous situations. However, 
(Continued at top of facing page) 





When She 





With the safety of 





Domestic ENGINEERING, SEPTEMBER 1955 





experience has indicated, they 
said, that telephone companies 
can not legally undertake full re- 
ponsibility for screening of busi- 
ness enterprises. In addition, 
practical considerations — local 
codes, the numerous listings, 
publishing deadlines, etc.—make 
screening by companies an insur- 
mountable task. 

For these reasons, the officials 
said they would welcome help 
from the plumbing and heating 
industry in making their direc- 
tories more beneficial to phone 





listing in a locale, the officials 
suggested that contractors con- 
tact the local telephone company 
representative with details of the 
case. If there are licensing laws 
in the area which the unqualified 
person fails to meet, the tele- 
phone representative will take 
immediate action to have the 
name removed. Since a legal vio- 
lation is implied, the unqualified 
operator usually “volunteers” to 
drop from the plumbing classifi- 
cation. 

In areas where there are no 








and safe selection from listings. 

Eliminating Tinker Jacklegg 
from the telephone book, the 
Chicago officials said, will be no 
overnight affair. However, they 
felt that with the cooperation and 
understanding of the plumbing 
and heating industry the use of 
directories by potentially danger- 
ous installers could be minimized. 

Meanwhile, Domestic Enc1- 
NEERING has set up other meet- 
ings with phone officials and in- 
dustry leaders to further this co- 
operative effort. Future issues of 


Ousted from Phone Books? 


subscribers across the nation. 

The officials were quick to 
offer positive recommendations. 
They said action must be taken 
against unqualified plumbing and 
heating listings on the local level 
by contractors. 

Should there be an unqualified 





licensing laws, the officials sug- 
gested that contractors join in a 
group listing under the Qualified 
Contractor emblem or similar 
identification. Individual dis- 
plays, they said, should also bear 
these seals of qualification to help 
the public make an intelligent 
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Picks Up The Phone, Who Will She Get?... 


the magazine will report how lo- 
cal level activity is succeeding in 
efforts to keep the “plumbers” 
listing for people who can install 
plumbing and heating without 
endangering the community. 
(How Akron, O. is tackling the 
problem—see next page) 











In many communities when Mrs. 
Housewife uses a telephone directory to 
contact a plumbing and heating contrac- 
tor, she’s playing with grabbag odds. She 
may get a qualified contractor. But she 
may also get a handyman who takes the 
title of plumbing contractor as easily, and 
wrongly, as old-time medicine men took 
a “doctor’s” title. Because handyman in- 
stallations are potentially dangerous, DE 
has made part of its Qualified Contractor 
Program the screening of Tinker Jacklegg 
from phone books. The initial action on 
this front is reported on these pages. 





. or Tinker Jacklegg? 


her family at stake, will she find ...@ Qualified Contractor 
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Use the Qualified Contractor Kit 


(Continued from page 105) 
in the plumbing and heating in- 
dustry. 

For example, one advertise- 
ment tells the public that the 
contractor who displays the 
orange-and-black emblem has 
joined with the doctor, health of- 
ficial, building inspector, etc., in 
an effort to insure the safety of 
the individual and his property. 

Another approach used by the 
kit is to point out the dangers in 
not recognizing the Qualified 
Contractor seal as a mark of pro- 
tection and guarantee. One such 
ad, for example, lists the number 
of injuries incurred by do-it- 
yourselfers and the financial 
waste in poor installations by 
“semi-pros.” 

Newspaper publicity for the 


Ohio Contractor Tells How 
Akron Is Approaching the 
Phone Book Listing Problem 


Axron, Onto — Congratulations 
on your campaign to remove Tinker 
Jacklegg from the phone book! 

The Akron Master Plumbers’ 
Assn. just concluded a lengthy 
effort to do this job in this locality. 
After four years of effort, we did 
manage to convince the Ohio Bell 
Telephone Company that a prob- 
lem involving their interest, as well 
as the public’s, was involved in this 
question. 

The new phone book being issued 
this month will contain a small 
concession on this problem. The 
Ohio Bell Telephone Company has 
conceded us the opportunity to be 
listed as members of the Akron 
Master Plumbers’ Assn. 

This does nothing more than 
separate reliable, licensed plumb- 
ing and heating contractors who are 
members from others who list 
under the heading, “plumbers.” 

This concession is an opening 
wedge and much remains to be 
done. Your program can be of 
great assistance to the qualified 
contractors. 

Raymonp A. SULLIVAN 
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Qualified Contractor seal will be 
obtained through hard-hitting 
press releases which can be sub- 
mitted to editors with the quali- 
fied contractor cited as the au- 
thority. For example, recent 
disasters attributable to faulty 
plumbing and heating installa- 
tions will be described with rec- 
ommendations for the prevention 
on the local level. The contractor 
submiting the release puts his 
own name in the release as the 
“informed source.” 


# Nowhere can public service 
campaigns get more support than 
from civic groups. That’s why 
Domestic ENGINEERING has also 
included in the kit the speech 
outline contractors can use in 
talking before parent-teacher 
groups, service clubs and com- 
munity improvement associa- 
tions. The speech pulls no 
punches in describing the dan- 
gers to the entire community of 
installations made by persons 
unfamiliar with local codes and 
ignorant of good sanitation re- 
quirements. 

The kit will also provide the 


CUSTOMERS KNOW they'll get 








contractor with a certificate set- 
ting down for the public what he 
offers in the way of reputation 


and service. A billfold identifi- 
cation card with the Qualified 
Contractor emblem also is in- 
cluded in the kit, as well as a 
sales letter explaining the entire 
concept of quality plumbing by 
a qualified contractor. 


# A questionnaire will be for- 
warded to contractors who sub- 
mit a written request for the kit 
on their letterhead to The Editor, 
Domestic ENGINEERING Maga- 
zine, 1801 Prairie Ave., Chicago 
16. The questionnaire is designed 
to screen unqualified persons at- 
tempting to make use of the ma- 
terials. These questionnaires will 
be mailed this month to scores of 
contractors already enlisting in 
the campaign to expose Tinker 
Jacklegg as a menace to health 
and home. 

As Ivans Plumbing and Heat- 
ing in Springfield, Il., writes— 

“Please send us a Qualified 
Contractor Kit at your earliest 
convenience. We welcome the 


opportunity DE is offering us to 
make it easy for us to be dis- 
tinguished from the so-called 
Tinker Jacklegg.” 


END 








bs 


trouble-free installations when 


they deal with contractors displaying the Qualified Contractor seal. 
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Based on 
Survey of 

Air Conditioned 
Village in 
Austin, Texas 





HOURS OF SLEEP: (Average per night during summer months) 


In air conditioned = In non-air condi- 
homes tioned homes 
Adults 8.1 6.9 
Children 95 8.9 


HOURS OF DAYTIME NAPS: (Average per day during summer months) 


In air conditioned 


Adults 
Children 


In non-air condi- 


homes tioned homes 
15 25 
1.50 50 


HOURS SPENT TOGETHER AS A FAMILY GROUP: 


(Average week during the summer—waking hours only) 


Family In air conditioned —‘ In non-air condi- 
Unit homes tioned homes 
Couples—no children 34 22 
Families—with small 
children 36 30 
Families—with teen-age 
children 24 14 


Cooling Study Provides Sales 
Ammunition for Contractors... 


SOCIOLOGISTS OF THE FUTURE 
may credit residential air condi- 
tioning with having been as 
much of an influence on Ameri- 
can living habits during the last 
half of the 20th Century as the 
automobile proved to be during 
the first half. This opinion is ad- 
vanced by the National Warm 
Air Heating and Air Condition- 
ing Assn., based on reports of 
family experiences with air con- 
ditioning in the “Air Conditioned 
Village”, Austin, Texas. The re- 
ports, of which this is the first, 
will provide contractors with 
sales ammunition for use on air 
conditioning prospects. 

Sponsored by the Research In- 
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stitute of the National Assn. of 
Home Builders, the village—a 
22-home community of air con- 
ditioned homes—was built in 
1954 for the purpose of research 
testing of systems under actual 
living conditions to learn the 
performance characteristics of 
systems as well as the comfort 
experiences of families living 
with air conditioning. A team of 
association research engineers 
handled the testing of the system. 
Another team of psychologists 
queried “village” families about 
their summertime experiences 
with air conditioning and com- 
pared these experiences with 
those of 22 neighboring families 


living in non-air conditioned 
homes. Reports of these investi- 
gations are now being released. 
In its report, the association 
stated: “Sociologists have long 
been aware of the impact made 
by the automobile on the Ameri- 
can way of life. Some effects 
were good. It allowed the family 
bread-winner more freedom in 
choosing work some distance 
away from home. It permitted 
the family to travel to town 
where there was a greater selec- 
tion of goods than there was 
down at the next crossroads. 
“There were numerous advan- 
tages to this mobility. But the 


(Please turn to top of page 133) 


109 























Whether You're 
Contemplating a 
Single Branch 
Store...or a 
Whole Chain... 
Read This Side 
of the Question: 














Fred Meier, L. A. contractor . 


. . for him, a dream and a little black book. 








4 





Why | Gave Up My Dream 


By Fred Meier, owner 
Ritz Plumbing Service, Los Angeles 


A CHAIN OPERATION, that was 
my dream. I’ve nurtured the 
idea since the early ’30’s. In the 
two decades since, I’ve owned 
and operated, one time or an- 
other, nine merchandising shops. 

But Ritz Service isn’t a plumb- 
ing and heating chain, though 
some think it is. We have a West- 
wood Village store and one in 
west-central Los Angeles. Up 
until a year ago I operated a 
third, also in Los 
They've always made money— 
considerable money. But the 
point is, they aren’t now and 


Angeles. 
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never really were a “chain.” 

Admittedly, we run 19 service 
trucks, mostly late models, in- 
cluding. a Ritz innovation, a 
Volkswagen repair van. At our 
wartime peak, 30 rigs operated. 

Three stores, 28 journeymen 
and 30 service rigs. A chain? 
Not at all. A chain operation is 
more than a numerical account- 
ing. It’s a concept of manage- 
ment. I had the concept, but 
was never able to put it fully 
into effect. 

So mine is a kind of case his- 
tory—a saga of a guy who 


thought in terms of a California- 
wide operation but had to con- 
tent himself with three stores. 

Let’s get down to my thesis: 
there’s something peculiar in 
this business, or in any business, 
that can’t adapt itself to “chain 
operation” thinking. 

Tell me, do you know of any 
plumbing chains operating in 
your territory or state? Can you 
name a single successful operator 
other than new-work contrac- 
tors who've set up offices in a 
half dozen cities, who operate 
big—who expand through the 
years, run branch stores, reach 
out as a chain operation must? 

I doubt if you can. I can’t, not 
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This is one of two Los Angeles stores operated by Meier. Until recently, he had three in his attempt to set wp a chain. 


of a Chain Operation... 


after 25 years in the business. 
Not after trying for years to 
set-up just such an operation. 

It seemed, that dream of mine, 
a great possibility for both serv- 
ice and profits. And why not? 

Every other industry has its 
chains. Drug stores? Lots of 
them. Groceries? More than you 
can count. Auto supply mer- 
chandisers? Everywhere. Why 
not a plumbing and heating 
chain? 

Traveling the state, thinking 


about a chain-operation, I’ve 


been offered lots of going plumb- 
ing stores, back shops, rolling 
stock and all. Had them offered 
at reasonable prices. I’ve come 
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close through the years to ex- 
panding. A dozen times I’ve 
been ready to buy out some 


merchandising shop, to turn 
Ritz into a state-wide retail or- 
ganization. 


But one thing stopped me. 
And it has stopped every other 
“chain-minded” operator as far 
as I know. 

That “something” is a scarcity 


—the scarcity of the practically 
non-existent “responsible man.” 
By that I mean.the manager you 
I don’t mean “trust 
” I mean trust to 


can trust. 
with money. 
runa branch store as thousands 
of contractors run their own 
successful businesses nowadays. 

In 25 years I’ve found few 
men in the industry willing or 


(Please turn to top of next page) 


What's Your Opinion? 


The pros and cons of operating a plumbing chain are familiar 


conversational pieces in this industry. 


On these pages, a Los 


Angeles contractor tells about one side of the subject, but there 
are people who have different ideas. For those ideas—for or against 
chain operations—Domestic ENGINEERING will pay $15 if they are 
submitted in letter form to the editor, and published. 






























Ritz: 


(Continued from preceding page) 


capable to branch manage—other 
than those operating their own 
stores, of course. We’ve schools 
to teach a journeyman his trade 
with the tools. But he hasn’t 
been trained in sound business 
administration. 

You can hire a bookkeeper or 
CPA for that matter. He’ll do a 
bang-up job with the books. 
Journeymen, and good ones, 
aren’t too hard to find. Salesmen 
with years of experience will 
come in and move your mer- 
chandise. But where, I ask you, 
is the all-around manager, a fel- 
low who can see the big picture, 
and focus it into capable, profit- 
able branch management? 

Drug chains seem to find as- 
tute managers. So do five-and- 
dimes and oil companies for their 
filling stations. Why, then, this 
lack of capable managers in 
plumbing, an industry that has 
produced leaders on all other 


levels? Have we nurtured no 
“double-threat” men, men who 
can think with their heads and 
work with their hands? And do 
both with equal capability? 

Occasionally the mail brings 
an invitation to bid for the shop 
of some hapless operator who 
has “gone to the wall.” Perhaps 
he’s the very fellow who might 
have branched out, spread his 
operation. Instead, with only 
one shop, he has failed. 

Some lost sight of the percent- 

age basis. 

Some lived beyond their 

means. 

Some gave too little service 

for too much money. 

Some gave too much service 

for too little money. 

Some worked for the general 

contractor. 

Some worked for the supply 

house. 

Some were under-financed. 

And some, I’m sure, failed be- 








“Rewards for the man who succeeds in a chain 
operation will be greater than he can imagine 


cause they did too much business 
and lost sight of their own opera- 
tion. Perhaps this is another 
reason why contractors haven’t 
gone “chain”. If you lack capac- 
ity to manage one store, it’s a 
good bet you can’t manage a 
dozen—or even two. 

During a lot of years in the 
business I’ve found only a few 
capable managers, Frank Weber, 
a nephew, manages our main 
Los Angeles job shop and show- 
room, Don Frazer looks after 
the Westwood operation, a sepa- 
rate entity which grosses $4000 
to $5000 a month. Don, a secre- 
tary, and journeymen dispatched 
as needed from our main shop, 
take care of the Westwood’s 
growing volume. 

Although Ritz is a limited 
“chain,” if you consider two or 
three stores in that category, I 
think the operation worth an- 
alyzing. 

In our best years we've 





MERCHANDISING in a well-equipped showroom has 
made money for Meier in all nine shops he has owned. 
He says he could sell statewide if he had good managers. 
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RITZ specializes in modernization and repairs. Above is 
a kitchen job, typical of the work that keeps 28 journey- 
men and 30 trucks busy in a $700,000 annual operation. 
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grossed $700,000. In our slacker 
years, $100,000. And I can re- 
member the time when a $700 
month looked big. Mostly we 
specialize in repairs and mod- 
ernization. There’s nothing 
wrong with new work, nothing 
wrong with tracts, except the 
margin of profit. So, with a main 
shop inventory of $35,000, we’ve 
stuck close to our remodeling 
and repair specialty (commer: 
cial-industrial jobs account for 
50 percent of our gross, the other 
half from residential). 

Our operation, although it’s 
pegged on modern bookkeeping 
employing a CPA, begins with a 
black book. It’s the black book 
that has guided me, cut through 
a maze of statistics and gotten 
down to the five fundamental 
entries which spell success or 
failure in this, or any other busi- 
ness, whether you're doing 
$700,000 a year or $700 a month. 

At month’s end these are the 
all-important items: 

Cash in the bank 
Cash on hand 
Accounts receivable 
Accounts payable 
Balance 

That balance has run the 
gamut, from big headaches to 
smiles; from curtailment of in- 
ventory (even stores) to expan- 
sion; from working close to the 
belt to taking advantage of vol- 
ume buying. 

Through the years, my “black 
book” has been a kind of opera- 
tional bible, It’s been a penetrat- 
ing guide, reflecting the overall, 
month-to-month status of my af- 
fairs better than any bookkeep- 
ing system my accountant or I 
could devise. You need book- 
keeping, of course. But you need 
something to pick out from jum- 
bled figures the totals that count 
most. My little black book does 
that, month in, month out. 

For every branch I’ve kept a 
separate page. It’s a page identi- 
cal to that monitoring the main 
store’s operation. The only dif- 
(Please turn to top of page 255) 

























BASIC RESEARCH by 100 Minneapolis-Honeywell 


Regulator Company scientists in the home comfort 
field is conducted in this building in Hopkins, Minn. 




































What's Happening 
at Honeywell? 


REcENTLY, Minneapolis-Honeywell Regulator Company 
staged a whirlwind three-day press conference in its home 
city for some 25 editors of the plumbing, heating and air 
conditioning trade press. 

Business prospects and trends in heating and cooling 
were discussed by company executives for the visiting 
editors. The conference also included tours through plants 
where heating controls are assembled in surroundings that 
would top many food processing plants for hygienic clean- 
liness, and a tour of the company’s research facilities in 
Hopkins, Minn. (above) where research is being performed 
in far-flung fields. 

Approximately 10 percent of the company’s 25,000 em- 
ployees are engaged in engineering, research and scientific 
development on a wide variety of products. This year, the 
company estimates it will attain an all-time record sales 
volume of $250,000,000. 

Because of the industry-wide nature of the many sub 
jects discussed, Domestic ENGINEERING is presenting in 
this issue some of the highlights of the conference. END 


Turn to page 204 for the Honeywell 
Report on Heating-Cooling Trends... 





























3 Reasons... 


Why We Push 
Water Heaters 


By Mark AND STEVE Marcucci 


Watertown Plumbing & Heating Co. 
Watertown, Conn. 


ALTHOUGH WE HAVE a modest-sized operation, we sell 
top quality water heaters at the rate of one per week 
the year round. While we like to think we’re doing our 
best with every item we sell, we do push extra hard 
with water heaters. We do that for three reasons, 
which the editors have illustrated at the right. 

We have a modern display in a spacious store, but 
we go back to the old-style method of the personal ap- 
proach in selling water heaters. We don’t advertise 
them in the newspaper because we would then come 
in direct competition with “bargain” operators. We 
don’t want a market where we would have to sell a 
one-year guarantee heater at $5 less than the next 
fellow to get business. We depend on our regular 
everyday contact with homeowners, plus store traffic, 
for all our leads. 

Any time any man in our organization is in a home, 
one of the things he does is to find out what water heat- 
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STEVE MARCUCCI, 
Watertown, Conn., 
contractor, sells 
about 60 water heat- 
ers a year in quality 
range. Emphasis on 
long range service 
and economy does the 
trick, he says. 











created for “plus” business. 

Homeowners don’t usually 
think of buying a properly sized, qual- 
ity unit until the advantages and con- 
veniences are pointed out. Then they 
frequently become “hot” prospects 
for a top grade unit. 
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1 Water heater sales can be 
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big profits for the contrac- 

tor. We concentrate on qual- 
ity units and find them easy to sell 
against low priced ones if we stress 
the long range economy and guaran- 
tee. We have no trouble getting $175 
to $220 as the installed price. 


? Water heater business means 


x*r* 


ground for future sales. 

Once an adequate supply of 
hot water is available to the home- 
owner, he becomes a prospect for an 
extra bathroom, automatic clothes 
washer, dishwasher, etc. We've found 
it’s the opening wedge to many big- 
ticket remodeling jobs. 


3 Water heaters prepare the 


] UI 


L 


DoMESTIC ENGINEERING, SEPTEMBER 1955 








ing 

hom«s 
than 
sized 
side 
hom« 
auto! 
are 

unde 


sugg 
new 
we U 
stop 
our | 


serv) 


ing t 


the 

heat 
tant 
the ¢ 
can | 
the | 
now 
save 


s Se 
espe 
hous 
veni 
need 
worl 
rush 
the 





“BA 
Mar 
and | 


Don 





ing equipment is used. If the 
homeowner has anything less 
than an up-to-date, adequately 
sized, automatic heater, we con- 
sider him a good prospect. Some 
homeowners are still using non- 
automatic equipment, and others 
are struggling along with old, 
undersized heaters. 

Since we find that the mere 
suggestion that “you could use a 
new heater” rarely makes a sale, 
we usually invite the prospect to 
stop in at our store. Because of 
our long-standing reputation for 
service, most customers are will- 
ing to take the time to visit us. 

When the customer comes in, 
the fact that we have several 
heaters on display is less impor- 
tant than the fact that we have 
the customer’s full attention. We 
can take our time to prove that 
the purchase of the right heater 
now will add convenience and 
save money in the long run. 


s Selling the idea of the heater, 
especially to the woman of the 
house, is fairly easy. The con- 
venience of all the hot water she 
needs for clothes, dishes, house- 
work and the family’s morning 
rush—all without going down to 
the cellar to struggle with old- 





fashioned devices—makes the 
heater desired as much as any 
“glamorous” appliance. 

Another important point is the 
water itself. We point out that 
there will be less sediment and 
no more rust in the water, and 
that hot water from the tap can 
be used for cooking. 


« In some cases we even use the 
fact that the heater will make 
possible later improvements in 
the kitchen and bath. We have 
displays of the latest bathroom 
fixtures and shower cabinets on 
the display floor, and we point 
out to the housewife that a sec- 
ond bathroom won’t be possible 
until she has an adequate water 
heater to serve it. 

Selling the long range econo- 
my of a top quality heater is 
easy, too. We get immediate at- 
tention when we explain the 10- 
year guarantee—how it provides 
for full replacement the first five 
years and a rated allowance after 
that. We point out, though, that 
this guarantee is really a protec- 
tive measure and that there is no 
reason why the water heaters we 
sell should not give 15 years of 
service or more. This guarantee 
of long life before replacement, 











“BARGAIN COMPETITION” is heavy in Watertown, but 
Marcucci has an answer. He shows prospects warranty 
and explains how it takes the “gamble” out of their buying. 
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ANOTHER WEAPON against price is showing the qual- 
ity features of the unit which mean longer life and satis- 
faction. Marcucci finds selling quality means bigger profit. 


plus the greater fuel efficiency, 
helps prove the economy factor. 

We use a similar approach, 
but with a lot more stress on con- 
struction features, quality, and 
manufacturers’ reputation with 
customers who walk into our 
store “shopping” for a_ heater. 
With a local dtu offering heaters, 
without installation, at prices 
well below $100, it takes a thor- 
ough sales presentation to show 
prospects why our water heater, 
installed, is worth in the neigh- 


borhood of $200. 


© To prove this, we show the 
heater itself, the construction de- 
tails of a cut-cpen model, or 
diagrams in sales brochures, the 
guarantee, and other sales aids 
that pertain to water heaters. 
We stress most strongly the long- 
life potential of our heaters. Very 
few of the really price-conscious 
shoppers buy from us on the 
spot, but many come back and 
buy later because our 10-year 
heater eventually won out over 
some low-priced unit. 


s That method of trading up to 
the best quality water heater is 
our hot water success story in a 
nutshell! 


END 
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SURROUNDED by\1 boys from the Alliance, O. district, 
son, president of Robertson Hea‘ing Supply 
Hives last\ minute instructions and schedules 
gr a 10-day camping period. They 







John Robe 
Company, 
before t 





CHRISTMAS came early for 98 
excited boys as they were 
“gifted” with 10 days at Camp 
Inawendewin near Akron, O. 
last month. 

The “Christmas in August” 
idea is a “leadership award pro- 
gram” set up by Robertson Heat- 
ing Supply Co., a plumbing and 
heating wholesaler at Alliance, 
O., in cooperation with its con- 
tractor-dealer customers. 

“We usually gave each of our 
3,000 dealers a trinket at Christ- 
mas time, which, of necessity, 
was limited in price,’”’ John Rob- 
ertson, head of the company, told 
Domestic ENGINEERING. ‘‘This 
year, we thought it would be a 
bigger thrill for our customers 
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and ourselves if this $3,000 were 
set up in a worthwhile project as 
a Christmas gesture in the names 
of our dealers.” 

The 98 boys were selected 
from 36 towns in northeastern 
Ohio by Robertson and a “selec- 
tion committee” composed of 
public school superintendents, 
YMCA secretaries and priests 
from parochial schools. 

All boys selected were 12 
years old and were those who 
might not have been able to go 
to camp without the program. 
Primarily, however, the selec- 
tion was made on the basis of 
those who definitely showed 
leadership qualities in their 
school work in the opinion of 


were among the lucky 98 deserving boys selected from 
northeastern Ohio for the company’s leadership award 
program which was set up as a Chris*mas gift for the 
community in behalf of the company’s customers. 












Wholesaler sets up a “leadership award program” as a Christmas 
gift from contractors. He sends 98 deserving boys to camp... 


teachers and school principals. 

Robertson is no stranger to the 
idea of helping deserving young- 
sters, having sent many to camp 
previously, but on a more lim- 
ited scale. He is actively inter- 
ested in boys, having served for 
seven years on the boys’ work 
committee for the Alliance 
YMCA and as chairman for two 
years. At present, he is serving 
his third year as a member of the 
board of directors of the Alliance 
YMCA. 

“We hope our customers will 
like their gift this year,” Robert- 
son says. “Their reaction will, of 
course, determine whether or not 
we will continue with the leader- 
ship award program.” END 
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when steam travels a LONG way... 





















Son Francisco International Airport 





Heating Contractor: Anderson & Rowe, Inc.; 
Architect: W. P. Day & Horry Michelson, Assoc 


| EWANEE, Engineer: Clyde Bentley 


... guard against heat loss 


In airports, where height is a hazard, buildings hug the ground. They 
grow OUT instead of UP. And because steam must travel great dis- 
tances, there can be a marked loss of heat in long piping runs. Here 
space is valuable too, so areas to house boilers must be kept compact. 
Such was the problem at the San Francisco International Airport. 


Solution called for space-saving boilers large enough to supply steam 





F a ay 
to the remote corners of the sprawling airport buildings, and with Two #588 125# Kewanee Firebox Boilers with combination 
gas & oil burners. 
sufficient reserve to compensate for transmission heat loss, Kewanee 
reserve plus rated boilers were selected because they offered a compact 
installation. with enough power to guard against heat loss, yet main- 


tain required temperatures. Kewanee Boilers assure savings in fuel KEWANEE-ROSS CORPORATION + KEWANEE, ILLINOIS 


Division of American Radiotor & Standard Sanitary Corporation 


and maintenance since they operate at “‘cruising speed” with 50% 


more power built-in to provide for piping, pickup and additional KEWAN E FE ( 


capacity requirements. So be safe—be sure—select Kewanee. 
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A Short Course in Water Softener 
Selling Techniques 


PLUMBING AND HEATING contractors can increase their 
water softener sales substantially, says K. M. Wilson of 
Cleveland, by utilizing tools available from manufactur- 
ers. “Our sales record proves that all it takes to sell a 
softener to a good prospect is to present the facts in as 
dramatic and convincing a fashion as possible. Manufac- 
turers of water softeners know this as well as we do; 
that’s why they have developed these helpful selling 
materials. They’re available to any contractor who 
wants to get a bigger share of this market. 


« “Take the water testing kit, for example. Who can 
deny that their water is not hard after they have the 
evidence produced right before their eyes that it is? 
And who can say that they don’t mind hard water after 
they see, feel and taste how soft water will add to their 
living pleasure and cut soap, water and clothing bills? 
The “coffee test” is one excellent sales clincher.” 








(Continued from bottom of page 99) 


tage that well water is generally 
harder than city water and the 
rural dweller usually is in a bet- 
ter income bracket. If he’s a 
successful farmer, he generally 
wants his wife to have all the 
advantages of an automatic laun- 
dry, dishwasher, cooking facili- 
ties, etc., as well as water un- 
der pressure for stock watering, 
irrigation and fire control. 


s “Or if the prospect is a city 
dweller who can afford a second 
home in the country, or can build 
a new home in a suburban loca- 
tion, he can afford water condi- 
tioning—we show him he can’t 
afford to be without it—and he 
makes a good listener. Our ratio 
of completed sales per prospect 
is much higher on rural water 
system-water conditioning pack- 
age sales than it is on water- 
softener-only calls in the city 
itself.” 

After proving by tests that the 
prospect’s well water needs con 
ditioning either before the pump 
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itself is installed or from samples 
obtained right in the prospect’s 
kitchen after the water system is 
in use, Wilson salesmen launch 
a demonstration actually com- 
paring the performance of soft 
and hard water, using the midget 
water softener. 


# Taking samples of both in 
flasks, they add exact amounts 
of soap and show the prospect 
the difference in sudsing action. 
They often make a pot of coffee 
using soft water and purposely 
use one-fourth less coffee than 
the prospect’s regular formula, 
then let her taste it. They ask 
her to wash her hands in hard 
water, then again in soft water. 
Comparison tells its own power- 
ful story to the prospect and the 
final result is apparent in the 
company’s “package sales” rec- 
ords: one-half of all water sys- 
tems buyers contract also for a 
water softener at the same time, 
and another one-fourth are sold 
a softener after the pump is in. 

“In dealing with city pros- 





pects, we don’t believe in follow- 
ups because we think our sales- 
men’s time can be better spent 
in tackling fresh prospects,” ex- 
plains Wilson. “But with the 
rural water systems buyer it’s a 
different story. They are gener- 
ally more prepared financially to 
buy a unit, and are an invaluable 
source for further water systems 
sales even if a softener sale isn’t 
made, because they are in closer 
touch with the people who live 
and are building near to them. 
We always make it a point to 
revisit a water systems customer 
—both for the sale of a softener 
if one wasn’t included in the 
pump sale, and new prospects.” 

At the Wilson store itself in 
the southern fringe of Cleveland, 
displays of both water systems 
and softeners, including demon- 
stration models, prove valuable 
in selling the prospect who wants 
to “see for himself.” 

A combination pump-storage 
tank water system assembly is 
mounted over a 100-gallon water 
tank. When the pump is turned 
on, water is forced under pres- 
sure through two faucets aimed 
at funnels leading back into the 
main tank. 

A double fountain at the store 
gives an ample supply of both 
softened and untreated water for 
demonstration purposes, and the 
test kit and picture presentation 
binder is used in the store. 


s “Constant improvements in 
water systems—including the 
new submersible pumps which 
are completely contained in the 
well itself—and an increasing 
range in models and sizes are 
giving the dealer more to sell 
and more flexibility in selling,” 
concludes Wilson. 

“But sale of the water system 
itself is only a beginner for the 
sales-minded dealer. Water soft- 
eners are a ‘natural’—we never 
pass up a chance to sell one along 
with a system installation, and 
we think anyone who does is 
missing a real bet.” END 
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Architect: THE ARCHITECTS COLLABORATIVE, Cambridge, Mass. 
Cont. & Bidr.: GULBANE BUILDING CO., Providence, R. |. 
Plumb. & Heat Cont.: J. P. CUDDIGAN, E. Providence, R. |. 





QUONSET POINT HOUSING 
DEVELOPMENT 
(HOSKINS PARK) Davisville, R. |. 


200,000 FT. OF REVERE COPPER WATER 
TUBE USED IN 350 UNITS 


This low-cost apartment house project of 64 buildings 
is new testimony to add to the proof of the economy of 
using Revere Copper Water Tube for plumbing and heat- 
ing lines. If you have ever had any doubts as to the relative 
costs of using copper in your work, this job should dis- 
pel them forever. 

For on a project such as this, costs are checked and re- 
checked. And, when, after a close scrutiny of costs, 
200,000 ft. of Revere Copper Water Tube was selected for 
the plumbing and heating lines you can bet your bottom 
dollar it was because it was the economical material 
to install. 

Further proof of the economy of using enduring Revere 
Copper Water Tube is shown in the panel at oe right. 
Check these reasons, a for point, and you can readily 
see why it makes good sense to use Revere Copper Water 
Tube for radiant panel heating, plumbing and heating 
lines, underground service lines, processing lines, waste 
stack and vent lines. See your Revere Distributor for your 
needs. And if you have technical problems involving the 
use of Revere Copper Water Tube, one of our Technical 
Advisors will be glad to help. 


REVERE 


COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N. Y. 
Mills: Baltimore, Md.; Brooklyn, N. Y.; Chicago, Clinton and 
Joliet, Uil.; Detroit, Mich.; Los Angeles and Riverside, Calif.; 


New Bedford, Mass.; Newport, Ark.; Rome, N.Y. 
Sales Offices in Principal Cities, Distributors Everywhere 
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WHY REVERE COPPER WATER TUBE 










IS PREFERRED BY— 


Architects, Builders, Plumbing & Heating Contractors 


Ne, 


HANDY LENGTHS 


Save Fittings... Labor 


Revere Copper Water Tube 
comes in straight lengths of 
20’ in hard and soft tempers. 
60’ coils of soft temper re- 
duce the number of fittings 
needed. 





NON-RUSTING 


Rustable pipe eventually clogs 
as shown in drawing at top 
right. Non-rustable Revere 
Copper Water Tube suffers 
no loss of flow or pressure 
os shown at bottom right. 
No allowance in pipe size 
need be made for rus! ac- 
cumulation with Revere Cop- 
per Woter Tube. 


EASY TO BEND 


Saves Time 







Revere Copper Woter Tube 
is easy to bend. Soft temper 
can be bent by hand to meet 


installation conditions. 





SOLDER OR 


_@l, COMPRESSION FITTINGS 
Need Less Work Room 

... Save Metal 

: No worry about wrench room 

i when you use Revere Copper 
Water Tube with solder fit- 
tings. Compression fittings can 
also be used. No threading 
is necessary with either type 
fitting. Wall thickness of tube 
used can thus be less than for 
threaded pipe. 














A CITY-WIDE “SHOWROOM” is at the disposal of 
Patrick Winston, president of Pruitt & Zimmerman, 
Washington, D.C. He uses P&Z installations through- 
out the capital to show prospectes quality of work. 
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wrooms Are 
t Town... 


Washington, D. C., contractor racks up $40,000 in bath remodeling in 
six months by taking prospects to homes of satisfied customers... 


WHEN A PROSPECT steps into the 
showroom of Pruitt & Zimmer- 
man in Washington, D. C., he 
starts on a long and rewarding 
journey. 

Pruitt & Zimmerman is pre- 
pared to do a “personalized” sell- 
ing job that will answer all those 
questions and will silence all 
those doubts that every prospect 
comes equipped with. 

Patrick J. Winston, president 
of the company, says his sales- 
men begin in a well-equipped 
showroom—but that the clincher 
comes in another “showroom,” 
one as big as the capital city. 
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“In almost every case,” he ex- 
plains, “we try to take a prospect 
into the home of one of our satis- 
fied customers. These homes 
may be anywhere in Washing- 
ton. It’s here we can show the 
answers, instead of just talking 
about them. 

A visit to the P&Z installation, 
Winston has found, often finds 
the proud customer joining in 
trying to sell the prospect. In 
addition, while Winston himself 
never uses pressure in selling, 
the atmosphere seems to draw 
the prospect into a decision 


quickly—usually one that puts 


him in a favorable light with the 
on-lookers. ‘That means,” Win- 
ston says, “the prospect usually 
signs up—and maybe for a little 
better job than the Joneses in- 
stallation which he has just seen. 

“Another reason we like to use 
Washington itself as our ‘sales 
showroom’ is because we feel we 
are dealing with one of the most 
flexible and individual products 
on the market today, and we 
want prospects to fully appreci- 
ate the fact. 

“Frequently, moderniza- 
tion prospects think of plumbing 

(Please turn to top of page 122) 
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ORDER NOW...SALES ARE 


YING! 


AMERICAN SANITARY DRAIN GAP LICKS 
THE PROBLEM OF DISHWASHER CONTAMINATION 


Make sure you’re stocking American Sanitary 





Drain Gaps - the answer to the problem of waste 







backing up into a dishwasher. Homeowners, 
plumbers and appliance dealers are learning of 
its importance ... city plumbing codes are being 
modified to require its use. This is a“natural” for 
every plumber who merchandises appliances. 
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AMERICAN SANITARY DRAIN GAP KIT No. 56613 







Central location in Mid-Illinois means faster American Sanitary American Sanitary Drain Gap 


delivery. For EXTRA-fast service, phone Abingdon, Ill. 162 or 172. connects to drain of dishwasher 


and also to the sink waste. Any 
back-up of waste is discharged 
through the overflow outlet and 


WE DISTRIBUTE THROUGH WHOLESALERS ONLY 


MERICAN SANITARY 


MFG. CO., ABINGDON, ILLINOIS 
a > OVER FORTY YEARS LEADERSHIP IN THE PLUMBING INDUSTRY 





cannot enter the dishwasher. 
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SELLING at Pruitt & Zimmerman begins with product information 


as shown in a catalog. Winston believes prospects should have basic 
knowledge before they are taken to showroom, home installations. 








THE P&Z SHOWROOM helps Winston determine what the prospect 


wunts im style una price. Having jound this out, Winston can take 
the prospect to a home where P&Z has made a similar installation. 


(Continued from bottom of page 120) 
products in the rigid terms of 20 
or 30 years ago. They don’t re- 
alize—until they see it done— 
that the modern bathroom can be 
designed with color and beauty 
and arranged to personal tastes. 

“Our selling technique is de- 
signed to find out the personal 
tastes of our prospects first and 
then appeal directly to them by 
showing jobs we’ve completed of 
a similar nature. Also some pros 
pects are worried about the 
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physical difficulties in remodel- 
ing—is their present bathroom 
too small? Will too much time be 
taken? Will suitable fixture ar- 
rangement be possible? The best 
answer to these questions is to 
show them how those problems 
have already been solved right 
in the city where they live.” 
Pruitt & Zimmerman can 
prove the success of the sales 
technique by pointing to their 
books and more than $40,000 in 
bathroom remodeling sales in the 





first six months of this year. 

“Sometimes you might suspect 
the bath is the forgotten room in 
the American home. Well, if it is, 
then just a little selling effort 
built around the individual fea- 
tures of our modern products 
will bring it to the forefront of 
the homeowner’s thinking.” 

The “individual features” men- 
tioned by Winston refer to the 
adaptability of modern plumbing 
and heating products. He points 
out that any individual with any 
type home can be sold if the con- 
tractor shows how perfectly a 
new bathroom can be modern- 
ized to space and taste. 

“Pressure from other indus- 
tries often does make homeown- 
ers overlook one of the most im- 
portant rooms in their home,” he 
says. “But personalized selling, 
plus sales promotion, reminds 
them that it’s their plumbing and 
heating contractor who has the 
most vital home needs for sale.” 

“Personalized selling,” accord- 
ing to Winston, depends first on 
the prospect being familiar with 
the company. 

Pruitt & Zimmerman’s “intro- 
duction” to Washington is 
through the local press and the 
U. S. mails. About 500 pieces of 
promotional material are. sent 
out each month, A regular co- 
operative advertising schedule is 
maintained in two Washington 
publications. 

While both efforts return doz- 
ens of inquiries a month, Win- 
ston feels their main value is 
maintaining the firm’s name and 
reputation among Washington 
buyers. 

The real selling, Winston says, 
can be made only on a personal 
basis when the item involved is 
a bathroom remodeling job cost- 
ing upward of $1,000. 

“Advertising and mailings get 
us into homes,” he explains. 
“Very often, it’s only on minor 
repairs. But that’s all we want— 
the introduction. Once we’re 
face-to-face with a homeowner 

(Please turn to top of page 126) 
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Here’s where you 
get the answers 
to pipe problems 



















@Look under “The Youngstown 
Sheet and Tube Company” in one of 
these alphabetical or classified phone 
books. 

They represent the 28 conveniently 
located district sales offices Youngs- 
town maintains across the country. 
Offices staffed by men who are spe- 
cialists in steel and who know pipe. 
They understand your problems and 
are qualified to help you get the pipe 
you need. 

If you aren’t in touch now with a 
Youngstown pipe distributor, just 
call the Youngstown district office 


nearest you and we will help you All \| | {|\\ | 


Tak eat 


solve your pipe problems. 


ee 
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_ SF MAMINGTON CLASES THLEPRONE DiRirron) 4 


THE YOUNGSTOWN SHEET AND TUBE COMPANY casion Kitts Gnd Yoloy Stee 


General Offices Youngstown, Ohio _ District Sales Offices in Principal Cities. 


SHEETS - STRIP - PLATES - STANDARD PIPE - LINE PIPE - OIL COUNTRY TUBULAR GOODS - CONDUIT AND EMT - 
MECHANICAL TUBING - COLD FINISHED BARS - HOT ROLLED BARS - WIRE - HOT ROLLED RODS - COKE 
TIN PLATE - ELECTROLYTIC TIN PLATE - BLACK PLATE - RAILROAD TRACK SPIKES - MINE ROOF BOLTS 
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@) MILWAUKEE GAS SPECIALTY CO 
MALWAUKLE 1 WISCONSIN 
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ELECTRICAL RATINGS 


8 Amp. at 115 V, AC 
4 Amp. at 230 V, AC 
.06 Amp. at 230 V, DC 
Motor Ratings: % HP, 115/230 V, AC 


AUTOMATIC 
RECYCLING 
SWITCHES 





@ The new No. 860 (two-wire circuit) 
and No. 861 (three-wire circuit) Baso* 
switches are self-powered, automatic 
recycling, sealed relay switching mech- 
anisms used to control the automatic 
main gas valve. Standard 88D thermo- 
couple leads provide the required 
energy for operation with any of our 
Annulair series pilot burners. 


Service calls are reduced because 
shut-down comes only when the pilot 
burner is completely extinguished. The 
switches automatically close the circuit 
when the pilot is relighted. Pilot flame 
fluctuations that might cause the switches 
to open but which do not extinguish 
the pilot flame will not shut down the ap- 
pliance permanently, since the switches 
will reclose the circuit when a normal 
pilot flame is re-established. 

The No. 88D thermocouple fits any 
Annulair series pilot burner, making it 
possible to use these switches with ex- 
isting Annulair pilot installation. 











MILWAUKEE GAS SPECIALTY CO. e Dept. SD-3, Milwaukee 1, Wisconsin 
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Heats...Cools...Melts Snow 
... Provides Hot Water 






Sunny, overall: warmth from base- KE 
boards, radiant panels, convectors. ‘S 


The B&G Hydro-Flo System, using mechan- 
ically circulated water, offers an amazing 
variety of ways in which to create the ultimate 





In a water cooled home, correct 
sidnlit teat aite:. be made for . in modern living comfort. 

The sketch above illustrates the complete 
versatility of a water system. The heating in 
this home is with modern, inconspicuous 
baseboard panels. Cooling is achieved by cir- 
culating chifed water to a fan coil unit in- 
stalled in a plenum formed by a dropped 
ceiling in the hall. Cool, de-humidified air is 
distributed through high grilles into the 
various rooms. 

Snow melting coils under the sidewalk and 
driveway are circulated with an anti-freeze 
solution heated in an exchanger connected to 
the boiler. For domestic hot water, an indirect 
heater supplies the ample volumes demanded 
by modern labor-saving devices. 


A virtually limitless supply of hot 
water for kitchen, laundry and 
bath. 





B&G BOOSTER 


Noiselessly circulates water 
for heating and cooling the 
house and for snow melt- 


For the last word in year ‘round comfort, 
convenience and health protection, backed 
by long-lived, trouble-free equipment, get the 
ing panels, Known every- facts on the B&G Hydro-Flo System. 


gem ara > rae depend- "Water is the most efficient and 
ar economical medium for conveying a BTU” 


BELL & GosseETT 


c O M 


Dept. EA-1, Morton Grove, Illinois 
Canadian Licensee: S. A. Armstrong Lid., 1400 O'Connor Drive, West Toronto 





Snow melting for relief from shov- 
eling—safe driveways and side- 
walks. 


*Reg. US. Pat. Off. 
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cooperation. 


tions “ready for use.” 








Anuiher satisfied customer views her Pruitt & Zimmerman bath. 


How P&Z Get Satisfied Customers on 
The:r Side in Selling Prospects 


Pruitt & Zimmerman, Washington, D. C., contractor, 
relies heavily on satisfied customers for help in selling 
prospects. And their customers never fail to offer their 


The welcome mats are always out for P&Z because 
their journeymen are trained to regard themselves as 
“guests” in the homes they service. The journeymen 
are required to be neat appearing and must leave installa- 


This thorough cleanup guarantees P&Z the customer’s 
full help in selling prospects. In addition, manager 
Patrick Winston notes that it makes the customers them- 
selves prospects all over again. 








(Continued from bottom of page 122) 


we feel we’re on the track to a 
continuing sale.” 

Since frequently the first per- 
son a prospect meets from P&Z 
is a journeyman, Winston sees to 
it that his men are more than 
mechanics. 

“We don’t expect our journey- 
men to do our selling for us,” 
Winston says. “But we do train 
them to realize the importance 
of recognizing sales possibilities, 
of whetting the prospects appe 
tite for modern bathroom facili- 
ties and of arranging a meeting 
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with our salesmen for further 
discussions. 

“In training our servicemen, 
we start at the very basics,” 
Winston says. “That means with 
our men’s personal appearance. 
They must be neat enough to in- 
vite more contact with our com- 
pany. We also stress a clean job 
—A job is no better than it 
looks,’ we tell our men. Whether 
it’s a minor repair or complete 
modernization job, we inspire 
confidence by cleaning up 
thoroughly after we are finished. 

“Then we tell our journeymen 


to take enough time to be friend- 
ly with the homeowner or house- 
wife. For example, on a minor 
repair, he might explain what 
was wrong, how future trouble 
can be avoided and, of course, 
how easy it would be to avoid all 
future trouble with a complete 
modernizing job. 

“Part of the equipment our 
men carry is manufacturers’ lit- 
erature pointing out the advan- 
tages of modern water closets, 
lavatories, baths, shower cabi- 
nets and all. The men answer 
only basic questions like the 
availability of FHA financing. 
He tries, however, to get an ap- 
pointment for a company repre 
sentative as soon as possible.” 

Winston follows through on 
arrangements. But he assures 
himself of journeyman coopera- 
tion by giving a commission, in- 
creasing with the size of the sale, 
on every successful lead. 


# Winston’s own selling method 
is low pressured but thorough. 
He visits the homeowning couple 
with catalogs, photographs of 
typical installations and specifics 
on how financing can be handled. 

“The biggest question today,” 
he says, “is color. Once we can 
show that there’s great versatil- 
ity in a colored bathroom, we’ve 
almost clinched a good-sized job. 

“The real clincher for any job, 
however, is the ability to take a 
prospect into a home you've just 
modernized. This is our aim in 
almost every case. We get fine 
cooperation from our former cus- 
tomers, and we usually try to set 
up a visit on our first selling con- 
tact with the prospect.” 


# While the woman of the house 
wants information about color 
and arrangement, Winston finds 
men can be sold best by stressing 
fast, guaranteed service. “Both 
men and women are impressed 
with the fact we can handle the 
complete job,” says Winston. 
“It’s a selling point I don’t think 
we could do without.” END 
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ERS to YOU 


for Happier Customers 


— BIGGER PROFIT$ 
more REPEAT orders 
















You safeguard your reputation for 
using QUALITY products when you install 
POWERS Thermostatic CONTROLS 


Showers are More Fun and Safer with POWERS 
double protection against scalding 
Temperature always remains con- 
stant where bather wants it re- 
gardless of pressure or temperature 
changes in water supply lines. De- 
livery temperature is thermostati- 
cally limited to 115°F. 


Result: Greater comfort, no shower 
accidents — water conservation. 
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The BEST Showers 
are thermostatically 
regulated 

by POWERS 





TE 


Consult Powers on shower planning also for help in selecting the 
right type and size of thermostatic control for other types of 
baths, lavatories and water heaters. Experienced, factory trained 
engineers in Powers Offices are well qualified to help you. 





UTMOST SAFETY and COMFORT Complete line of Water Temperature Control and more than 60 years 
are assured by POWERS Ther- = — . : 

enlie Gensel ter Seem 2 of know-how in its proper application, plus... 
Shampoos, Infant baths and ? 
Hydrotherapy. Powers Nationwide Service and 24 Hour Delivery in the U.S.A. are 


Fer intermetion ond Pri . : ; ; 
ee eee ees important time and money saving advantages. Next time you 
need control —call our nearest office. 






THE POWERS REGULATOR COMPANY 


DOMESTIC ENGINEERING CATA- 
LOG or SWEETS CATALOG show 
Powers complete line of Water 
j Temperature Control. Only a 
' few products are shown here. 


SKOKIE, ILLINOIS | Offices in chief cities in U.S.A., Canada and Mexico 








Over 60 years of Automatic Temperature and Humidity Control 











WATER OUTLET 
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POWERS Tuermostatic Controts ~ 
FOR GANG SHOWERS 

AND WASH FOUNTAINS 

























<—STEAM 1. POWERS THERMOSTATIC WATER CONTROLLERS 


HOT WATER HEATER INLET 
2. POWERS No. 11 TEMPERATURE REGULATOR 
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Type CB-L: Hot water 
space heating pressure 


control. Inbuilt 
pass. Bulletin #294 





Type A-31: Small vol- 
ume reducing and reg- 
ulating valve up to %” 
pipe size. Bulletin 
#288 





> 


Type RHTL: Revolv- 
ing head temp. an 
pressure valve. On the 
job settings. Bulletin 
#293 





Tempo: Automatic re- 
seating valve. Thermo- 
stat up out of water. 
Minimum liming. Bul- 
letin #284 





Type S Strainer: Pro- 
tects valves from pipe 
scale and dirt, Bulletin 
#224 





Type F-51: ASME ap- 
proved. Lets you match 
BTU cap. to boiler in- 
put. Bulletin #290 





Type B: Single seated 
pressure reducing and 
regulating valve. Bul- 
letin #265 





Type E: For water in 
domestic and industrial 
installations. Other ap- 
plications. Bulletin 
#264 





Type A-1: Hot water 
space heating pressure 
control valve. (Com- 
bination Unit). Bulle- 
tin #292 





Type FHTL: Dia- 
phragm pressure and 
temperature relief 
valve. AGA approved. 
Bulletin #295 


NEW TWO-VALVE 
COMBINATIONS 


‘A 


; > 
1 
—] 
= 


* New TWO-VALVE 
“packaged kits” 
containing 








Type F-51 
or F-52 


Safety Relief Valves 
...now in ALL pipe 
sizes...to safeguard 
the system from high 
pressures. 











MEETS Type E-HW or 
A 5 .ME- new Type A-39 
cove Automatic Boiler 
E- Feeder...to keep the 
REQuIR system full at the pro- 
MENTS per reduced pressure. 





Cash Acme’s new TWO-VALVE “PACKAGED 
KITS”... the type “CAF” series...and a simple, 
HANDY SELECTION table in the free “CAF” 
Bulletin makes it easy to order the. correctly sized 
units for your hot water heating jobs. All you need 
to know is the BTU heat input of the boiler. 


Relief valves are A.S.M-:E. listed and rated. Automatic 
boiler feeders are dependable and quiet; made for 
sweat copper or threaded connection. Send for Bulletin 
“CAF” today ...and see your jobber! 


Also available . . . Cash Acme’s time- 
tested single unit Dual Controls. 


Acme A. W. CASH VALVE MFG. CORP. 
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Quality | 
built... 





Mueller Climatrol 


Quality best describes Mueller Climatrol — best describes 
Mueller Climatrol design, materials, and workmanship. 
Behind Mueller Climatrol quality are advanced engineering 
and modern manufacturing methods ~— methods that permit 
precision production and insure precision performance of the 
finished product. Behind Mueller Climatrol quality, too, is 
continuous inspection of each unit. 

Because Mueller Climatrol never com >romises on quality, 
you get strong talking points that give you the edge in com- 
petitive selling. Put Mueller Climatrol advantages to work 
for you. Write us: Mueller Climatrol, Dept. 195, 2033 W. 
Oklahoma Avenue, Milwaukee 15, Wisconsin, 


NEARLY 100 YEARS OF MANUFACTURING QUALITY COMFORT EQUIPMENT 
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Type 116 (gas), 216 (oil) lowboy winter 
air conditioner. Available in four sizes 
from 90,000 to 150,000 Btu input. 








The Most Complete Line 


A Deluxe Line for custom homes, modernization jobs: high 
boys, lowboys, companion units. 


The Suburbanaire Line for competitive jobs, housing projects: 
gravity, counterflows, horizontal, highboys, lowboys. 


A Commercial Line of unit heaters, boilers and packaged air 
conditioners in a wide range of sizes. 


A Conversion Line of add-on cooling, conversion burners, 
incinerators, blower-filter units, a recessed summer conditioner. 


A Cooling Line second to none. Air-cooled and water-cooled 
in wide range of sizes — deluxe units, pack 

aged units, add-on units, self-contained and 

remote units. 


























SALES AIDS 
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Bathroom Sales Folder 

Kohler is making available to 
plumbing contractors a new two- 
color folder that can be used as a 
take home piece, an envelope stuf- 
fer or a mailing piece. The folder 
illustrates and describes models in 
the line and emphasizes the avail- 
ability of baths for different types 
of bathrooms. The folder is offered 
through wholesalers. 

Manufacturer: Kohler Co., Koh- 
ler, Wis. 


Laundry Demonstration Book 

A new home laundry demonstra- 
tion booklet for use by dealers has 
been issued by Hotpoint. The book- 
let is divided into three sections 
containing 15 demonstrations that 
dramatize washing action and 
dryer operation. Demonstrations 
contained in the book have been 
selected from those submitted by 
dealers and distributors. 

Manufacturer: Hotpoint Co., 5600 
W. Taylor St., Chicago 44. 


Faucet Aerator Package 
Melard has repackaged several 

models of its faucet aerators as 

part of the firm’s new “Impulse- 


Merchandising” program. The 


oon Mle 


JET-AERAT ravens 





package consists of an aerator en- 
eased in transparent plastic and 
mounted on a 4 by 6 in. card illus- 
trating the use and installation of 
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each model. The cards come in 
different colors to provide quick 
identification. A three-color dis- 
play rack holding 24 assorted 
packages also is provided. 

Manufacturer: Melard Mfg. Corp., 
432 Austin Pl., New York City 55. 


Pipe Wrench Display 

A new counter display is being 
offered by Erie Tool to show its 
Pipemaster line of heavy duty pipe 





wrenches. Red is featured on the 
display, along with black and 
white, to match the red wrench 
handles. The display holds four 
wrenches in sizes of 6 in., 8 in., 
10 in. and 12 in. 

Manufacturer: Erie Tool Works, 
Erie, Pa. 


Warm Air Promotion Package 

The Norman sketchbook, a new 
sales presentation for warm air 
heating dealers, is being made 
available in a complete promotion 
package by Norman Products. The 
32-page book is illustrated with 
sketches of homes and floor plan 
drawings that show various types 
of installations of the company’s 
horizontal forced air gas furnace. 
In addition to pointing up versatil- 
ity of applications, the book de- 
scribes features of the unit. The 
package aiso includes literature. 

Manufacturer: Norman Products 
Co., 1150 Chesapeake Ave., Colum- 
bus, O. 


Anchor Expander Display 
Greenlee Tool is offering a new 
counter display to wholesalers 
which presents sales features of its 
screw anchor expanders. The yel- 
low, green and black display is 
compact in size and is made of 
heavy-gauge metal. An expander 
and screw anchor are attached to 





the back panel to emphasize fea- 
tures, and illustrations depict step- 
by-step installation procedure. 
Units in the line are wired in a 
display tray and an assortment of 
ten individually boxed expanders 
is stocked in a rear compartment. 
Manufacturer: Greenlee Tool Co., 
2001 Twelfth St., Rockford, II. 


Water Softener Display 
Permutit has designed the ship- 
ping carton for its new line of 
water softeners to serve as a mer- 
chandising display for the contrac- 
tor’s showroom. The inside sur- 
face of the cardboard carton is 
coated in dark blue with features 
of the unit printed in orange. The 





carton is simply cut open and fold- 

ed back to display the unit. 
Manufacturer: The Permutit Co., 

330 W. 42nd St., New York City 36. 


Heating, Cooling Sales Kit 

A new dealer sales promotion 
service is being offered by Janitrol 
to help contractors sell heating and 
cooling. Promotional material is 


(Please turn to top of page 151) 
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More and more // quality conscious customers look for... 


"| ay CH MOND 


Richmond National Advertising puts in the 
hands of your prospects a 

tested sales tool... the 

fascinating booklet “Five Little 

Bathrooms and How They Grew.” ie og. 

Every page makes every reader 
want new home beauty... with 
bathroom fixtures by Richmond! 



































See the new “Bathrooms by Richmond” 
being featured throughout 
the Fall of 1955 in full-page, full-color ads 
reaching an audience of millions. 
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Sell a New Approach! A dual purpose bathroom- | Sell with Drama! The BRESLIN recess bathtub is 3 


darkroom design color-keyed by Richmond fixtures raised for elegance. The BROMLEY lavatory has jx 
in lustrous Fern Green. Present, the BRESLIN bath- @ roomy ledge. The “Hush-Quiet’’ EMPRESS toilet 


tub, the VOGUE lavatory, the EMPRESS toilet. 


Sell with Charm! The Bermuda Coral of the Rich- — Sell with Modern! Warm brown and piquant tan- 
mond fixtures blends beautifully with warm wood  gerine set off by fixtures in Richmond’s famous 
tones. Featured: The COUNTESS lavatory, the EM- Whiter-White. The BLAKE corner tub, the BROMLEY 
PRESS toilet, the BRESLIN bathtub. lavatory, the CLAREMONT toilet are starred. 


Decorator designed to create homebuyer interest... full of 
new ideas... these “bathrooms by Richmond” run the gamut 
from Empire to Colonial to Contemporary. 


Each is a perfect setting for the graceful lines and 
functional perfection of Richmond fixtures...and 
Richmond fixtures will enhance any other design 
you may adopt...with the Richmond name 
winning instant customer approval. 
Write for new illustrated catalog of 
salesmaking Richmond plumbing fixtures. 


TE @ RICHMOND eaouroe conrarn 


16 Pearl Street, Metuchen, New Jersey * AFFILIATE OF REYNOLDS METALS COMPANY 




















Domestic ENGINEERING, SEPTEMBER 1955 








Cooling Study 


(Continued from page 109) 
same mobility that allowed peo- 
ple to have enriching experi- 
ences outside of their own back- 
yards very nearly destroyed the 
riches of family living and made 
what was once a home into little 
more than a base of operations. 
The family slept there, but cu~- 
ing their waking hours the f m.- 
ily as a unit hardly existed. The 
children of these times suffered 
from a loss of parental guidance 
and family closeness, which is 
now partly reflected in the inse- 
curities, social attitudes, and de- 
linquencies that are plaguing 
many of today’s younger people. 

“In recent years, the clamor 
for re-establishing the family as 
a social unit has mounted, sup- 
ported by church groups, edu- 
cators, family and marriage 
counselors and nearly every 
group that has a professional in- 
terest in the dynamics of Ameri- 
can culture. The psychological 
studies conducted at the Air 
Conditioned Village indicates 
that the air conditioning industry 
may well play an important role 
in re-converting the residence 
from a base of operations back 
into a home.” 


s Preliminary report data dem- 
onstrates that the behavior pat- 
terns of families living in air 
conditioned homes are startlingly 
different from those families 
which are subjected to the sum- 
mer-long struggle against dis- 
comforting heat and humidity 
conditions of non-air conditioned 
homes. For instance, it was 
found that the air conditioned 
families spent a_ significantly 
greater number of their waking 
hours together as a family group 
than their non-air conditioned 
neighbors (see table, page 109). 

Entertaining friends and rela- 
tives at home increased 300 per 
cent in the case of air conditioned 
adult families and 400 percent 
for air conditioned families with 



















MOBILE RESEARCH 


LABORAT 





WARM AIR 


HOME HEATING TEST 


aa 
ORY of the National Warm Air 


Heating and Air Conditioning Assn. is busy these days collecting data 


on cooling at Research Village in Austin, Tex., 


which contractors can 


use as sales ammunition on air conditioning prospects. 


children. In the opinion of the 
association, the increased impor- 
tance of the home in the social 
life of a family is bound to have 
beneficial effects on children, for 
whom “home” represents secur- 
ity, love, and “belonging.” 

According to test data, air con- 
ditioning was found to dramat- 
ically affect the eating and sleep- 
ing habits of the air conditioned 
families as compared with their 
non-air conditioned neighbors. 

In the Air Conditioned Village, 
to prepare, 
and appetites were able to ac- 
cept, more hot meals containing 


mothers were able 


40 percent more energy-giving 


calories 
non-air conditioned homes, 
Both adults and children in the 
air conditioned homes slept long- 
and children took better aft- 


than meals served in 


er, 
ernoon naps (see table, p. 109). 

It is interesting to note that all 
of the mothers in Air Condi- 
tioned Village reported that their 
children awoke fully rested 
while only 40 percent of the 
mothers in the non-air condi- 
tioned houses reported that their 
children rested well. 

Additional reports on the ben- 
eficial effects of air conditioning 
turned up by the association’s 
study will be released soon.END 





Obituaries 


Herbert A. Gross, 56, for the past 
17 years district manager of the Jani- 
trol Heating and Air Conditioning 
Division of the Surface Combustion 
Corporation, died recently after an ex- 
tended illness. Surviving are the 
widow and two daughters. 


John H. Collier, 70, former presi- 
dent and chairman of the board of 
Crane Co., died recently after a long 
illness. Mr. Collier served as presi- 
dent of the company from 1941 to 
1946, when he became chairman of 
the board. He served in that position 
until his retirement in 1951. Surviv- 
ing are the widow, a daughter, a son 
and six grandchildren. 


Benjamin Cadbury, 81, secretary of 
the Hajoca Corp. until his retirement 


three months ago, died recently. Mr. 
Cadbury was associated with the 
Hajoca wholesale firm for 62 years. 


Surviving are the widow, two sons, 
four grandchildren, two brothers and 
a sister. 


Harry S. Smith, 82, Warren, O. 
plumbing contractor, died recently. 
Mr. Smith operated a plumbing con- 
tracting business in this community 
for over 50 years. He also was past 
president of the Ohio State Assn. of 
Master Plumbers. Surviving are a 
sister and brother. 



















You wouldn’t 
install 


old fashioned 
fixtures... 








was, «SMUELLER BRASS CO. port Huron 4, MICHIGAN 
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why install old fashioned 
caulked or threaded piping? 
and fittings for a modern 
drainage system 


By installing Streamline copper tube and fittings for drainage 
plumbing, you give the home-owner an up-to-date, free-flowing, 
corrosion resistant drainage system that will last for the life of 

the building. There are no caulked joints to leak, no rust damage 
to worry about, no expensive call-backs. The compact 3” stack fits 
into a 2” x 4” partition... increasing usable house space and 
eliminating the need for furring. The smooth attractive appearance 
of Streamline copper tube and fittings adds visual sales appeal to 
every modern installation. Your customer depends on you... 

you can always depend on Streamline for lifetime, trouble-free 


service. See your wholesaler now. 
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etites See your Lawndale 
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1137 W. 14th Stre 
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DESPITE THE FACT that new 
home construction has remained 
at high levels in our area, five 
homes have been remodeled or 
improved for every new one 
built. This activity has been pos- 
sible largely because of the avail- 
ability of FHA Title I home im- 
provement loans. Without FHA 
loans, many of these remodeling 
jobs would never have been 
started. 

If the proposal to extend the 
time payments on Title I and in- 
crease the loan limit to $3,000 is 
passed by Congress, either this 
year or next, I can conservative- 
ly estimate a 20 percent increase 
in my business. 

(Editor’s Note: The housing 
bill of 1955 did not liberalize 
FHA Title I terms as anticipated, 
but carried the proposal over to 
the next session of Congress. 
However, the ideas set forth by 
Mr. Schaefer in this article do, of 
course, still apply to selling mod- 
ernization through FHA.) 

This extra 20 percent would 
be a welcome boost for my busi- 
ness. In addition, it would mean 
hiring extra men, thereby im- 
proving the economy of our city. 

That is looking at FHA purely 
from the standpoint of a busi- 
nessman. From the _ public’s 
viewpoint, it would mean that 
more people could improve their 
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How I Use F.H.A. to 
Sell Modernization 





homes and enjoy a higher stand- 
ard of living. And anything that 
puts the comforts of life within 
the grasp of more people is a 
good thing for all of us. 

And that incidentally, is the 
way we put FHA to work for 
us: by talking to people and 
pointing out that new bath- 
rooms, kitchens, heating system: 
and air conditioning are within 
their reach. It’s surprising how 
many people don’t realize they 
can make needed improvements 
until someone shows them. 

Whatever the final terms may 
be, we intend to call them to the 
attention of as many prospects 





By Robert A. Schaefer 
Cullman, Alabama, Contractor 





as we can, and whenever we can 
by personal calls. I know of sev- 
eral small businesses that will let 


us air condition their stores and 
offices if they can get more lib- 
eral financing. Air conditioning 
is one field which will really 
benefit from a liberalized FHA 
Title I policy. Many people are 
already presold and many more 
will quickly follow the trend. 

I sincerely hope that the Gov- 
ernment sees fit to make this 
change in the law very soon. It 
cannot help but benefit the en- 
tire country from the consumer 
to the contractor, the wholesaler 
and the manufacturer. END 





About 
Mr. Schaefer 


When it comes to selling, 
genial Bob Schaefer, owner- 
manager of the Home Im- 
provement Company in Cull- 
man, Ala., has few peers and 
has long been recognized as 
one of the nation’s top mer- 
chandisers in the plumbing 
and heating industry. He has 
won numerous awards and 








contests over a _ period of 
years, including first prize in 
Domestic ENGINEERING’s All- 
Industry Merchandising Con- 
test in 1950. 
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Over 30,000,000 Bryant messages —all telling 
your customers to ‘‘see Mr. B’’—to see 
YOU. Big space —full color. Tie in! 








(AUTHORIZED BRYANT HOME COMFORT DEALER) 


Only “Mr. B’—the Bryant Home Comfort Dealer—has all 8 of 
these selling assets to build his business BIG: 





1. A name customers know and want 
2. The most complete line of automatic 
heating, air conditioning, water heating” i 
3. Quality equipment for every market 
4. Exceptional distributor service 
5. Professional sales training 
6. Personalized selling tools for you 



















7. National advertising featuring you 
8. Co-op “Mr. B” ads for local papers | 
For bigger profits now, for a secure and prosperous future—see your 






Bryant Distributor. Ask him about Bryant’s big ““Mr. B”’ action 
program, and how it can make sales and money for you! 


® 
AUTOMATIC HEATING 
AIR CONDITIONING 
WATER HEATING 
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Cuts installation time 
New White-Rodgers Plug-In 


Automatic Pilot connects in 








seconds to ultra-quiet “Cushioned 
Power” Solenoid Valve. 
Their revolutionary features have 


made installers demand them 





for gas-heating installations. 


It’s the talk of the industry 
— it’s new, different, bet- 
ter. All the facts are yours 
on request—send for de- 


scriptive literature today. 


FLASH! 


“Cushioned Power” 
Solenoid Valves 
have the Official 
Approval of all” 
S.U.R. UTILITIES 


*Except Phila. Gos Works 


di WHITE-RODGERS 
(ontrola rom ee ncn 


ST. LOUIS 6, MO. 
TORONTO 8, ONTARIO 









No matter how well built the heating plant 
you install...if'its performance depends on 
automatic controls...it can be no better than 
Gelemmereselene) em ysrenmmyeillel sme lami mrceninbelereer 
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177 9” 


HIGH RECOVERY 
WATER HEATER 





@ Now in one compact package—the water heater Power- 
house of the Industry—the New A. O. Smith Burkay “718”: 
403 gallons per hour at 100-degree temperature rise, 420,000 
BTU per hour—twice the size of former models! Here is 
a big heater for your big jobs. It opens the door to many 
new applications for commercial water heating not previ- 
ously available to the gas-fired water heating field. A real 
sales opportunity for you! Ideal for large restaurants, 
laundries, apartment buildings, swimming pools, and in- 
dustrial plants. 


The Burkay “718” has a lot to offer, unmatched in the 
trade—a water heater with twice the capacity of former 
models, thereby reducing the added expense of multiple 
heater connections; especially designed as a straight Re- 
covery Heater and Booster-Recovery Two-Temperature 
Heater; incorporates in its design the time-tested, exclusive, 
plus features found in other A. O. Smith Burkay heaters— 
copper construction for clean, rust-free hot water; sturdily 
designed for long, service-free life; patented burner and 
heat exchanger for remarkable operating economy and in- 
stant heat response to hot water demands. 

































It will pay you to see this outstanding new addition to 
the Burkay line. Better still—see it at your A. O. Smith 
distributor. Full details available. 


“Plenty of Hot Water Pays All Ways” 


Investigate, today, the many advantages of the ‘“‘“Gas Way” 
to heat water more quickly with this clean, economical fuel! 










! A. O. SMITH CORPORATION 








’ | 

Thr ough research a ++ better way i Permaglas Division, Kankakee, Illinois DE-955 

| Gentlemen: Please send me, today, full details on the "718." , 

; Name. ccccccccccccccccccceccee écteseore eeeeeceeees eeeceee i 

I 

Company..sccccccevvevecsccceses eevee ee eereeeee eorereere 1 

C . ee oe i ini ratcniltenlinthehatenkatnsbernatadsetan ane 

J City. cocccccccccccccccccccccecess sLOne...-otate eoeeeseees . i 

PERMAGLAS DIVISION @ KANKAKEE, ILLINOIS ae eee Gow Se Se OS GS Ge ee Ge oe ee ee ee oe oe oe ee el 
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Plumbers make 


DOUBLE PROFITS EASY 
















with 


AUTOMATIC DISHWASHERS 
and DISPOSALL’ Food Waste Disposers 


£ 





= 


Plumbers who are getting dou- 
ble profits by sed/ing as well as 
installing these two Hotpoint 
kitchen appliances will tell you 
it’s great business...a wide 
open market! They find 
Hotpoint Dishwashers and Dis- 
posalls easy to sell because... 








Hotpoint Outwashes All Other Dishwashers! 


Only Hotpoint washes everything twice—with fresh detergent 
in each wash! Everything comes out sparkling clean! Available 
in 27” Undercounter models, 48” Dishwasher-Sinks, Maple- 
top or Porcelain-top Mobile models for home demonstration. 
Also, pump-drain models that often cut installation time in half! 









TWICE THE LIFE... HALF THE WEAR! 


Flywheel reverses automatically in De Luxe Control Cover 
models MW9 and MWP9, giving double-edged shredders 
twice the life of those found in ordinary disposers. 

Hotpoint’s Low-Cost model MW10 takes food waste con- 
tinuously and is readily adaptable for easy installation with a 
pump-drain dishwasher. 


See Your Hotpoint Distributor For Details On The Complete 
Hotpoint Dishwasher-Disposall Line! 


HOTPOINT 5, ha (A Division of General Electric Company) 5600 West Taylor Street, Chicago 44, illinois 
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PUMPS FOR THE HOME 







PUMPS FOR THE FARM 







When you sell 
PEERLESS fe 
YOU OFFER 4 
somet hing ra OH es 


FOR EVERYONE 


ELECTRIC oriuns PUMP 


SHALLOW WELL WATER KING 












A pump for every purse; a pump for every purpose — 

that’s the way the Peerless check list reads and that’s 

what Peerless provides in its complete dealer pump 

line. When you sell Peerless you always have the right 

pump to make the sale. From scores of types, from 

hundreds of pump models and sizes for farm, home 

and commercial businesses, you offer something for 

everyone. And when you offer more you sell more and 

make more. In the pump game you really take in the | 

profits with a Peerless dealership as your “ace in the | 
| 






UTILITY PUMP 


ee me ee eee 


SUBMERSIBLE PUMP 














hole.” Make your dealership pump headquarters in your 






community by taking on the complete line—the quality 
line, the profitable line—THE PEERLESS LINE. 






PEERLESS PUMP DIVISION 


FOOD MACHINERY AND 
AE SSAA A ee CHEMICAL CORPORATION 







Factories: Los Angeles 31, Calif. & Indianapolis 8, Ind. 

Offices: New York; Atlanta; Chicago; St. Louis; } 
Indianapolis; Phoenix; Fresno; Los Angeles; San Francisco; | 
Plainview and Lubbock, Texas; Albuquerque, New Mexico. 

Distributors in Principal Cities. Consult your Telephone Directory 












PEERLESS PUMP DIVISION 
Food Machinery and Chemical Corporation 


2005 Northwestern Avenue, Indianapolis 8, Indiana 
OR 301 West Avenue 26, Los Angeles 31, California 













Please send full details on Peerless Dealer Profit Plan. 







NAME 










COMPANY ae 










ADDRESS 





CITY 
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A Tip from Texas on 


He Sells 


THE PLUMBING CONTRACTOR 
with a good reputation and 
plenty of contacts with the pub- 
lic can make money consistently 
selling automatic washers—if he 
provides the necessary display 
space to permit prospects to see 
the washers and examine them 
in operation. 

That, at least, is the experience 
of Winston Plumbing Company 
in Corpus Christi, Texas. The 
company sells from 40 to 50 
automatic washers a month, and 
three out of every four of these 
sales are made on the sales floor, 
according to B. L. Winston, 
manager. 


The company is credited by 
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dr 


one manufacturer with selling 
more washers than any other 
outlet in its trade territory. 
However, Winston is a versatile 
businessman and has also built 
a big scale contracting operation. 

“The plumbing contractor who 
has a reputation for quality 
workmanship has an inside track 
when it comes to selling auto- 
matic washers,’ Winston de- 
clares. “He has the natural con- 
tacts, and these contacts enable 
him to build a reputation for 
relizb‘lity—an important factor 
in selling washers.” 

The company has no outside 
salesmen as such. Winston and 
a floor salesman occasionally go 


B. L. WINSTON, Cor- 
pus Christi, Tex., con- 
tractor, is a top mer- 
chandiser of clothes 
washers. He says 
plumbing firms have an 
advantage in such sell- 
ing because of the con- 
fidence the public has 


in their services. 


pliance Merchandising... 


a Month... 


out and call on a prospect but 
only if the lead is “hot.” Most 
such leads come as a result of 
store advertising or the recom- 
mendation of a custcmer. 

“By spending money on news- 
paper and radio advertising,” 
Winston says, “with some spe- 
cialty promotion thrown in, we 
bring prospects to the store or 
induce them to telephone us. 
Such prospects are truly inter- 
ested in buying and there’s little 
danger of wasting time on ‘curi- 
osity enquiries.’ ” 

Winston is a firm beliver in the 
quality of “voluntary” prospects. 
“When a woman comes to the 

(Please turn to center of page 148) 
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LENNGX 


Thousands of loyal Lennox dealer-partners have helped 
make Lennox the No. 1 name in warm air heating. Here, 
in this representative listing, are but a few who have been 


LENNOX DEALERS FOR 25 YEARS OR LONGER 


© £. H. Corley, Fayette, la. 

© Heverly Hardware, Center Point, la. 
© The Holm Hardware, Story City, la. 

© IIten & Taege, Inc., Cedar Rapids, la. 
® Johnson Plbg. & Htg. Co., Osage, Ia. 
© Koeberly-Heyer Co., Sumner, Ia. 

© Koehh Hardware, Atkins, la. 

© Ray E. Pauley Co., Mason City, la. 

© Peterson Hardware & Elec. Co., Dows, Ia. 
® Peterson Plbg. & Htg. Co., Dayton, la. 
©@ J. Pfaltzgraff & Son, Dumont, Ia. 
eM. B. Richardson, Renwick, la. 

© Ammer Hardware, Monroe, Ia. 

© Bergh Plbg. & Htg., Wayland, Ia. 

© Brown's Hdwe., West Branch, la. 

© Clayton Plbg. & Htg., Corydon, la. 


© Ft. Madison Tin & Fre. Co., Fort Madison, la. 


© Jacob Kimm, Norway, Ia. 

@ J. W. Shkolnick, Centerville, Ia. 

© J. E. Brownlee & Son, Mallard, Ia. 

@ John & Jerry Hdwe., Buffalo Center, la. 
© F. M. Johnson, Lohrville, la. 

® Laing & Muckey, Algona, Ia. 

© CH. Lichty & Son, LuVerne, Ia. 

© Poul & Larson, Odebolt, Ia. 


© Wigdahl Bros., Ruthven, Ia. 

© J. W. Alexander & Son, Panora, la. 

© M. W. Grove, College Springs, Ia. 

® Nelson Tin & Fee. Wks., Council Bluffs, la. 
© EH. Redfield, Woodbine, Ia. 

© Albert G. Schultz, Schleswig, la. 

® Johnson Sheet Metal Shop, Albert Lea, Minn. 
@ Henry Langmack, Springfield, Minn. 

© B. B. Lockerby, Faribault, Minn. 

® Quality Sht. Mtl. Wks., Winona, Minn. 

© Schwickert Hdwe., Mankato, Minn. 

© H.C. Simonsen, Farmington, Minn. 

® Babcock Hdwe. Co., Anoka, Minn. 

© Buffalo Plbg. & Htg. Co., Buffalo, Minn. 
® Osakis Plbg. & Htg. Co., Osakis, Minn. 

© L. Pancratz Co., Little Falls, Minn. 

© H. Sandgren, Fosston, Minn. 

® Dean White, Brainerd, Minn. 

@ E. A. Babbitt, Seymour, Wisc: 

© Badger Sheet Metal Wks., Green Bay, Wise. 
© Bocher Bros., Gillett, Wisc. 

© (. F. Bradley, Stoughton, Wisc. 

© Mathew Daane, Oostburg, Wisc. 

® Diedrich & Co., Fond du Lac, Wisc. 

© Droegkamp Fre. Co., Milwaukee, Wisc. 





ADDITIONAL NAMES WILL APPEAR IN SUBSEQUENT ADS 


Ask a Lennox Dealer why he’s a Lennox Dealer... then you'll be one too! 


THE LENNOX FURNACE COMPANY 


MARSHALLTOWN, IOWA °* SYRACUSE, N. Y. * COLUMBUS, OHIO 
SALT LAKE CITY, UTAH * LOS ANGELES, CALIF. * FT. WORTH, TEXAS 


DECATUR, GA. * DES MOINES, IOWA ©* In Canada: TORONTO and CALGARY 
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People’s Gas Co., Chicago, exhibits 
up-to-the-minute radiant heating 


% ( ee 


an 










New Milvaco bronze 
manifold supply 
header, No. 1365 


New Milvaco bronze 
balancing valve 
manifold, No. 1355 


recur designed for radiant panel heating sys- 
tems, Milvaco manifold supply headers and balanc- 


Milvaco is proud to have its 
° a . ing valve manifolds are ideal for both private homes 
manifold valves included in this and large commercial buildings. These units are made 


to accommodate virtually any number of circuits. Easily ae 


educational model installation cut installation costs by reducing soldering and sweat- 


ing time, plus eliminating the need for extra fittings 






















and joints. Choose from 3, 4 and 5 series for copper The s 
tube sweat connections — in %” by 1144” and 14” by — 
114” sizes. Single control balancing valves are also with 
available. moto! 
Ready Reference Catalog B255 is a handy 
: ; : ; FOR | 
guide for selecting the right Milvaco valve ligh 
for every job. For your copy write: ighte 
simpl 
| instal 
MILWAUKEE VALVE COMPANY vl 
insuls 
Reg. ] 
A Subsidiary of A-P Controls Corporation 
2373 South Burrell Street 
Milwaukee 7, Wisconsin 
THE MARK OF PERMANENT QUALITY G 
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UNUSUAL RESISTANCE TO MOISTURE of G-E jet-pump motors is due to unified insulation 
including Mylart polyester film—proved over 35 times as moisture-resistant as paper. 
Fully dripproof for horizontal or vertical use (with drip cover). 


Why G-E motors power 
today’s leading jet-pumps 


..« AND HOW YOU AND YOUR CUSTOMERS BENEFIT 


The same superior features which lead top 
manufacturers to power their jet-pumps 
with ‘“‘years ahead’ General Electric 
motors are also important to you: 


FOR EXAMPLE, up to 14 smaller size and 
lighter weight of these modern motors 
simplify your stocking, handling, and 
installation. Easy-to-reach terminals 
speed connection. And moisture-resistant 
insulation, ten-year factory lubrication, 
Reg. Trade-mark of General Electric Company. 


and wear-resistant switches combine to 
provide long-time, extra-dependable per- 
formance for your customers. 


GET THE BEST IN MOTORS on the next 
jet-pumps you order by specifying and 
insisting on ‘Equipped with G-E 
motors.”’ And for more information on 
G-E jet-pump motors—!4 to 1!4 hp 
write for Bulletin GEA-5902 to Sect. 
702-25, General Electric Company, 
Schenectady 5, New York. 


tDupont Trade-mark. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 


EXTRA DEPENDABILITY is typified by G-E 
switch with positive snap-action, Texto- 
lite* wear pads, and long-life, knife- 
edge hinges. Life tests run up to 3!%4 
million operations, equal to 80 years’ use. 


EASY HANDLING AND CONNECTION 

Motors are compact, lightweight. Hold 
ing-nut welded inside shell offers quick 
conduit connection from outside. Large, 
shallow terminal box eases lead hook-up. 


LOCAL G-E SERVICE—Providing prompt, 
efficient service for your customers, a 
constantly increasing network of over 
250 G-E Small-Motor Service Stations is 


ready to back up your sales 





... with GENERAL 
Tankless Water Heaters 


1 Get complete coverage 
2 Save installation time 
3 Give lasting satisfaction 


Here are three excellent reasons for 
choosing GENERAL Tankless Water 
Heaters for all your service water heat- 
ing jobs. First; the completeness of the 
GENERAL Line gives you a real compe- 
titive advantage ... assures you exactly 
the right type and size heater for every 
installation from a cottage to a sky- 
scraper. Second; GENERAL’s modern 
design makes every installation quick and 
easy — whether it’s on the floor or over- 
head. There’s no complicated piping. 
Just tap into steam or hot water service 
supply. Third; GENERAL’s top-quality 
construction eliminates costly call-backs. 
,Every GENERAL is designed to give 
lasting, troublefree performance... last- 
ing customer satisfaction. 


Get all the advantages of GENERAL 
Tankless Water Heaters on every job, 
whether it’s new construction, remodel- 
ing, or expansion. For full details, write 
for Catalogs 21 and 61. General Fittings 
Co., Box 151B, East Greenwich, R. I. 


GENERAL 
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Easy to install... The uNnarco dual-vector is 
easily fited between studding. The unit contains 
heating and cooling coil, blowers, motor and con- 
trols—and is available in Model DV-60 (shown) 
and Model DV-120 (of larger dimensions and 
capacities). 
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apartment building installs 


<g> clual-VECHOIS to “beat the heat” 









































The people who live in this apartment will enjoy year 
around UNARCO weather conditioning. In winter, clean, 
even, hot water heating; and in summer, cool, filtered 
and dehumidified air—ALL FROM ONE SYSTEM. 

That’s because new uNARCO dual-vectors, each with 
its own control knob, allow you to select the exact tem- 
perature desired for each individual room. The UNARCO 
“hydro-pac” water chiller supplies the cooled water and 
your boiler provides heated water for the system. 

Truly revolutionary, this new development offers the 
luxury and comfort of weather tailored to the needs of 
each member of the family. Most surprising! This com- 
bination heating and cooling is available.at little more 
than the cost of a hot water heating system alone. 

Builders! Contractors! Architects! The UNARco dual- 
vector offers you a fine opportunity to broaden your mar- 
kets by offering the finest in heating and cooling facilities 
available today. Write NOW for detailed information 
regarding cost, design and operational data! Address: 
Dept. 101G, HEATING & COOLING DIVISION; 


UNION ASBESTOS & RUBBER COMPANY 
332 S. Michigan Avenue Chicago 4, Illinois 


CWall-VECIOFS 


provide year ‘round 
weather conditioning 
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ANOTHER FACTOR in successful washer selling is to “make plenty 
of noise about your lines.” Winston keeps his attractive showroom 
filled with washers and demonstrators. His window posters, over- 
head signs and other advertising also push washer units. 


He Sells 50 Washers a Month 


(Continued from page 142) 
store in response to our advertis- 
ing, or she hears about us and 
telephones for information about 
a washer, she is a voluntary 
prospect. She is ready to buy a 
washer, not just chat about one.” 

Repossessions are so low that 
the company seldom has enough 
used washers to advertise, al- 
though it does take in old wash- 
ers in trade on new units. The 
low rate of repossessions is due 
to the firm’s concentration on 
voluntary customers, he says. 

This repossession situation is 
doubly surprising since the com- 
pany sells a lot of washers with 
no cash down. 

“We investigate a prospect’s 


148 





credit closely,” Winston says. “In 
many cases, however, we already 
know the credit status of our 
prospects, through having done 
work for them or sold them 
other merchandise. And if a per- 
son’s credit is good enough for 
us to risk setting a washer up in 
her home with only a few dollars 
down, it is good enough for us to 
do the same thing with nothing 
down.” 

Although the company fre- 
quently features no money down 
and a liberal allowance on old 
washers, it always emphasizes 
that its selling price includes 
professional installation of wash- 
ers and a guarantee that they 
will perform at maximum effi- 





ciency. The company’s reputa- 






tion as a reliable plumbing out- 
fit is a major sales asset, Winston 
points out. 

Plumbing stores are natural 
outlets for washers,” he declares. 
“The plumbing contractor has a 
definite advantage over the aver- 
age retail outlet handling wash- 
ers. He is known by hundreds 
of homeowners, and through the 
years he has built up a wide ac- 
quaintance and a reputation for 
quality workmanship. What is 
more logical than for a house- 
wife to call on the plumbing con- 
tractor who has been taking care 
of her plumbing needs all these 
years when she wants a washer 
—if she knows that he handles 
washers? That’s the rub—some 
contractors don’t make enough 
noise about their appliances.” 


» The Winston organization 
makes plenty of noise. Not only 
is the general public kept aware 
of its automatic washers through 
newspaper and radio advertising, 
but the store itself is a magnet 
to draw customers. It is an at- 
tractive building, fronting more 
than 60 feet on an important 
boulevard. There are no back- 
grounds to the windows, permit- 
ting passersby to see into the 
well-lighted store. Neon signs 
and window posters keep the 
public interested in what’s go- 
ing on inside. The appearance 
of the store itself is one reason 
for big-volume sales. 
Demonstrators are hooked up 
on the floor, permitting a pros- 
pect to see just how a unit works. 
In some cases the company will 
send a unit to a home, hook it 
up and leave it on approval. 
Winston Plumbing Company 
was founded by Jack Winston, a 
veteran in the business, who now 
devotes his time to Ajax Plum- 
bing Company, a wholesale con- 
cern in Corpus Christi. B. L. 
Winston and his three brothers 
operate various departments of 
the Winston set-up, with B. L. 
specializing in selling. END 
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What New Touch 


adds so much 


Ke 
Water Heater 


Merchandising? \ 











Fora brand new page in your selling book turn this page 







NO OTHER TOUCH 
CAN ADD SO MUCH AS 


COLOR ¢ STYLE ¢ DIAL-ABILITY 


combine to make merchandising magic Ys 








The future is bright for water heater sales... bright with : 
color...bright with style... bright with features that sell! 
General Controls’ Color Styling gives water 

heaters that sparkling smart ‘appliance look” 

that makes people want to buy. 

General Controls’ Contour Styling blends the 
temperature control to the water heater for that 
clean-line design that “belongs” in the modern home. 
General Controls’ Dial-ability makes lighting 
and setting so simple and confusion-free that any 
woman's sure to say: “That’s the one for me:’ 













































GENERAL CONTROLS WATER 
HEATER THERMOSTATS...FOR THI 
FASHION LOOK THAT SELLS 
Color, Contour Styling, Dial-ability — 
combine to make merchandising magic 
that demands attention on the display 
floor ...appeals to the housewife 

with “brighter kitchen” ideas... 


sells against colorless competition! 










GENERAL CONTROLS 


MANUFACTURERS OF AUTOMATIC CONTROLS FOR HOME, INDUSTRY AND THE MILITARY 





FIVE PLANTS: IRON MOUNTAIN, MICHIGAN > 
GENERAL CONTROLS «+ Penrex Controts GLENDALE, CALIFORNIA + BURBANK, CALIFORNIA + 


SKOKIE, ILLINOIS + GUELPH, CANADA 








40 FACTORY BRANCH OFFICES SERVING THE UNITED STATES AND CANADA 
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Sales Aids 


(Continued from bottom of page 130) 
assembled into packaged seasonal 
promotions, Material most applica- 
ble to the dealer’s area is selected 
from a folder, which dealers period- 
ically receive, containing illustra- 
tions and descriptions of available 
sales aids. 

Manufacturer: Janitrol Heating 
& Air Conditioning Div., Surface 
Combustion Corp., Columbus 16. 


Clothes Laundering Guide 

A new ten-page guide to laun- 
dering infants’ clothes has been an- 
nounced by Hotpoint. The book is 
designed especially for dealers to 
use in sales presentations or as a 
direct mail piece to stimulate con- 
sumer interest in automatic wash- 
ing and drying equipment. In- 
structions for laundering and care 
of infants’ clothes are based on re- 
search and study by the company. 

Manufacturer: Hotpoint Co., 5600 
W. Taylor St., Chicago 44. 


Heating Sales Manual 

A new heating sales manual for 
use by dealers is enclosed in a 
plastic case designed to fit in a 
shirt pocket. Inside the case is an 
accordion fold of six transparent 
pockets in which are inserted color 
pictures of the company’s heating 
and cooling equipment. On the re- 
verse side of each card are con- 
densed specifications. The manual 
includes an identification card and 
memo pad. 

Manufacturer: The Meyer Fur- 
nace Co., 1300 S. Washington St., 
Peoria 1, IIl. 


Repair Parts Book 

Kohler has announced a new 
booklet listing brass repair parts 
for fittings contained in its K-56 
catalog. The booklet, designed to 
simplify identification and order- 
ing, features exploded views of fit- 
tings throughout. Fittings most 
widely used are illustrated. 

Manufacturer: Kohler Co., Koh- 
ler, Wis. END 


Good Reading e « « Continued from bottom of page 45 


Rotary machines bulletin. Illus- 
trated bulletin presents the line of 
hand and power operated rotary 
machines, rolls and’ accessories. 
Described are deep throat and 





ewe: ond hemd epereted 


NIAGARA | 


throatless combination machines, 
deep throat beading machines, 
throatless crimping and _ beading 
machines, etc. An illustrated se- 
lection chart, showing various job 
operations, is included. 

Available from: Niagara Ma- 
chine and Tool Works, 683 North- 
land Ave., Buffalo 11, N. Y. 


Relief valve catalog supplement. 
Supplementing the company’s re- 


lief valve catalog, contains four 





new temperature - pressure relief 
valves. Provides sizes and specifi- 
cations. 

Available from: The Patrol Valve 
Co., 2310 Superior Ave., Cleveland. 


Air eliminator data sheet. In- 
stallation data sheet gives methods 
of installing the line of air elim- 
inators on steam mains. Also dis- 
cusses installation of vapor equal- 
izing valves and air eliminators for 
radiators and basement mains. 

Available from: Gorton Heating 
Corp., 546 South Ave. E., Cran- 
ford, N. J. 


Flush valve repair kit catalog. 
Two-color catalog describing the 
line of flush valve repair kits, 
plumbing specialties and mainte- 
nance items. Designed to speed 
identification and _ selection. In- 
cludes cross-sectional views of 
flush valves. Assemblies and parts 
are identified and indexed. 

Available from: Crest Mfg. Co., 
4-65 Forty-Eighth Ave., Long Is- 
land City 1, N. Y. 


Heating and air conditioning bul- 
letin. Illustrated, eight-page bulle- 
tin contains dimensions, capacities, 
control arrangements and specifi- 


Ch 2kstTae 


CONDITIiOoOnenr 


mae tree 


wateee WieeTh A Ceerder + 





cations on the company’s new heat- 
ing - cooling conditioners for 
residential applications. Includes 
typical installation diagram. 
Available from: Warren Webster 
& Co., 1659 Federal, Camden, N. J. 


Valve circular. Two-color circu- 
lar presents the company’s valve 
with flange on both sides, drilled 
for attaching to wall. Illustrates 
and describes installation proce- 
dures and applications. 

Available from: Stephen A. 
Young Corp., Flora, Ind. 


Trane Revises Air Conditioning Manual 


Newly revised edition of the 
company’s air conditioning manual 
contains 380 pages of technical in- 
formation, illustrations and charts 
on all phases of air conditioning. 
New material has been added to 
chapters on heat and comfort, and 
examples have been revised in sec- 
tions on heating and cooling with 
air, moisture calculations, latent 
heat calculations, dry bulb tem- 
perature and humidity, by-passed 
return air and capacity of refrig- 
eration plants. Included is new 
data on refrigerants, air supply and 
compressors. Copies are $6.50. 


> 





Available from: The Trane Com- 
pany, La Crosse, Wis. 















































PLUMBING CONTRACTORS 
AND BUILDERS HAVE ASKED 
FOR THEM!... 








HAS PRODUCED THEM! 
— 
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whatever your plan...see 


the} BRADFORD | man... 














for the most complete line of 


galvanized and glass-lined water heaters 


in the nn ee eee 
30 GALLON 











50 GALLON 
TABLE TOP UPRIGHT 
Ve2eagGs Giass-LiNeD GLASS-LINED 


BRADFORD water heaters sold EXCLUSIVELY through master plumbers 








Since 188] 


a FOREMOST WATER HEATER MANUFACTURER 


RANGE BOILER CO. 


24TH & ELLSWORTH STS. + PHILADELPHIA 46, PA. 
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America’s 
Finest 
Septic 


Tank... 













GUARANTEED 
for 20 Years! 


Give your customers this protection! Only the 
San-Equip Master Tank is guaranteed against 
failure due to corrosion or structural failure 
for 20 years after date of installation. 





@ Heavy all-welded, steel construction — within the tank — more complete settling 
engineered for maximum strength. out and digestion of solids. 


@ Access opening can be extended to sur- 
face of ground for pumping out tank with- 
out costly digging. 


@ Hot dipped in mineral asphalt to pro- 
vide a corrosion-resistant coating inside 
and out. 

Master Septic Tanks are available in 


@ Additional bituminous emulsion protects 300 to 1500 gallon capacities 


inside surfaces against the corrosive action 


of sewage acids. For further details, contact your plumb- 


ing wholesaler or write SAN-EQUIP INC., 
@ Horizontal design permits longer flow Syracuse 5, N. Y. 


a 
NOTE: Master Tanks of 500 gallons and larger comply with all require- on 
ments of Commercial Standard 177-51 — as accepted by FHA, Veterans ro | By | a i 
Administration and U.S. Public Health Service. 
SEPTINCOG TAwxS 
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Two screws secure mounting With the cover removed, just Place cover on thermostat and secure 
, base to wall. Then connect F push the room thermostat on it by tightening two screws ... one on 
wires to terminals. mounting base. each end of mounting plate. 


3 SIMPLE STEPS TO INSTALL NEW 
HEATING-COOLING ROOM THERMOSTAT 


. within one-half degree of selected level .. . 
Save time, labor and money and, “‘cold anticipation” to assure closer con- 


trol of cooling temperature and lowest rela- 


No fuss . . . critical alignment . . . no hard- 
tive humidity. Be sure the packaged air 


to-get-at terminals . . . only the Penn heating- 


cooling thermostat is so easy to install! But, conditioning you sell and install is equipped 


that’s not all. Only Penn gives you “heat an- with Penn automatic controls. 


ticipation” to hold heating temperature Penn Controls, Inc., Goshen, Indiana. 
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AUTOMATIC CONTROLS 


FOR HEATING, REFRIGERATION, AIR CONDITIONING, GAS APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 
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“Here’s a pipe-threading ma- 
chine that’s so easy to operate 
and move that I can do more 
jobs and make extra profits. 
And threading by power is only 
one of the jobs you can do with 
the versatile Oster #142 
Featherweight Champ. 





“Although the Featherweight 
Champ is tough enough to take 
it, its fight weight and detach- 
able stand combine to make it 
an ideal portable one-man unit. 


Rugged aluminum alloy case... ball-bearing mounted 
driving gears, machine cut and hardened ... universal, 
reversible, variable speed motor...just three of the many 
features which make the #142 Featherweight Champ 


a real value. Standard range is %” to 2” pipe. 
Get all the facts on this profit-emaker now. See your near- 
by Oster Distributor or write direct for free literature. | 


BUILDERS OF COST-REDUCING THREADING EQUIPMENT SINCE 1893 
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“FEATHERWEIGHT CHAMP” 


weighs only 80 pounds... 


“Cutting-off and reaming the 
pipe are really simple with the 
Featherweight Champ. Just 


“Turning up or taking off fit- 
tings is a breeze. The new 
wrenchless chuck has a_ posi- 































tive ‘no-slip’ grip in both right- 
and left-hand direction. 


use your regular hand tools . 
the machine does the work. 





A LOW COST 


joy gok=Me aat-Cosabbal- eae 


small in size... 


big in 


jol=s ene) gaat-baner- 


“The Featherweight Champ 
can handle your big jobs, too! 
This special drive unit attach- 
ment, available as extra equip- THE 
ment, increases capacity to 12” 
pipe, when used in conjunc- 
tion with geared tools.” 








MANUFACTURING CO. 
Main Office and Factory: 
2045 East 61st St., Cleveland 3, Ohio 


New York Factory Branch Sales and Service, 
25-36 Jackson Ave., Long Island City 1, N.Y. 









THREADED PIPE 
17'S TIGHT-IT'S BEST-COSTS LESS 











Shopping with D. E. 





(Continued from page 78) 

Fuel Oil Valve 

An improved packed type shut- 
off valve for fuel oil tank and oil 
drum installations has been an- 
nounced by Anderson Brass. The 
large pipe thread end allows the 
valve to be fastened directly to the 
tank or drum in just one op- 
eration. The angle body design 
eliminates sharp tubing bends and 
a special alloy stem and wheel 
handle provides easier and more 
accurate seating. Available sizes 





include %%-in. compression by 14- 
in. male pipe thread; 3%-in. com- 
pression by %-in. male pipe 
thread; %4-in. flare by %-in. male 
pipe thread; and *%-in. flare by 
34-in. male pipe thread. 
Manufacturer: Anderson Brass 
Co., 5303 Twelfth St., Detroit 8. 


Polyethylene Sink Trap 

A new model polyethylene P- 
type sink trap introduced by Ar- 
thur S. LaPine can be installed 
without tools and dismantled by 
hand for cleaning. Its all-poly- 


Modine Announces New 





Modine has announced a new 
line of unit heaters for applications 
where internal corrosion problems 
are particularly severe. The units 
provide maximum resistance to in- 
ternal corrosion through use of 
special premium alloys for con- 
denser tubes. Condensers are com- 
pletely coated with a baked finish 
selected for its resistance to salt 


ethylene construction is resistant to 
acids, alkalies and other chemicals. 
The basic parts consist of the out- 
flow pipe with lock nut, trap and 
outlet union. A strainer and stop- 





per, and also an interchangeable 

high level drain, are furnished. 
Manufacturer: Arthur S. LaPine 

& Co., 6001 S. Knox Ave., Chicago. 


Heat-Exchanger Door 

A new self-seating, quick-open- 
ing door developed by Patterson- 
Kelley is designed to reduce the 
time to open heat exchangers and 
other pressure vessels. The door is 





locked and unlocked by means of 
bars and requires about 5 seconds 


Unit Heater Line | 


air, humidity and even mild acid 
or alkali atmospheres. Casings are 
Bonderite - treated and sprayed 
with the same protective finish. 
The units weigh no more than 
standard unit heaters having the 
same capacities. The corrosion- 
resistant units are available with- 
out motors, if desired, for replace- 
ment of standard units whose con- 
densers have failed. Capacities of 
12 horizontal delivery units range 
from 43,000 to 280,800 Btu/hr. Six- 
teen vertical delivery types have 
capacities of 140,300 to 609,600 Btu/ 
hr, and 10 “Power Throw” (hori- 
zontal delivery draw - through 
type) units have 195,700 to 609,600 
Btu/hr capacities. 

Manufacturer: Modine Mfg. Co., 
Air Conditioning Div., Racine, Wis. 


to open. The door is designed for 
use on heat exchangers that carry 
high-fouling liquids and require 
frequent entry for cleaning and in- 
spection. It is capable of withstand- 
ing temperatures from -70F to 
400F and pressures ranging from 
full vacuum to 300 psi. A mechani- 
cal lock safety device prevents the 
door from opening under pressure. 

Manufacturer: The Patterson- 
Kelley Co., Inc., E. Stroudsburg, Pa. 


Return Air Baseboard 

A new extended baseboard re- 
turn air grille has been introduced 
by Lima Register as a companion 
to its extended baseboard diffuser. 
The return air baseboard is avail- 
able in a 4-ft size with 52.2 sq in. 
free area, and a 2-ft size with 26.6 
sq in. free area. It features a medi- 





um biege finish, horizontal louver 
design, and may be assembled in 
multiples for continuous installa- 
tions by using the firm’s joining 
connector. 

Manufacturer: Lima Register 
Company, Lima, O. 


Refrigerator 

A new 11 cu ft refrigerator that 
has no freezer compartment has 
been introduced by Crosley. Styled 
as a companion piece for the firm’s 
home freezer, the refrigerator pro- 








vides 30 percent more space for 
fresh food storage. A freezing com- 
partment for ice cubes located 
across the top holds five standard 
size trays. The unit also features 
roll-out shelves and recessed door 
shelves. 

Manufacturer: Crosley Div., Av- 
co Mfg. Corp., 1329 Arlington St., 
Cincinnati 25, O. 

(Please turn to top of page 162) 


Domestic ENGINEERING, SEPTEMBER 1955 








Do 














¢ Temco units operate with equal efficiency on natural, manufac- 


tured, or L.P. Gas. 


That’s why Temco is the talk of the trade! .. 


timely topic: 


TEMCO GAS WALL HEATER TOPS ALL 
PREVIOUS SALES RECORDS! 

* Quickly, easily installed. ¢ Fits right into the wall between standard 
16” studding. © Ideal for homes with slab foundations. * 10-year 
written warranty on Porcelain Enamel Heat Chamber 
© Approved by A.G.A. 


TEMCO, Talew 


NASHVILLE 9, TENNESSEE 
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“THE COMPLETE LINE OF GAS HEATING EQUIPMENT” 


ROOM HEATERS * FLOOR FURNACES * WALL HEATERS 
WARM AIR FURNACES AND AIR CONDITIONING 
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A New Kind of T-Zone... 


Now, everyone in your trade area is a 
potential Temco customer, because... 


¢ Temco prices put the comfort and convenience of automatic gas 
heat within the reach of every family budget. 


. especially on this 

































Temco, Inc., Department B-735 
Nashville, Tenn. 


Please send me the full story on Temco’s Gas Wall Heaters. 


Firm Name 
Address 
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LEAKPROOF 


ao 


RING 















Patents 
2037737 
2089224 
2283945 
2246542 
2246543 


Duck-Bill 


BALLCOCK 





‘ @ Prevents leakage—Nylon Seat elimi- 
nates corrosion 


e@ Designed especially for Duck-Bill 
ballcock 


e Automatic snap shut-off feature 


@ Standpipe and shank are one-piece 
casting 


FOR OLD AND NEW INSTALLATIONS — WRITE FOR DETAILS 





5 Plumbing Brace Since 1890 
Gy ROCKFORD BRASS WORKS 
ROCKFORD : ILLINOIS 
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Joints of Chase’ Copper Water Tube and Chase Solder-Joint 
Fittings mean a radiant heating job that lasts longer! 


Because they’re strong solder joints, installation is faster and easier! 
the connections you make with Chase Together, Chase Copper Water 


Copper Solder-Joint Fittings stay tybe and Chase Solder-Joint Fit- 
leak-proof for good! 











tings mean a quality radiant heating 








The Nation’s Headquarters for Brass & Copper (*sales office only) 
Albany Chicago Detroit Los Angeles New Orleans Rochestert 
Atlanta Cincinnati Grand Rapidst Louisvillet New York St. Louis 
Baltimore Cleveland Houston Milwaukee Philadelphia San Francisco 

® Besten Dallas Indianapolis Minneapol:s Pittsburgh Seattle 
Charlotte t Denver Kansas City, Mo, Newark Providence Waterbury 


And because Chase Copper Water 
Tube comes in long lengths of 60 to 
100 feet, fewer fittings are required, 


BRASS & COPPER CO. 


WATERBURY 20, CONNECTICUT + SUBSIDIARY OF KENNECOTT COPPER CORPORATION 
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installation that will protect your rep- 
utation for good work! Bothare avail- 
able from your Chase Wholesaler. 














































Something’s 
in the AIR 
about selling 


tomorrow’s houses! 


No doubt about it! More and 

more people consider air conditioning 
essential in their homes. 

That’s good! Because it gives you a 


booming profit opportunity! 


GODIN NAH 


v 


the name to watch for great advances in 


AIR CONDITIONING Y REFRIGERATION 





Consider GAS air conditioning . . . 
Only the Servel gas air conditioner offers 
these sales advantages for you: 
Customer preference. The tremendous con- 
tinuing growth of the natural and bottled 
as industries clearly indicates that the 
ome owner prefers gas for cooling as well 
as heating. 
Low cost of ownership. Servel’s gas-fired 
units are inexpensive to install. Only Servel 
offers the simple and exclusive absorption 
aes principle, with no moving parts. 
is cuts service calls and maintenance 
costs to a minimum, resulting in low-cost 
ownership. 
Co-operation of utilities. You can expect 
close co-operation from the gas suppliers in 
your area in the promotion of air-condi- 
tioned homes. 
Time-tested equipment. You can offer 
Servel gas air conditioning with confidence. 
Five-year factory warranty is backed by 
Servel, producers of package residential air 
conditioners since 1939. 


When selecting an air conditioning 
brand fo sell... 
investigate Servel All-Year® air conditioners. 
They offer all seven important comfort benefits 
to help you sell more . . . and profit more. 

1. Cooling in summer. 

2. Heating in winter. 

3. Removal of excess moisture in summer 

air. 

4. Humidification of winter air.* 

5. Cleaning of air. 

6. Circulation of air. 


7. Ventilation with outside air. 

*Gan be added by installer on 2-ton model. 
What’s more—the exclusive Servel absorption- 
type system operates with no moving parts. 
Your customers benefit from lower cost 


ownership. 


ANN 


There are important new 


developments at Servel... 

And they promise a brighter, more profitable 
future for you. 

New Servel products are being developed 
at an increased rate in Servel’s newly 
expanded research facility. 

New compact 3-fon unit. Servel is now 
field-testing a new full-capacity (ASRE 
Standards) unit requiring only slightly more 
floor space than the average 2-ton model. 
Weight is reduced over 50%. Major com- 
ponents cut from 6 to 2. Simpler installation, 
simpler controls, easy service access will 
save time and money for both you and your 
customers. 

New Servel advertising will keep the Servel 
name in your prospect’s mind. It pre-sells 
your prospects on the desirability of Servel 
air conditioning. 

With this dynamic new Servel program you 
get the finest air-conditioning equipment to 
give you faster sales, bigger profits. 


Put the proven sales magic of Servel All- Year 
air conditioning to work for you. Send for 
complete information today. Write: SERVEL, 
INC., Dept. DE-95, Evansville 20, Indiana. 
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LOWEST PRICES! Many standard models 
of Dodge trucks are priced lower than all other 
makes! Yet with these low prices, quality-built 
Dodge trucks are dependable as ever. 


HIGHEST POWER! Power-Dome V-8 en- 
gines, with 169 to 202 hp., are the most power- 
ful of any leading trucks. Save time, save on 
operating costs, with these short-stroke V-8’s! 
You'll save with Dodge thrifty 6’s, too! 
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THE FORWARD LOOK! Now Dodge brings 
the Forward Look to trucks. New wrap-around 
windshield (biggest of any make!) means added 
visibility and safety! More reason why you 
should look at Dodge before you buy any 
truck. Why not phone your dependable Dodge 
truck dealer, today? 


DODGE Job -kited “TRUCKS > WITH THE FORWARD LOOK! 
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(Continued from page 156) 
Power Hack Saw 
A new power hack saw designed 
to cut steel plate, sheet metal and 
various kinds of building materials 


i Pibdscsissces 








has been announced by Producers 
and Distributors. Called the Key- 
Hak, the portable tool is used to 
make straight, circular or scroll 
cuts, and will make entrance into 
wood and other building materials 
without drilling. Its 360 deg. rota- 
bility permits complete control at 
all times regardless of the direction 
of the cut. 

Manufacturer: Key-Hak Div., 
Producers and Distributors, Inc., 
1321 Hanover Ave., Allentown, Pa. 


Tankless Water Heater 

A new all copper tankless hot 
water heater for use with forced 
hot water heating systems has been 
announced by Gerstein and Cooper. 
The unit features copper integral 





finned tubing and a heavy gauge 
de-oxidized copper shell with glass 
fiber insulation. Heavy octagon 
wrench grips are provided and no 
gaskets or bolts are employed, per- 
mitting installation without special 
tools. The heater is installed in the 
riser, eliminating return pipe and 
fittings, and is provided with aqua- 
stat tapping. It is also light in 
weight for one man installation. 

Manufacturer: Gerstein and 
Cooper, Inc., 1-3 W. Third St., South 
Boston 27, Mass. 


Room Air Conditioner 
Automatic Firing has introduced 
its new “Limed Oak” series of room 
air conditioners featuring a flush- 
mounted limed oak face designed to 
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blend with venetian blinds and 
other room decor. The units are 
available in °3%4, 1 and 1% ton 
sizes with capacites of 9,000, 12,000 
and 18,000 Btu, respectively. Other 
features include a high capacity two 
cylinder compressor and oversized 
coils, thermostatic control and an 
all-steel bonderized outside cabinet. 
Manufacturer: Automatic Firing 
Corp., 4417 Oleatha, St. Louis. 


Bathroom Cabinet 

A new bathroom cabinet de- 
signed by Mirro-Glo features a 
decorative black baked enamel 
frame, full dimension perimeter 





lighting and stage-light control. 
Lighting is concealed in the frame, 
and the top alone, top and sides or 
all four sides may be lighted sep- 
arately by a single switch. Other 
features include double, feather- 
touch control mirrored doors, 
heavy gauge steel construction and 
glass shelves. The cabinet is 37% 
in. wide and 28 in. high. 

Manufacturer: Mirro-Glo Cabi- 
net Company, 3131 W. 49th Place, 
Chicago. 


Central Cooling Unit 

A 3\%-hp central air conditioner 
designed to cool 3-bedroom homes 
has been announced by O. A. Sut- 
ton Corp. Prefabricated Fiberglas 
insulated ductwork is available for 
installations requiring separate air 
distribution systems. The unit has 
a cooling capacity of 36,000 Btu, 








and is adjustable to 17,000 Btu for 
economical operation during mild 
weather. The unit is air cooled and 
is powered by twin system, her- 
metically sealed compressors that 


can be operated individually. A 
three-position control switch is 
furnished with the unit, and ther- 
mostatic controls may be added. 
Manufacturer: O. A. Sutton 
Corporation, Wichita, Kan. 


Soldering Flux 

Lake Chemical has announced 
that its soldering flux, known as 
LA-CO Flux (Regular), is now 
available in a new 2-oz. can. The 
self-cleaning, non-acid flux can be 





used with 40-60, 50-50, 60-40 and 
95-5 solders for a wide variety of 
plumbing and heating uses. 
Manufacturer: Lake Chemical 
Co., 3052 W. Carroll Ave., Chicago. 


Table-Top Boiler 

A gas-fired boiler that is table 
top high has been announced by 
Peerless Heater. The unit features 
a unipiled thermal generator which 
squeezes the heat from the gases 
and pumps it into the heating sys- 
tem. The boiler is completely fac- 
tory assembled, tested, wired and 
packaged. Three sizes are avail- 
able: 18 in. wide by 21% in. deep 
in heights of 2444, 30% and 36 in. 
All units are rated heavy-duty and 
can be used with any hot water 














radiation, baseboard or radiant 
heating systems. The boiler has 
multiple staggered cast iron heat 
exchangers and is hydraulically 
stacked and tested for 200 Ibs pres- 
sure. It has an all steel, white 
enamel jacket with glass wool in- 
sulation on four sides and the top. 
It has an eight legged cast iron 
base. 

Manufacturer: The Peerless 
Heater Company, Boyertown, Pa. 

(Please turn to top of page 166) 
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READY TO INSTALL 
The P-OB15 comes ready for 
immediate installation— hii 
jacket is assembled in place | 
at the factory. The complete 
unit is enclosed in a sturdy 
crate and is easily spotted in 
place using pipes as rollers. 
Unit is ready to fire after 
power line is connected to | 
junction box and thermostat 
to relay. | 

















COMPLETELY EQUIPPED 
New Weil-McLain Type “A” Burner—re-designed 
air delivery parts for trouble-free burning of i 
“cat’’ oils. i] 






Light weight refractory combustion chamber— 
heats and cools rapidly, eliminating over-ride at 
boiler. Round in shape to fit the flame. 







Complete controls. Wired and tested at the fac- 
tory. Low voltage thermostat of new round design. 






"DARA. £ |] 


Fibre glass insulation (not illustrated). Fits snug- 
ly around the entire boiler. 







CAST IRON ‘“‘PACKAGE” UNIT 


INCLUDES EVERYTHING 


FOR A FORCED HOT WATER HEATING SYSTEM 


WEIL: McLAIN 


EXTRA VALUE P-OB15 OIL BOILER 























Assembled and tested at the factory—ready for fast, 
inexpensive installation! A complete unit for forced hot 
water heating systems up to 525 sq. ft... . a compact 
“‘package”’ of Weil-McLain economy and long-life fea- 
tures, enclosed in an attractive hammerloid jacket. 

Cast iron sections — not face-ground—resist rust and 
corrosion. Heating efficiency is assured by back-and- 
forth flue travel through deep finned passages. In addi- 
tion, water travel through the boiler is principally 
through vertical passages, accelerating the natural up- 
ward movement of the heated water. 





DOMESTIC WATER HEATER 
The P-OB15 is available with a 


built-in tankless water heater, The special spring-activated puff-out door opens im- for an effective advertising and 

3 GPM capacity. Controls are mediately if excess pressure develops in the combus- __ promotion program use the 

po heater plate for instant tion chamber then closes to its sealed position. The FREE WEIL-McLAIN 
burner is a Weil-McLain Type ‘‘A’’, time-tested, effi- SALES TOOL KIT 
cient and trouble-free. For your Kit, see your Weil- 


Send for complete information now! senmendtunccmscstianiaas 


WEIL: Mc LAIN WEIL-McLAIN COMPANY 


ne ere MICHIGAN CITY, INDIANA 














Address literature requests to Dept. A-95 
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When you 


a ly STERLING'S ie 








No. 8-200 


Something BIG is happening 
and there’s MONEY IN IT! 
We mean the Fixture-Re- 
placement-Business which pays off 
and here’s why: 

1. When you install a Sterling Fau- 
cet product you make a good profit, 
and... 


2. Getting into the home often paves 
the way for a major plumbing in- 






No. S-1100T stallation! 
No. S-57 So cultivate replacement business 
. IT PAYS OFF! 


STERLING FAUCETS | Established 1907 





CU ~ MORGANTOWN, WEST VIRGINIA 
VY, 


SOC rego ueg Ws... ee. WHOLESALERS ONLY 
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» STILL GOING STRONG! 





* Automatically operating at the rate of once every 90 seconds, this im- 
proved Korky has so far served the equivalent of 11 years’ normal usage. 


Here’s proof that Korky gives trouble-free service for years! 
That’s because there’s nothing to get out of order, No guide 
arms or wires to corrode and misalign—no more call backs or 
customer complaints against leaks, gurgles, trip-lever jiggling and 
wasted water—always a perfect seal! 

The new, improved Korky is 50% more buoyant, for a full flush 
on all closet tanks . . . features a new non-corrosive link chain 
that assures longer service and easier installation. Yes, you install 
Korky in minutes—we guarantee it unconditionally, Order Korky, 
the “One-Call Tank Ball” from your wholesaler today or write 
for sample. 


LAVELLE RUBBER COMPANY 


CHICAGO 22, ILLINOIS 
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| 
|}LAVELLE RUBBER COMPANY ; 
1424 North Wood Street « Chicago 22, Illinois | 


| Please ee dozen Lavelle Korky | 
| Closet Tank Seals @ $10.01 per doz 


l 
| 
! Company Name....... vec he bio-vch dd Wes e ead | 
J Address. .........0seceseeess , 
I oo AE Oa Ay An ne nee ee bh ids wae Ha : af 
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(Continued from page 162) 

industrial Heater Series 

Armstrong Furnace has added 
three new models to its line of in- 
dustrial heating equipment. The 
new models are oil-fired, suspended 
“space saver” heaters, rated at 
225,000, 275,000 and 350,000 Btu/hr, 
respectively. The unit is 29 in. high 
and 65% in. long in all three models. 
The largest model is 63 in. deep, 


Lavatory Legs 

Reed-Cromex has announced a 
new line of lavatory legs and towel 
bars. Features of the line include 














the firm’s “Lok-flange” on the 
escutcheon model (right),:and the 
“Unifit” adapter (left). Legs are 
available for vitreous china and 
iron enamel lavatories as well as a 
Universal model. All can be had 


while the two smaller models are 
44 in. deep. The combustion cham- 
ber and secondary heat exchanger 
tubes feature the “tear drop” de- 
sign, permitting blower air to be 
wiped over the entire surfaces of 
the tubes and chamber for maxi- 
mum heat transfer. 

Manufacturer: Armstrong Fur- 
nace Co. 851 W. Third Ave., 
Columbus 8, O. 


complete with towel bars and all 
items are triple-plated with copper, 
nickel and chrome. 

Manufacturer: Reed -Cromex 
Corp., 492 Green Rd., Cleveland. 


Torch Kit 

A new propane-fueled torch kit 
for various plumbing and heating 
applications has been announced 
by Otto Bernz Co. The kit contains 
a disposable cylinder of propane 





gas, a pencil flame burner unit, 





M-H Develops Round Pneumatic Thermostat 


Minneapolis - Honeywell has an- 
nounced a new pneumatic ther- 
mostat that features a spherical 
shape and operates on force bal- 
ance or “continuous feedback” 





principles. This principle provides 
an exact and specific air pressure 
signal for a given temperature de- 
viation which is detected by the 
thermostat’s bi-metal sensing ele- 
ment. By continuously balancing 
the air supply against the require- 
ments it is possible to attain exact 
modulation of valves and motors 
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controlled by the thermostat. The 
control also features a larger, low- 
mass bi-metal sensing element 
which provides speedier response 
to temperature changes and sharp- 
ly reduces the lag in heating or 
air-conditioning response time. A 
single, direct-action dial provides 
easy thermostat setting and tem- 
perature indication, and an easy-to- 
read scale in the center of the cover 
serves both the thermometer and 
thermostat - setting pointers. Ad- 
justable stops inside the instru- 
ment make it possible to limit the 
temperature adjustmént range or 
to lock the control at a single point. 
Other features include the use of 
flexible plastic tubing for easier in- 
stallation, simplified calibration and 
easily adjusted throttling ranges. 
Manufacturer: Minneapolis- 
Honeywell Regulator Co., 2753 
Fourth Ave., S., Minneapolis 8. 


utility burner head, a flame spread- 
er for use with the utility burner 
and a soldering tip for use with the 
pencil flame burner. All five items 
are packaged in a window box. 
Manufacturer: Otto Bernz Co., 
Inc., 280 Lyell, Rochester 6, N. Y. 


Air Conditioning Units 

A self-contained air conditioning 
unit for year-’round conditioning 
of individual spaces to suit tenant 





requirements has been announced 
by York Corp. The unit is housed 
in a console cabinet, and is de- 
signed to serve as a heating outlet, 
with steam or hot water heating 
pipes connected directly to the air 
conditioner. No additional piping 
is required. An outside air intake 
is installed flush with the outside 
wall for condenser cooling and to 
provide filtered fresh air. Units can 
be installed in one or more rooms 
at a time. 

Manufacturer: York Corpora- 
tion, York, Pa. 


Gas-Fired Incinerator 

Given Mfg. has introduced a gas- 
fired incinerator for disposing of all 
burnable refuse and rubbish by a 
dehydration process, which mini- 





mizes smoke and odors and pre- 
vents open fire burning. The auto- 
matic operation involves a flame 
monitor which maintains a safe 
constant temperature for continu- 
ous operation. It is insulated with 
glass fiber and holds 2 bushels at 
one loading. It is available in either 
white or aqua porcelain enamel 
finish. 

Manufacturer: Given Mfg. Co., 
3301 Fruitland Ave:, Los Angeles. 

(Please turn to top of page 169) 


Domestic ENGINEERING, SEPTEMBER 1955 














oe eae” Ll 


typical 
all-Honey well 


feoyeiene) 
system 


mostats, 
best bet for trouble-free 


mary controls. 


failure. 











Protectorelay, R494A. A line-voltage 
control especially useful on forced hot water 
systems when the transformer for the low- 
voltage thermostat is part of the switching 
relay. The R494 is a bimetal-actuated stack- 
switch that stops the burner in event of 
flame-failure. Its safety switch locks out 
within 90 seconds if no flame is established 
when the burner first starts or if the flame 
fails during the running cycle. 








Cm Thermostat, T86, the Honeywell Round. Among manual ther- 

‘our customers’ choice for world-famous styling . . . your 
. Sealed mercury switch means no 
dirty-contact problems. One adjustable heater works with all pri- 


Bi Switching Relay, R19, intermediate relay, complete with built- 
in transformer that makes possible the control of a line-voltage 
circulator with a sensitive, low-voltage thermostat. 


G Protectorelay, R494A. Sce description below. 


Dy tele Triple Aquastat, L6010A, reliable three-in-one unit that maintains | 
domestic hot water, prevents circulator operation when boiler-temper- | | 

ature is too low, and stops the burner when boiler-temperature reaches 
high-limit setting. Needs only one boiler-tapping for installation in any 
hot-water boiler. Use it with low voltage, line voltage, or Powerpile. 


Delayed-Opening Oil Valve, V4001A, assures constant fuel-air | 
ratio to provide clean starts, reducing carbon deposits and increasing 
. Mount in any position. Closes instantly in event of power 








iktdieee oO 
_All-Honeywell Control System 


1. Your installation works better 

Every Honeywell control is “system-engineered” to work with other Honeywell 
controls. This gives you maximum system efficiency. 

2. You have the widest choice of controls and systems 


Only Honeywell makes control systems for every type of heating plant and for all 
fuels. When you go all-Honeywell, you get the right system for every job. You're 
able to rely on one supplier for all your controls. 


3. You get the best field service in the country 


Need help in a hook-up? Puzzled by a performance problem?, Your best and nearest 
answer is your Honeywell wholesaler or branch office. 70 years’ experience in con- 
trols alone... plus the biggest field organization of all... puts more control know- 
how at your service from Honeywell than anywhere else in the heating industry. 


4. You make more money 


You spend less time on service calls, more installing new jobs. And jobs are easier 
to sell when you tell your customer “I use Honeywell controls throughout.” The 
biggest merchandising and advertising program in the industry means that Honeywell 
is the control-name your customer already knows. 


Honeywell 
Pout io Coutiols 


112 OFFICES ACROSS THE NATION 














Cover snaps off... 





for easy painting 
to match any wall. 


Heater is adjust- 
able to match any 
primary. 4 


Dust-free mercury 
switch gives quick, 
positive switching. 





HONEYWELL 


LAAT AAI BRE HOS 
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(Continued from page 166) 
Food Waste Disposer 
Two new electric food waste dis- 
posers of the continuous feed type 
have been announced by Kelvi- 
nator. The unit employs baffles in 


a 


“2 @¢ 


the inner cone of the shredding 
chamber that keep the load from 
turning and give a tumbling action 
to eliminate vibration. Cutting is 
done on the surface of the cutting 
disc by 32 graters. A removable 
synthetic rubber baffle at the sink 
outlet level has flexible fingers that 
allow food wastes to be washed into 
the unit by normal flow from the 
faucet. The baffle prevents splash- 
ing and deadens noises. Other fea- 
tures include a vinyl plastic stopper 
that provides a seal for the sink and 
doubles as a plate scraper, and a 
¥ hp motor that is an iritegral part 
of the disposer. The unit has a blue 
and white baked enamel finish and 
measures 74-in. in diameter and 
1034-in. in height. 

Manufacturer: Kelvinator Div., 
American Motors Corp., 14250 
Plymouth Rd., Detroit 32. 


Remote Room Units 

A new line of room conditioners 
for summer cooling and winter 
heating in multi-room structures 


has been announced by American 
Blower. The unit is available in 
five sizes having nominal unit 
lengths of 18, 27, 39, 48 and 54 in. 
with rated air deliveries ranging 
from 200 to 600 cfm. The condi- 
tioner, consisting of the basic unit, 
enclosure and enclosure cover, 
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draws air in at the bottom, passes 
it through a filter, over the heating 
coil, through the fan and on into 
the room. The new type fan 
extends the full active length of 
the discharge outlet, permitting 
straight-through air movement. 
Recirculated room air is drawn 
through an opening at the floor 
line, and outside air enters through 
a manually dampered inlet. Units 
may be installed free standing, 
fully recessed or semi-recessed. 
Manufacturer: American Blower 
Corp., 8111 Tireman Ave., Detroit. 


Rotary Machine 

A new hand operated, deep 
throat combination machine has 
been added to the line of Niagara 
Machine & Tool. The machine is 


readily equipped with 12 different 
pairs of standard rolls, and can 
perform a variety of jobs: turning, 


Coleman Adds Four New 


Coleman has announced the ad- 
dition of four new space-saving 
gas-fired furnaces to its heating 
line. Included are both upflow and 
downflow models with capacities of 
80,000 and 100,000 Btu input. The 
units are designed for use with the 
firm’s 344-in. pre-engineered ducts 
and blenders as well as with con- 
ventional type distribution systems. 
All models are also designed to 
work as an integral part of year- 
’round air - conditioning systems. 
Upflow units are approved for zero 
clearance on sides, back and base; 
downflow units, on sides and back. 
A 1-in. sub-base is supplied as an 
accessory for installation on com- 
bustible surfaces. Filters on down- 
flow furnaces can be removed 
without disassembling the vent. On 
upflow models, filters can be in- 
stalled on either side or bottom. 
The 100,000 Btu model (illustrat- 
ed) is 20 in. wide, 28 in. deep and 


burring, wiring, elbow edging (3 
types), single beading, OG bead- 
ing, crimping, furnace collar edg- 
ing, body flanging, slitting and 
trimming. The machine features 
longer shaft ends for wider rolls, 
and work can be fed in either di- 
rection with clockwise cranking. 

Manufacturer: Niagara Machine 
& Tool Works, 683 Northland Ave., 
Buffalo 11, N.Y. 


Multiport Control Valve 
AquaMatic has introduced a new 

multiport lift-turn valve designed 

primarily for top-salting domestic 


water softeners. It is also applicable 
to other piping systems requiring 
2-position or 3-position control of 
3-way and 4-way circuits. The 
valve changes the 4-way or 3-way 
circuits by lifting the handle and 
turning it to drop into the proper 
slot. The all-brass valve is 3 in 
across and about 2 in. deep. 

Manufacturer: AquaMatic, Inc., 
Rockford, III. 

(Please turn to top of page 174) 


Furnaces to Line 


60 in. high. The 80,000 Btu model 
is 14 in. wide, 28 in. deep and 60 in. 
high. Other features include a 
noise-free diaphram valve, ther- 
mostat, fan and limit control, safety 
pilot and pressure regulator. 

Manufacturer: The Coleman Co., 
Inc., Wichita, Kan. 











WALWORTH 





Getter because ... The entire valve, from hand- 


wheel fo seat rings, is ruggedly constructed to with- 
stand rough and frequent usage. Body, bonnet, and 
yoke are sturdy castings with large radius fillets. Di- 
mensions and drilling of end flanges are in agreement 
with American Cast Iron Flange Standards. Stiffening 
ribs connect end flanges with the body neck to main- 
tain a rigid connection with piping. 


A wide range of Walworth Iron Body Wedge Gate 
Valves is available—through your Walworth Dis- 
tributor—from which you can choose the right type 
to meet your most exacting conditions. Saddle-type 
valves as small as 14-inch; low pressure valves for 
water and gas pipelines up to 36 inches. 

Whenever you need valves and fittings, choose 
from complete lines—in a variety of metals—manu- 
factured by Walworth. For more information, see 
your Walworth Distributor or write: Walworth 
Company, General Offices, 60 East 42nd Street, 
New York 17, N. Y. 


Walworth No. 726F OS&Y (Outside Screw 
and Yoke) Iron Body Wedge Gate Valve. 
OS&Y valves are recommended for services 
where it is desirable that the line fluid does 
not come in contact with the stem threads. 
Note the swing-type gland-eye-bolts for easy 
repacking. Sizes 2 to 30 inches. 


WALWORTH 


Manufacturers since. 1842 


valves... pipe ttiage <:; pipe Wnt 


60 East 42nd nays New York 17, N. Y. 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE wortp 
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Line up with the Zp Line! 


Here’s a complete “profit package” 
to build greater heating sales! 





Oil-Fired Boilers Cast-Iron Baseboard Panels 





New Utica 
Starfire Boiler 


A revolutionary new 
boiler with tested and 
proven features for 


efficient, economical 





operation. Steam and 
Rated at 3.6 sq. ft. per linear foot 
High output usually permits installation along 


single outside wall. Heavy-gauge matching 
metal accessories. 


hot water in all sizes. 





Cast-Iron Tube Radiators 





Modern, efficient, easy to install 


Free-standing or recessed, Utica Radiant Radiators make 
a neat and attractive installation. 


Smart, streamlined, thin-tube design 
Low and compact ... with high heating output. 








Get the complete “‘profit-package”’ 


hep pons. i @ Yay oii eas 








Utica provides you with a hard-hitting well- 





balanced sales promotion kit to make your Utica Radiator Corporation DE-4 
Joa selling produce results in today’s competitive Utica, N.Y. 
market! Folders, mailing pieces, displays and I’m interested in “Lining up with the Utica 
local newspaper advertisements aes all the Line.” Please send me more information. 
ammunition you need to hit the bull’s-eye in 
sales ... and profits! ij pea — 
All UTICA products are made in one plant — shipped from one source Uy) or 


Wholesalers who buy in mixed truckloads can carry lower inventories — 


get faster turnover — with greater profits! Address eta, iad 


State — 


UTICA RADIATOR CORPORATION ae Wholesaler [J saint sienuiil 
UTICA, NEW YORK 
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he Hallmark 


ef (reulation Value 


Three thousand four hundred and fifty advertiser, 
agency and publisher members of the Audit Bureau of 
Circulations have a voice in establishing and maintain- 
ing the standards responsible for the recognition of this 
emblem as the Hallmark of Circulation Value. It repre- 
sents the standard of value that these buyers and sellers 
of advertising space have jointly established as measure- 
ment for the circulation of 
printed media. 

The basis for arriving at the 





publisher’s circulation records that are painstakingly 
checked by auditors and the resulting data are con- 
densed and published in A.B.C. Reports. 

Experienced space buyers use the audited information 
in ABC. Reports as a factual basis for their decisions 
in evaluating, comparing and selecting media. The 
FACTS in A.B.C. Reports for business publications 
include: * How much paid circulation 
¢ How much unpaid distribution ° 
Occupational or business breakdown 


advertising value of a publica- 
tion is the Bureau’s single defi- 
nition of net paid circulation. 
With this as the standard, the 
circulation records of A.B.C. 










SEND THE RIGHT MESSAGE 
TO THE RIGHT PEOPLE 
Paid subscriptions and renewals, as 
defined by A.B.C. standards, indi- 
cate an audience that has responded 

to a publication’s editorial 








of subscribers * Where they are located 
* How much subscribers pay * Whether 
or not premiums are used ¢ How many 
subscribers in arrears ¢ What percent- 
age of subscribers renew. 

This publication is a 











ublisher members are audited 
S experienced circulation audi- 
tors. As specified in the Bureau’s 
Bylaws, A.B.C. auditors have 
“access toall books and records.” 

Subscription and renewal 
orders, payments from subscrib- 
ers, paper purchases, postal 
receipts, arrears are among the 


with specialized 
advertising appeals. 


appeal. With the interests 
of readers thus identified, it 
becomes possible to reach 
specialized groups effectively 









member of the Audit Bureau 
of Circulations and is proud 
to display the Hallmark of 
Circulation Value as the 
emblem of our cooperation 
with advertisers. Ask for a 
copy of our A.B.C. Report 
and then study it. 
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fast assembly...no tools! Rings factory positioned! 
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: Lubricate by HAND | 
tion . ° 4 me by ° | 
on Sproad on or Transite Building Sewer Pipe 
the soap lubricant... 
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Hon Onz, TWO, and you’rethrough” is | Compare these new advantages: 
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(Continued from page 169) 

Plastic Pipe Fittings 

A full line of metal fittings for 
flexible plastic pipe has been added 
by Campbell Mfg. to its line of 
products. The fittings are available 
in galvanized steel pipe, or in 85/15 
red brass pipe. Included in both 
lines are male and female adapters, 
couplings, ells and tees, all in 14, 
34, 1, 1%, 1% and 2-in. sizes, well 
seal ells, and venturi male and fe- 
male adapters in 6, 8, 10 and 12-in. 
lengths. The line also includes all- 


Gas Range 

Dixie Products has introduced a 
new 30-in. gas range with a large 
cast aluminum top griddle. The 





griddle is centered between the 
four conventional top burners and, 
when not in use, is covered with a 
hinged porcelain enameled cover. 
The griddle can be removed for 
cleaning and can be replaced with a 
grate provided for utensils. 

Manufacturer: Dixie Products, 
Inc., Cleveland, Tenn. 


Pipe Wrench 

A heavy-duty wrench featuring 
an improved spring design has 
been added to the line of Erie Tool 
Works. The Z-shaped spring is de- 
signed to make the bite and re- 
lease easier and more rapid, and to 
improve the ratcheting. The upper 
wrench in the illustration shows 





the position of the jaw when no 
pressure is exerted on the handle; 
the lower picture shows the jaw 
position with full pressure on the 
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stainless steel clamps, consisting of 
band, housing and screw. Band 
and housing are permanently in- 
terlocked as a safeguard against 
corrosion. Assembled well seal ells, 
using steel plated, galvanized mal- 
leable or cast bronze pipe fittings, 
are furnished with standard adapter 
short side and 6 or 8-in. adapter 
on the long side, available in %, 1, 
1144, 1% and 2-in. sizes. 

Manufacturer: Campbell Mfg. 
Co., Inc., Front & Washington Sts., 
Boyertown, Pa. 


handle and the jaw biting on pipe. 
Release of pressure on the handle 
allows the jaw to spring back, re- 
leasing the wrench, yet leaving the 
jaws in position to be replaced on 
the pipe. The wrench is available 
in 6-in. through 48-in. sizes with 
straight handles, and 8-in. through 
18-in. in the offset type. 

Manufacturer: Erie Tool Works, 
735 W. 12th St., Erie, Pa. 


Add-On Air Conditioners 
Unarco has announced a new 
series of four add-on air condition- 
ers designed for installation with 
warm air furnaces. The series will 
include two water cooled models, 
an air cooled model and a com- 
bination water-air cooled unit. The 





“NU” model (illustrated) is avail- 
able in 3 and 5-ton sizes and fea- 
tures a pump-down control system. 
The unit also employs an accessa- 
ble hermetic compressor. The 
“RA” model, an air cooled unit, 
available in 2 and 3-hp sizes, and 
the “DN” model, available in 3 or 
5-ton capacities, are both designed 
for remote installation with com- 
pressors housed in weatherproof 
cabinets. The coil assemblies of 
these units can be installed verti- 
cally in horizontal duct systems or 
horizontally in downflow systems. 
They employ %-in. tubing in the 


coils for increased dehumidifica- 
tion capacity. 

Manufacturer: Union Asbestos 
& Rubber Co., Heating and Cooling 
Div., 332 S. Michigan Ave., Chicago. 


Oil-Fired Boiler 

A new and larger size has been 
added to the Burnham line of oil- 
fired boilers. The new boiler is 
rated at 810 sq ft for water. The 
previous model, which is also avail- 





able, is rated at 565 sq ft for water. 
The two sizes are designed to meet 
the heating and domestic hot water 
requirements of most residential 
construction. The units are factory 
assembled with the firm’s oil-burn- 
er, controls, circulator and tankless 
water heater. 

Manufacturer: Burnham Corp., 
Boiler Division, Irvington, N. Y. 


Cutting Oil Container 

John Sunshine Chemical has an- 
nounced a new plastic spout for 
cans containing its Mitee Thread 
Cutting Oil. The handy reversible 
spout is now standard equipment 
on all half-pint, pint and quart size 





cans, and a red “S” identifies those 
cartons containing cans with the 
new spouts. 

Manufacturer: John Sunshine 
Chemical Co., Inc., 600-606 W. Lake 
St., Chicago 6. 


(Please turn to top of page 178) 
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HEATWAVE « HEATWAVE « HEATWAVE « HEATWAVE « HEATWAVE «© HEATWAVE 


AMERICA’S HEATWAVE provides the answer 





in a type and size that meets 


Best Furnace Values fte'nftavan °F" 
AMERICA’S 
Top Profit Line 


Plus... 


SOUTHWEST 
YEAR-ROUND 
AIR CONDITIONERS 


Southwest manufactures a complete 
line of 2 and 3-ton Residential Air 
Conditioners for use as companion 
units with any Forced Air Furnace. 









FURNACES 


Build Additional Sales and Maintain Goodwill ! 





THE THE 
HEATWAVE HEATWAVE 
HORIZONTAL HI - BOY 


for space saving in- 
stallations in homes 
without basements; 
installs in attics, un- 
der floors, in service 
porches, attached ga- 
rages; suspends from 

jonts in homes with 


designed to meet the need of 
better home heating at low- 
er cost. Completely auto- 
matic. Built-in draft diver- 
ter. Cast iron burner, Gets 





BTU Input: 














60,000 Face. you more sales, more profit. 
BTU Input: 80,000, 100,000, 
EVERY HEATWAVE MODEL: 120,000, 140,000 and 160,- 
© Factory Assembled ® Ready to Install 000. 
© Fire Tested © 10-Year Factory Warranty 











THE THE HEATWAVE HEATWAVE 
5) HEATWAVE FLOOR FURNACE Vented, 
Counter-Flo ; ia Recessed 
: 8d WALL 
E=—- for perimeter and nput: 
| under floor heot- 27,500 HEATER 
ing; can be in- d, 
stelied In closet, 35,000 tient Mit ave 
| al tilit jue in 
| oom vit min oh GAB ag OGL 
roum of duct work, 65,000 homes, opert- 
Very economical 75,000 monts, offices, 
installation. Minimum installa- 
tion cost. 
ccomplishes the long-sought she. 
vig seus tmretict: | | pyaar 
ro im, Combin w ef- 
80,000 100,000; 120,000 ficiency, economy and long life. 45000. ‘Duet Wall, 35,000 and 





























OISTRIBUTED BY OUTSTANDING WHOLESALE SUPPLY ae 
WRITE OR WIRE — GET THE FACTS 


“SOUTHWEST MANUFACTURING COMPANY 


BOX 28 Subsidiary of the F. E. Myers & Bro. Co. AURORA, MO. ~ 
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dealers in toilet flushing devices will agree that the SHER- 
WOOD No. 86-A Anti-Syphon Ball Cock cannot be sur- 


passed. For in the No, 86-A you have everything a top qual- 





of water closet units and 





ity ball cock should have. 

Quiet operation. Anti-Syphon feature safeguards against 
water contamination. Has trigger-eflicient operation, long- 
lasting quality, unfailing dependability and speed. Refills a 


6 gal. tank in less than 11/2 minutes at 28 lb. pressure. 
Operates on any city water pressure. Is a consistent water 
saver. Gets you in where many other profitable jobs are 


crying for attention. Stock up on SHERWOODS for they 


contribute greatly to the profit status of an all quality stock. 


SHERWOOD BRASS WORKS 


6331 E. JEFFERSON AVE., DETROIT 7, MICHIGAN 





SHERWOOD 
ON OUR BALL COCK 
PRODUCTS IS YOUR 
ASSURANCE OF TOP 


QUALITY 


| 


g QUALITY 






DETROIT 


EST’D ¥ \ 1903 


Order 
SHERWOOD 
BALL COCKS 
from your 
Wholesaler! 
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the greatest drain 
development in years! 


UPER FLO 


FLOOR DRAINS 


(PATENTED) 




















STANDARD DRAIN 
with 9” top 


Josam SUPER-FLO 
Drain with 7” top 























>, 





Through Josam pioneering, a great new advancement in drains is presented to the industry 


Perimeter slots increase-free 
area of top and permit greatly 
increased flow rate (GPM), 


Standardized bodies permit in- 
terchangeability of grates, sedi- 
ment bucket, round or square 
brass tops, etc. 


Size and number of weepholes 
provide positive double drain- 
oge action, 


GREATER FLOW. Josom SUPER-FLO Floor Drains are designed with 
perimeter slots in the grate which increase the free drainage area 
of the top and permit greater flow into the drain. In SUPER-FLO 
Floor Drains, waste water enters the drain ot the very edge of the 
drain top instead of flowing over the wide rim of conventiofal 
drains before it reaches the grate openings, Because of this, water 
friction loss in Josam SUPER-FLO Drains is greatly reduced, and the 
flow rate (GPM) into the drain is greater than the flow rate in stand- 
ord drains of the same or larger size top. 


SAVINGS IN COST. Because of the increased flow rate in Josam 
SUPER-FLO Drains, a smaller top size Josam SUPER-FLO Drain can 
be installed to service the same drainage condition as a larger 
top size standard floor drain. 


JOSAM MANUFACTURING COMPANY 


General Offices and Manufacturing Division, Michigan City, Indiana 


Representatives in All Principal Cities 


ya ince Cansicn 


So JOSAM PACIFIC CO., San Francisco, Calif 


Canadian Manuf ers 
JOSAM CANADA LIMITED, Toronto, Canada 
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Constant flushing is obtained 
by drainage flowing over in- 
side surface of body. 


Flat surface of shallow sloped 
flange eliminates bending or 
pre-forming water-proofing. 


Female threaded outlet, stand- 
ard. Inside caulk, optional. 


GREATER SANITATION. Since waste water enters Josam SUPER- 
FLO Drains through slots at the very edge of the rim, the water 
flows over the inside surface of the drain body, thereby constantly 
flushing the inside walls and keeping the drain body free from an 
accumulation of foreign deposits. 

GREATER INTERCHANGEABILITY. Josam SUPER-FLO drains permit 
various styles of grates and tops, buckets and other features to be 
added or substituted even after drain is on the job. This also effects 
on economy in case of alterations in specifications or future require- 
ments because of change in operations. 

Josam SUPER-FLO Floor Drains set a new standard for quality and 
service wherever drains will be specified and used, Get the complete 
details by sending coupon below. 


JOSAM MANUFACTURING CO. 

Dept. DE Michigan City, Indiana 

Please send 8 page Booklet on new Josam SUPER-FLO Floor Drains 
MRI pip vces AibSansle siaenncatsoinSiasads . Business 
NNN ty Aiavaipectcher estan ; 


Address 
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(Continued from page 174) 

Renewable Seat Ring Valve 

Fairbanks has introduced a re- 
newable seat ring gate valve that 
permits quick replacement of the 
seat ring with just a screwdriver, 
and with the valve body still in- 
stalled in the line. It is only neces- 
sary to disassemble the bonnet 
(simply accomplished with the two- 
piece Union bonnet construction), 
then unscrew and lift out the seat 
rings from the body. The new seat 
rings slip into place and are secured 
again with the set screws. The valve 
is supplied with rising stem and 
non-rising stem, in %, %4, 1, 1%, 
1% and 2-in. sizes. It is designed 
for severe service conditions on 200 
lb steam, 400 lb water, oil or gas 
lines requiring full flow and fre- 
quent operation. The combination 





of Monel seat ring and nickel alloy 
wedge make the valve tough and 
corrosion resistant. 

Manufacturer: The Fairbanks 
Co., 393 Lafayette St., New York. 


Air Conditioning Units 
Typhoon has announced a 
matched pair of air conditioning 
components designed for both resi- 
dential and commercial applica- 
tions and available in capacities of 
2, 3, 5, 8 and 10 tons. The system 
consists of a remote air-cooled con- 
densing unit, coupled with a low- 
side air handling unit (illustrated) 
that can be suspended from the wall 





or ceiling. The air handling unit 
performs the functions of cooling, 
filtering, dehumidifying and circu- 
lating air, either through a duct sys- 
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tem or installed as a unit cooler 
without ducts. It will also serve as 
a heating unit with the addition of 
a heating coil for steam or hot 
water. 

Manufacturer: Typhoon Air Con- 
ditioning Co., Inc., 505 Carroll St., 
Brooklyn 15. 


Heating-Cooling System 
Warren Webster has expanded 

its line of steam and hot water 

heating equipment to include a 





combination heating - cooling unit. 
The new unit is contained in a 
cabinet 14 in. wide, 20 in. high and 
6%4 in. deep and fits within stand- 
ard stud spacing of 16-in. centers. 
Three enclosure arrangements per- 
mit choice of recessed, semi - re- 
cessed or free-standing cabinet in- 
stallation. Each unit consists of a 
coil for flow of cool or hot water, 
a filter, a 3-speed fan and drip 
connection, Fan speed is adjusted 
by a switch accessible through a 
hinged door which swings down. A 
single thumb screw permits re- 
moval of the entire front for filter 
replacement and servicing. The coil 
is made of aluminum fins on cop- 
per tubing. 

Manufacturer: Warren Webster 
& Company, Camden, N.J. 


Screw Kit 

A kit containing an assortment of 
21 sizes of all-purpose, self-tap- 
ping screws has been announced by 
J. A. Sexauer. The metal kit con- 
tains a two gross assortment pro- 
portioned according to the sizes 
most frequently used for fastening 
sheet metal, brass, aluminum, 
composition board, plywood and 
similar materials. An index on the 
inside of the kit identifies each size. 

Manufacturer: J. A. Sexauer 
Manufacturing Co., Inc., 2503-05 
Third Ave., New York City 51. 


Gas or Oil Furnace Models 

New gas and oil basement and 
utility models have been added by 
Century Engineering to its line of 
pre-assembled furnaces. The units 
are shipped with gas or oil burner 
mounted and wired, and enclosed 
in enameled cabinets. Channels and 
leveling screws on basement units 
eliminate special bases and reduce 
possibility of rusting. Oil models 
have the firm’s new burner unit 
that burns all fuel oils, and gas 
models have improved single port 
burners. 

Manufacturer: Century Engi- 
neering Corp., Cedar Rapids, Ia. 


Air Cooler Line 

New evaporative air coolers, in- 
cluding several portable blower 
type models, have been added to 
the Pioneer line. One of the new 
portable models features a push 
button control located in the center 
of the grille and has an output of 
600 cfm. The complete unit weighs 
30 lbs. and occupies a space 18 by 17 
by 13 in. Other models which have 
been improved include a blower 
type cooler for home installations 





and a down draft cooler for com- 
mercial applications. 

Manufacturer: Pioneer Furnace 
Co., Los Angeles 65. 


Water Softener Test Kit 

A new pocket-size test kit for 
measuring the hardness of water 
delivered by water softeners to the 
nearest 0.2 grain per gal. has been 
announced by Calgon. Contained.in 
a plastic box that measures 4% 
by 1% by 1-in., the three-oz. kit 
consists of a glass vial and a drop- 
per bottle. The bottle holds one oz. 
of softener reagent, enough to make 
140 tests on water averaging 0.5 
grain per gal. When the reagent is 
added, the water sample first turns 
red and then blue. The number of 
drops of reagent needed to turn the 
sample blue determines hardness. 

Manufacturer: Calgon, Inc., 323 
Fourth Ave., Pittsburgh 30. 

(Please turn to top of page 180) 
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NEW HOME? OLD HOME? BIG HOME? SMALL HOME? 
Worthington air conditioning fits them all! 







NEW HOME, NEW AIR CONDITIONER. That makes good 
sense for you and your customer — when the air condi- 
tioner is a Worthington year-round residential unit. This 
good-looking package sends cool, dry, filter-clean air to 
every room in summer .. . healthfully-humidified, balanced 
heat in winter. And it takes up less than 8% square feet. 


Sure Worthington can handle any air conditioning 
job — residential or industrial. There’s more to a 
Worthington franchise than that, however. Worthing- 
ton’s big-money national ad campaign, heavy promo- 
tional back-up, and in-the-field sales promotion 
specialists spell success for every Worthington dealer. 
For the full story, write today to Worthington Corpora- 
tion, Air Conditioning and Refrigeration Division, Sec- 


tion A.5.48-D, Harrison, New Jersey. A.5.48 


WORTHINGTON 


Sorjsieiie 





FR bs 


The Best Franchise . . . The Most Complete Line 
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System for every need 
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AIR-COOLED 
CONDENSING UNIT 














FOR HOME WITH WARMN-AIR FUR- 
NACE, install a Worthington Add- 
On Unit for filtered, comfort- 
conditioned air all year ‘round. 
Installation is easy. For extra air 
delivery, mount a Worthington 
fan section on top of add-on unit. 


SHORT ON SPACE? Here’s the 
answer to that problem — 
Worthington’s new Packaged 
Water-Cooled Condensing 
Unit. This compact, adaptable 
unit goes anywhere — closet, 
basement, attic, even the 
garage. Use it with Worthing- 
ton’s Remote Duct Cooling 
Coil for existing homes or new 
construction. 


WATER SCARCE? Don’t let that 
spoil a sale! Worthington’s air- 
cooled condensing unit is all elec- 
tric — needs no water at all! 
Hooks into warm-air furnace, 
goes outdoors, in garage or 
breezeway. 2, 3, or 5 hp sizes. 











PRESENT 
| FURNACE 





i WATER COOLED 
8 CONDENSING ven “a 
i 
us ea aap 
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(Continued from page 178) 
Submersible Pump 
A new submersible pump an- 
nounced by Red Jacket Mfg. will 
deliver up to 100 gpm from a 4-in. 


diameter well. The pump is de- 
signed for installations where large 
quantities of water are required, 
such as irrigation, sprinkling and 
air conditioning systems, process- 
ing plants, etc. Pumping depths 
range to 300 ft. Features include 
semi-open, all-bronze, bowl-type 
impellers, a stainless steel ground 
and polished pump shaft. The mo- 
tor is factory lubricated. 

Manufacturer: Red Jacket Mfg. 
Co., Davenport, Ia. 


Counterficw A-C Unit 

A counterflow year-’round air 
conditioner, which discharges both 
chilled air for cooling and warm air 
for heating downward from the bot- 
tom of the unit, has been announced 
by C. A. Olsen. A choice of either 
air cooled or water cooled systems 
is offered, and the unit is designed 
for installation with perimeter air 
distribution systems in basement- 
less homes. The cooling coil is in- 
stalled vertically within the furnace 
cabinet to direct drainage of con- 





densate away from the coil. The 
unit has a 2-ton cooling capacity 
in combination with 100,000 Btu in- 
put gas or oil heating. Illustrated 
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is the air cooled system with the 
cooling coil installed within the 
furnace cabinet (left), and the sep- 
arate assembly of two compressors 
and condensers and the condenser 
blower (right) which can be re- 
motely located up to 50 ft away 
from the cooling coil. For water 
condensing cooling, the entire re- 
frigerant circuit is installed within 
the furnace cabinet. 

Manufacturer: C. A. Olsen Mfg. 
Co., Elyria, O. 


Recessed Gas Furnace 

A new gas-fired, vented recessed 
heater has been added by Morri- 
son Steel Products to its line of 
warm air furnaces. The unit fits 
into the wall so that only the lou- 
vered grille is visible, and is adapt- 
able for either side wall or corner 
installation. The capacity of the 
unit is 70,000 Btu/hr input and 
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52,000 Btu/hr output. The design 
permits the installation of a Type 
“B” chimney vent. An oil-fired 
recessed heater with a 57/000 Btu/- 
hr output is also offered. 

Manufacturer: Mor-Sun Fur- 
nace Div., Morrison Steel Products, 
Inc., Buffalo 7, N. Y. 


Electric Thermostat 

A new, all-purpose type electric 
thermostat of compact design has 
been developed by Robertshaw- 
Fulton for use in clothes dryers, 
electric room heaters, unit air 
conditioners and other household 
and commercial appliances. It is 
available in either direct acting 
or reverse acting types—breaking 
or making contact on temperature 
rise. The unit is less than 3 in. in 
the longest dimension and employs 
the same snap acting mechanism, 
incorporating the same _ thermal 
unit employed in the firm’s other 
electric thermostats. Dials, which 


are optional, are available in stand- 
ard temperature ranges of 60-250; 
100-200; 200-400 and 200-550F, and 
1-10 reference points. 
Manufacturer: Robertshaw Ther- 





mostat Div., Robertshaw - Fulton 
Controls Co., Youngwood, Pa. 


Air Conditioning Units 

New air and water cooled, re- 
mote-compressor home air condi- 
tioners announced by Century En- 
gineering feature silence and com- 
pactness. The air cooled models 
heve a separate remote condenser 
in addition to the remote compres- 
sor, and only the cooling coil is in- 
stalled in conjunction with the ex- 
isting forced air furnace. The con- 
denser can be located outdoors, and 
the compressor is installed inside. 

Manufacturer: Century Engi- 
neering Corp., Cedar Rapids, Ia. 


Steam Generator 

Cyclotherm has announced a new 
40-hp steam generator incorporat- 
ing design improvements to main- 
tain an efficiency of 80 percent or 
better. The unit delivers 1380 lbs 
of steam per hour and the output 
is 1,340,000 Btu/hr. Standard de- 





sign pressures are available from 
15 to 200 psi. The boiler burns oil, 
gas or a combination of oil and gas. 
The automatic operation is con- 
trolled electrically, and all controls 
are located in a box, mounted at 
eye level on the boiler shell. 

Manufacturer: Cyclotherm Div., 
National-U.S. Radiator Corp., Os- 
wego 6, N.Y. 

(Please turn to top of page 184) 
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Lhe Tradition 
of Craftsmanship 


in QUALITY FITTINGS 


_ 552—(8”) Over-Rim Tub Filler with Diverter and Shower 
. 551—Same as No. 552 except with Shower only. 

. 550—Same as No. 552 except with Spout only. 

. 780—14%2” Connected Waste and Overflow. 

. 781—12” Trip Lever Bath Drain. 


. 631—4” Centerset Lavatory Fitting with Pop-up, 
equipped with “O” Ring Packing. Furnished 
with or without Aerator. 

Pat. No. 2,583,291 


Individual security INSURES FREEDOM and LIBERTY. 
Social Security leads to Regimentation and LOSS OF 


LIBERTY. 


It’s a privilege to live in a Republic. Only God can help the mee 
people who live in Democracies. eee 

Business Character 

RICE LEADERS 


7 Ting OF THE WORLD 
Kt, I, PLL 
, Gy YORI ASSOCIATION 
5 President Represents High Standing 
in Name Product Policy 


THE INDIANA BRASS CO., 


FRANKFORT INDIANA 
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For heating or ventilating new or existing 
offices, stores, schools or public buildings 


#; 


a 


ad 
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so efficient, so versatile, so practical 


Noms can match the performance, flexibility and economy Impressive modern executive office uses 

of a Modine Cabinet Unit when it comes to heating, cooling completely concealed Type FT cabinet unit. 

and ventilating. It’s the modern way to year ‘round comfort yet Entrance way of large department store has 

costs less to install than a unit ventilator. Recessed in the wall or two Type FE cabinet units. 

concealed behind a partition or false ceiling to conserve space, a School hallway features recessed Type BT 

Modine Cabinet Unit provides quick, positive, quiet distribution unit with plenum base. 

of warm or cool air for rooms, entrances and corridors of all sizes. Airport promenade utilizes Type BF cabinet 
Choose from five models—120 to 640 Edr. Some heat with hot units with plenum base. 

water, cool with chilled water . . . others use hot water or steam 0 

for heating only. Find out how one smartly-styled Modine Cabinet . 

Unit can do the job of two or three old-fashioned, unsightly 

radiators—do it better for less. Call the Modine representative 

listed in your classified phone book or write for Bulletin 552— 


Modine Manufacturing Co., 1502 DeKoven Ave., Racine, Wis. CABINET UNITS 
C-1281 
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On MAIL NOW! | 
Dept. A-9, Peru, Indiana 
Please send us a free copy of the Thrush Condensed Catalog. 


FIRM ADDRESS 





STATE 























Heating men! Here’s a profusely illustrated catalog that shows scores of items that 
will simplify the installation of hot water heating systems and improve their efficiency. 
It pictures and describes. not only the complete Thrush Forced Circulating Flow Control 
System for automatically fired hot water heat, but dozens of other specialties that you 
need in your work now. Leaders in the hot water heating industry for more than 25 
years, Thrush has developed many new and better products and methods. You're safe 
when you specify Thrush. Mail the coupon above today. 


THRUSH SPECIALTIES FOR BETTER HOT WATER HEAT 
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Shopping with D. E. 





(Continued from page 180) 

Water Pump Switch 

Square D Co. has announced a 
newly designed water pump switch 
for shallow well systems involving 
pressures up to 60 psi. The switch 
(cut-away illustration) features 
generous wiring space, a slip-on 
cover with no screws to tighten, 
simplified wiring in either horizon- 
tal or vertical position and rugged 
construction with corrosion resist- 
ant parts. Also featured are re- 
placeable, double break, silver-to- 
silver, visible contacts and a nylon 
impregnated diaphragm for longer 
life. The device can be serviced 





in the field and the range and dif- 
ferential settings are adjustable. 

Manufacturer: Square D Com- 
pany, 4041 N. Richards St., Milwau- 
kee 12. 


Built-in Cooling Unit 

A built-in-wall air conditioner 
especially designed for apartment 
and office buildings has been an- 
nounced by Amic Mfg. The unit is 
installed flush with the outside of 





the building. During construction, 
a steel sleeve is inserted at the pre- 
determined location of the unit and, 
after wiring and heating is com- 
pleted, the units and the inner en- 
closure are set in place from the 
inside of the room. The inner 
housing may be combined with ra- 
diation enclosures. Each unit is 
an individually controlled air con- 
ditioner operating on its own power 
(1 hp) and air supply. Excess 
moisture is drained into the return 
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lines of the heating system. Each 
unit is rated at 11,000 Btu with a 
50 percent fresh air intake. 
Manufacturer: Amic Manufac- 
turing Corporation, 21-25 44th 
Ave., Long Island City, N.Y. 


Multi-Vent Air Diffuser 

A modular air diffuser, designed 
to provide draftless air condition- 
ing and uniform temperature con- 





trol in all types of industrial and 
commercial construction, has been 
announced by Pyle-National. The 
diffuser employs a perforated ceil- 
ing panel to introduce air verti- 
cally, and at low velocity, into a 
room or work area, and may be 
used with cooling, heating or ven- 
tilating systems. The panels are 
available for use with metal pan, 
plaster and acoustical tile ceiling 
types, as well as for exposed duct 
applications. They can be com- 
pletely concealed and do not inter- 
fere with light fixtures or partition 
movement. 

Manufacturer: Multi-Vent Div., 
Pyle-National Co., 1334 N. Kostner 
Ave., Chicago 51. 


Winter Air Conditioners 
Thatcher has added a new series 

of automatic combination oil-fired 

or gas-fired winter air conditioners 


to its line of residential heating 
units. The furnaces are available 





in three sizes, and designed as 


lo-boy packaged units, The fur- 


naces can be adapted for year- 
‘round air conditioning with the 
firm’s air-cooled or water-cooled 
units. An automatic humidifier is 
optional equipment. 

Manufacturer: Thatcher Furnace 
Co., Dept. P, Garwood, N. J. 


Commercial A-C Line 
Self-contained air conditioning 
units of 10 and 15-ton capacities 
have been added by Frigidaire to 
its line of air conditioning equip- 
ment. The units are designed for 
commercial, industrial and institu- 
tional installations and feature a 
twin cooling system for versatile 
control of heating and cooling. The 
twin systems operate independent- 
ly, and both systems will operate 
automatically during periods of ex- 
treme heat and humidity. The 
blower section, located at the top of 
the cabinet, can be adjusted so that 
conditioned air may be discharged 
to the front, back or top for flexi- 





bility of installation. The firm’s 
sealed reciprocating type compres- 
sors with direct drive design are 
incorporated. 

Manufacturer: Frigidaire Div., 
General Motors Corp., 300 Taylor 
St., Dayton 1, O. 


Gas-Fired Furnaces 

Two new units have been 
added by Armstrong Furnace to its 
line of basement model winter air 
conditioning furnaces. The new 
sizes are rated at 220,000 and 
250,000 Btu/hr input. As a new fea- 
ture these units are equipped with 
the firm’s inshot burners, with the 
flame intensifier so tilted that the 
unit is able to give efficient per- 
formance by spreading the flame to 
the outside walls of the heat ex- 
changer. The same “quiet-fire” 
single port burner is used here as 
on other units in the series. An- 
other feature is the 15-in. blower. 

Manufacturer: Armstrong Fur- 


nace Co., Columbus 8, O. 
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THE SWING IS TO ARMSTRONG | 


sales-building. 


four sizes: 70,000, 85,000, 
105,000 and 135,000 BTU/Hr input 


Oil-fired horizontals in four sizes: 84,000, 
112,000, 140,000 and 165,000 BTU/Hr output 


Armstrong horizontals—in both 
gas and oil burning models—are 
sky-rocketing in sales, They are 
proving themselves on every count, 
to both dealer and householder, 

To you, the dealer, because they 
ate available in four sizes for each 
of the two fuels, which blanket the 
demand; because they are priced 
right, even for the housing develop- 
ment market; because they come to 





you assembled; because they incor- 
porate many sales-building, time- 
saving, money-making features; be- 
cause they are extremely compact. 

To the householder they are won- 
derful—true winter air conditioners 
—completely automatic—trouble- 
free — economy-priced — fuel-sav- 
ers—and masters of comfort, (Sat- 
isfaction like that makes friends for 
you, too.) 


ARMSTRONG 


FURNACE COMPANY 


Put these money-makers 
to work for yourself! 


Gas-fired horizontals in 






GAS: 


Meter-Flame burner 
Swirl-Tube heat exchanger 
Built-in filter rack 
Cushion-Air blower 
Uni-Weld cabinet 
Reversible heat exchanger 
Clear, smooth air path 
Compact design 


OIL: 


Armstrong-built burner 

Exclusive Turbo-Regulator 
air control 

Custom Flame Stabilizer 

Refractory combustion 
chamber 

Cushion-Air blower 

Versatile return air 

Built-in filter racks 

Dust-tight cabinet 





Send for these 
horizontal bulletins 





Get these bulletins on Armstrong hori- 
zontal furnaces—one on gas, one on oil— 
from your nearby Armstrong wholesaler, 
or write to us at Dept. D for copies. 
Beautifully modern, they illustrate and 
describe the Armstrong horizontal line, 
and give specifications and features. 
They'll help you sell, but first they'll 
show you a line you'll like, 
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If you are the man who is responsible for installing and 


promoting the Payroll Savings Plan in your company — 

If you are one of the eight million Payroll Savers who 
buy Series E Bonds every month through the Payroll 
Savings Plan— 

If you are one of the rapidly growing number of 
businessmen who are building for retirement through 
the consistent purchase of Series H (current income) 
Bonds — 


You can well be proud of these figures: 


@ January to June ‘55 sales of E and H Bonds were the 
best in ten years—$2.9 Billion—a gain of 13% over 
1954, 28% over 1953. 


@ Since January 1, cash value of E and H Bonds out- 
standing increased over a Billion Dollars; value, 


$39.3 Billion, an all-time high. 


@ Sales exceeded redemptions (matured and unma- 





GATE No.l 

















ie 









tured bonds) by $493,716,000. 


e Current income H Bond sales averaged more than 
$100 million a month. 


@ January-June sales, E and H Bonds, represented 
51.9% of the 1955, $5,500,000,000 Sales Goal. 


What’s good for America is good for business—your 
business. lf your company does not have the Payroll 
Savings Plan . . . or if you have the Plan and employee 
sparticipation is less than 50%, phone, wire or write today 
to Savings Bonds Division, U.S. Treasury Department, 
Washington, D.C. Your State Sales Director will contact 
you promptly. He will show you how easy it is to install 
the Payroll Savings Plan or boost participation over the 
50% mark through a simple person-to-person canvass 
that will put a Payroll Savings Application Blank in the 
hands of every employee. That's all you have to do. 


Your personnel will do the rest. 


The United States Government does not pay for this advertising. The Treasury Department 
thanks, for their patriotic donation, the Advertising Council and 
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tell her 
she'll get 


WHITER, 
BRIGHTER 
WASHES... 





with the water heater that’s made for her washer... 


RUUD —Leeceeey KaeX WON ALLOY! 





Here’s your opportunity to profit from the one big 
laundry problem your customers face. Too many of 
them don’t realize that ordinary water heaters are not 
made to meet the extra hot water demands of modern 
automatic washers. 

Now you can assure them that the Ruud Laundry 
Rated Alcoa Alloy is made to meet these demands, and 
then some. It supplies enough hot water, hot enough 
and fast enough for any automatic washer . . . and 
whiter, brighter, cleaner washes. 


AND SHE GETS ALL THIS 
WITH THE RUUD ALCOA ALLOY 


¢ Sparkling-clean hot water, free of red rust. The solid alumi- 
num alloy tank is absolutely red-rust-proof! 


¢ More hot water, faster, than with ordinary water heaters. 
Uses GAS, the fast economy fuel. 


¢ Moderate price . . . comparable to ordinary lined-steel-tank 
types. Gives perfect service for many trouble-free years. 


MAIL THIS COUPON TODAY 


Ruud Gas Water Heaters 


Kalamazoo, Michigan - Toronto, Ontario 
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e Two-temperature convenience! Optional Ruud duo-temp 
feature delivers two temperatures from the same tank at 
the same time: 180° extra-hot water to serve automatic 


washers; 125° tap-safe water for bath, shower and lavatory. 
e Recognized quality—created by two leaders in their fields, 


RUUD and ALCOA. First and only water heater with 
tank of solid Alcoa aluminum alloy. 


Plumbing contractors and gas companies from coast to 
coast are capitalizing on the growing popularity of this 
exceptional automatic gas water heater. Why don’t you? 


B®) Aluminum Co. of America 


RUUD MANUFACTURING COMPANY 
Dept. 9-7, 2025 Factory St., Kalamazoo 24F, Mich. 


Please have a water heating specialist call on me 
Send me literature 

NAME TITLE 

BUSINESS NAME 


STREET 


Stake ep ens ai eh is hh Sep bs cs fees cant ce A 














Fk a CW STEEL PIPE GIVES 


TOP-QUALITY SERVICE AT MERRY ACRES MOTEL 


























Merry Acres Motel, situated on ten selection of top-grade skelp, continues —_ 
acres of beautiful ground in a quiet through the close control of the manu- 
suburban section of Albany, Georgia, facturing process, and includes the 
is typical of the many new motels that final inspection and testing of the 
line our highways, offering top-quality _ finished pipe. 
service to motorists. Each of the 33 Quality-controlled Spanc CW is easy 
rooms at Merry Acres was planned to __ to bend, cut, thread and weld. It has 
give overnight guests maximum com- strong, uniform welds; smooth, clean 
fort and convenience. inside finish; uniform diameter . . . 
To assure a top-quality plumbing all important features in lowering in- 
installation in each room, 2,165 feet of _ stallation time and costs. 
Spanc CW Steel Pipe were installed. Why don’t you take advantage of 
The specs called for Spanc CW, not = Spanc’s quality-control? Whatever your 
only because it is easy to work with, piping needs may be—radiant heating, 
but also because it has a top-quality | snow-melting, plumbing, air condition- 
reputation for giving years of depend- _ing or water lines—Spanc CW Steel 
able service. These two important Pipe will give you top-quality service. D 
factors are the result of Spanc’s careful See your local Spanc Distributor, for ac 
quality-control. your next order of pipe. He will give w 
This quality-control begins with the —_ you top-quality service, too. w 
Ww 
Pe 
je 
T 
SPANG-CHALFANT : 
DIVISION OF THE NATIONAL SUPPLY COMPANY a 
General Sales Office: Two Gateway Center, Pittsburgh, ps 
Pa. District Sales Offices: Atlanta, Boston, Detroit, Houston, pc 
Los Angeles, New York, Philadelphia, Pittsburgh, St. Louis br 
SPANG 
STEEL PIPE — 
Owner and Builder: G. G. Dozier, Albany, Georgia | 
Architect: Rayburn Webb, Albany, Georgia 
Plumbing Contractor: Lipsey Heating and tener Company, Albany, Georgia wi 
Spang Distributor: Engineering and Equi pany, Albany, Georgia 
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DemrsteR 





Thrifty 1/3 H.P. 
or 





deep-well 


DEMPSTER 


Powerful '/o H.P. 


Deep Well 











Shallow- well 





Dempster Convert-o-jetmaster lets you offer the 
advantages of convertible water systems to fit most 
water conditions! No more trouble in areas where 
water conditions have made other seals fail — or 
where falling water tables have made a single pur- 
pose water system ineffective. In the Convert-o- 
jetmaster you get both durability and adaptability. 
The filters in the patented cartridge stuffing box 
in the Convert-o-jetmaster stand guard against sand 
and grit — filtering it out before it can reach the 
packing. This stuffing box means a better seal, low 
power loss and more pumping power. A removable 
bronze sleeve eliminates all wear on the motor shaft. 


Converlc-jelmaslen 


WATER SYSTEMS 


Dempster’s new Convert-o-jetmaster retains all the 
advantages of the Dempster Convert-o-jet line: 
Quick conversion from shallow well to deep well 
operation without extra cost except for the pipe; 
low investment (only slightly higher than Convert- 
o-jet models); choice of thrifty Ys or powerful 
HP ball bearing motor; top quality material and 
construction throughout. 

Dempster Convert-o-jetmaster will deliver to 835 
gals. of water from a shallow well — go down to 
90 ft. in deep well operation. 

For Trouble-Free sales — feature the Trouble-Free 
Dempster Convert-o-jetmaster! 


Write or call today for new 4-page Convert-o-jetmaster folder! 










DE 


"WATER SUPPLY EQUIPMENT 
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DEMPSTER MILL MFG. CO. 
BEATRICE, NEBRASKA 
Branches and Warehouses: Omaha, Nebraska; Kansas City, Missouri; Des Moines, lowa 


Sioux Falls, South Dakota; Denver, Colorado; Oklahoma City, Oklahoma: Amarillo 
Texas; San Antonio, Texas 




















Area Meetings 


(Continued from page 95) 
tity price accept delivery of 
two a week? 


“No, he cannot.” 


Suppose I, as a _ wholesaler, 
want only one customer in 
each town. Can I sell him at 
any price I choose? 


“Yes, if no two customers are in 
competition one with the other.” 


How will compliance of the 
rules be obtained? 


“Very likely through the estab 
lishment of an ‘industry com- 
mittee’ composed of representa- 
tive wholesalers. The purpose 


of the committee will be to make 
certain that the rules are prop- 
erly disseminated to everyone 
connected with the industry. 
After the educational job is 
done, do something about com- 
pliance. Ask the industry to re- 
port violations to the committee. 
The committee cannot enforce 
the rules, but must turn in the 
complaints to the FTC with the 
request that the FTC enjoin that 
unfair practice. The complaint 
may, of course, be sent direct to 
the FTC by anyone without go- 
ing through the committee.” 


As a wholesaler, I want to see 
the right thing done, but it’s a 
pretty sneaky business, snitch- 
ing on a competitor. What 
about that angle? 


How Trade Practice Rules Will be Enforced... 


(Continued from page 95) 

“Every violation of a trade prac- 
tice rule represents a violation of 
the basic Federal statute which the 
rule implements. 

“Whenever the Federal Trade 
Commission has reason to believe 
that a businessman has violated or 
is violating a trade practice rule 
which implements the Federal 
Trade Commission Act, and it ap- 
pears to the commission that a 
proceeding by it would be to the 
interest of the public, the commis- 
sion issues a complaint against the 
businessman which alleges a viola- 
tion of the basic statute as inter- 
preted by the trade practice rule. 


s “The businessman is then af- 
forded the opportunity of a hearing 
before an examiner of the Federal 
Trade Commission. If the attorney 
in support of the complaint proves 
to the satisfaction of the hearing 
examiner the violation which was 
alleged in the complaint, the ex- 
aminer prepares an initial decision 
which includes a ‘cease and desist 
order.’ If no appeal is taken to the 
full commission by the business- 
man, the cease and desist order 
recommended by the hearing ex- 
aminer becomes the order of the 
commission. 

“A businessman subject to a 
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cease and desist order issued under 
the Federal Trade Commission Act 
may have a review of the order in 
a United States court of appeals by 
filing in the court within 60 days 
from the date of service of the or- 
der a petition asking that the order 
be set aside. The circuit court 
then has the power to affirm, modi- 
fy or set aside the commission’s 
order. If no appeal is taken, or if 
the order is affirmed by the circuit 
court, it becomes final and legally 
binding. If the cease and desist or- 
der is later violated, the matter is 
certified to the attorney general 
of the United States and a civil 
penalty action can then be insti- 
tuted by the government in a 
United States district court. Viola- 
tions of the Federal Trade Com- 
mission Act impose penalties of 
$5,000 for each violation and each 
day of violation is deemed a sep- 
arate offense. 


ws “Whenever the Federal Trade 
Commission has reason to believe 
that a businessman has violated 
or is violating a trade practice rule 
which implements the Clayton Act, 
as amended by the Robinson-Pat- 
man Act, the commission issues a 
complaint against the businessman 
which alleges a violation of the 
basic statute as interpreted by the 


“Let’s look at it this way: Sup- 
pose a neighbor had a highly 
contagious disease and refused 
to have it treated. If you didn’t 
do anything about it, ultimately, 
both of you might die. The same 
thing applies to business. I be- 
lieve that if one violation, pre- 
ferably a big one, became an 
example, it would have a salu- 
tory effect on other violators. 
Incidentally, the complainant’s 
name is kept confidential.” 


s There were a number of addi- 
tional questions asked, most of 
which have been answered pre- 
viously in the article “How Will 
the Trade Practice Rules Affect 
You,” which appeared in the 





trade practice rule. In these cases, 
too, the businessman is afforded 
the opportunity of a hearing before 
an examiner of the Federal Trade 
Commission. The procedure there- 
after is identical to that pursued 
in cases involving violations of the 
Federal Trade Commission Act, 
up to the point of issuance by the 
commission of a cease and desist 
order. 


» “A businessman subject to a 
cease and desist order issued under 
the Clayton Act may also request 
a review of such an order in a 
United States court of appeals. 
However, orders issued by the 
commission under the Clayton Act 
do not have a time limit within 
which petitions for review must be 
filed. If the commission, at any 
time, has reason to believe that its 
order is being violated, it can pro- 
ceed for enforcement to a United 
States court of appeals. The com- 
mission must there show that vi- 
olation of its order has occurred. 
“When a violation of a Clayton 
Act order has been affirmed and 
ordered enforced by a _ United 
States court of appeals, contempt 
proceedings can be initiated upon 
the occurrence of a subsequent 
violation. There is no provision in 
the Clayton Act for the fines which 
may be imposed. Consequently, 
the amount of such fines depends 
upon the court.” END 
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THESE PLUMBING 
DISTRIBUTORS SELL 
Westinghouse 
OD WASTE DISPOSERS 


AMSTAN SUPPLY DIV., AR&SS 


Colorado Yai Colo. 


Stockton, Col. 
* 

Boston, Mass. 
ar APPLIANCE DISTRIBUTORS, CORP. 


* 


FLECK come ANY, INC. 


d, Ore 
se PACIFIC CO. 


MOTT BROTHERS CO. 

4. R. DETERDING CO. 
, Wash. 

eg SUPPLY CO. 


INLAND SUPPLY, INC. 
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Not One Repair Call 


Here’s the Food Waste Disposer that 
practically does away with service calls. 
Actual records from 40 major cities 
show that out of the thousands of 
Westinghouse A-1B Disposers in- 
stalled, only 0.74% —less than one in 
a hundred—required repairs of any 
kind in one full year of operation. 
And here’s more good news! In 
those rare cases requiring major 
service — you make no repairs. You 
simply replace the entire unit, in 
accordance with the terms of the 














in a Hundred Sales! 


Westinghouse Disposer has Amazing 


99.24% Trouble-Free Record 


Westinghouse Disposer Service Policy. 

The A-1Bhasto bea rugged Disposer 
to permit a policy like this, and it is. 
It shreds all kinds of food waste 
quietly and efficiently. It weighs only 
30 pounds. That makes it a dream to 
install. Its low cost makes it a dream 
to sell. 

This superb Disposer belongs in 
your line. See your Westinghouse dis- 
tributor or wholesaler, or write direct. 
Westinghouse Electric Corporation, 
Electric Appliance Div., Mansfield, O. 


you CAN BE SURE...IF s Westinghouse | 


















































































FIRST AID to Heating 


REMODELING JOBS! 






send me postpaid 
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$350 


POSTPAID 





Convector Rating Book 
($3.50 each) 


My [) check [) money order in the amount of $.......... 


is enclosed. 


it is understood that if | am not completely satisfied, | may retern 
these books within ten days and full purchase price will be refunded. 

















HOW TO USE THIS BOOK 



































































































THE CONVECTOR RATING BOOK 


SAVES YOU TIME, ASSURES ACCURACY IN IDENTI- 





_\) FYING AND SIZING INSTALLED CONVECTION 


Every heating man doing remodeling work is 
called upon to revamp jobs having existing 
convectors. It is vital for him to know the 
ratings of these convectors, either in Btu or 
e.d.r. Normally he has no ready way of iden- 
tifying the convectors or establishing their 


su eesesssesseasses4s 
DOMESTIC ENGINEERING 
COMPANY 


Beek Department 
1901 Prairie Ave., Chieage 16, fil. 


rating. The new Convector Rating Book solves 
this problem with the greatest of ease. 


This long awaited book has been designed to 
remove every element of chance from all 
convector jobs. Now it will be possible for 
you to determine quickly, accurately, the 
exact rating of hundreds of types, models and 
makes of convectors. 


No matter what size convector may be in- 
volved or who the manufacturer may be the 
new Convector Rating Book will take the 
guesswork out of your heating survey. Since 
you will want to take this boék to the job, it 
has a flexible but durable cover. 


Diagrams, clear cut illustrations and accur- 
ate rating charts are used profusely through- 
out to greatly facilitate the use of this book. 


When you follow the simple step-by-step in- 
structions you just can’t go wrong. 


You can’t go wrong either if you order your 
copy of the Convector Reting Beek now. 
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Make your next 
baseboard job 
better with 


KEENEY 





























































KEENEY Chamber OMOQWENVTS are 


best for Baseboard because .. . 


>» Chamber creates high point for 
collection of air. 


» Readily accessible from any 
angle, no screwdriver needed. 


» Automatic and manual action. 


» Automatic venting is factory- 
set, no adjustment needed. 


>» Eliminate several joint connec- 
tions and nipples. 


>» Hundreds of thousands in suc- 
cessful operation. No failures! 
No returns! 


3 SIZES PROVIDE THE FLEXIBILITY NEEDED TO FIT ANY JOB. 


THE KEENEY MANUFACTURING CO. 


Since 1923, Manufacturers of Plumbers’ Brass Goods and Heating Specialties 
NEWINGTON, CONNECTICUT 
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Questions and Answers 


(Continued from page 28) 
uring 10 ft. high and placed atop 
a 70 ft. tower, what will the pres- 
sure be at the base of the tower 
when the tank is filled to the top? 
(See Fig. 3, p. 28.) 

Answer: 
10 ft. (tank) + 70 ft. (tower) x 
0.4335 (factor) = 34.68 psi. 

Conversely, when the pressure is 
known, but the head in feet is un- 
known, this can be solved by multi- 
plying the pressure per sq. in. by 
the factor 2.31 (the pressure of 1 lb. 
psi equals 1 sq. in. of water 2.31 ft. 
high). 

Example: With a known pres- 
sure of 52 lbs. psi, find the head 
in feet. 

Answer: 52 (psi) x 2.31 (factor) 
= 120.12. The resultant 120 ft. 
would be the height of the column. 


Piping for Service Station 
We have been awarded the job 
of installing the gasoline storage 
and piping for a service station. 
The builder advises that it wil) 
be satisfactory to place the storage 
tanks above ground, as the location 
is not subject to a city ordinance. 
Are there any disadvantages to 
placing the tank above ground? 
The equipment is to consist of 
one 3,000 gal. tank for high octane 
gasoline and one 6,000 gal. tank for 
regular gasoline. Each tank is to 
supply three pumps located on sep- 
arate islands. Please inform us ot 
the number of tappings, their sizes, 
and location on the supply tank. 
New York M. E. J. 


To the Reader: 

A gasoline service station more 
frequently uses underground tanks 
because they do not take up val- 
uable space, and they present less 
risk than tanks above grade. Usu- 
ally they are easier to install than 
tanks placed above ground due to 
the added precautions or require- 
ments that are necessary when in- 
stallations are made above ground. 

Another factor to consider is that 
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of density. When gasoline is stored 
underground it has a_ constant, 
year-round temperature and, as a 
result, has a constant density. 

When gasoline is stored above 
ground its volume is changed both 
by heat and by cold. In hot weather 
the expansion of gasoline generates 
pressure and this necessitates the 
use of pressure release vents on 
the tank. 

In addition to these physical re- 
quirements for tanks above ground, 
there is a casualty risk which causes 
a higher insurance rate for the 
service station operator. Because of 
these numerous factors, most serv- 
ice stations use underground tanks. 

Your drawing (see Fig. 4) shows 


a single supply line from each tank 
with take-offs for each of the three 
pumps. This is not a desirable 
practice because with only one sup- 
ply line from the tank there would 
be occasions when all three pumps 
would be in operation at the same 
time. The result would be that the 
pump in the favored position could 
reduce the flow to the other pumps. 
Before installing the piping, it 
will be necessary to obtain a tem- 
plate or piping specifications for the 
model of gasoline pump to be used. 
This will show pipe size, location of 
the piping, and location of anchor- 
ing bolts. A double swing joint 
should be used at the bottom of 
(Please turn to top of page 196) 








REGULAR OCTANE 
GASOLINE 
STORAGE TANK 











HIGH OCTANE 
GASOLINE 
STORAGE TANK 
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Fig. 4: The reader’s drawing shows three pumps being served by a single supply 
line from each tank. Correctly installed, each pump should be served by a 
separate line to prevent one pump from affecting delivery to other pumps. 
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2” TAPPING FOR GAUGING 1%.” ELBOW TO 
(OPTIONAL) PROVIDE SWING JOINT 














@-—3” TAPPING 3” x 14," 
FOR FILL CAP x1%” 
} DOUBLE 
| eS TAPPED 
| 1% BUSHING 
NIPPLE 





1%,” 
3——3” X 1%2” X 12” PIPE 
OR 3” X2”xX2” 
Sunes Pon” 4” ABOVE 
SUCTION LINES BOTTOM 
(SEE DETAIL) OF TANK 








Fig. 5: The drawing at left illustrates usual tappings needed for a storage tank 
serving three gasoline delivery pumps. Drawing at right shows details of suc- 
tion pipe in the tank and a swing joint in the pump supply line at the angle 
check valve. The joint permits settling without breaking pipe connections. 
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One of the country’s largest air-terminal build- 
ings, at San Francisco International Airport, uses 
Beth-Co-Weld Pipe in sizes from 2 in. to 12 in. 
Plumbing and Heating Contractors: Anderson and 
Rowe; Jobbers: Heieck and Moran, and P. E. 
O’Hair, all of San Francisco. 


Beth-Co-Weld Pipe is used in sprinkler system for 
this new Simplex Paper Company’s bag manv- 
facturing plant, Jacksonville, Fla. Installation by 
Moore Pipe & Sprinkler Company, Jacksonville. 


New Air-Terminal Building... New Factory 
Both with Beth-Co-Weld Piping 


Whether it’s for a factory, air-terminal building, or some 
other type of construction, you'll make a wise choice 
when you select Beth-Co-Weld steel pipe for the heating 
and plumbing lines, and for sprinkler systems. 

Beth-Co-Weld is good, sound, dependable pipe, manu- 
factured by the continuous-weld process. It is uniform 
in quality, and is easy to work. 

Beth-Co-Weld is furnished in sizes ranging from 4 in. 


BETHLEHEM STEEL 
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to 3 in., standard-weight and extra-strong, and can be» 
supplied either in random lengths or in uniform 21-fc 
lengths, plus or minus | in. It also comes in 314 and 4 in. 
sizes, standard-weight only, in lengths of about 22 ft. 
Order Beth-Co-Weld today from your jobber. 
BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Stee! Corporation. Export 
Distributor: Bethlehem Steel Export Corporation 
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AUTOMATIC HUMIDIFIER 





A Unique, Original 
Principal of Operation 


No FLOAT No DRIP No CLOG 


The humidifier with the most sell- 
ing features, for more sales and 
profits, with less servicing. No 
moving parts to adjust .. . stick 
or wear out, guaranteeing years of 
trouble free service. Evaporator 
plates with patented drain clips 
that prevent water dripping. The 
easiest humidifier to install, only 
one opening to cut, fits all furnaces 
—any type bonnet. Factory guar- 
anteed for one year. 


ASK YOUR WHOLESALER til FUEL OL 
FOR THE NEW FILTER 





AUTO-FLO CORP., 14590 Schaefer, Detroit 27, Mich 


Please send me full information on: 
Auto-Flo Fuel Oil Filter 
Auto-Flo “100" Automatic Humidifier 


Nome 





Address 
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Say ‘“‘Goodhye’’ to Service Calls 


Q & A «++ continued from bottom of page 194 


each pump stub and a form should be used to provide 
working space around the pump supply stub. The 
horizontal piping should be at least 18 in. below 
grade at the pump and should have a downward 
pitch of % in. to the ft. from the gasoline pump to 
the tank. 

Swing joint connections should be made at the tank 
to facilitate pitching the pipe upward to the pumps 
and to allow for settling of tanks (see Fig. 5, p. 194). 

Assuming that underground tanks will be used, 
each one should have one tapping for the fill, the 
vent, and for each pump served (see Fig. 4, p. 194). 
The fill pipe is usually 3 in. ips, and if a fill cap is 
located immediately over the tank, there is no need 
for an extra tapping for gauging purposes. If the fill 
cap is to be offset to some point away from the tank, 
then a separate tapping must be brought up to grade. 
The gauge tapping, when used, is 2 in. ips. Water- 
proof caps are used on all fill and gauge pipes. The 
vent connection is usually 2 in. ips and is commonly 
extended to an outside building wall and terminated 
approximately 10 ft. above grade with a vent cap. 
Each tank is vented separately. 

Suction line connections are made through 3 by 1% 
in. double-tapped tank bushings. The bottom tapping 
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“No, lady. It isn’t supposed to say, ‘mee-ow, mee- 
ow’ when you turn this.” 


in the bushing is fitted with a drop pipe which ex- 
tends to within 3 or 4 in. of the bottom of the tank. 
This leaves space for condensation to form below the 
suction level. The check valves of the suction lines 
are double poppet type and made especially for this 
service. The check valves are installed at or above 
the top openings in the tank bushings. 

Some service stations are beginning to use a new 
type of gasoline dispensing pump which delivers both 
regular and high octane gasoline. Such pumps are, 
of course, connected to both tanks. On these the 
suction lines are 2 in. instead of 1% in. END 
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I-B-R Reports Record Sales 


A RECORD-BREAKING INCREASE of 46.4 percent in 
shipments of baseboard-type radiators for home 
heating was attained during the first six months 
of 1955 as compared to the same period last year, 
the Institute of Boiler and Radiator Manufactur- 
ers has announced. The increase was the highest 
in the industry’s history, said Robert E. Ferry, 
the Institute’s general manager. 

Also dramatically ahead of 1954 were first six 
months figures for 1955 on cast iron boilers for 
home heating which showed a gain of 25 percent. 
Finned-tube-type radiation, used chiefly for in- 
dustrial and other types of heating, showed a gain 
of 24.3 percent over the same period. 

The disparity in the percentage gains shown 
by baseboards over heating boilers, Ferry noted, 
is accounted for by the wide use of baseboard 
radiators not only in new homes but for moderniz- 
ing heating systems of older homes. Since cast 
iron boilers have a life expectancy of 40 years or 
more, Ferry said, they rarely need replacing dur- 
ing the useful life of a house. Consequently, the 
sales gain shown for boilers reflects new home 
installations almost entirely. 

Industry estimates put the share of new homes 
heated by boiler systems, or air conditioned by 
hot and chilled water systems, at about 35 per- 
cent of the total. This compares to an estimated 
20 to 25 percent share of total new housing two 
years ago. 

The increase, Ferry indicated, has come about 
through intensified development of new and im- 
proved equipment, especially for summer cooling, 
together with stepped-up advertising and promo- 
tion, improved selling methods, and by greatly 
improved and expanded training of the technicians 
who install heating systems. Technical training, as 
provided, for example, by the Institute’s schools 
and technical manuals, is the largest single factor 
in reducing the installed cost of heating systems, 
Ferry believes. Thus the dissemination of new, 
more efficient design, calculation and installation 
procedures has cut the time and labor costs of 
installing hot water heating, and has therefore 
broadened its market, Ferry said. END 


Some Words on Selling . . . 


George L. Erwin, Jr., vice president of Crane Co.. 
in commenting on sales aggressiveness in the heating 
industry at the annual meeting of The Institute of 
Boiler and Radiator Manufacturers said: 


“When consumers tell you that your price is 
too high, they really mean ‘our desire is too 
low.’ We must justify our price and sell the 
benefits and comfort of hot water heating. And 
instead of talking about those words ‘wet heat,’ 
let’s talk about ‘chilled water cooling for sum- 
mer and hot water heating for winter.’ Those 
words may be a little longer, but they convey a 
lot of meaning.” END 


197 





VENT-RITES insure 


balanced heating 


Vent-Rite Venting Valves are scientif 
cally designed and carefully manufactured 
to give the best results. Special features 
assure automatic noiseless venting, quick, 
uniform heat distribution, and long, 
trouble-free performance. With Vent-Rites, 
your customers will find it isn’t necessary 
to overheat some rooms to get heat to 
others . . . and consequently they will cut 
heating bills. 


Vent-Rites mean more comfort and lower 
fuel costs for the home owner .. . and 
more profitable heating installations and 
good will for you. Use Vent-Rites and your 
reputation for good work is safe. Order 
from your wholesaler for your next job. 
There’s a Vent-Rite Venting Vaive for all 
heating requirements. 


VENT-RITE 


No. 1 for non-vacuum 


No. 2 for vacuum 


4%" side connection 


with Siphon. 3/32” diam- 
eter Vent Port. Overall 
Height 3”. 


Be Right with 
VENT-RI 


VENTING VALVES | 
- Best because scientifically ¢ 
by the pioneers in vent ¢ 




















Window Air Conditioners 





ore jobs... 
More profit! 


WITH THIS 


Packaged Air Conditioning 
units —2 to 20 tons 

















= Condensing units up to 100 tons — 


F-12 or F-22 


You'll sell more jobs, and make more profit, 
with this well-rounded Curtis line. Curtis equipment 
sells readily because it is backed by one of 

the oldest and most respected names in the business. 
Curtis products are presold for you by hard-hitting 
national advertising in Saturday Evening Post, Time and 
Newsweek, plus many national business and 

trade magazines. 


WRITE TODAY for information on how you can 
obtain a Curtis direct factory franchise. 


Multi-Zone Units — 
serving 2 to 8 zones 


Packaged Liquid Chillers— 
7% to 100 tons —F-12 or F-22 


Grefir REFRIGERATING MACHINE DIVISION 


of Curtis Manufacturing Company 
1951 Kienlen Avenue, St. Lovis 20, Missouri 


Other Curtis Products: INDUSTRIAL AND AUTOMOTIVE AIR COMPRESSORS, 
AUTO LIFTS, CAR WASHERS, AIR HOISTS 
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Flexonics Corporation 
1324 S. Third Ave. 
Maywood, Illinois 


Please send Bulletin 151 giving detailed information 
and specifications for the new FLEXON Model H 
High Pressure Compensator. 
|) | cera 
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TRAVELING NIPPLE Pa INSTALLATION CLIP NIPPLE 








BELLOWS ANTI-TORQUE DEVICE ™ SHROUD 

ONLY THE FLEXON COMPENSATOR With the new Flexon High Pressure Compensator’, 
GIVES YOU ALL THESE ADVANTAGES control of expansion in heat risers becomes practical, 
4 LIGHT WEIGHT—Only a fraction of that of other units. efficient and ec onomical. Here is a unit, prov ed in field 
applications, that is lighter in weight, more compact 

COMPACT—Up to 4 shorter and % to % smaller in 0.D. Saves and completely maintenance-free. 

4 luable buildi 3 

valuable building space As the cut-away above shows, the Flexon Compen- 
MAINTENANCE-FREE—Install it and forget it. It's good for the life sator is fabricated from all-welded steel plate. There 
¥ of the system. are no cumbersome space-consuming castings. The 
stainless steel bellows is completely guided internally 
PRECISION MADE by the pioneers of stainless steel bellows and and is externally restrained. The unit is provided with 
experienced manufacturers of steam specialties. a positive anti-torque device to prevent possible bel- 


lows damage during installation. 


TYPICAL SPECIFICATIONS 
All sizes of the Flexon High Pressure Compensator 


The specifications for the 1 Model H FLEXON Expansion Compensator handle 114” motion and may be used at temperatures 
are given below. Other sizes are comparable. to 750° F. Male NPT nipples are standard; ground 
PIPE OVERALL MAXIMUM WORKING WEIGHT joint unions or welding ends are optional. 
SIZE LENGTH O.D. PRESSURE LBs. 
9%” 2%” 150 28 Don’t delay! Use the coupon above to get full infor- 
Patents Pending mation on this revolutionary piping advancement. 
EC-11 


EXPANSION JOINT DIVISION 


Fi : 
exonic ; 1324 $. THIRD AVENUE - MAYWOOD, ILLINOIS 


FORMERLY CHICAGO METAL HOSE CORPORATION 
In Canada: Flexonics Corporation of Canada, Ltd., Brampton, Ontario 


Flexible metal hose Expansion joints ’ 
Metallic 
bellows 











Flexon identifies 
products of Flexonics 
Corporation that 
have served industry 
for over 53 years. 


Aircroft components _ 
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How Bergie Feels About 


Dunno, but it seems most of 
us form certain habits and it’s a 
terrible job to change .. . even 
when something better comes 


along. 

Let me illustrate: Not long 
ago my travels took me into 
Florida. (Almost all travelling 


men find some important work 
to do in that famous state and 
who am I to be different?) 

But here’s the story: Florida 
lime growers have been faced 
with a serious sales problem for 
years. It seems the growers 
dump limes that are turning yel- 
low. Why? They found that you 
and I are accustomed to green 
ones and won't buy the yellow 
ones, even though the juice of 
the yellow limes tastes better 
and is better for us. We’re in the 
habit of using green ones, so any 
other color is forbidden. 


» And now the dopesters say the 
growers have found an answer 
... to give us juice in cans and 
yellow limes will be used. No 
buying precedent or pattern has 
been established for lime juice 
in cans, so they do not have to 
fight a deeply ingrained habit. 

There’s a correlation to this 
in our business. For many years 
plumbing contractors were 
rather stuffy about selling mate- 
rial they did not install. In fact, 
some voiced their disapproval in 
no uncertain terms. 

And the result? Exactly what 
you'd expect. Those lovely peo- 
ple we call the “public” just 
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By Hal Bergdahl, manager of dealer sales, Crane Co., Chicago 


a ‘Sell Only’ Policy 


stayed away. They found plenty 
of other places that welcomed 
them. Then came the revolution. 
Yes, sir, a full scale one, and 
within a decade the great change 
came and today we find it is 
no longer sacrilegious for a 
plumber-dealer to sell merchan- 
dise without installation. 


s But what about those lovely 
people we call consumers? How 
do they feel? Have they come 
to realize that the plumbing con- 
tractor would be glad to sell 
them such products as they de- 
sire? I’m sure the answer is a 
loud, resounding “no!” So they 
do what you and I would prob- 
ably do under similar circum- 
stances ... they buy where they 
are in the habit of buying. 
Most people don’t know that a 
warm and friendly greeting 
awaits them at their heighbor- 
hood plumbing store. A big 
change you say? Well, yes, but a 
very wholesome one. But it 
won’t do the industry much 
good until this condition is un- 
derstood by the public. 


s Now before you climb all 
over me, I'd like to make this 
point indelibly clear: the fact 
that we have men with the me- 
chanical know-how (journey- 
men) is one of the strong appeals 
in our effort to sell. These 
trained artisans contribute a 
great deal. Let’s not minimize 
their importance in any way. 
But of itself, and by itself, it’s 


not enough. If the profit in the 
sale of the product goes to some 
lumber yard, chain store or mail 
order house, it means that our 
whole industry, as we know it, 
is weakened. 

As an industry, we might do 
very well to initiate a campaign 
to inform our “lovely public” 
that the contractor-dealer not 
only has beautiful and longer 
lasting products for sale, but also 
has wonderfully trained artisans 
available who can install these 
conveniences in a manner that 
will assure many years of satis- 
factory operation. 

The dynamic force of these 
things is limitless and our put- 
ting them to use means that 
we’re contributing to our own 
well being as well as others. 


« The dictionary says that habit 
is “mental or moral constitution; 
disposition; mental make-up.” 
Let’s you and I constantly strive 
to attune our “mental make-up” 
to the days in which we are 
living, rather than foolishly try- 
ing to hang on to a rigid, decay- 
ing pattern that was good in its 
day; the marching parade of 
time has simply brought on 
something better not a 
namby-pamby, bland approach, 
but a friendly, competent and 
confident effort. 


EDITOR’S NOTE: Domestic Engineer- 
ing is not advocating a “sell only” pol- 
icy as discussed in this article. How- 
ever, we do recognize that there are 
two sides to the question and invite 
readers to send in their opinion, either 
for or against the “sell only” idea. $15 
will be paid for each letter published. 
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Another Bridgeport first . . . This exclusive 
new sink trap is designed especially for sweat- 
joint installation with Bridgeport Copper 
Drainage Tube! Direct connection eliminates 
intermediate adapter, offers you the most 
modern installation available. 

Quick and easy to install on new jobs or 
replacements, this new Bridgeport trap sim- 
plifies inventory, saves time and meets all 
code requirements. Available in 20 gauge 
(Cat. #150) and 17 gauge (Cat. #151). This 


jr BRIDGEPORT BRASS 


Plumbing and Heating Products 
Offices in Principal Cities - Conveniently Located Warehouses 


trap is another outstanding example of 
Bridgeport leadership in modern plumbing 
and heating products. Order your supply 


today! 





ia i) 
GROUND JOINT features | / \ )) 
/-_ = 


tight metal-to-metal connection 








that can be taken apart and > 

assembled over and over without is 

damage. % =y 
} 





Either-Way® Connection Traps; 
Strainers, Stoppers and Wastes; 
Basin, Bath and Tank Supplies; 
Traxrod® Shower Curtain Rod; 
Copper Water & Drainage Tube 


Bridgeport Brass Company, Bridgeport 2, Connecticut » In Canada: Noranda Copper and Brass Limited, Montreal 


Domestic ENGINEERING, SEPTEMBER 1955 


























Hen IS the phenomenal book 
of pre-tested, pre-proved business-build- 
ing ideas that is weleomed by every 
plumbing and heating contractor-dealer 
who has an eye to success. 


Take the word of other leaders in your 
industry .. . “2000 and 1 Prize-Winning 
Ideas” is for you. These men, including 
manufacturers, wholesalers, trade asso- 
ciation executives and many contractor- 
dealers like yourself, have voiced their 
enthusiastic approval of this great mer- 
chandising book. They all agree that here 
is the perfect answer to the long-felt need 
for a source book of sound sales promo- 
tion ideas that the contractor-dealer can 
put to use in building a profitable busi- 
ness. 


THE INDUSTRY’S LEADERS ALL AGREE... 


This Big Idea Book 
is for YOU! 









“2000 and 1 Prize-Winning Ideas” 
- an inspiring, practical guide 
to the successful merchandising 
methods of 181 award-winning 
contractor-dealers. 








Collectively these ideas represent the 
combined experience of 181 award win- 
ners in Domestic Engineering’s All-In- 
dustry Merchandising Contest. Many of 
its chapters are devoted to the methods 
used by these merchandisers to sell fif- 
teen types of products. Eight hundred 
illustrations show the facilities, displays, 
trucks, advertising, radio scripts, home 
show booths, show rooms, display win- 
dows, ete., employed by these contractor- 
dealers. Forty-four chapters are devoted 
to practices and policies they use in mer- 
chandising, business management, serv- 
ice work and remodeling. 

The many sound ideas packed into this 
book are working wonders for hundreds 
of other contractor-dealers . . . and they 
can do the same for you. 


Use the coupon below to order your copy of 
“2000 and 1 Prize-Winning Ideas”. 
The price, postpaid, is $5.00. 





RETURN COUPON TODAY! 





DOMESTIC ENGINEERING (BOOK DEPT.) 
1801 PRAIRIE AVENUE, CHICAGO 16, ILL. 


Send me my copy of the book “2,000 and 1 Prize-Winning Ideas.” It is understood that, if not satisfied, 
I may return the book within ten days and full purchase price will be refunded. My remittance of $5.00 


te cover cost of the book is enclosed. 
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Pre-Tested 
Ideas on... 


MERCHANDISING 
MARKETING 
MANAGEMENT 
AND SERVICE! 


Practical ideas you 
can put to profitable 
every day use in 
your own business. 


The big book of big 
ideas, *2000 and 1 
Prize-Winning 
Ideas,” consists of 
200 pages and con- 
tains 800 illustra- 
tions. The following 
are typical subjects 
covered: 
Institutional 
Advertising 
Human Interest 
Advertising 
Anniversaries 
Grand Openings 
Radio Advertising 
Television 
Phone Book 
Advertising 
Cooking Schools 
Seasonal Appeals 
Signs 
Signs on Job 
Symbols 
Slogans 
Labels 
Gimmicks 
Calling Cards 
Photo Cards 
Literature and 
Blowups 
Show Displays 
Contests 
School Activities 
Sports 
Public Relations 
Stunts 
National Programs 
Civic Activities 
Welcome Wagon 
Brochures 
Annual Service 
Customer Incentives 
Employee Incentives 
Prospecting 
Job Proposals 
National Recognition 
Publicity 
Contest 
Trucks 
Reception 
Offices 
Shops 
Yards and Docks 
Uniforms 
Procedures 
Remodeling 
Service 
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It’s no secret that there are various types of 
substitutes for soil pipe whose original cost is 
claimed to be lower than cast iron. But overall 
cost is based upon such considerations as 
installation or replacement costs. 

When it comes to installation, you'll find 
that very often the cost of complicated trench- 
ing, and grading, and sifting backfill — neces- 
sary when using substitute materials — makes 
the price of Cast Iron Soil Pipe lower than that 
of any other material. 





how competitive is CAST IRON? 


There are also advantages to cast iron that 
no other material can even compete with — as 
you well know. Cast iron is the only material 
that’s fully root-proof ... really strong. . . and 
permanent. Cast iron will last at least as long 
as the structure it’s used in. In the long run, it’s 
your least expensive waste piping material. 

So, help your customers to permanent satis- 
faction. Recommend what you know is best. 
Tell your customers their best bet is — Cast 
iron Soil Pipe. 




















PERMANENT RRR EERIE 7 
| CAST IRON SOIL PIPE INSTITUTE | 
CAST IRON SOIL PIPE | Dept. DE-9, 1627 K Street, N. W., Washington 6, D.C. | 
has ALL these ? [] Send me copies of your 

latest booklet about Cast Iron Soil 
advantages l THE MARK OF Pipe, “Best in the Long Run.” | 
P c | QUALITY AN Our local Club wants to | 
Rugged metallic strength | D see your educational movie, “Per- | 
* Zero moisture absorption | PERMANENCE manent Investment.” Tell me how l 

R to arrange for free use of film 

* Permanent tightness of joints, with | > WS pwn | 
flexibility | a 
. ; | Address | 
* The only pipe accepted in all codes City ili late | 
for use from street to roof Ee ae ae eee a ee a SaAE a TED ae ae 
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THE FIRST ORDER OF BUSINESS at 
the Minneapolis-Honeywell con- 
ference (see page 113) was a 
discussion of the marketing pic- 
ture as it exists today in the 
heating industry. 

Tom McDonald, executive vice 
president of the company, led 
the discussion with a hard-hit- 
ting talk about the “low profit 
margin that is now prevalent at 
all levels of the industry.” In 
summarizing the situation, Mc- 
Donald said, “Unfortunately, our 
industry, like many others today, 
is so price conscious and so anx- 
ious to offer a product a few 
nickels cheaper than the other 
fellow, that there is not sufficient 
margin in the selling price to 
pay for the advertising and sell 
ing expenses that are just as 
necessary as the raw materials 
and the machines on which the 


product is built.” 


« The end result of inadequate 
advertising and selling was em- 
phasized by McDonald when he 
said, “Visit a model home any- 
where across the country and 
note the number of prospective 
buyers who show no interest 
whatsoever in the heating sys- 
tem.” 

It was McDonald’s contention 
that the heating industry would 
be getting a bigger slice of the 
consumer dollar if the entire in- 
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Also see page 113... 


dustry devoted its energy to sell- 
ing quality heating equipment 
and extra comfort features. 
“When we, collectively, make 
the consumer more conscious of 
the fact that there is nothing so 
fundamental to gracious, com- 
fortable living as good heating, 


The Honeywell Report on 
Heating-Cooling Trends... 


then we will get a bigger part of 
the builder’s dollar that is now 
going for picture windows and 
dozens of other items that the 
homeowner believes to be of 
greater importance than heating 
comfort,” McDonald said. 

The irony of this situation of 





These Honeywell Executives 


—— me # 





Tom McDonald 


Executive Vice President 


“When we, collectively, make the 
consumer more conscious of the 
fact that there is nothing so funda- 
mental to gracious, comfortable 
living as good heating, then we 
will get a bigger part of the build- 
er’s dollar that is now going for 
picture windows and other items 
that the homeowner believes to be 
more important than heating.” 





Kent L. Wilson 


Manager, Heating Controls Div. 


“We have carried out many spe- 
cialized programs in the past in 
behalf of the industry and there 
certainly will be others in the fu- 
ture. However, if our industry is 
going to capitalize on the opportu- 
nities that now exist, and continue 
to show progress, then the job that 
lies ahead must have the support 
of the entire industry.” 
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© How heating and plumbing contractors can get a big- 
ger slice of the consumer dollar 


© A study of new trends in residential air conditioning 


© Health and comfort factors of CAC (continuous air cir- 
culation) and CHC (continuous heat circulation) 


®@ Zone control systems and their future in our industry 


© Effect of new home design on heating and cooling 


products 


underpricing and _ underselling 
was highlighted in McDonald’s 
concluding statement that “this 
condition should not exist when 
employment and personal in- 
come are at the highest levels in 
history.” 

In another conference discus- 


sion, Karl Schick, sales manager 
of Honeywell’s heating division, 
gave an interesting insight on 
how recent changes in home de- 
sign and manner of living have 
influenced the design of heating 
controls. 

“What’s actually happening,” 


Schick said, “is that the Amer- 
ican people are going back home. 
The home is once again the cen- 
ter of family life. 

“A new type of family life is 
being compounded of such things 
as more leisure time, do-it-your- 


(Please turn to center of next page) 








Reported to the Heating-Cooling Conference . . . 





C. W. Nessell 
Heating Consultant 


“The industry must energetically 
promote the use of every operating 
feature, trick, gimmick or gadget 
that will elevate the comfort level 
of heating and cooling for greater 
user satisfaction. We must not for- 
get that the homeowner is our real 
customer and health and comfort 
the real commodity . . . the final 
end product we are selling.” 
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Walter J. Baak 
Trade Sales Manager 


“We must recognize the impor- 
tance of the ranch house and split 
level design of modern homes with 
their varied heating comfort re- 
quirements. In short, there is a 
definite need for zoning comfort in 
today’s homes and contractors have 
found that selling these zone sys- 
tems pays off in more satisfied 
customers and added profits.” 





H. D. Bissell 


Director of Merchandising 


“Honeywell is optimistic about 
the possibility of our industry up- 
grading its selling practices. If we 
are correct in believing that there 
is the promise of an even brighter 
future, it will be brought about by 
industry leaders who recognize to- 
day’s problems and are willing to 
courageously spend their time and 


” 
money to correct them. 














The Honeywell Report on Heating-Cooling Trends...continued 





ELECTRONIC BRAIN developed by Honeywell research 
engineers can duplicate any house in the world and any 
kind of weather and shortens by years the time required 
to test home heating and air conditioning equipment. 


(Continued from page 205) 
self projects, television and other 
home entertainment.” 

Because of this stay-at-home 
factor, two pronounced trends 
have come about in the residen- 
tial control field, according to 
Schick. One is the development 
of new equipment to meet the 
problems arising from present 
living habits and new housing 
design; the other is the increas- 
ing acceptance of advanced com- 
fort concepts. 

Split-level houses and present 
day rambling designs have ac- 
celerated the demand for zone 
control, Schick said. 

An interesting sidelight on the 
effect modern living exercises 
over product design is associated 
with the problem of household 
lint. Schick attributed many of 
today’s service problems to clog- 
ged pilots, primary air openings 
and room thermostats caused by 
lint. A study conducted by a 
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utility company showed that of 
39,000 service calls made during 
a heating season, more than 10,- 
000 calls were due to pilot burner 
problems and over half of these 
were primary air adjustment 
troubles, 31 percent of which 
were caused by foreign matter 
linting the primary air opening. 
Honeywell has developed a 
new pilot burner to cope with 
this problem, Schick said. He 
also said that on 7,000 trouble 
calls on thermostats it was 
found that 67 percent were 
caused by dust, lint, air-borne 
grease, plaster dust or sawdust 
which prevented contact. 
Schick also gave recognition 
to the higher level of esthetic de- 
mand of present-day homeown- 
ers. Better styling of products 
is being demanded and this de- 
mand is being met by restyling 
and more eyecatching designs. 
He also touched briefly on the 
subject of electric heating and 


HUMAN COMFORT is studied by a research scientist 


using a two-sphere radiometer built in the company’s 
research center in Hopkins, Minn. to measure the effect 


of mean radiant temperature on human beings. 


visualized increased use of the 
heat pump and electrie panels in 
areas where other fuels are not 
readily available. Considerable 
engineering and design attention 
is being given to the develop- 
ment of more quiet, efficient 
electric heating controls, Schick 
indicated. 

Walter Baak, trade sales man- 
ager for Minneapolis-Honeywell, 
discussed the progress being 
made by the zone control idea 
in today’s market. He said that 
ranch houses, split levels and 
other contemporary’ designs 
make yesterday’s luxury a 
“must” for acceptable standards 
of comfortable living. To illus- 
trate his point, Baak described 
a Honeywell mailing to 60,000 
dealers with an offer to provide 
a zone control manual. The mail- 
ing brought 20,000 requests .. . 
a phenomenal 33 percent return. 

Using a scale model house of 

(Please turn to center of page 210) 
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CAST-IRON 


RADIANT 
BASEBOARD 


Now it’s easy to provide correct [—, 
BASE-RAY* radiation on all jobs! Just use / ew 


the new No. 9 where wall space is limited jf . 

or heat losses are great, the No. 7 on nor- w '\ : 
mal jobs. Both have the same Burnham ; 
streamlined design so appealing to women. 
Both are made by the pioneers of Radiant 
Baseboard heating. Make your customers 
friends for life with a BASE-RAY installa- 
*Reg. U.S. Pot. Off. 


BURNHAM 


AASERAY 


RADIANT BASEBOARD 





BASE-RAY wears like iron ; 
.-- because it’s made of iron \| 1) 
WAS 














TOPS FOR BEAUTY AND QUIET! BASE-RAY’s at- EASY TO INSTALL! No FULLY WATER-BACKED 





tractive streamlined design appeals strongly to 
home owners. It is as inconspicuous as ordinary 
wood .baseboard and can be painted to blend with 


extra tools or know-how are 
needed. No special piping 
layout necessary. Conven- 
tional practice is followed in 
either modernization or new 


FOR EVEN HEAT! BASE- 
RAY is filled with water from 
top to bottom .. . gives off 
heat long after burner is shut 
off! Avoids the discomfort of 







’ 4 . 
— queer. It s = too. Develops no expansion jobs. No system requires less “all-on” — “all-off” types of 
noises or “pings” in operation. installation labor. heating. 
ecccccccccccccccccccccccccccccccccescccccceccccces * 
Burnham Corporation DE-95 : 


First in the 
manufacture of 
baseboard heating. 


Irvington, New York 
Please send me full data on BASE-RAY and copy of 
your new ratings and installation guide. 





eo 
10th Anniversary Srecoial oe erence achew as : eae : 
IMs— 1955 a Mn nad Jae ta cma ened CT ere ree or 


BURNHAM CORPORATION (boii oiiicccccccc cee eee eee eeu eeu eeees 


Irvington, New York fownccwnsaccecncencnncnenncnnceenccensnesesscsesees 
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The Honeywell Report on Heating-Cooling Trends...continued 





RADIOACTIVE materials are used by Honeywell scien- 
tists to help improve existing automatic control equipment 
in a wide variety of fields. Here, a chemist measures the 
radiation level of materials being studied. 


(Continued from page 206) 
modular units, Baak demonstrat- 
ed how the conventional two- 
story house traditionally uses a 
single thermostat for providing 
temperature control formerly 
considered acceptable. 

Using the same modular units, 
Baak then showed how the mo- 
dern ranch house, with added 
exposures to warm sun and cold 
wind, plus the existence of shel- 
tered areas, has obsoleted the one 
thermostat standard and has 
developed entirely new heating 
control requirements. 

“The ranch house and split 
level dwellings have both be- 
come very important,” Baak 
said. “We must recognize the 
importance of permitting the 
owner of a modern home to ad- 
just the thermostat on one floor, 
to maintain a higher tempera- 
ture for Grandma’s room or 
nursery space on another floor, 
and possibly a third one to pro- 
vide the right temperature for 
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the children’s playroom. There 
is a definite need for zoning com- 
fort in the modern home today.” 

Baak also stressed the need 
for zoning in commercial build- 
ings, quoting from a nationwide 
study which showed that 25 per- 
cent of the urban population 
lives in apartments where tem- 
peratures which vary from 60 to 
90F are common. 

To prove the company’s con- 
tention that zoning of apartment 
buildings is practical, Baak re- 
ported that at the conclusion of 
a vigorous advertising and sales 
campaign in a midwestern city, 
Honeywell dealers had succeed- 
ed in selling 5,000 individual 
apartment control systems. Sim- 
ilar campaigns are now under 
way in other areas. 

Baak described the educa- 
tional program that Honeywell 
offers dealers through the com- 
pany’s 110 branch sales and 
service offices in the U.S. and 
also in Canada. The program 


CHARACTERISTICS OF FLAME, both gas and oil, are 
studied and photographed on special cameras to help 
scientists improve combustion controls and burner safety 
equipment. Camera records 7000 exposures per second. 


utilizes slides, printed hand 
books and descriptions of new 
equipment and installation de- 
tails. 

“Dealers have found that sell- 
ing zone systems pays off in more 
satisfied customers and added 
profits,’ Baak continued. 

H. D. Bissell, director of 
merchandising, followed Baak 
with an account of the company’s 
experience in marketing the 
electronic Moduflow unit which 
sells for approximately 10 times 
the cost of a room thermostat. 
Bissell said that initial accept- 
ance was very poor because of 
the difficulty dealers encounter- 
ed in pioneering a high-priced 
product. 

To break the log jam and get 
enough of the units in use so 
that a word-of-mouth, follow- 
the-leader trend could be set in 
motion, Honeywell turned to 
project builders. Here, the pro- 
duct could be _ installed in 

(Please turn to top of page 215) 
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@ 30 all-steel cabinet-sink models—a style and 
price for every prospect! 


@ Color at no extra cost—Star White, Dawn 
Yellow, Meridian Blue, or Sunset Copper! 


@ Immediate delivery from the nearest of 85 
completely stocked warehouses! 


; 
MULLINS MANUFACTURING CORPORATION * WARREN, OHIO 
World's Largest Makers of Steel Kitchens 
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TEST SALES TOOL 


CARRIED” 


—says Jack Epstein, Logan Square Plumbing Contractors, Chicago, Ill. 


“Youngstown Kitchens’ 
new Cabinet Sink Book 
makes it easy to close 
sink sales in my 
prospects’ kitchens!” 


“Believe me, when I run into a sink prospect, I’m 
mighty glad I carry the Youngstown Kitchens Cabi- 
net Sink Book with me. I can show pictures and 
descriptions of 30 different cabinet-sink models in 
all four Youngstown Kitchens colors; and I haven't 
run into a prospect yet who couldn't pick her 
favorite right out of this book—the hottest sales 


wh S yo 
Sf 


SELL THE HOTTEST LINE IN THE 
BOOMING SINK BUSINESS! 


tool I’ve ever carried!” 


@ Hottest Disposer on the market—only $79.95 
suggested retail—easiest to install! 

@ Complete Dishwasher line—including world’s 
only Work-Level model! 

@ Heaviest advertising and merchandising in the 
industry! 











-o-o- EE EE EE 4 
| Director of Marketing | 
| Youngstown Kitchens, Dept. DE-955 | 
Warren, Ohio 
| (1) Please send me a copy of your new, full-color Cabinet | 
| Sink Book. | 
| 1 Please have your distributor representative call—no | 
| obligation. | 
| os - NAME (Please print) , | 
| GET YOUR COPY FIRM | 
OF YOUNGSTOWN as ee 
KITCHENS’ NEW ADDRESS | 
|] CABINET SINK | 
—+ 































OK FOR PHELPS DODGE TUBES 
PACKAGED IN THIS 


"EASY-TO-HANDLE CARTON 


EASIER TO HANDLE — 


due to lightness and convenient 
“‘grip-hole.”’ 


EASIER TO STOCK= 


can be flat-stacked, rack-stacked 
or suspended on hooks. 


EASIER TO IDENTIFY= 


size and type imprinted on 
all carton edges. 


COMPLETE PROTECTION — 


each carton contains a 
single coil—no shifting, distortion 
or coil-to-coil contact. 


Pwews oonoecopeen Proguers = 


CORPORATION copper water tube and refrigeration 


tubing is now available in 
our newly designed single cartons, 


New York, New York e Los Angeles, California 
OFFICES IN PRINCIPAL CITIES OF THE U. S. 
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...for ‘round the clock service 


DEPENDABLE 
HAMMOND 
BRONZE VALVES 


HAMMOND BRASS WORKS (if 


HAMMOND, INDIANA 





O®rRIiGtinaAT@rs or INDIVIDUAL VALVE PACKAGING 
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You do your best jobs with 





MitcoR 





The complete Milcor line 
includes round pipe, rec- 


tangular duct, elbows, 
angles, reducers, take- 


offs, stack adapters, etc. 


No. 715 


i OO 
4047 WEST BURNHAM ST. 


, =. 


“INCANO STEEL PROGUCTS COMPANY 


Fittings 
y 


— says Paul Richman, 
Richman Heating Co., 
8225 Lyndon, Detroit, Mich 


Why does such an overwhelming 
majority of heating men prefer 
galvanized steel to other metals? 

There are several reasons why: 
(1) Galvanized steel is easy to 
handle—and goes in fast. (2) You 
can erect galvanized steel at a 
reasonable cost that fits the aver- 
age home-owner’s budget. (3) A 
galvanized steel installation is a 
quiet installation — it doesn't 
crackle and squeak as the tempera- 
ture changes. 

And speaking of galvanized 
steel, Milcor Forced Air Pipe and 
Fittings are the trade's first choice. 
There are several reasons for this: 
(1) Milcor has a complete, re- 
lated system of standardized units 
that helps you meet almost every 
condition. (2) Patented LockJoint 
makes special tools, rivets, or 
screws unnecessary. You cut down 
roughing-in and erection time. 
(G3) Even when you pound and 
hammer Milcor galvanized steel, 
the galvanizing won't flake off. ¢ 

Prices on Milcor Furnace Pipe 
and Fittings are available from 
your nearest Inland Steel Products 
Company branch listed below, or 
from your heating jobber. 


Reg. U. S. Pat. Off. 





© MILWAUKEE 1, WISCONSIN 


BALTIMORE 5, MD., 5300 Pulaski Highway — BUFFALO 11, N. Y 
64 Rapin St. — CHICAGO 9, ILL., 9301 S. Western Blvd. — CIN- 
CINNATI 25, OHIO, 3240 Spring Grove Ave. — CLEVELAND 14, OHIO 


1541 E. 38th St. — DETROIT 


2, MICH., 690 Amsterdam Ave. — 


KANSAS CITY 41, MO., P. 0. Box 918 — LOS ANGELES 58, CALIF 


4807 E. 49th St. — NEW YORK 17, N 
ST. LOUIS 10, MO., 4215 Clayton Ave. 
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Y., 230 Park Ave — 


S-118a 


Only WALKER Has It! 


hi Automatic Draft Control with 
Full Protection at All Vital Points! 


Pending 








Think of it! A draft control that’s absolutely impreg- 
nable to soot, carbon, corrosion and dust .. . one that will 
give years of accurate, trouble-free service in spite of the 
most adverse operating conditions! The new Walker 
ROYAL PURPLE model is the first—and only—draft con- 
trol with positive, all-point protection. These revolutionary 
improvements can’t be copied or duplicated — they're ex- 
clusively Walker because of pending patents. 


The Royal Purple — Hit of the Philadelphia Show 


as ss ass ww 
& THE =f 
ANSE Story Ws 

The weight adjustment ' 
assembly on the ROYAL 
PURPLE model is sealed 
in by a protective hous- 
ing which keeps mechan- 
ism absolutely free from 
dirt deposits. Unre- 
touched photo at right 
shows back of vane and 
housing after more than 
a year’s service. Cut- 
away shows spotless con- 
dition of sealed-in weight 
adjustment assembly. operating parts assure ease of 
Clean, corrosion-free adjustment at any time. 

This front view of an actual installation 
shows location of pivot pins which control 
vane movement. Notice how they are 
located on front face of damper and set 
back, away from edge. Box-type hinges 
completely seal delicate knife-edge pivots, 
keeping them clean and sensitive even after 
years and years of service. 

For complete details on this sensational 
new development in draft control, see your 
jobber or write Walker Manufacturing and 
Sales Corporation. 


Another Outstanding Walker Development 


VENTURI-TOP CHIMNEY CAP 
Ideal for both heating (gas, oil or 


coal) and ventilating app ications. 
Directional vane keeps throat of vent 
_ facing into wind for maximum draft 
control, Sloping-throat design prevents 
— back drafts and actually increases draft 
effectiveness by constricting it as it 
. passes over chimney opening. Unit 
- rotates on a friction-free, hardened- 
steel ball bearing. Pivot is also of 
hardened steel to assure lifetime opera- 
tion. Ring guide bearing in pivot post 
keeps cap absolutely perpendicular— 
doesn’t sag or lean. Streamlined design 
is both attractive and functional — a 
4 <_ combination which makes it a favorite 
> today’s architects. 


MS Walker Manufacturing and Sales Corp. 


1780 Penn St. St. Joseph, Mo. 
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Heating-Cooling Trends .. . 


(Continued from bottom of page 210) 
bunches of 50 to 500 at a time and used by the 
builder as a merchandising feature in selling the 
homes. 

Honeywell’s Moduflow dealing with the builder 
was a supplement to its traditional distribution 
through the wholesaler and contractor. 

“We came to the conclusion we had to give 
some added help to our accepted channels if we 
were to progress,” Bissell told the conference. 
“We undertook this program in the belief that 
if we could get broad distribution of the Moduflow 
in thousands of modest priced homes, the impact 
might be profound. We can visualize it developing 
acceptance and understanding with the mass 
market which would greatly assist the whole- 
saler and contractor to promote the equipment 
themselves.” 

Bissell reported that wholesalers and contrac- 
tors have accepted the program with good spirit 
and understanding. In most instances today, it 
comes down to a closely coordinated program of 
cooperation and mutual understanding. He point- 
ed out that the dealer is adequately compensated 
and his profits protected as a result of the new 
pricing schedule introduced with the new Modu- 
flow. 

As Honeywell’s “consultant to the heating in- 
dustry,” C. W. Nessell gave a talk on “Continuous 
Air Circulation” or “CAC.” Nessell believes that 
no single factor in the eperation of a residential 
heating system contributes more to occupancy 
health and comfort than CAC. 


» He pointed out that although the fuel rate of 
the domestic burner cannot be modulated, an 
output modulation can be secured by regulating 
the frequency and length of each burner opera- 
tion. This principle is designed in the company’s 
time modulation thermostat. 

Nessell also expressed the opinion that hot 
water heating has precisely the same possibilities 
as warm air for continuous, modulated heat de- 
livery. He feels that the wet heat industry could 
adopt the term “continuous heat delivery,” or 
“CHD,” and stress that term. He also indicated 
that the company is currently exploring the possi- 
bility of offering a CHD control system for hot 
water heating. 

In conclusion, Nessell said that “the industry 
must energetically promote the use of every oper- 
ating feature, trick, gimmick or gadget that will 
elevate the comfort level of heating and cooling 
for greater user satisfaction. 

“In addition, the contractor must be alert to 
properly tune up each job after it is completed, 


but before it is turned over to the owner. The 
(Please turn to top of page 216) 

















Te “Oil Burner Sales 
“ with combination <~ 


VENTALARM *GAUGE 


Underwriters’ Approved 

















The famous whistling tank fill signal and 
easy reading gauge in one money-saving 






unit. Goes on tank as integral part of 
vent pipe. Signal case takes the place 
and saves cost of reducer bushing. One 
less tank opening needed. One item to 
install instead of three. 










Specify tank depth and opening 
when ordering. 







“BUTTON-LIFT” 
INSTALLATION 

| Lifting the button indicator 
draws cork arm up close to main 

shaft for easy installation 


even in partly filled tanks. a) 
oe SCULLY ° GAUGE 


Underwriters’ Approved 


































A modern convenience in every way. 
Big figures, adjustable face, jam-proof 
lever arm, cork float. Accurate serv- 
ice-free operation. 


Specify tank depth 


when ordering. 








and the famous 


VENTALARM 


= 6G US far 


WHISTLING TANK FILL SIGNAL 







Accurate fuel oil delivery without 
home entry. Truly automatic fills for 








the louseholder. Makes oil supply as 
clean and convenient as any other fuel. 







A variety of models for 





new and old tanks. 















Scully Products are manufactured under U.S. 
and foreign patents or patents pending. “Just fill while 
the whistle blows.” 








See your regular Supply House. 







., loronto, Unta 

















































Points 


v© Profits 


/ 


When you stock and sell SEPT-X, you point the way to 
Profits-Plus! SEPT-X, ROOTO's great new “ONE OPERA- 
TION” home sewage system cleaner and conditioner, 
makes more money for you because it carries a mark-up 
of 66%%! SEPT-X brings profits because it makes 
satisfied customers—repeat customers—for you! 


Manufactured by the 
ROOTO Corporation, 
SEPT-X carries the same full 
guarantee as the other \ 
quality products in the 
ROOTO line. Stock SEPT-X | 
today. Order from your 

jobber or write for full in- 
formation. 





SEPT-X is packed six two-pound 
cans per case which becomes an 
attractive Display Carton when 
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Manufactured By 
Detroit 21, Mich. 
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homeowner is our real customer and health and 
comfort the real commodity . . . the final end 
product that we are selling.” 

A study of residential air conditioning trends 
was presented to the conference by Richard M. 
Locke, market manager of residential air condi- 
tioning. 

Looking into the future, Locke sees several 
developments First, there is an important trend 
toward simplified installation and wiring proce- 
dures on air conditioning units. The industry is 
heeding the consumer demand for the pre-wired, 
practical “plug-in” approach to the electrical 
components of air conditioning units. 

Second, “keep an eye on the heat pump,” says 
Locke, who believes that the heat pump makes 
sense in many climates. Third, is the natural or 
LP-gas engine driven compressor, which is now 
being developed. 

Dealing with the present rather than the future, 
Locke discussed the need for greater standard- 
ization of control equipment by manufacturers of 
residential air conditioning equipment. 

Locke revealed that Honeywell sales of air 
conditioning controls at the time of the conference 
was already 200 percent above the firm’s total 
for 1954. 

Jack Daniels, assistant manager of Canadian 
branches, reported that automatic heat is mush- 
rooming in the Provinces. Charles Meech, man- 
ager of the company’s international division, said 
that conditions in many European countries are 
“about 20 years behind the U. S. market.” There, 
the accent is primarily on economy, rather than 
comfort. 

In bringing the editors’ conference to a close, 
Kent Wilson, manager of the heating controls 
division, expanded on the subject of continuous 
air circulation and continuous heat delivery. 


s “We are preparing a program for considera- 
tion of all our manufacturing customers that we 
hope will lead to industry-wide adoption and ag- 
gressive promotion of the concept of CAC and 
CHD,” Wilson indicated. 

He also briefed his audience on Honeywell’s 
newest project in sales training. “At the request 
of the National Heating and Air Conditioning 
Wholesalers Assn., we have worked with them 
in developing a 24-week sales training program 
tailored specifically to wholesalers’ needs. This 
is a modification of the material we have used 
very successfully with our own field organization. 

“This particular educational program is, of 
course, only one of the many things we are doing 
in behalf of the industry. We have carried out 
many specialized programs in the past and there 
certaintly will be others in the future.” Enp 
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THIS IS YOUR SLOGAN... st 
the 
pal 
* tiol 
f . 
Use it on your correspondence fer 
ge eee and in your advertising! ” 
“Consult Your Wholesaler” is Ne 
a slogan for our industry, coined merchandising of advertising; on Engineering survey, wholesalers " 
by Domestic Engineering and ap- select group selling and a hundred almost unanimously welcome their a 
proved by more than 99% of the other questions which wholesalers qual obligation. Gol 
wholesalers queried in a survey. can answer authentically because Manufacturers are urged to ve 
We now offer this slogan in the of their close and constant contact ytiJize the logotype in their Do- Dav 
form of free correspondence stick- with contractor-dealers. mestic Engineering advertising 7 

ers and logotypes, to both manu- Domestic Engineering advocates and in their literature. Whole- 
facturers and wholesalers. close and harmonious relations salers will employ the logotypes An 
There’s a wealth of meaning in 9™0N8 all three branches of our on their various printed matter P 
— ee a industry. Each branch must play going to contractors and manu- ‘rou 
= - its own essential part in this co- facturers. Both wholesalers and ae 
¥0 ceca aaeeeS they constitute Operation but the wholesaler— manufacturers should use the peg 
an olfer of assistance in many being in the center position—is — sticker on all correspondence with lion 


ways; advice on products; design 
and specification; merchandising; 
advertising and displays—to men- 
tion only a few items. 

To manufacturers, the three 
words mean that wholesalers can 
and will give them helpful advice 
on the suitability of new products; 
on preferred packaging and ship- 


the key to all. In the Domestic 


industry members. 














STICKERS for your letters, billheads, etc. 

















ping; on display devices; on re- 
gional trade preferences; on the “Consult Your Wholesaler” is your slogan. Use these itickers on your correspondence, 
invoices and other stationery. ities up to 5 pads will be supplied to wholesalers and 
manufacturers without charge. Additional quantities available at cost. 











LOGOS for 


your advertisements. 


We want to use the “Consult Your Wholesaler” 
slogan on our stationery and in our advertising 


These attractive gummed stickers are available to all wholesalers and manutacturers of 
plumbing, heating and air conditioning products. Each pad consists of 48 stickers. Remember, 
_— 


DOMESTIC ENGINEERING 
1801 PRAIRIE AVENUE, CHICAGO 16, ILLINOIS 


C) Please send me, without charge, a supply of “Consult Your Whole- 
saler” stickers. 


circulars, etc. 





Let your trade paper advertisements and direct mail matter carry the 
“Consult Your Wholesaler” slogan directly to your customers. Make 




















(J Please send me, without charge, two “Consult Your Wholesaler” this logotype a definite part of all of your promotional material. ie 
logotypes (one 2%” wide and one 14%” wide). Available to wholesalers and manufacturers in two sizes, 21%" and aon 
1%” wide. One of each size will be sent to wholesalers and mavu- 
FIRM NAME facturers upon request without charge. Additional logotypes supplied 
at cost. 
carry 
Wholesalers and Manufacturers two-r 
each 
_— USE THIS COUPON TO OBTAIN YOUR addre 
[] WHOLESALER [J] MANUFACTURER STICKERS AND LOGOTYPES cabin 
ing. | 
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News... 


qualified to do a selling job but who also have the 
technical personnel required for first class applica- 
tion engineering and who are accustomed to doing 
business through architects, engineers and builders.” 


continued from bottom of page 60 


The new policy, he states, will direct the marketing 


of room air conditicners toward reduc'ng the impor- 
tance of impulse buying and to offering more to the 
thought‘ul buyer who plans his purchase ahead. A 
part of this program for 1956 is a three-fold protec- 
tion plan for dealers which will make it unnecessary 
for them to dump merchandise without regard t 

profit during the middle of the hottest weather. De- 
tails of this plan will be announced soon, Laube said 


New York Golfers Hold Tournament 


East Wituiston, L. I., N. Y.—The first 1955 golf 
tournament of the re-activated Plumbing & Heating 
Golf Assn. of New York recently was held at the 
Wheatley Hills Golf Club here. Prizes were awarded 
Howard Neilson, Mortimer Smolka, Phil Weinsier. 
Dave Molloy, Fred Head, Jr.. Edward Albane and 
Charles K. Rehner. The next tournament is expected 
to be held this fall in Westchester. 


American-Standard Calendar Ready 


PiTtsBuRGH—A new calendar, designed for year 
‘round merchandising of American-Standard prod- 
ucts, is now available to plumbing and heating con- 
tractors. The new calendar follows the same format 
as last year’s version which topped th2 quarter-mil- 
lion sales mark. The calendar has six pages, each 






































“That drain workin’ okay now, lady?” 


carrying a four-color illustration of products and a 
two-month calendar. A cut-out section at the top of 
each page carries the imprinted dealer’s name and 
address. The products illustrated include kitchen 
cabinets, bathroom installations and perimeter heat- 
ing. Contractors can secure the calendars through 
(Please turn to top of page 221) 





weSald 


now in every price range 


MANOR MODEL 
with fiberglas tray cover 


New profits are now open to you in the sales appealing “WESGLAS’ 
Laundry Tubs.... built of fabulous Fiberglas..... licht in weight 
easy to handle and install... . . strong, crackproof, no coating t 


chip or craze; 
drain solvents. Withstands thermal shock (40 
ranging in price to meet every budget. 


DAY. 


they are impervious to soaps, detergents, mild acids ane 
- over 200° F). Models 


WRITE FOR DETAILS TO 






NEWPORT MODEL N-55 

Fiberglas tub without stand for in 
stalling in counter top. Drain plug an 
stopper furnished. 


OXFORD 
MODEL 0O-55-1 
Fiberglos tub attached 


- li stene 
>. neh rg A per furnished 


WESSELS CO. 
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Carrier knows 
heating 


Over fifty years of leadership in air conditioning have 
given Carrier unmatched experience in the control of 
temperature — heating as well as cooling. Yes, Carrier 
knows heating by experience... and all this engineering 
skill and leadership contributes to the superiority of 


Carrier Unit Heaters. 


THIMYOJIMS 
SMARTER 











CARRIER CABINET UNIT HEATERS 


Cold reception rooms, lob- 
bies, vestibules, entrances are 
poor invitations to patrons of 
banks. hotels, stores, restau- 
rants or similar commercial 
establishments. Owners will 
never know how much busi- 
ness they lose as a result. But 
the cost of a Carrier Cabinet 
Unit Heater is so little in 
comparison that the installa- 
tion becomes a matter of 
good business. 


Carrier floor, ceiling and 
semi-recessed wall models 
are suitable for both steam 
and hot water. Every unit has 
many unmatched features 
such as quiet blower assem- 
bly, directional air louvers, 





long-lasting non-ferrous tubes 
and fins, functional design 
for easy installation, and at- 
tractive styling and finish. 





Recessed model 
WRITE OR MAIL COUPON for model sizes, feature story and selection data 


air conditioning 
refrigeration 
industrial heating 


ee ee ee ee ee 


CARRIER CORPORATION 


Send folder on Carrier Cabinet Unit Heaters. 


Name___ 


Business 


Address 


r 

I 

i 336 S. Geddes St., Syracuse, New York 
! 

I 

! 

I 
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‘Every help you need 
for Volume Sales 


National Advertising * Newspaper 
Mats * Many Colorful Folders ° 
Floor, Wall and Window Displays 
Tele} yal Te. 
the Majestic way 


to dispose of.... 





NEWSPAPERS 
AND MAGAZINES 


What a sales story there is to tell about this 
Majestic Incinerator! And it’s told over and over 
again in the many sales helps Majestic can furnish, 
all prepared and ready to go to work for you. 
National advertising is building up a big demand 
for this complete home disposal system—make sure 
now that you have an ample supply of units and 
the full Majestic story. 


| Today's Most EXCITING 


Modern Home Appliance! 


Majestic’s Model 10-G Incinerator—designed by a 
company making incinerators for 25 years—is a 
big 2-bushel unit, with a gleaming, modern cabinet 
housing a hooded, dehydrating pilot as well as 
a full-flame burner—both trash and garbage dis- 
appear like magic! 

MILLIONS of potential prospects will see the 
full story of Majestic’s magic disposal in these and 
other national publications, Ask your distributor 
for details. 


the Majestic Company, Inc. 
400-A Erie Street a 
Huntington, Indiana 
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News ... continued from bottom of page 219 


their American-Standard distributor at a cost, in- 
cluding imprint, of $14.50 per 100. Mailing envelopes 
are also available. 


Josam Develops New Metal Alloy 

Micuican City, Inp.—A new metal has been de- 
veloped by Josam Mfg. Co. to replace the “white 
metal” now used in a number of its plumbing drain- 
age products. The metal, called “Nikaloy,” is a solid 
alloy with a high nickel content which has the same 
appearance as chrome, and has been created in the 
company’s research laboratory. 

L. N. Newman, executive vice president and gen- 
eral manager, told Domestic ENGINEERING that the 
new metal offers features adding to the durability of 
the firm’s products while at the same time keeping 
products in the same price range. 


Trane Graduates Sales Engineers 


La Crosse, Wis.—The Trane Company has an- 
nounced the completion of its first mid-year student 
training program. The five-month course, conducted 
at the company’s home office here, was scheduled 
twice this year to keep up with the increased demand 
for sales coverage brought about by the company’s 
expanding product lines. The student training pro- 
gram was introduced 30 years ago. 


GAMA Announces New Members 


New York Crry—Three new companies have been 
elected members of the Gas Appliance Manufacturers 
Assn. bringing total membership to 585. The new 
members are San Gabriel Boiler Manufacturing Co. 
of San Gabriel, Calif., Gross Furnace Manufacturing 





Mike Mercury tries some of his own cooking at the recent 
picnic of the American Society of Sanitary Engineering 
at Allison Woods, Ill., while Mrs. Mercury watches his 
reactions. More than 150 members sampled spaghetti, 
sausages and other dishes prepared by Mike. 


Co., Inc. of Salem, Va., and Major Metal Products, 
Inc. of Los Angeles. 

A new member also has been elected to the Gas 
Water Heater Division of the association. The new 
member, Trageser Copper Works, Inc. of Maspeth, 
Long Island, N. Y., brings total membership of the 
division to 49. 

(Please turn to top of page 222) 
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Weve used 


UR-C0 Flex 


since 1951. 
Like its Non-Acid, 
Self-Cleaning features” 


NON-ACID, NON-CORROSIVE — Won't pit. corrode, or 
stain metals. Won't destroy galvanizing. Non-injurious 
to workers or clothing. Safe for food and dairy work 


SELF-CLEANING — No need to wire brush, sand, file 
scrape. Fluxes right through oil. Just brush it on area 
to be joined and apply torch or iron. LA-CO Flux does 
its own pre-cleaning. It automatically prepares the metal 
for alloying with solder. 


Solder Flows Like Magic — Even Uphill! 
Capillary action pulls LA-CO Flux into otherwise inac- 
cessible places. Solder is attracted to LA-CO cleaned 
metal and flows around corners, bends, into cracks — it 
even flows uphill so it can be used in overhead work. 


Sample FREE — Write Today 


Specify LA-CO Flux (Regular) in either paste, liquid or 
stick. Research facilities offered. No obligation to you. 


= LAKE CHEMICAL CO. 


14A-CO 3080 Carroll Avenue. @ Chicago 12, Iii. 


PRANO 





e sell quality in quantity 
© put an end fo call backs 


Ou! Aa) © increase your profits 


It’s simple! Sell the Love- 
kin Automatic Gas Water 
Heater. Combine the top 
quality heater with gas, 
the top quality fuel and 
you can't miss. 


Lovekin—one of the oldest 
names in automatic gas water 
heating—is backed by more 
than a century of manufactur- 
ing. Lovekin has a complete 
line of models for all gases. 
Available in long-lasting gal- 
vanized or the new, diamond 
hard Lusterglass lining. All 
models are equipped with 
exclusive Lazy Lite, one of 
the many features designed 
to make Lovekin tops in qual- 
ity, saleability, and profit. 





For complete details ask your wholesaler or write today 


(Manutacturer’s agents — Upper New York 
and New England territory available) 


LOVEKIN WATER HEATER CO. 


39 Laurel Street, Phila. 23, Pa. 
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PIPEMASTER 





“T’ve been called lots of things in my day— 
some of ’em unprintable—but one thing’s for 
sure, I’m a pipe man. Have been for a lot of 
years. And, I’m in the business long enough to 
give some advice to others in the trade. All 
heavy-duty wrenches aren’t the same—not by 
a long shot. Me, a few months ago, I tried this 
new Erie Pipemaster wrench. And, mister, I 
want to tell you it takes the roughest kind of 
treatment—does its job faster and better than 
any I’ve ever used. Most of all I go for that 
double-action spring that gives a speedy grip 
and release.”’ 


You too—look for Erie Pipemaster’s completely 
redesigned line of hand pipe tools—wrenches, 
cutters, vises, stands. All parts of all Erie Tools 
are factory job-tested and unconditionally guar- 
anteed. At your supply house . . . or write 














(ae IR_ER' ERIE TOOL WORKS 
j ol Coe eee eee) 


U ERIE, PA., U.S.A. 
PEMASTER 


IN CANADA—-ETF TOOLS Ltd. St. Catherines, Ont 





222 











News + ++ continued from bottom of page 221 


Feeney to Help Revise W. A. Manual 


Cotumsus, O.—Louis L. Feeney, air conditioning 
merchandising manager of the Armstrong Furnace 
Co., has been appointed to the committee for revising 
the National Warm Air Heating & Air Conditioning 
Assn.’s manual, “Design and Installation of Summer 
Air Conditioning for New and Existing Residences.” 
Feeney is to show the preferred method of installing 
the condensing unit. 


Sterling Faucet Holds Annual Meeting 


Morcantown, W. Va.—Management plans for the 
year ahead were revealed to sales representatives of 
Sterling Faucet Co. at its annual, two day meeting 
held recently at the company’s Arthurdale Inn near 
here. The meeting was the largest held by the com- 
pany and was comprised of 41 key men, representing 
United States, Puerto Rico and Canada. The repre- 
sentatives heard company sales goals, held discussions 
and made a tour of the plant. 


Surface Combustion Licenses Mfr. 


ToLepo, O.—Frank H. Adams, president of Surface 
Combustion Corp., has announced that a licensing 
agreement has been made with Moffats Limited of 
Canada for the manufacture of Janitrol heating and 











ILA 


























ol 














Bueeset 
“ ... and she said to tell you she’d be back 
around five . . . and never mind the nosey old 


gal downstairs.” 


air conditioning equipment and Webster burners and 
controls in that country. Alvar Simpson Limited, a 
wholly owned subsidiary of Moffats, will continue as 
Canadian distributors. 


Walworth Starts Nuclear Program 


Boston—Walworth Company has established a new 
research and development division here for develop- 
ing valves and fittings for use in nuclear power sys- 
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tems. Purpose of the program, states Fred W. Belz, 
president, is to meet valve demands where specitica- 
tions for ultra-high temperatures and resistance to 
corrosion are of an extraordinary nature. He pointed 
out that nuclear reactive systems create an entirely 
new stress in nuclear radiation. The division, ex- 
pected to be in full operation by next month, will be 
under the direction of Dr. Forest C. Monkman, Jr., 
a specialist in metallurgy. 


Nix Gets Dayton Pump Sales Post 


Dayton, O.—Dayton Pump and Mfg. 
Co. has announced the appointment of 
Paul S. Nix of Chicago as general sales 
manager. Nix will be responsible for 
selling all Rapidayton products in the 
U. S. and foreign countries, and will 
coordinate such related activities as 
field sales management, merchandising, 
advertising and product publicity. He 
was formerly sales manager for H. D. Hudson Mfg. 
Co. of Chicago. 

Robert R. Boatman, previously with Huffman Mfg. 
Co., Dayton, has joined Dayton Pump as advertising 
manager. 


Wolverine Tube Opens New Offices 


Detroit—Wolverine Tube Division of Calumet & 
Hecla, Inc. has announced the opening of its new gen- 
eral sales offices here. The offices are located in the 
Guardian Building. 


GAMA Adds New Division 

New York City—The Gas Unit Heater Group of 
the Gas Appliance Manufacturers Assn. has been 
given divisonal status by the board of directors. The 
new division, to be known as the Gas Unit Heater & 
Duct Furnace Division, is the 19th in the association. 
David R. Webster, president of Reznor Mfg. Co., 
Mercer, Pa., has been named chairman. As a division 
chairman he also becomes a member of the board of 
directors. 





Hajoca Sales and Net Profit Up 


PHILADELPHIA—J. W. St. Clair, executive vice presi- 
dent of Hajoca Corp., has announced that net profit 
for the six months ended June 30, after reserves were 
deducted, was $55,926. This compared with a net 
profit of $9,233 for the same period last year. St. Clair 
reported that sales in the first six months this year 
have increased 11.3 percent over the 1954 period. 
Earnings are expected to increase as a result of in- 
creased building activity in the eastern states for the 
first six months of the year, St. Clair said. 


Day & Night Sponsors TV Show 


Monrovia, CAuir.—A new television show spon- 
sored by Day & Night Division of Carrier Corp. re- 
cently made its premiere over station KTTV in Los 
Angeles. The “Model Home Preview” is presently 
scheduled for a thirteen week series but is expected 
to run for at least the remainder of the year. The 
format of the show centers around a tour each week 
of an outstanding new home project in the Southern 
California area conducted by Ken Peters, who has 

(Please turn to top of page 224) 
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= . ‘LAUNDRY 


‘ 


: 4 TRAYS 


As bright as a rainbow and modern as tomorrow... 
Selfridge fiber glass laundry trays add a new note of 
color and styling to any work area. Available in four 
decorator shades . . . mint, canary, coral and dawn... 
and in single, double and triple unit combinations . . . 
they meet every home requirement for both beauty and 
utility. Built to last a lifetime, yet attractively designed 
for maximum appeal, Selfridge trays install easy, sell 
fast. Details upon request. 


NON-POROUS...EASY TO CLEAN 
Impervious to soaps and detergents, the 
rounded-corner design presents an 
unbroken, smooth surface that stays bright 
and clean. 


ONE-MAN INSTALLATION 

The double unit model weighs only 47 Ibs. 
including stand, is shipped partially 
assembled, can be readied for connegtion 
in a few minutes. 


LIFETIME CONSTRUCTION 

Supported by a metal base to insure ample 
structural strength, the fiber-glass-rein- 
forced Selfridge tray can’t chip or craze. 
Adjustable legs. 
















DEPT. A + 5606 EUCLID AVE. 
CLEVELAND 3, ONIO 


SOLD THROUGH PLUMBING SUPPLY WHOLESALERS ONLY 
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Mercoid DA-400 Series Controls are dual 
purpose controls (available for pressure 
or temperature) incorporating a single 


element operating two separate inde- 
pendently adjustable Mercoid magnetic 
mercury switches. Circuit arrangements 
can be supplied for various operations, 
a few examples are: 


Close one alarm circuit at high setting and a 


separate circuit at low setting. Both circuits 
remain open between the high and low operat- 


ing points of the two switches. 


a 


{ As an electrical interlock to open one circuit on 


F a rise above and the second circuit on a drop 


' below the set operating point. 


circuit on a rise and a second circuit on a further 


t 5 To provide two-stage control by opening one 
rise. 





Pressure types available in 17 different 
operating ranges from 0-30” vac. to 


300-2500 psi. Temperature types avail- 


able in 11 operating ranges from 
-30-60°F. to 370-530°F. 

All types are equipped with external 
adjustments and visible calibrated dial. 


WRITE FOR BULLETIN CA-PT 





THE MERCOID CORPORATION 


4201 BELMONT AVE, CHICAGO 41, ILLINOIS. USA 
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as his guest the builder of each development. Com- 
pany representatives explained that the show was 
created with the idea of presenting to the potential 


home buyer a series of homes for his appraisal, as 
well as to interest present home owners in newer 


homes which incorporate the latest ideas of the in- 
dustry, and the newest products. 


Ohio Foundry Appoints Straw Sls. Mgr. 

STEUBENVILLE, O.—The Ohio Foundry & Manufac- 
turing Co. has announced the appointment of Henry 
K. Straw as sales manager. Straw recently resigned 
from a similar post with Bryant Heater Division of 
Carrier Corp. He will direct sales of space heaters 
and wall furnaces from headquarters at the company’s 


home offices. 


Southern Wholesalers Move Office 
AttantAa, GA—The Southern Wholesalers Assn. 


has moved to new offices at 1626 Fulton National 


Bank Building here. 


Hold Business Management School 


Cuicaco—The Institute of Management for appli- 
ance-TV dealers, sponsored by the National Appli- 
ance & Radio-TV Dealers Assn., and held last month 
at The American University, Washington, D. C., at- 
tracted some 50 retailer-students from all parts of 
the country. Industry leaders served as instructors 
and discussion leaders. The dealers, store managers, 
and utility and distributor executives at the week- 








A. D. Vining (left), vice president of White Products Cor- 
poration, is shown discussing the firm’s new Security line 
of gas water heaters with G. J. Vander Weele, sales man- 


ager, and V. J. Anderson (right), advertising sales pro- 


motion manager, at a recent sales meeting. 


Jong institute attended lecture and panel discussion 


sessions on “What Makes a Successful Retailer,” 
“How to Build a Store Personality,” “Service,” 


“Handling Trade-Ins,” “Store Location,” "Store Lay- 
out,” and numerous other topics of a similar nature. 


A-S Announces Kitchen Promotion 
PittspurGH—American-Standard has announced its 


new “Dealers Choice” promotion, providing dealers 
with year ’round sales campaign ideas and material 


as well as a special display kit for “Steel Kitchen 
Cabinet Month.” The program is designed to tie in 
(Please turn to top of page 227) 


Domestic ENGINEERING, SEPTEMBER 1955 














Dom 


Com- 
y was 
ential 
al, as 
newer 
1e in- 


Mer. 
ufac- 
Henry 
signed 
ion of 


eaters 
pany’s 


2 


Assn. 


tional 


ol 


appli- 
\ppli- 
month 
ee eS 
rts of 
uctors 
agers, 
veek- 





3 Cor- 
y line 
man- 


} pro- 


ission 
iler,” 
vice,” 
Lay- 


iture. 


ed its 
alers 
terial 


chen 


ie in 


1955 











The reason why you’re sure you’re right with MARSH 
VALVES of Dunkirk is in their record. For superior, 
unfailing performance on both big jobs and small, 
MARSH VALVES have undisputably proven their de- 
pendability. In countless hotels, commercial buildings, 
hospitals, apartment houses, schools, factories, homes, 
government institutions, cantonments, etc., MARSH 
VALVES are demonstrating the wisdom of their choice 
by the heating men who installed them. 


Valves by Investigate the Complete MAKSH VALVE Line 


WARSH 





Designed to meet all requirements, Pipe. Available for immediate shipment IRON PIPE 
oUNKIRK 2 AUSH VALV 4 on available for both Send for Catalog 452-A showing com CONNECTION 
N TER and STEAM, High Pressure plete line Contact YOUR MARSH 
LY. aa Low Pears. Seite Packed and VALVE Jobber Today! os “ase ~ NARs oy 
Gland Packed, Iron Pipe, and Copper 1237. Non-rising 
Stem Type -HOT 
WATER Radiator 





Vaive 


Manufactured by 


MARSH VALVE COMPANY 


Dunkirk, New York, U.S.A. 








LESS 
TROUBLE 
1 









SELL AND INSTALL +108 


SETTER 


STANDARD PLUMBERS 


GAUGE 


Microstone® Element 
a” | eens & 


@ If your jobber cannot supply you, use this handy coupon to order, 


direct. Supplied postpaid anywhere in the U. §. A. Normal discounts in 
dozen lots. _send the coupon today! — 


























| MARQUART MANUFACTURING COMPANY | 
} 1241 High Street, Oakland 1, California 
j Please send the following, postpaid: 1 
DIS CO UN TS J ____ Doz, *Model F10B—List $2.80 ea. _Doz. *Model MS-3~List $3.95 ea. | 
1 For small to medium installations For medium to large installations. ( 
. ° | ... fits drum or tank. os 
Send for Prices { i] Model Z-1 — List $2.80 roe ak 7 napa “ | 
© -1 — Lis 80 ea. eatures Pre-Screening. Designe 
A. Ww. CHESTERTON co. | | For small tomedium installations for the largest, oumiae jobs. 1 
EVERETT 49, MASS. |! ___... fits All contro! valves, "UL Approved | 
} 1 1 
| | NAME { 
une 4 { 
| q Abdoaess__________ | 
: CITY oo STATE iiseehditeasaauitil | 
CHESTERTON 
GAUGE GLASS CUTTER EXPORT DIVISION-OCEANIC EXPORT COMPANY 


400 MONTGOMERY ST.-SAN FRANCISCO 4, CALIFORNIA 






SIMPLEST ANO THE BEST 
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One source for prefabricated furnace fittings, 
grilles, diffusers, humidifiers and rain goods 


i 
> 
> 
7 
= 
7 


Kit 
this 
plus 
info 
sale 





300,000 square feet of productive capacity to give you convenience in 
ordering, plus quick service and big savings on these sheet metal products: 








» Aluminum Fittings e Seamed Heat Tubing 

° ea Pipe and e Button Lock Heat Tubing 
You can buy any or all of the top-quality ileal a » Humidifiers 
Char-Gale products listed here in mixed ° ; cat Rain G 

Aldi salt d di d e Galvanized Fittings e Rain Goods 

truckloa Ss, elivered direct hed —— ¢ Galvanized Pipe and e Registers, Complete Line, 
by Char-Gale’s own fleet of trucks. You Elbows both Perimeter and Con- B 
don’t need large inventories which tie up ¢ Galvanized Sheets ae including ‘ 
your space and working capital, yet you e Complete Small Pipe PanOe Drees on 
- : a Systems; both Aluminum  , Baseboard Diffusers in the o 
can offer your men quality ee and Galvanized 2, 4 and 8 foot lengths. ingto: 
ment when they want it. Look over this Willi: 


list, and write, wire or phone us for office 
specific information. MANUFACTURING spons 
- COMPANY 


Ask about the extra-capacity Gale-Aire 4/2” System. 
ANOKA, MINNESOTA 


No wonder builders Say 
their top magazine is 

























[ BASTIAN-MORLEY | Better Homes & Gardens! 
2 ARROW t NE , mM: Albert Balch, ieee 
TELEGRAM FROM: sail Washington a eine 


G AS-FIRED BOILERS ity Builder, 


Commun 


i ‘RETTER HOMES CONCEIVED, 4 
4 SERIES @ 79 SIZES wee GRAM FINEST, BEST > Ouorton EVER ke. 























GRAM PR 

DESIGNED FOR GAS PREATEST MODEL HOME —Oces SALES OF =f 

For hot water or steam, and large volume STAGED. EA MATERIAL, ' 
water heating requirements. From the modestly | HOMES. BUILDING HINGS AND 7 tee. i 
priced, Series 200 (shown above), completely as- APPLIANCES » FORT GRADES BUYERS c 
sembled at factory; to the new Series 600, finest CCESSORIES - IT OMES BETTER } : 
of the six-inch boilers for really BIG heating jobs. A EMAND FOR BETTER Hi LITY. BEST ys Reed 
Modern design, sound engineering, quality con- D opucTS. BETTER GeO RESTICED : Jerse 
struction, with rugged cast iron sections, patented shes IN FOR F ‘a 
- A “P YILDER T HANDISING - for 10 to 

staggered fin'' heating surface, finest controls. B LA RC R BUILDER, 125F 

All this, PLUS America's most Oe a cou — FI DUSTRY. x tier 

WRITE FOR THE complete line of Automatic Gas | NO HOME BUILDING IN cE MANUFACTURER . 

ARROW LINE and Electric Water Heaters, j THE URE AND APPLIAN 
STORY! makes ARROW LINE your | —} FURNIT niger 
FIT- ‘55! ' on OF é 
PROFIT-LINE for '55 <n see BURG spread on Page 50 New Y 
. | sexe — overall 
POET te) 1h Micomm| [emm | Be sure t0 a: ee 
LA PORTE, INDIANA Bow a ee “ 





ee mm 


226 


DomESTIC ENGINEERING, SEPTEMBER 1955 











News +++ continued from bottom of page 224 


with the firm’s Kitchen Profit Package offered earlier 
this year, and to capitalize on its advertising schedule. 

The new promotional package consists of The Steel 
Kitchen Cabinet Month display kit, designed for use 
this month when the industry sales drive takes place, 
plus a complete selection of newspaper ad mats and 
informative copy explaining their use in a series of 
sales campaigns throughout the year. 


Oster Mfg. Elects Bonnema V. P. 


CLEVELAND—The Oster Manufactur- 
ing Co., manufacturers of pipe and bolt 
threading machinery, has elected T. S. 
Bonnema as vice president and general 
manager. Bonnema, with the company 
since 1922, was appointed vice presi- 
dent and factory manager in 1945 and 
in 1950 was elected to the board of 
directors. 





Bonnema 


B & G Opens New Boston Office 


Morton Grove, Itu.—Bell & Gossett has announced 
the opening of a new Boston sales office at 30 Hunt- 
ington Ave., under the supervision of J. A. Ivester. 
William S. Warner, formerly associated with home 
office sales and engineering departments, will be re- 
sponsible for sales and promotion at the new office. 


New York Journeymen Get Raise 


Brook.yn, N. Y.—The negotiating committee of the 
Plumbing Contractors Assn. of the City of New York, 
Long Island and Westchester County, Inc. recently 
met here with representatives, of five locals of the 
plumbers union and agreed upon a wage increase of 
15 cents per hour. The increase was unanimously 





LON WATER HEATHD tes 









Pye 
ge “i ¥ 
~ 


Ps P 
om he 
In Ruud Mfg. Co. demonstration at Home Economics Assn. 
exhibit, two-temperature water heater kept Whirlpool 
automatic washer continuously supplied with 180F water 
for 10 to 15 consecutive loads per day, while also supplying 
125F water to lavatory at right. Thermometers recorded 
water temperatures at the washer during each cycle. 





agreed upon as an interim measure in the negotia- 

tion of a uniform collective bargaining agreement for 

New York and Long Island. Negotiations for the 

overall contract will continue. In seeking a uniform 

labor contract instead of the five different agreements 
(Please turn to top of page 228) 
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The ROYAL The 
The CROWN = REGENCY 


America's Quality 
Shower Stalls 


IMPERIAL 








Chicago, tll. ~ 






New York, 


N.Y. Mass. 






Beverly Hills, Calif. 










Concord, 
Kansas City, Mo. N.C. 








Houston, Texas 


SPARTAN 


COAST-TO-COAST 
WAREHOUSE SERVICE 








New Illustrated Catalog | 
on Request 


 eneianiaial 
SPARTANS 
SHOWER STALL CO.. INCE 


814 Meeker Ave. Brooklyn 22. N. Y. | 
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which now govern the area, the association is acting 
upon the principle that uniform wages and working 
conditions have a stabilizing effect on industry with 
benefits resulting for labor, management and the com- 
munity as a whole. 


West Coast Man Wins Rheem Home 


Cuicaco—The Rheem Dream Home contest, spon- 
sored jointly by Rheem Manufacturing Co. and White 
King Soap Co., was won by 71-year-old William T. 
Connatser of San Francisco. Connatser elected under 
the rules of the contest to take the cash award, a 
check for $18,000, which he received at a brief cere- 
mony at his home. Connatser also won a gas range 
in the fourth of six weekly contests in which Rheem 
presented 120 major appliances as prizes. Residents 
of 16 western states submitted entries. 


Moore Joins R. D. Werner 


New York City—Deane B. Moore has joined the 
executive sales staff of the R. D. Werner Co., Inc., 
manufacturers of sink frames. Moore will direct the 
industrial sales of a special products division of the 
company. He formerly was head of the export divi- 
sion of Crane Co. and before that was general man- 
ager and sales manager of A. Marchand, Inc. 


American Crucible Buys Kenco Pump 

CieveLAND—The American Crucible Products Co., 
makers of bronze bearings and wearing parts, has 
acquired Kenco, Inc., of Lorain, O., manufa:turer of 
submersible pumps. C. H. Herzer, American Cru- 





- 
me ae 
pet ff 


T. B. Focke (center), president of National-U.S. Radiator 
Corp., examines an experimental heating boiler in the 
firm’s research lab. With him are Donald Walukas (left) 
and Louis A. Guzzi, winners of the company’s 1955 engi- 
neering scholarship awards to high school graduates 


cible general manager, said that although his firm 

has been manufacturing Kenco pumps since 1949, th: 

consolidation places the entire organization unde: 

one roof, with enlarged facilities for sales, servic« 
(Please turn to top of page 231) 
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Leaky Faucets 
Can Cost you Money 


...and Customers / 


Disgruntled customers are just bad business. But leaky 
faucets don’t have to be the cause. Chicago Faucets 
— today’s most wanted faucets — have a record of 
dependable, trouble-free service that is unsurpassed 
by anything of their kind. With but occasional re- 
washering, they stay leak-free for years and years. 
They close with the pressure, not against it, lessening 
wear at the spot where leakage normally occurs, 
and assuring easy operation. If ever necessary, the 
standard operating unit, in whole or in part, can be 
replaced as easily as replacing a light bulb. The 
good will you build with each Chicago Faucet will 
pay off in business for many years to come. 


THE CHICAGO FAUCET COMPANY 


CHICAGO 39, ILLINOIS 





Chicago Faucet Products are distributed 
through the plumbing trade exclusively. 
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NOW available 


‘in 2 POPULAR TYPES! 


EEE. Skee 


Has REAL Customer APPEAL! 
* CANNOT SINK 


long acquainted with ordinary 


oval metal floats, will like the * NO SEAMS 
New Oval TOUGHBUOY for its 

similar shape. Both the square * NO LEAK 
and the oval TOUGHBUOY + NO METAL 


| have three things in common. 


* NO CORRODE 


They’re made of the same, light 


| as a feather, solid plasticfoam. 


* NO WEAR OUT 


Have sales pulling power of no- 
vel attractiveness. And, the sell- 
ing power of efficient, life-last- 
ing dependability. 






Attractive Display Sells 


TOUGHBUOY 
on sight! 


Whether square or oval, 
the TOUGHBUOY Float 
displays equally well in 
the attractive carton | 
shown here. The sheer 
novelty of this snow white 
product stops a prospect 
to investigate. With this 
the product practically 
sells itself. 


THE TOUGHBUOY CO. 


3051 Curtice Road, Coleman, Mich. 
Div. Robinson Industries 





PERFECT FLOAT 
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Remodeling 
Now Will Turn 
Unused Space 
into an Extra Lava- 
tory and Relieve that 
“Morning Pressure” on the 
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The Vanity, a 

vitreous china lava- 

tory with generous bowl 

area, recessed soap dish and 

a handy shelf. Features the Mansfield* exclusive 
Splash Rim and Concealed Front Overflow. Ideal — 
for the remodeling or replacement installation! 





duratub...the modern stationary tub 
* 


makes your work easy — simple : 
installation ig ay ‘ Simplex =) 

® satisfies your customers — unusual Bi pad * , 

beauty, outstanding quality os ‘ 

® is ideal for small space 















® keeps your customers coming to 
you for other fine plumbing work 














The original, fastest-selling Fiber- 
glas* tub, duratub is a high-profit 









{ item it pays you to carry. <i 
j Write for complete Mansfield Simplex, Close Coupled W ashdown 
; ; Combinations have the famous Mansfield Pat- 
details! ented 3-point cushioned Hitch which permits 

perfect tank alignment and ot ged the risk of i 
tank breakage to a minimum. 10-, , or 14-inch 
. A + b roughing-in. 

u ra u All Mansfield® Vitreous China Ware is the Fin- 

est. Whitest, Brightest—has an extremely hard, and w 

ome, Be Be smooth surface that is so-o-o easy to clean and in We 

remains unaffected by acids, medicines or strong Latin . 

cleansers. They last a lifetime. tion of 

fellow: 

* Registered Trade Mark mittee 





MANSFIELD sanitary pottery, INC. and th 


121 First St., Perrysville, Ohio vide fc 
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News ».. continued from bottom of page 228 


engineering, research and development of the line. 
All operations will be carried on at Lorain under the 
name of The Kenco Pump Division, Herzer said. Paul 
Pheiffer will serve as division manager and Joseph H. 
Cowan as sales manager. 


Booton to Direct Norman Sales 


Cotumsus, O.—John C. Booton has 
been appointed director of sales for 
Norman Products Co. Booton, previ- 
ously a partner in the business man- 
agement consultant firm of Roy D. 
Jackson & Associates, will concentrate 
on establishing a stronger distributor 
organization in addition to directing 
Booton current promotional advertising. 





Continental Display at L. A. Show 


Los ANGELEsS—Continental Water Heater Co. has 
announced that its table-top automatic gas water 
heater has been selected for display at the Los An- 
geles Home Show. The unit has a 40 gal capacity and 
has been designed to fit into the standard table-top 
cabinet. 


Eureka Williams Offers Fellowship 


BLOOMINGTON, ILL.—Eureka Williams Co. has an- 
nounced it is sponsoring an annual contest that will 
bring a student from abroad for one year of graduate 
study in the United States. The contest has been 
established to commemorate the 30th anniversary of 
international marketing of the company’s products 





os OSE: 





|| USED. 
ELEN 









































. . and semi-automatic defrosting—ya just 
slam ‘er a couple times like this.” 
and will be conducted by distributors in 24 countries 
in Western Europe, the Near East, the Pacific and 
Latin America. Each distributor will supervise selec- 
tion of one finalist from entrants in his territory. The 
fellowship winner will be picked by a three-man com- 
mittee of officials from Purdue, Indiana University 
and the University of Illinois. The award will pro- 
vide for study at one of the three universities. 
(Please turn to top of page 232) 


DomEsTIC ENGINEERING, SEPTEMBER 1955 































PP'PPREPHP OP Hp RpEpOpAp ED 


with Packless Valves 


featuring our complete line of faucets. 
Simple, sturdy construction. 


Straight lift valve stem, no abrasive turns to 
wear seat or bibb washer. 


No packing: prevents wear, eases operation. 


Neoprene sack isolates fluid from stem, prevents 
leaks and corrosion. 


No evidence of wear or leak after 509,860 test 
cycles. 


rélzo PLUMBERS’ BRASS GOODS 


@ Sink Strainers 
@ Sink Traps 
@ P.O. Plugs 


Ke ond for Complete Catalog of M.B.C. Léwe 


@ Shower Fixtures 
@ Basket Strainers 


@ Continuous Wastes 
























MEMBER CAST IRON 
SOU PIPE INSTITUTE 


MGV ult 


IRON WORKS 





GENERAL OFFICES: FIRST AMERICAN NATIONAL BANK BUILDINC, 
NASHVILLE, TENN. * FOUNDRY: CHATTANOOGA, TENN. 


SOIL PIPE + FITTINGS - SPECIALTIES 
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Heil Appoints Six New Wholesalers 

MitwavuKEeE—The Heil Co. has announced the ap- 
pointment of six new wholesalers for its line of heat- 
ing and cooling equipment. The new distributors and 
their territories are: Standard Plumbing Supply Co., 
Minneapolis, Minn. in portions of that state; Worly 
Plumbing Supply, Inc., Delaware, O., in portions of 
central Ohio; Belden & Case, Inc., Hudson Falls, N. Y., 
in several counties in east-central New York State, 
and Sullivan County Plumbing & Heating Supply Co., 
Inc., Liberty, N. Y., in parts of southeastern New 
York State. Others named were Automatic Equip- 
ment Sales, Inc., of Richmond, Va., in Virginia and 
parts of Maryland, and The Belknap Co., of Lincoln, 
Neb. 


NWAHACA Plans Convention 

CLEVELAND—Plans for the 42nd annual convention 
of the National Warm Air Heating and Air Condi- 
tioning Assn. are being developed by a 37-man com- 
mittee representing manufacturers, wholesalers, con- 
tractors and trade associations. The convention will 
be held Nov. 30 and Dec. 1 at the Hotel Statler in 
New York City. Sales and technical aspects of all 
segments of the industry for both residential and 
non-residential markets will be featured on the pro- 
gram. A penetrating analysis and discussion of con- 
sumer buying motivations is planned also. 


Gas Range Shipments Up 4.4% 

New York Crry—Shipments of domestic gas ranges 
continued to climb in June, marking the eighth suc- 
cessive month in which shipments have been greater 
than those for the same month the year before, ac- 











A Kelvinator milestone is marked by George H. Beld 
(left), works manager of the Grand Rapids plant, and 
Joseph W. Lelivelt, manager of manufacturing at Detroit. 
as they attach a banner to the 15 millionth appliance 
manufactured by the firm, a Foodarama combination unit 


cording to the Gas Appliance Manufacturers Assn 

During June 182,000 ranges were shipped, compared 

to 174,300 shipped during June, 1954. This was an in- 

crease of 4.4 percent. A total of 1,095,800 ranges hav: 

been shipped during the first six months of the yea 
(Please turn to top of page 235) 
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Improved Design and Construction 
IN BOTH “SLANT-FIN” AND “‘SQUARE-FIN’ RADIATORS 
nges 
suc- BETTER FIT OF FIN TO PIPE. With exclusive equipment de- 
ater 1 signed by Slant-Fin engineers, pipe is forced through undersize 
ac- hole in fins under tons of hydraulic pressure. No weakening of | 
pipe walls by expanding pipe or by fins cutting into pipe surface. 
The result is the strongest mechanical union of pipe and fin. 
—— PERFECT THERMAL BONDING. On a special machine, stand- 
ard pipe is rolled to uniform, absolutely round diameter. Wide 
flanges of fins press solidly against entire surface of pipe for 
highest heat transfer efficiency. 
PRECISION SPACING AND EXTRA STRENGTH. For the 
flanges of the fins, Slant-Fin devoted much time to experimental | 
engineering. Because of the uniformity of the flanges and their 
interlocking features, the fins fit tightly one into another. 
Most Advanced Type... Forced Water MORE EFFICIENT AIR CIRCULATION. Because of the in- 
. - 4 creased surface, fewer of the distinctive “V” shaped slant fins than 
Central Heating and Cooling System the traditional square fins can furnish the same radiation per 
linear foot of pipe. Therefore, fins can*be wider apart and a 
Pioneered by Penn, this modern combination greater volume of air flows more freely. 
. . . Penn Air-rad, Penn Boiler and Penn Chiller NO SNAPPING — NO BUCKLING OF FINS. Because of the 
Paes heating-cooling efficiency and H patented notched flange, the slant-fin can expand and contract 
offers top heating 8 y without disturbing the bond to the pipe, even under high steam 
value for new homes, motels, and all types of pressures. The result is a radiator that is trouble-free and noiseless. 
commercial and public buildings. 
Beld Don’t delay . . . get the facts today about the ome ee HEATING 
and F : ." he . ‘or Steam or Hot Water. 
ae Penn heating-cooling package. You'll find it easy Chdinath tadding Ghiteente 
lies and profitable to install. and 2 Enclosure Styles. 
pant For complete information, write to Dept. DE-5 
CATALOG No. 505 gives details on the complete line of “Slant- 
Fin” and “Square-Fin” radiators and enclosures for commercial 
and industrial applications. BULLETIN No. R-602 supplies facts 
ssn PF N \ BOl L E R & B U R NER about residential baseboard heating. Write for your copy. 
red 
si MFG. CORP. SLANT-FIN RADIATOR CORPORATION 
eal F Lancaster, Pennsylvania 87-63 130th Street, Richmond Hill 18 New 
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WHETHER YOU SELL THEM OR INSTALL THEM 
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The all-new line of Firomatic 
Filters offers both the jobber 
and the dealer a substantial 
profit margin. Easy to install, 
they're designed for depend- 
able operation . . . eliminate 
time and money wasting call- 
backs. Scientifically designed 
replacement cartridges filter out 
all destructive impurities to give 








oil burners longer life, greater Write for attractive 
efficiency. Sold nationally by counter display! 
jobbers only. 


ae monse smitn pionses . 


165 Dexter Avenue ~ Watertown Mass 










<= IT WAS . __ No wonder builders 
. their top magazine is 
Better Homes & Gardens! 
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: And how can anyone be really comfortable $ — FIND IT a OTiON packs TH 
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continued from bottom of page 232 


News... 


a 10.8 percent increase over shipments in the same 
period last year. 

Wendell C. Davis, president of Cribben & Sexton 
Co., has been appointed vice chairman of the domes- 
tic gas range division. He succeeds Fred A. Kaiser 
who recently resigned. 


Lubinsky Elected NAFM Director 


La CrosseE, W1s.—Richard G. Lubinsky, manager of 
the fan sales department of The Trane Company, has 
been elected to a two year term on the board of direc- 
tors of the National Assn. of Fan Manufacturers. The 
election was held at the association’s recent annual 
meeting here. Lubinsky also will serve as chairman 
of the association’s standards and statistics committee. 


Test Coleman Gas Cooling Units 

WicuiTa, Kan.—Coleman Company has announced 
that its gas operated residential air conditioning units 
are being field tested by gas utility companies. Shel- 
don Coleman, president and general manager, said 
that utilities in various parts of the country are run- 
ning tests on 34 of the units in a program expected 
to produce data that will permit final modification of 
the model for marketing in 1956. 


Pipe Tool Mfrs. Adopt New Slogan 

CLEVELAND—Members of the Pipe Tool Manufac- 
turers Institute adopted a new slogan stressing the 
features of threaded pipe at a meeting here last month. 
The slogan, “Threaded Pipe—It’s Tight—It’s Best— 
Costs Less”, will spearhead a big advertising cam- 
paign. Arthur S. Gould, vice president of Oster Mfg. 
Co., is chairman of the committee which developed 
the slogan. . 


York-Shipley Names Top Dealer 
York, Pa.—Outstanding dealers of York-Shipley, 
Inc., were honored at a series of regional dealer meet- 
ings held recently in York, Boston and Geneva, N. Y. 
Some 350 dealers and distributors attended the three 





R. B. Snyder (left), sales manager, residential division, of 
York-Shipley, Inc., presents the firm’s Star Dealer Award 
to 1954 top dealer Joseph Barile of Braintree, Mass. 


meetings at which leading dealers for 1954 were 
presented with citations for their performance. Joseph 
Barile of Barile Plumbing and Heating, Braintree, 
(Please turn to top of page 236) 
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USE THIS TORCH-0-MATIC 


Whichever Torch-o-matic you use 
—exclusive trigger -control 
saves you time, saves you fuel 


With either the Propane or Acetylene Torch-o-matic, you get 
the exclusive trigger-control feature that saves time, saves gas, 
adds safety to every job. 

The instant you pull the trigger, the flame lights, and 
you’re ready to go to work. No matches, no adjusting, no 
time wasted. Release the trigger and the flame shuts off. And 
with the Propane Torch-o-matic, a special two-stage valve 
lets you increase the flame from a pinpoint to a full 6 inches 
in length simply by pulling the trigger completely back. 

Add it up and you can quickly see how the AUTOMATIC 
ON-OFF trigger-control puts you ahead when you're using 
Torch-o-matic, saves you gas when you're not. 

The Acetylene Torch-o-matic fits your present equipment, 
features a wide selection of nozzles for every job. The Propane 
Torch-o-matic connects directly to your propane tank—no 
intermediate valve fittings are necessary. Write for details. 


VELOCITY POWER TOOL CO. 





























There's a Slimmer, triMMer took 
in baseboard 

















and only Brown Bayce-Heet has it! 


Popular, efficient 1” copper tube aluminum-finned element en- 
closed in a baseboard panel that's way ahead on installation 
features, way ahead on looks—that's the new Brown Bayce-Heet 


Only 1%” wide at the top of its sturdy back enclosure, 2%” 
from back to front enclosure and 9” high, this new baseboard doesn't 
intrude on floor space even in free-standing installations. 


But that's just one of its big features! No other baseboard can 
be installed so easily, so quickly . .. Hanger brackets slip into pre- 


cut slots to eliminate screws ... Dampers, usually sold separately, 
are an integral part of Brown Bayce-Heet at no extra cost... And 
of course, 1” tube means longer runs with standard circulators. 





Die-cut slots in back enclosure hold hanger brackets without 
screws. Enclosures are designed for interchangeability of 1” tube 
with Brown ‘‘Tilt-Fin'’ 2-tube element, if desired; mounting bracket 
for latter is die-stamped in all back enclosures, bent out at right 
angles when ‘'Tilt-Fin’’ element used. 


Write today for full information about the 
profit potential in new Brown Bayce-Heet. 





A. BROWN PRODUCTS CORP. 


Bayce-Heet”’ 


Makers of ‘““Mono-Aqua" Air Conditioning 
Baseboard, Industrial Fintube, ‘*Brown-Heet'’ Convectors 











News... 


continued from bottom of page 235 


Mass., was the top York-Shipley dealer last year. 
Other citations went to dealers in various cities in 
Pennsylvania, Maryland, New Jersey and Massachu- 
setts. The firm’s selling program and line of prod- 
ucts were presented at the dealer meetings by R. B. 
Snyder, sales manager, residential division; C. A. 
Montague, sales manager, air conditioning division, 
and J. W. Gingerich, merchandising manager. 







































Four Zurn Executives Promoted 

Erte, Pa.—J. A. Zurn Mfg. Co. has announced four 
promotions in executive personnel. Thomas A. Ken- 
nedy has been named assistant to the president with 
responsibility in Zurn affiliated companies which in- 





Kennedy Zurn Derby 


clude American Flexible Coupling Co., Zurn Re- 
search & Development Corp., Canadian Zurn Engi- 
neering Ltd. and California Zurn Engineering Inc. 
John Henry Zurn has been elected vice president- 
general manager, and Albert A. Baker becomes vice 
president-sales. John L. Derby, formerly plant man- 
ager in Erie, is now director of manufacturing. 


Wagoner Opens Water Heater Plant 

NASHVILLE, TENN.—Wagoner Corp. has announced 
that production of water heaters has begun at its new a 
$400,000 plant here. The plant covers over 40,000 sq 
ft and has an automatic five stage production system. 
According to W. G. Wagoner, president, the specially 
designed equipment in the new plant will provide a 
production capacity of 300 water heaters per eight 
hour shift. Estimated output for 1956 will be 60,000 
water heaters. 


Drayer-Hanson Packages A-C Uniis 
Los ANGELES—Drayer-Hanson, Inc. has announced 
that its central plant air conditioning equipment now 
will be completely factory pre-assembled before ship- 
ment. The equipment previously had been shipped in 
three sections. The company said all but a few units 
are influenced by the change and that savings of field 
labor are now expected as well as an alignment of 
units and reduction in space required for shipping. 





Major Metal Adds Heating Division 


Los ANGELES—Major Metal Products, Inc., manu- 
facturers of component metal parts, is adding a ‘ 
heating division, reports R. O. Montrief, president. 
The company recently completed negotiations with 
the Mahl] Manufacturing Co. to take over the manu- 
facturing and distribution of its line of floor furnaces. 
The company plans to continue the basic design and 
construction of the present furnace, adding certain 
features of its own. The furnace will be available in 
standard floor, dual and single register models in 
various Btu capacities. } 

(Please turn to top of page 238) 
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NEW 
RV METALBESTOS 


SAVES TIME 
AND TEMPERS 


How many times have difficult 
gas appliance vent connections 
cost you valuable time—and 
tried your patience? Well, now 
you can forget those times .. . 
with the exclusive new 

RV Metalbestos adjustable 
elbow. Its 90° full-circle 
adjustment assures accurate 
alignment. And it’s just one 

of the many new money-saving 


ROUND VENT RV features— just one more 
90° ADJUSTABLE ‘eason why you should install 
ELBOW Metalbestos for an economical 


job well done. 


sg, METALBESTS... 


vettene 





Stocked by principal jobbers in major cities. Factory warehouses 
in Atlanta, Dallas, Philadelphia, Des Moines, Chicago, New Orleans 
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...and in Unit Heaters 


FEDDERS makes 


EXTRA QUALITY 


competitive! 





@ Thousands of installations and 
twenty years of satisfaction have 
written the wser-satisfaction story 
of Fedders Unit Heaters. And 
Fedders talent, skill and volume 
manufacturing brings you Fed- 
ders performance at competitive 
prices. 

Three complete lines of Fed- 
ders Horizontal, Downblow, and 
Gas-fired Unit Heaters give you 
the most economical sizes for 
every job. Write for latest cata- 
logs and prices. 


FEDDERS-QUIGAN 


CORPORATION 


HEATING DIVISION 






on S&S 


- 


12: 


La) 


13. 


. Element support protects 


. Convenient hanger 


. Die formed shroud panel 


. Seamless copper tubing. 
. Broad-blade fans. 


. Motor and fan rubber 


. Venturi type shroud. 


. Flanged holes...large area 


. Cylindrical tubes. 































against piping stresses. 


mountings. 


reinforces cabinet. 


mounted. 


Terminal box. 


Full-floating expansion 
saddle. 


contact with tubes. 


Friction-held adjustable 
louvers. 


Wrap-around cabinet. 
Reinforced front and back. 


TRENTON, N. J. 
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TOLEDO no.7s 


POWER 
DRIVE 


A time proved, PORTABLE power drive 
providing effortless cutting, threading and 


reaming of pipe and conduit . . . a worthy 
addition to ““TOLEDO’s” well known line of 
quality pipe tools. Fully guaranteed. Handles 
up to 2” sizes .. . grips, tightens and centers 
pipe automatically, forward or reverse. It’s 

the lightest portable power drive of its kind. 
if it bears the “TOLEDO” 
. you know it’s a dependable product. 


And remember . . . 
label . . 


Write today for new free bulletin with conclusive 
proof of superiority. Your “TOLEDO” supplier has 
all the facts. 





TOLEDO PIPE THREADING MACHINE COMPANY 
TOLEDO 4, OHIO 


BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 


she) Bae) 


PIPE THREADERS + PIPE WRENCHES + PIPE MACHINES 








News ... continued from bottom of page 236 
Sheehan Gets A-S Promotion Post 

New York Crty—The Air Condition- 
ing Division of American Radiator & 
Standard Sanitary Corp. has announced 
the resignation of R. Henry Shine as 
manager of advertising and sales pro- 
motion. Shine has been succeeded by 
William P. Sheehan, formerly assist- 
ant advertising manager for Levolor 
Lorentzen, Inc. Sheehan will direct 
American-Standard’s advertising and promotional 
activities for residential warm air heating and air 
conditioning equipment, as well as for the commercial 
air conditioning line. 





Sheehan 


Carrier Program Features Dealers 


Syracuse, N. Y.—A dealer identity program has 
been launched by the Bryant Division of Carrier 
Corp. to establish each of its dealers as “Mr. B” of his 
community. The campaign features national advertis- 
ing that promotes “Mr. B” as the “man to see” for 
home heating, water heating and air conditioning 
equipment. Scheduled to run through 1955, the cam- 
paign will reach more than 30 million consumers. 
Tie-in sales tools are also provided dealers. 

A dealer sales incentive promotion called, “Mr. B 
goes to Bermuda” also has been announced. Hun- 
dreds of expense-free vacations to Bermuda and over 
700 merchandise items are being offered as prizes. 


O. A. Sutton Names Farris Ad Mgr. 


Wicuita, KAn.—The appointment of Bob Farris as 
advertising manager of The O. A. Sutton Corp. has 
been announced by O. A. Sutton, president and chair- 
man of the board. In making the announcement, Sut- 























“All right, wise guy, who do YOU think turns 
out the light?” 





ton said the company is accelerating its advertising 
and promotion activities as a result of sales plans for 





the coming year. Farris formerly was associated with 
Crosley Division and Bendix Home Appliance Divi- 


sion of Avco Manufacturing Corp. He served as ad- 
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vertising manager while with Bendix. Previously, he 
was district manager and sales specialist for the Cole- 
man Company. 


Amana Announces New Appointments 


Amana, Ia.—E. L. Hinchliff, general sales manager 
of Amana Refrigeration, Inc. for the past 11 years, 
has relinquished his post to become special merchan- 
dising consultant for the firm. J. A. Rishel, Jr., who 
has been with the company since May as a special 
representative, succeeds Hinchliff. Rishel was for- 
merly general sales manager of Deepfreeze Appli- 
ance Division, Motor Products Corp., Chicago, and for 
five years Appliance Division sales manager for 
Youngstown Kitchens. 


Names in the News 





American Kitchens Div., Avco Mfg. Corp., Con- 
nersville, Ind.— Washington Wholesalers, Inc., has 
been named distributor in Washington, D. C., north- 
ern Virginia and part of west Maryland. 


Gorton Heating Corp., Cranford, N. J—Glenn B. 
Klinefelter as special assistant to the president. 


Sequoia Mfg. Co., San Carlos, Calif—As sales di- 
rector, Harold G. Ward in Southern California. As 
representatives, George S. Rice in Texas; Del Wel- 
come Engineering Co. in Cook county, Illinois; 
Charles W. Byrum in Indiana and Kentucky; Fred 
Willy in Arizona, New Mexico and west Texas, and 
Mizell Brothers in North and South Carolina, Georgia 
and Florida. William E. House replaces Ward in 
central California valley. 


C. A. Dunham Co., Chicago—William J. Halpin as 
representative in central New York. 


Hotpoint Co., Chicago — Robert E. Boian as sales 
planning manager of built-in appliances and John R. 
Lindsay as product planning manager of the new ap- 
pliance section. 


Given Mfg. Co., Los Angeles—Elm Weingarden as 
assistant national sales manager and J. M. Vale as 
regional sales manager, southeast region. 


Whirlpool Corp., St. Joseph, Mich.—As distribu- 
tors, Keith-Simmons Co., Inc., to replace McWhorter, 
Weaver & Co. in 32 counties in the center of Ten- 
nessee and five counties in southern Kentucky, and 
The Yancey Co., Inc., in Georgia, with the exception 
of several counties at the northwestern and south- 
eastern tips, six counties in North Carolina and one 
in Alabama. 


National. Vanity Co., Bayonne, N. J.—As repre- 
sentatives, Clayton Berry in Atlanta, Ga.; James B. 
Wylie in North and South Carolina; William L. Mead 
in Jacksonville-Orlando, Fla., area; James Star in 
Chicago; John Neidecker in Missouri and southern 
Illinois; Paul Van Husen in New Orleans, and George 
Peteler in South and Central America. As distribu- 
tors, Quiet Heet of New England, Manchester, N. H.:; 
Colonial Plumbing Corp. Albany, N. Y.; Frontier 

(Please turn to top of page 240) 
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PIPE FITTINGS 


Better Built to make up... 


Sucothl Feat | Sight?) 


Pi 
» 
tcp tte sane 


e Every minute you save on the job means more 
profit in your pocket! FANNER Pipe Fittings save 
you those precious minutes on every connection 
because they're precision made to make up fast. 
You don't have to pamper these fittings because 
they're ruggedly built with a body that can ‘‘take it’’. 


Fine FANNER Fittings give you the clean threads, 
the smooth chamfering, the extra strength that 
means quicker starts and faster finishes because 
FANNER has specialized in the manufacture of 
fine malleable iron products for over fifty years. 
FANNER malleable iron is tough, rugged, pressure- 
tight — the kind that makes “‘he-man’’ fittings. 
Turn your connecting time to profit by using fine 
FANNER Fittings on your jobs. Try them and see. 


Write For Free Catalog 


THE FANNER MANUFACTURING CO. 
BROOKSIDE PARK CLEVELAND 9, OHIO 
























in water heaters . . . 





Offers a Revolutionary 3 point Sales Plan 


which gives you less inventory, greater profits, 


No matter what line of electric or gas water heaters you sell, 
weigh it against the profit possibilities of Sentry’s 3 point plan: 


| crisp $10.00 bill for any heater 
replaced within the warranty period. 
« Sao * unique, inventory reducing “10 
Year Pac” which enables you to convert 


standard models to 10-year guarantees 
without duplicate inventories. 


3. A one year free “Service Policy” 
on the entire heater. 

Add to this a full line of deluxe and 
standard heaters, gas and electric, 
available in both glass and hot dipped 
galvanized lined tanks, and you have 
a water heater line to set the sales 
pace in any market, For full details 
and prices, write, wire or fill out the 
coupon below. 





Also available in Standard or 


Deluxe Table Top, Lo-Boy and 
forner Models with either 
glass lined or hot dipped gal- 
vanized tanks 


Another Sentry Profit Maker... 


GAS AND ELECTRIC BUILT IN 
COOKING UNITS IN COLORS, 


STAINLESS STEEL OR COPPER. ~~. 








Available in Standard or 
-— Deluxe models, three capaci- 





ties and choice of glass lined 
ae 2 hot dipped galvanized 


4 = > Big tanks, 


SENTRY STOVE & MANUFACTURING CO. 
509 25th Ave., No., Nashville, Tennessee 


Please rush full information on [1 Electric 
Water Heaters C) Gas Water Heaters 
(C0 Electric and Gas Built in Cooking Units. 


Calle on were NAME , —— 
al city & stare 










APR. 





Names. 


- continued from bottom of page 239 


Lumber Co., Erie, Pa.; St. Louis Shower Door Co., 
St. Louis; Hafers Plumbing & Heating Supply Co., 
Pittsburgh, Pa.; Passaic Valley Supply Co., Pater- 
son, N. J.; Girard Supply Co., Philadelphia; Broudy 
Supply Co., Philadelphia; Sales Eastern, Inc., Rich- 
mond, Va.; Insul-Wool Insulating Co., Inc., Decatur, 
Ga.; Veterans Building Supply Co., St. Petersburg, 
Fla.; Vanity-Fair Distributors, Inc., Milwaukee; Ok- 
lahoma Electrical Supply Co., Oklahoma City, Okla., 
and Square Supply Co., Knoxville, Tenn. 


Carrollton Mfg. Co., Carrollton, O.—As representa- 
tives, Jas. L. Johnson Co. in Texas, Oklahoma, Ar- 
kansas, Mississippi and Louisiana; Wall & Holloway, 
Inc., in eastern Pennsylvania, southern New Jersey 
and Delaware, and John H. Petty & Co. in Metropol- 
itan New York and northern New Jersey. 


Perfection Industries, Inc., Cleveland—Manning E. 
Case, Jr., as a member of the board; W. F. Leuszler 
as sales manager of the appliance division, and W. B. 
Gathings as distribution and administrative manager. 


Preferred Utilities Mfg. Corp., New York City— 
The Pure Fuel Oil Co. as sales and service repre- 
sentative in Chicago. 


The Ridge Tool Co., Elyria, O.—D. H. Rowe as 


assistant sales manager. 


Payne Div., Carrier Corp., Monrovia, Calif.—Wil- 
liam G. Dow as new construction promotion manager. 


The Cleveland Steel Products Corp., Cleveland—As 
regional managers of the Toridheet Div., Emory 
Lamb, in northeastern Ohio and western New York 
State, and Werner K. Hafer in northeastern Illinois, 
northern Indiana and western half of Michigan. 


Drayer-Hanson, Inc., Los Angeles—Joiner-Meade- 
Capers, Inc., as distributor in Dallas, the Texas Pan- 
handle and five counties in New Mexico. 


The Rockford Brass Works, Rockford, Il. — Wil- 
liam G. Nelson as representative in Wisconsin. 


Worthington Corp., Harrison, N. J.—Straus-Frank 
Co. as distributor in Dallas and north Texas, and 


Houston and east Texas. 


American Radiator & Standard Sanitary Corp., 
Plumbing and Heating Div., Pittsburgh, Pa.—Clyde 
H. Wilkinson as manager, water heater products, and 
Francis J. McGrath as manager of the New England 


sales district. 


Eljer Co., Div. of The Murray Corp. of America, 
Pittsburgh, Pa.—As regional managers, W. Ray Jones 


in greater metropolitan New York, Long Island, east- 


ern New York State and northern New Jersey, and 
William E. Luley in Ohio, western Pennsylvania, 


West Virginia and sections of Maryland and Ken- 
tucky. 


Cleaver-Brooks Co., Milwaukee—Barrett & Yost 


Co. as manufacturers’ representative in the state of 
(Please turn to top of page 243) 
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WEATHER-PROOF 
FUME-PROOF 
' LEAK-PROOF 
_ FOOL-PROOF 


* Rochester Universal 


OIL TANK GAUGES 


- 1. The pressure tight head is 
DON'T... sealed and weather-proofed so 


Take the chance it can be used indoors or out- 


of ruining a doors. Only one type gauge 
igual Viebal akin .<.. needed for any installation. 
oe Se eae 2. Head is hermetically sealed 
the best . . . You'll be making it leakproof, dustproof, 
glad you used a and absolutely shockproof. 
Rochester Universal 

Oil Tank Gauge 3. There is no opening of any kind 


into the tank, The dial indicator 
SOLD AT LEADING works on a magnetic DRIVE, 
WHOLESALERS giving perfect reading at ail 
EVERYWHERE times. 


4. Safety factor far exceeds the 
requirements of the Under- 


writers. The model 3175 Gauge 


withstands tank pressure of 
200 pounds per square inch. 


: | / al ans i, [un 


MANUFACTURING COMPANY, INC. 


DIAL THERMOMETERS fem Winen By AMMETERS 











ROCKWOOD STREET, ROCHESTER 10, N. Y., U.S.A. 





BASEBOARD RADIATION 


Quality... 


at campottine prices, 


Fale 





®@ APPEARANCE — Second to None 

® EASY INSTALLATION — No Cufting 

© SUPER-FIN ELEMENT — Original & *Patented 
® INDIVIDUAL PACKAGING — No waste 

@ ASSEMBLED UNITS — Lower labor cost 

@ IDEAL CRADLE HANGERS — No noise 

© WHITE FINISH — No painting required 

® CONTROLLED HEAT — Damper “slips-in’’ 


Efficiency plus Appearance 


Heating Contractors, Architects and Home Owners 
can now have this deluxe, forced hot-water heating 
system, designed and built to the highest standards 
of efficiency and appearance, plus simplicity of in- 

} stallation without the 


penalty of high cost. 


¢ we OMe Ae 

COVER ASSEMBLY 
Ideal for Kitchens and 
Baths — they fit into the 


picture of todays sparkling 
new interiors perfectly, 


ia 


Canadien Distributor 
T. L. Livingston & Sons, Ltd. 
73 Main Street, East 
Hamilton, Ontario 





write, wire or phone 
for complete information! 


GREENWOOD AVENUE PEQUANNOCK, NEW JERSEY 


Telephone TERHUNE 5-3352 


Ruz [sri ‘SPI-ROL-FIN CORP. 





Spr-Ro-Fw | 































NEW! IMPROVED! GENERAL'S: FILTERS 





Models 1A-25A and 2A-700A Offer These New Feat 














- RESTYLED SEAL CUPPED RIM NEW BUNA 
7 IN FILTER CAP 4 IN BOWL FOR 3 GASKET COMPOUND 
IMPROVED * PREVENTS LEAKAGE ® EASIER SEALING ’ 


1A-25A 


ABSOLUTELY LEAKPROOF 
Won't Clog .. . Won’t Crack 


Complete restyling of the cap, seal, and gasket of 
IMPROVED General Filters 1A-25A and 2A-700A positively elimi- 
BA-700A nates any danger of leakage or improper sealing. 
GENERAL’S CUPPED-RIM all-steel filter bow! holds the 
new BUNA gasket securely in place against the re- 
designed cast iron CAP SEAL . . . provides easier seal- 
ing .. . lifetime dependability! 









DELUXE 
2A-300 
for big dirty jobs CLEAN RIGHT SOOT REMOVER 
rps, merol removes up to 12” layer of soot from any heat- 
— ing plant in 2-5 minutes! Non-corrosive, non- 
explosive. Made specially for General Filters. 









Exclusive screw- 





type hondle release 


Pig : r 
GENERAL FUEL OlL FILTERS GENERAL FILTERS, i on Ww 


~the ORIGINAL Fiiter— 
Are More Dependable 43800 GRAND RIVER AVENUE ° NOVI, MICHIGAN 7 


Canadion General Filters, itd. * 39 Crockford Blvd. * (Scarboro) Toronto, Canada 
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Names... . continued from bottom of page 240 


Washington, excluding the counties of Clark, Cowlitz, 
Klickitat, Skamania and Wahkiakum, and the Idaho 
counties of Benewah, Bonner, Boundary, Clearwater, 
Idaho, Kootenai, Latah, Lewis, Nez Perce and Sho- 
shone. 


Bryant Div., Carrier Corp., Indianapolis—William 
E. Trageser as distributor in northwestern Pennsyl- 
vania, Cattaraugus and Allegany counties in New 
York State and Ashtabula county in Ohio. 


The Patrol Valve Co., Cleveland—H. T. Van Eg- 
mond as direct factory representative in Michigan 
and Indiana. 


The Trane Co., La Crosse, Wis.—As managers of 
sales offices, S. Rowe Hill in Oklahoma City, Okla.; 
Banks W. Clark in Dallas, Tex., to succeed A. J. 
Hackl who has been appointed to the refrigeration 
department, and Jack Rule in Little Rock, Ark. 
William H. Stahlheber as assistant to the manager of 
the process heat transfer department, and Jack F. 
Eckelaert appointed to the unit heater sales depart- 
ment. 


The Coleman Co., Inc., Wichita, Kan.—As national 
field sales managers of the heating and air condition- 
ing division, Martin G. Raake of floor furnaces, wall 
heaters, water heaters and space heaters, and Hascal 
Simmons of central heating and air conditioning 
equipment. Hughes & Co. as distributor in eastern 
Washington, northern Idaho and western Montana. 


York-Shipley, Inc., York, Pa.— As distributors, 
S. C. Bratton Sales Engineers Ltd. in Alabama; The 
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“Don’t-cha want us to be healthy and breathe 
cool filtered air that’s free from disease causin’ 
bacteria ’n pollen 'n excessive humidity?” 


Stromquist Co. in Georgia; Agair Corp. in Chicago; 
James W. Vanderpool in Maine; DeGidio Oil Burner 
Sales in Minnesota; William J. Goff and Son in New 
York, and Tennessee Heating Co. in Knoxville, Nash- 
ville and Chattanooga, Tenn. 

(Please turn to top of page 244) 
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ete RIGA 4P 


24" TO 4” GEARED PIPE THREADER 


Here’s a work-saving precision tool that cuts accurate 
threads on 214” to 4” pipe every time. It’s easy to handle... 
easy to use... foolproof. 

Operated manually or with power, the FITAID 4P reduces 
time, sweat and scrap in any piping job. Balanced handles 
simplify carrying and starting on pipe. Mistake-proof 
workholder sets to size before tool is put on pipe... 

has only one screw to tighten . . . no bushings. 


For precision and speed... you can't beat the RIGID 4P! 


See your local 
supplier... or 
write direct “tt —-~ 
for catalog. re eae 






WORK-SAVER PIPE TOOLS 

4 
{e™ - 2 ee ma 
MANUFACTURED BY THE RIDGE TOOL CO. * 40] CLARK ST. « ELYRIA, OHIO 
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‘American Brand’ 





You can rely on these 
brand names for fast, 
efficient plumbing work: 


“ROYAL BRAND” 


Plumbers Spun Oakum 


Made from Jute fiber, thoroughly 
4, impregnated with quality tar. Also 
made in unspun form. Both are put 
up in 50-lb. bales. 


“RAPID BRAND” 


Twisted Jute Packing 


A single strand packing of the high- 
est quality. Packaged for small jobs. 
Put up in 5-lb. tubes in individual 
cartons. 


“EAGLE BRAND” 


Twisted Jute Packing 


Quality stranded packing, twisted 
into rope-like form approximating 
1 1/2 inches in diameter. Tarred ... 
untarred (oiled)... dry... in 50-lb. 
and 100-lb. coils. Also available in 
27" cut length form. 





“KNO-LEAK” 


Cut Length Packing 


f Packed in rope form. Easily un- 
y, strands to lengths of approximately 
27". Put up in 5-lb. boxes, 10 boxes 
to a shipping carton. Also furnished 
in 50-lb. bulk cartons. 


“AQUA BRAND” 


Twisted Jute Packing 


Very high grade packing rope de- 
signed especially for reservoir and 
water-main work. Put up in 50-lb. 
and 100-lb. coils. 


AMERICAN MANUFACTURING COMPANY 


Brooklyn 22, New York 
ROPE - TWINE - COAKUM - PACKING 


BRANCH FACTORY: St. Louis Cordage Mills, St. Louis 4, Mo. 


SALES OFFICES: Boston, Chicago, Houston, New Orleans, 
Philadelphia, San Francisco 
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Electric Appliance Div., Westinghouse Electric 
Corp., Mansfield, O.—W. H. Loeber succeeds R. J. 
Macdonald, who resigned, as eastern regional man- 
ager in New York, Newark, New Jersey and New 
England states, and E. M. Binns as Middle Atlantic 
regional manager in Pennsylvania, Maryland, Dela- 
ware, Virginia, Washington, D. C., and Trenton, N. J. 


Kritzer Radiant Coils, Inc., Chicago—As represen- 
tatives, George Mellerup in central Iowa and Eugene 
J. Schloemer in northwestern Illinois and eastern 
Iowa. 


Day & Night Div., Carrier Corp., Monrovia, Calif. 
—George Kelley as manager of heating and air con- 
ditioning. 


American Blower Corp., Detroit—V. C. Warfield as 
western division merchandise manager, and J. A. Gil- 
man as southern division merchandise manager. 


The Mammoth Furnace Co., St. Paul, Minn.—Tech- 
nical Service Co. as manufacturers’ representative in 
New Mexico and western Texas. 


J. A. Zurn Mfg. Co., Erie, Pa.— L. W. White as 
vice president of Zurn Services, Inc., east coast mar- 
keting organization. 


Iron Fireman Manufacturing Co., Cleveland—Wil- 
liam M. Bolding as representative in metropolitan 
Detroit; Robert G. Duncan as district sales manager 
in western Massachusetts, Connecticut and Rhode 
Island, and Richard T. Walker as manager of all plant 
educational services. 


Mullins Mfg. Corp., Youngstown Kitchens Div., 
Warren, O.— As distributors, M. E. Silver Co. in 
Rochester, N. Y.; RCA Victor Distributing Corp. in 
Erie, Pa.; Appliance Wholesalers in Youngstown, O.; 
Tri-State Appliance Co. in Clarksburgh, W. Va., and 
A. A. Schneiderhahn Co. in Davenport, Ia. 


Servel, Inc., Evansville, Ind. — As distributors, 
Hardy Corp. in Birmingham, Ala.; Johnston-Vest 
Electric Corp. in Roanoke, Va., and Fazio Sheet Metal 
Co. in Joliet, Il. 


Wolverine Tube Div. of Calumet & Hecla, Inc., 
Detroit — As representatives, Gerald S. Field in 
Georgia and R. C. Cain in San Francisco. 


Triangle Conduit & Cable Co., Inc., New Bruns- 
wick, N. J.—As representatives, Neil Derby in Wash- 
ington and Oliphant Commercial Corp., in northern 
California and western Nevada. 


Graver Water Conditioning Co., New York City— 
Edward G. Moninger Co. as representative in Min- 
nesota, North and South Dakota and northwestern 
Wisconsin. 


W. W. McMillan and Co., Jacksonville, Fla.—Frank 
B. Wilder as chief engineer. 


Field Control Div., H. D. Conkey & Co., Mendota, 


Ill—John A. Sandberg as manufacturers representa- 
(Please turn to top of page 247) 
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engaged 


line bath and closet fixtures. 


ENGINEERING SKILL e e « Top tolerance in the 
machining and engineering of BURCO Fittings is of major importance 


for dependable and long-lasting efficiency. 


IDEAL FINISHING TOUCH .... surco ai- 
A tings help hold up the best of closet-products quality. 


BURCO PRODUCTS COMPANY q i 5 


Michigan 


wien wae ® 


ee> ENGESSER 


6 - 28th Street * 





} c, 
a rly 
Me) 
¢ 
4 
~ 


¢ DRILL Smoother 
Safer and Faster 


for the Particular Job! 







Thus, plumbers praise 
BULL BITS for their top- 
most efficiency on particu- 
lar jobs ... all jo 
in tight places . . . where 
speedy, clean break 
through is essential . 
to avoid expensive detour: 
and re-routing of pip: 
, lines. BULL BITS mear 
o edges to saw out, no jammin 
or locking-up even when borin; 
holes at 45 degree angles. Con 
venient length operating shaft 













jobs. 


Replaceable Hard Steel Blazes 
Replaceable Screw Pilot 


eri 


ig 1%” 1%” 


IPS IP. IPS IPs "P 





WILLIAM L. ENGESSER & CO. 


9745 E. RUSH ST. EL MONTE, CALIF. 
P.O.BOX 506 FOREST 8-9424 


THE TANK FITTING THAT Eamerience PERFECTED ! 


3 Behind each item in the new put your confidence in the 
i BURCO Line of Tank Fittings, is 
the long experience of artisans 
exclusively 
manufacture of this 
product. That is why you can 





BURCO fit 


MODERN DESIGN... ; 
tings are appropriately designed to look well with all modern strcam- 





for both short and long rang: | 








BURCO name. That is why you 
will wish to specify the BURCO 


Line to your customers. 





in the 
type of 
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TRUE-THREAD 
SLIP-NUTS 





Containing extra weight in the crown, with a 
buffed finished chrome plate, assure a straight 
and level connection 


AVAILABLE IN FOLLOWING SIZES 
1%)" x 1%” 


1’ x 1% 


1" x1l% 





SAMPLES AND PRICES ON REQUEST 














>’ a 


No wonder builders say 
their top magazine is 
Better Homes & Gardens! 





M: Edward M. Ryo" Pres. 


pittsburgh, Penn 


TELEGRAM FRO 


Edward M. Ryan, Ince, 
“BETTER HOMES 
A SALE Is NEV 
PROSPECT SEE 
PROMOTION AT 
BETTER T THA 
ER USED. : 

r THE LAST TWO BH&G 
HAVE ALREAD DY 
HOME. THI 


PEOPLE A AND : 

0 WEEK 

ES IN TW wate | 
—er YEAR WILL BE BETT 


g spread on Page 50 


ge sure to see BRE 












| & lo- VA, HOMES SPECIFY 


SYMMONS SAFETYMIX because 


SAFETYMIR 


Symmons SAFETYMIX shower valves keep shower 
temperature constant, even with pressure fluctua- 
tions up to 85°. With SAFETYMIX there are no 
sudden scalds... or chills When either hot or cold 
water fails, flow automatically shuts down. 


Write for catalog and prices 


| GLIVOVLETZ ENG 
MONT 7 


See the difference 
in PROFITS... 


when you SHOW 
the difference in Spring-Flo 


Every time you sell a faucet, you can make an extra-profit. Sell 
faucets equipped with Spring-Flo Aerators. Spring-Flo equip- 
ped faucets make water taste better, look better, wash and rinse 
better. Here’s why: 
1. Spring-Flo puts millions of tiny air bubbles in water. 
They replenish lost oxygen, trap and carry off for- 
eign tastes, odors and clouding gases. 


2. The Spring-Flo stream mixes soaps and detergents 
more thoroughly, so washing action is faster, better. 


3. Bubbles in the Spring-Flo stream act like a cushion, 
preventing splash. Water spreads, clings, rinses more 
effectively. 


Your customers really want a faucet that improves tap water. 
Tell them about Spring-Flo. It’s the way to make extra-profit 
faucet sales! 


ON LEADING MAKES OF FAUCETS 


SPRING-FLO 
> AERATORS 


AGHNIDES U.S. PATS. 2,210,646—2,316,632 
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Names . . . continued from bottom of page 244 


tive in Wisconsin, Minnesota, North and South 
Dakota. 


Herco Foundry, Inc., South Gate, Calif—Grosberg 
& Rosenthal as manufacturers’ representatives in 
Southern California south of Bakersfield. 


J. F. Pritchard & Co., of California, Div. of J. F. 
Pritchard & Co., Kansas City, Mo.—Cone and Wal- 
lace Co. as representative in Arizona. 


Connor Engineering Corp., New York City—Elwill 
Reining & Co. as representative in northern Illinois, 
and Lake county, Indiana. 


Tube Turns, Louisville, Ky.— W. C. Robinson as 
assistant sales manager, and Frank Briggs to the 
sales development department. 


Magic Chef, Inc., St. Louis—Wilbur T. Trueblood 
as division sales manager of the newly created south- 
western sales division. 


Revcor, Carpentersville, Ill.— As representatives, 
Don E. Arnold & Associates in Michigan and north- 
ern Indiana, and Jubell Associates in northern Ohio 
and northwestern Pennsylvania. 


Alan Heating Products Co., Philadelphia—Samuel 
Marks as sales manager. 


Johnson Plastic Corp., Chagrin Falls, O.—C. C. 
Lowry as representative in eastern Pennsylvania. 
New Jersey, Maryland, Delaware and District of 
Columbia. 


Carrier Corp., Syracuse, N. Y.—Ray A. Tritten as 
assistant to the general manager of the west coast 
divisions. 


Peerless Pump Div., Food Machinery and Chemi- 
cal Corp., Los Angeles—C. Scott Hoeppner as branch 
manager in San Francisco. 


The Mercoid Corp., Chicago — Jensen Instrument 
Co. as distributor in San Francisco. 


Stephen A. Young Corp., Flora, Ind. — Grosberg 
& Rosenthal Co. as representative in California and 
Arizona. 


Bush Mfg. Co., West Hartford, Conn.— Alan S. 
Decker as vice president in charge of manufacturing 
and general engineering. 


Delta Heating Corp., Trenton, N. J.—Carolina Sales 
Corp. of Greenville, N. C., as distributor for the east- 
ern section of North and South Carolina. 


The Patrol Valve Co., Cleveland—Oliphant Com- 
mercial Corp. as representative in northern Californ- 
ia and western Nevada. 


Rheem Manufacturing Company, South Gate, Calif. 


—Robert B. Gilbert as a national product manager in 
charge of heating. END 
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1955 WILSHIRE 


with the NEW “Ultra-Magic” maaan 


snap-action 


THERMOSTAT and other mei 


Thermo-magnetic gas 


SUPERIOR FEATURES (iim 


Simple valve-action 
pilot lighting 


. 
Snap-action high 
valve lift 


Get a headstart on your com- 
petition with a premium water ° 
heater at a popular price! eae 
WILSHIRE is a reputable i 
quality heater that gives you an important 
sales advantage — whether you're bidding on 
a big tract job, or selling to individual home 
owners. Compare features, and prices. Help 
yourself to more water heater business with 
the complete WILSHIRE Line! 


3 NEW SERIES Protection Guarantee 
: 5-year unconditional guarantee; 

WILSHIRE-Premium = 5-year pro-rated tank guarantee. 
. Extends 5-year pro-rated tank 

WILSHIRE-Qualitor bad guarantee. . 


+h. 2-year unconditional guarantee; 
WILSHIRE-HiLine ™ 3-year pro-rated tank guarantee. 








(All Series in 2030-40-50 gallon sizes 
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LISSELLIIN 


“FULL MEASURE” QUALITY 
ELIMINATES “RETURN-TRIP™ 
MERCHANDISE 


A Specific Example Of How Manufacturer- 
Controlled Quality Gives You More For Your 
Plumbing Specialty Dollar 


ne heods on bolts 
are FULL STRENGTH, 08 
to .100° THICK 


SIZE to fit flanges without 


Russellline washers 
vare .020 NICKEL 
PLATED BRASS 


7 


Russeliline nuts are 
FULL 7/16 Hex, 


Russellline gives 
you FULL LENGTH 
bolts ’ 


~ Russeliline products 
are CLEANED AND 
TUMBLED to a POL- 
ISHED FINISH—pot 
left dirty and burred. 





This closet bolt combination is typical of Russell quality 
standards. In material, in dimensions and in finish you 
get the full measure of quality which assures satisfactory 
performance. 

Full quality is worth the full price. 
50% lower quality is no bargain at 
10% lower price. For your money’s- 
worth in plumbing specialties, buy 
RUSSELLLINE. 











Write For YOUR FREE COPY 
of this COMPLETE, 8-PAGE 
RUSELLLINE CATALOG 


THE RISDON MANUFACTURING CO. 
John M. Russell Division—Est. 1904 


Naugatuck, Conn 











Two-Bath Home Gains 


(Continued from bottom of page 93) 
Bathrooms should be planned on a 32-inch moa- 
ule and a 16-inch half module, the panel believes, 
thereby integrating the spacing of the fixtures 
with the construction of the house itself. Such 
standardization and integration, the report said, 
should be detailed and formalized through the 
American Standards Assn. 

For example, one 32-inch module would ac- 
commodate the end of a standard tub 30 inches 
or 28 inches wide. One 32-inch module would 
provide the wall space needed behind the water 
closet. Or one 32-inch module would provide 
the wall space needed behind the lavatory. 

Two 32-inch modules would be needed the long 
way of the tub. With the tub itself 60 inches 
long, these two modules would allow the 4 inches 
more needed to make the wet wall 8 inches thick 
instead of only 4 inches. Additional 32 or 16-inch 
modules could be added as needed to make room 
for additional fixtures or add size to the room. 

“We believe,” said the panel, “these modules 
would leave architects, builders and contractors 
all the freedom they need to plan bathrooms 
large or small with any desired line-up of fix- 
tures.” 

A considerable measure of standardization al- 
ready exists, the report says, with the majority 
of bathrooms being built either 5 by 7 (the FHA 
minimum) or 5 by 8 feet. But such standardi- 
zation does not result in any saving, because 
hundreds of small pieces still have to be cut to 
size and fitted on the site in assembling the walls, 
waste system and water supply. 

“What we need now,” the report continues, 
“is to have the American Standards Assn. trans- 
late the de facto standardization that has already 
taken place into coordinated American Stand- 


ards, so that the makers of each bathroom wall 


and plumbing component can plan it for quick 
and easy installation in a coordinated whole— 
often as part of a larger subassembly than is 
now possible.” 

By reducing the cost of bathroom construction 
through the use of the modular principle, thereby 
bringing the second bathroom within the reach 
of more homeowners, both the manufacturer and 
the contractor stand to profit. As the report 
puts it: 

“It is not true that either the plumbing con- 
tractor or the journeyman plumber feels he has 
a vested interest in the present ‘high cost’ of the 
wav a bathroom must now be pieced together. 

“Contractors could make a lot more money 
installing two baths economicallv than they can 
make installing one uneconomically. The more 
waste they can squeeze out of their costs the 
(Please turn to top of page 251) 
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“| €QUATO-RING® | 
he heating element | ae YOUR OUR | 
te future reputation to 


= The ONLY water heater with q & LAWLER CONTROLS! 





= a 10-year warranty that | You're ahead of the field with the NEW LAWLER “BC” 
0 covers the heating element, SHOWER MIXING VALVE! Dial plate is streamlined to 

nes ' conceal valve, stops and checks with strainers, 

Lick thermostat and tank! yet provide ready accessibility. All exposed parts are of 
nch polished chrome. Sliding parts are stainless steel. 

slat Actual tests show the “BC” gives highest 

a Heavy Fibergias insulation | degree of control. BE SURE... WITH “BC” 

es * Heavy tested galvanized steel tanks " 

aii * Adjustable thermostats 





* Durable rust-resisting finish 


ms * Cold water baffle 
fix- * Heavy steel tank supports 
* Combined hot water trap and outlet 


al- Because of the superior design and quality of the Thermador 

rity Equato-Ring* you receive a 10-year protective policy on this finest | 
HA of heating elements...No other electric water heater can offer 
-di- you this unexcelled protection and proof of excellence! 


This policy assures years of trouble-free service to the user of 







































ee these finest quality Thermador Electric Water Heaters by furnishing 
to a 5-year unconditional guarantee on the tank, Equato-Ring* heating 
ls, element and the thermostat, plus an additional 5-year pro-rated 
warranty on the entire water heater! 
les, % ABUNDANT HOT WATER — Plenty of hot water instantly... enough for 
ns- an entire family. Thermador’s famous Equato-Ring* insures a constant y 
ady hot water supply. LAWLER “BC” SHOWER MIXING VALVE 
nd- * FULL TIME SAFETY —No flames, harmful fumes, or risky pilot lights. List the fact 
Ring* ist the facts 
ain The accurate thermostat and the Equato-Ring guarentee safety. Sendeiianam Vaive, stops and checks 
ick * ECONOMICAL —The Equato-Ring* offers a scientific method of heating | ries with strainers concealed 
that keeps heat loss to a minimum ... reduces liming and scaling in the Lawler comes out behind streamlined dial plate. ' 
an tank. Heavy Fiberglas insulation cuts down heat loss. A built-in heat trap first every time! 
is eliminates any waste of hot water. i ~—- YOUR _ REPUTATION 
% A MODEL FOR EVERY NEED 30 to 81 gallon capacities in upright models. —— 
ion * THE THERMADOR EQUATO-RING* UNIT—Consists of an element fixed 
sby in a surrounding aluminum jacket chamber which is firmly held under 
h tension in immediate contact with the tank. The heat of the element is 
- directly radiated against the tank, heating the tank wall over a wide 
ind area. Almost the entire content of the tank is heated and actual tests 
ort have shown 96 percent of tank capacity of hot water can be withdrawn. 
*Trademark Reg. U.S. Pat. Office : 
on- TABLE TOP MODELS ALSO AVAILABLE — | | Tea mstatic 
1as 30 and 40 gallon table top models also available = i Cont: 
the with acid-resistant porcelain tops. Install easily =— | % OUTS 
beside washing machine or tub in the laundry, sink lz 
er. or range in the kitchen. | fe 
ley all | F 
on THERMADOR aw | Longer Life 
yre ; ® Pe : STEAM TEMPERATURE REGULA 
the j ELECTRICAL MANUFACTURING CO. ? , 
a A Division of Norris-Thermador Corporation 3-10298 LAWLER ‘ AUT 
ssoves 5119 District Boulevard, Los Angeles 22, Calif., Dept. DE-955 
955 
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one BIG packace 
| ONE smau PRICE! 


A COMPLETE |PERCOFLASH | 
HOT WATER HEATING SYSTEM 
with BASEBOARD or 

ee COPPER CONVECTORS | 























































} PERCOFLASH BOILER, Model # 50F with baked enamel | 


insulated Flush Jacket. PERCOFLASH Gas or gun type 

Oil Burner with three M-H controls; Field Draft Reg- 

ulator PLUS a 3 GPM Tankless Heater. | 
#50F PERCOFLASH BOILER KIT includes 1” Circulator; 

1” Flo Control Valve and Air Eliminator; #10 gallon | 
Expansion Tank; Feeder and Relief Valve. | 
PERCOFIN ''55'' BASEBOARD or PERCOFLASH ‘‘Instant | 
Heat’’ COPPER CONVECTORS sufficient for 240 Square 

Feet of radiation. 

NO PENNY PROFITS! NO HOT AIR PROMISES! HERE'S A REAL | 


5 STAR SPECIAL THAT ONCE AGAIN PROVES— | 
YOU CAN'T BEAT PERCOFLASH FOR PROFIT—-OR HEAT! | 


the Pork door the won 


WESTCOTT-ALEXANDER, INC. MADISON. N. J. 




















Gentlemen: I'm all steamed up about PERCOPAK. 





Lo-BLAST 


Ecooomite 
Gas Conver- 


sion Burner 
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— £Jo- O-BLAST 


POWER-TYPE GAS 
CONVERSION BURNER 


Regardless of the size of the heating 
plant, Lo-BLAST Gas Burners deliver 
more heat per fuel dollar. In 19 years 
of actual operation, these power-type 
units have consistently cut fuel and serv- 
ice costs. 

Because primary and secondary air 
is perfectly controlled from a blower 
source, the Lo-BLAST Burner is inde- 
pendent of variable natural draft. Hence 
it is particularly well suited for down- 
draft boilers. Combustion is completed 
in an incandescent firebox, with radiant heat ap- 
EE plied to crown sheet as well as side walls. 

A Other features include soft, quiet flame... stand- 


ard controi1s with positive acting pilot and blower 


yy 








ese 7 <a 


ty, 
Y 





safetys ... sturdy, fool-proof design ... easy to in- 


SEE 

AZ 

A stall because completely assembled and factory- 
QA; 


tested on gas... competitively priced. 


A Lo-BLAST dealership 
is profitable! Complete 
range of capacities 
and a nation-wide 
reputation for econ- 
omy make this burner 
@ strong seller. Write 
for information. 










The standard Lo-BLAST 
Gas Conversion Burner 


MID-CONTINENT 


1 0 oes W-0 Fae 2-1) BD) OL Ow Be OOF 
1960 N. Clybourn Ave., Chicago 14, III 
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(Continued from bottom of page 248) 
better their profit margin should be, for it is | 
seldom possible to pass the full cost of waste | 
along to the consumer. 
“Journeyman plumbers in turn will find it | 
easier to get higher hourly wage scales if they | 
do not have to be paid for a large percentage 
of needless work. In a labor shortage economy 
such as we are entering, nobody stands to gain 
by make-work inefficiencies which may help sus- 
tain employment when there are more men 
than jobs. The journeymen stand to gain as 
much as the contractors and builders from the 


added employment they would get from installing 


two baths instead of one in every house.” 

In addition to the general recommendation for 
more standardization in bathroom design and 
construction, the report also included a list of 
supplementary recommendations for standardiz- 
ing details and dimensions for bathroom cabi- 
nets, piping and other bathroom construction 


procedures, 
Among these was a proposal for raising the 


height at which today’s lavatories are installed. 








It was pointed out that the 31-inch height of most 
lavatories often brings the bottom of the bowl 
no more than 25 inches above the floor. Point- 
ing to the convenience gained by raising the 
kitchen sink to 36 inches, the panel suggested 
that a lavatory height of 34 inches would make 
Mrs. Housewife’s hair washing and hosiery rins- 


ing, for example, a great deal easier. 


=» But the really important advantages in in- 
creased standardization, according to the panel, 
would be “the great economy of panelized walls 
and ceilings, the great economy of component 
plumbing and the great maintenance economy | 
of hard-finished waterproof surfaces throughout.” 

Such savings could well mean the difference 
between one bathroom or two in the house of | 
tomorrow, the panel concludes. 

Representing the National Assn. of Plumbing | 
Contractors on the panel was Louis Bloom, chair- | 
man of the Industry Development Committee. 
Industry manufacturers were represented by H. | 
R. Barrett, financial vice president, Philip Carey | 
Mfg. Co.; M. C. Coffee, director of merchandis- | 
ing, Philip Carey Mfg. Co,; D. D. Couch, vice 
president, American Radiator & Standard Sani- 
tary Corp.; A. C. Dappert, vice president, Mueller | 
Brass Co.; Joseph Grazier, president, American | 
Radiator & Standard Sanitary Corp.; Dr. A. L. | 


Johnson, director of research division, Universal 





ON EQUIPMENT PIPING... 


the DRESSER way 
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Over 100 Style 65 Dresser Fittings 
on industrial furnace manifold pip- 
ing (above), Easily removed and 


replaced for cleaning of burners. 
Style 38 Dresser Couplings (right) 


absorb vibration and movement, 
provide easy take-down for repairs 
on either side of large pumps. 
Save on all your equipment installation contracts by usin 
easier, surer Dresser Couplings and Compression Fitting 

They eliminate threading, exact pipe fitting, groovin 
soldering, flaring and caulking. With Style 65s, for instane 
you simply stab plain pipe ends into these factory-assembk 
fittings and tighten the end nuts. Style 38s assure permaner 
bottle-tight joints for plain-end steel, cast iron or other pij 

. wrench-installed in but two man-minutes per bolt. 

Style 65 Fittings are available in sizes from %’" to 2 
Style 38 Couplings to 12’ OD and larger. 


SEE YOUR LOCAL PIPING SUPPLIER TODAY 


for the complete Dresser line of 
couplings, ells, tees, adapters, etc. 








Rundle Corp.; P. W. Kerr, president, Henry Weis 
Mfg. Co., Inc.; Howard S. Nilson, president. Fiat 
Metal Co.; Carter T. Pollock, vice president, 
Crane Co.; C. J. Rodman, president, Alliance 
Ware, Inc., and Clyde M. Whittaker, president, 
Universal Rundle Corp. END | 
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Dresser Manufacturing Division, 79 Fisher Ave., Bradford, Pa 
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More Profit Opportunities 
with Myers | 
! “WN” Zoot Pump Line 













































Every jet-pump prospect e, 
| is a Myers pump pros- 
| pect because the Myers 


“HN” Ejecto line includes a unit MYERS "HN" EJECTO 
to fit the requirements of every FOR SHALLOW OR 
DEEP WELLS 


jet-pump job. Result: Myers 

Ejecto pump dealers sell more 

jet water systems... more often 
. make more profit. 

Features like these help main- 

tain the reputation for top qual- 

ity enjoyed by Myers since 1870: 


LONG LIFE AND QUIET OPERATION—Only 
moving part is the perfectly bal- 
anced, all-brass impeller which 
rotates smoothly on a water lubri- 
cated “O” ring. 

NO CoRROSION—AII vital parts are 
either brass or stainless steel. 

NO LEAKING— New improved rotary DEEPLIFT 
seal, eliminates packing, prevents EJECTO 
leaking. 11/203 
CONVerTIBLE — With Myers shallow- 
well package, twin-type or packer- 
type deep-well packages, the Ejec- 
to is easily adapted to either shal- 
low- or deep-well service. 
EFFICIENT— Better pump and ejector 
designs provide increased capacity 
and higher pressure at reduced 
motor loads. 

TOP QUALITY moTORS — Ball-bcearing 
capacitor-type units with overload 








protection. 
WARRANTY — Full-year Myers guar- MYERS "K” SERIES 
antec. EJECTO, JR. 


In addition to the Ejecto line, 
Myers also manufactures a full 
line of industrial, centrifugal and 
irrigation pumps. 





0 
MYERS “HN” EJECTO 

FOR SHALLOW OR DEEP WALL 
(1 1/2 ond 2 K.P.) 





MYERS “HN” EJECTO 
COTTAGE WATER SYSTEM 


MYERS “MHN* EJECTO TWO- 
STAGE DESIGN FOR DEEPER WELLS 


WATER SYSTEMS 
POWER SPRAYERS AND WATER SOFTENERS 


THE F.E. MYERS & BRO. CO. 
Dept. D-9, Ashland, Ohio 








A Myer Ejecto catalog complete with prices, selection charts 
and other details will be mailed free of charge. Just send coupon to: 
The F. E. Myers & Bro. Co., Dept. D-9, Ashland, Ohio. 





Company— 





a 
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Home Improvement Contest... 


BeTTER HomEs & GARDENS magazine will hold a 
$25,000 “Home Improvement” contest next year. 
In the January 1956 issue, the contest will be an- 
nounced to the more than four million families 
who read the magazine each month. It will run 
throughout 1956, a year which promises great ac- 
tivity in the home improvement field. 

The contest is designed to stimulate, recognize, 
and reward home improvement, from smallest to 
largest, undertaken all across America during 
1956. These are good times for home improve- 
ment, and a tremendous potential for home im- 
provement action is yet untapped. 

The Better Homes & Gardens contest will em- 
brace practically all important areas in and around 
the home, including plumbing and heating, of 
course. Each entrant will be required to submit 
“before” and “after” photographs together with 
details about his specific project. 

The contest will be widely publicized in Better 
Homes & Gardens throughout 1956. Allied trade 
cooperation will be invited and complete support 
will be supplied to dealers at the local level— 
building material dealers, plumbing and heating 
contractors, utility companies, department stores, 
financial institutions, and specialty retailers allied 
to home improvement. Special promotion ma- 
terials will be distributed to all cooperating deal- 















tmss Twia2 le 


home 
Cconomist 














“Yeah, she wants her office air conditioned. 
Everybody wants his office air conditioned.” 


ers. It is expected that building materials, home 
equipment, and home furnishings manufacturers 
will lend considerable support to the contest. 
This will be the sixth national contest of this 
type sponsored by the magazine since 1932. Fur- 
ther information may be obtained by writing or 
phoning Don J. Dooley, Better Homes & Gardens, 
Des Moines, Ia. END 
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PLASTIC- 


2 INDEPENDENT COMPANIES WITH A SINGLE PURPOSE 





1. Manufacturers Corp. (MANCO) 


. offers to the plumbing industry a complete line 
of plastic pipe. . . fittings and allied products. 
Both the ultimate in a fine product, plus—competi- 
tive prices. 

Standardize On The Line You Can Merchandise . . . 
Where You Can See the Difference. 


e COPPERLINE e STARLINE e GALVALINE e MINELINE 





MANUFACTURERS CORP., Box 434 
104 Ausdale Avenue, Mansfield, Ohio 
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Write today for full catalog information 
on these extra fine products. 








BITUMINOUS FIBRE 
P|PE RICHLAND 


“DRAIN-AGE” 


Bituminous Fiber Pipe 
SEWER PIPE - CS-116-54 

















2. Richland Company (RICHLAND) 


.. offers the plumbing industry Bituminous Fibre 
Pipe. A new source for this demand product that 
after two years in development now is available 
for many sewage and drainage purposes. Supple- 
menting other sources and dedicated to the high 
quality standards of the building industry. 


SOLD THROUGH LEADING WHOLESALERS EVERYWHERE 


—— a 


RICHLAND COMPANY, ox 219 ) 


ARMSTRONG BROS. 


Better PIPE TOOLS 








“ARMSTRONG BROS.” Three Wheel and Standard 
wheel and roller Pipe Cutters are quolity cutters 
throughout . . . built to give years of good service 


“ARMSTRONG BROS” drop forged Pipe Cutters are 
built for lifetime service with 1-piece drop forged 
steel h2at treated body and a replaceable hardened 
steel nut to take up the wear ond thrust of handie 
screw. Used either as 1-wheel (with 2 rollers) or 3- 
wheel (for close quarters). 





“ARMSTRONG BROS.” Knife Biade Cutter 

ite # Wheels are machined from special alloy tool 

Write for steel properly heat treated. They cut rapidly 
Catalog and easily, hold their keen edge. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
5223 W. ARMSTRONG AVENUE « CHICAGO 30, ILL. 












“OW 18 hth WIAD)" 


Pneumatic Tanks 


,? aoe ost 


Quality oil 




































or the benefit of wholesalers, Metal Coating 

Corporation was the originator of the Jobber 
Distribution Policy . . . a policy designed to en- 
able wholesalers to more economically purchase 
their pneumatic tank requirements. 













REG. U.S. PAT. OFF. 


BRAND 


ALUMINUM FINNED 
COPPER TUBE 


Especially Made for Top 
Quality Wall Radiation! 


Highly efficient and dependable AIR- 
FOIL FINNED RADIATION is tailor 
made to fit your requirements for 
any and all installations. Available 


Zs 
in your 





Radiant-Ray installations assure 
both you and your customers top 


most satisfaction. For Radiant-Ray B 
ty beta erro pec di 9 Below: Airfoil return system, valve REECHING 
y deinen turn off, custom fit enclosure with PLATE WORK 
te epee | BOILERS 
= ee acteee 


ther information . . 
obligation. 


radiant-ray 


' RADIATION, INC. 
P. 0. BOX 64 
NEWINGTON, CONN. 


41 £. 42nd ST. NEW 
1425 ELIZABETH AVE 
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Call, wire or write toda ay for fur- 


P.O. BOX 6025 HOUSTON 6, TEXAS 
443) MAPLE AVE. DALLAS 9, TEXAS 










i“ 

Back-up weld 
head seam 

- 
- 
Rigid-weld 
Shell spud 
a 





Back-up weld 
bottom seam 


etc] Goctiing Corporation WA OUSAVIER 


CHICAGO 9, ILLINOIS 











HOT WATER GENERATOR 


in various sizes and styles . . . both Here is a Hot Water Generator that will 
é give you 
— * flat a. ap cele are TANKS the a cy: More hot water at less 
standard. Special length enclosures operating cost. Quality of constructions is your 
up to 96” supplied without extra | SMOKESTACKS = co To ee 
: , ' fom your equipment. Adaptable to 
charge. The high efficiency rating of | PIPING any type operation—built to your specification in 


WATER HEATERS __ for Water Generators are made from the fre: 


material and contain copper removable-coil heat- 
ing element. They are equipped with large size tap- 
pings which can be bushed to fit any job. 



















there is no 





4108 C. ST. LITTLE ROCK, ARK. 


YORK 17, N.Y 


CHARLOTTE, N.C 
P.O. BOX 2527 JACKSONVILLE 4, FLA. 


3714 14th ST.. N. W. WASHINGTON, D.C. 
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Why | Gave Up My Dream... 


(Continued from bottom of page 112) 
ference: the figures are smaller. 

What I’m saying is this: at one time or another 
I operated three stores simultaneously. All were 
profitable. Now, near retirement, I’m comfortably 
fixed, have a summer home, have many other 
things most people strive for. But one thing al- 
ways eluded me: a real chain operation. 

It wasn’t too hard to find one good manager. 
It was possible, with some looking and training, to 
sét up a second. Beyond that I could go no further. 
We’ve got some “double-threat” men, but not 
enough. An industry that has faced, and solved, 
so many other problems may soon have to tackle 
this one, as it grows bigger and more aggressive. 

Perhaps a merchandiser’s thinking, “What does 
he want with a ‘chain operation’ anyway? Sounds 
like he’s enamored with the word, or something.” 

Not at all. A branch operation, if run correctly, 
means bigger volume, bigger capital, and the 
opportunity to take advantage of volume buying. 

Probably the real reason the industry hasn’t 
been forced into chain operation—managerial 
talent lacking or not—is that our size does not at 
the moment threaten our existence—as “small- 
ness” does threaten the corner grocer, the inde- 
pendent druggist and auto supply man. 

Only a few big nationwide retailers compete, 
merchandise-wise, with the plumbing-merchan- 
diser’s standard plumbing goods. And the install- 
ing is just too difficult for most people, even for 
inveterate “do-it-yourselfers”. Appliance-wise we 
do face very stiff competition, particularly from 
discount houses. But in our specialty, repair and 
maintenance, we compete only among ourselves. 
So at the moment no giant forces are at work 
tending to force my shop and yours into big scale 
operation. 

And maybe it’s this very lack of stores to man- 
age which finds us, an industry of millions, short 
of managerial talent. 

I can only say that I will dream of a chain- 
operation. The reward for the man who tries first, 
and sueceeds, will be greater than he cafi imagine. 

Ritz? No, three stores, 28 journeymen and 30 
service rigs don’t constitute a chain. For a chain 
operation is more than a numerical accounting. 
It’s a concept of management. END 


Eleven Point Inventory Program 


DECEMBER 31 Is No TiME for celebrating for a 
plumbing and heating contractor faced with a 
physical inventory. Counting the thousands of 
items, listing them on inventory sheets, extending 
the totals, and then analyzing the results is a lot 
of long, hard work. It is enough to tempt a con- 
(Please turn to top of page 256) 
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WHAT IS THE HANDY KAP KIT! 


The Handy Kap Kit is the new- 
est, most modern and effective 
approach to cleaning residential 
and small hot water and steam 
boilers. Each capsule is equal 
to 1 Ib. of powder or 1 qt. of 
liquid. The pre-determined dos- 
age assures accuracy—eliminates 
waste. 


HOW IS IT USED! 


The entire content of the Kit 
must be used. First, the ‘““Purge’’ 
capsules are simply inserted 
through the safety ne or other 
convenient opening into the wa- 
ter chamber while the boiler is 
in operation. It takes an average 
of thirty minutes for the purge 
capsules to react. Then, after 
the boiler has been cleaned, 
drained and refilled, the “Neu- 
tralizer’’ capsule is inserted to 
re-balance the boiler. 








KAP KIT 


does the Cleanest 
Boiler Cleaning 
Job with..... 


CAPSULES 


(2 YELLOW, 1 WHITE) 

Yellow to purge boiler 

White to neutralize and 
rebalance boiler 


WHAT DOES IT DO! 


This Kit is designed to thor- 
oughly clean the METAL parts 
of the boiler of RUST, SCALE 
AND CORROSION in one op- 
eration. Because the chemicals 
are highly concentrated, it works 
fast, yet there is nothing in the 
chemical formulation that will 
injure any part of the boiler 
or the person making the appli- 
cation. 


TWO SERVICE INSERTS: 
1. Full in 


structions in 
each package 
with informa 
tive matter’’\} 
on the care 
of boilers 





1 
1-\ sacts asov 


6 tam: 0 
be lefr by 
Service man, 
contains sales 
message for 
consumer and reminder of importance 
of service. 





WRITE FOR DESCRIPTIVE FOLDERS TODAY! yo 


DOMINION 


POLY-PRODUCTS CORP. 


11 W. 42ND. STREET 













no need for more... 


ONE poes tne Jos! 


ae 
ait 





David needed just one 

stone from his sling 

to kayo Goliath .. . 

and you can lick giant 

pump control prob- 

lems when you stock 

the Penn Series 154... 

the one and only pump con- 

trol that satisfies all normal 

range and differential needs. 

The Series 154 pressure control 

for water systems combines both 

narrow and wide differentials into one single, 

compact unit. No need to handle two or more 

models. You simplify your inventory . . . add to 

your profits ... and help the pump you sell deliver 
the most water per dollar of electric current. 


It’s a better pump control... with sturdy 2-pole 
construction, greater Contact pressure . . . posi- 
tive direct action .. . no pivots or knife edges to 
wear or bind. Streamlined design of the water- 
shed cover requires minimum mounting space; 
simplified design makes installation and wiring 
extremely easy. 

Get the full story from your manufacturer, 
wholesaler, or Penn Controls, Inc., Goshen, Indiana. 


PEM sermer 


FOR HEATING, REFRIGERATION, AIR CONDITIONING 
PUMPS, AIR COMPRESSORS, ENGINES, GAS APPLIANCES 











(Continued from bottom of page 255) 


tractor to start his vacation right after the Christ- 
mas season and to come back about the middle 
of February. 

Inventory in a plumbing and heating shop used 
to be a matter of “by guess and by gosh.” Now, 
it is nessary to take a complete, accurate physical 
count of the stock at least once a year. Sales tax, 
property tax, and income tax all make this much 
dreaded task a must for all plumbing and heating 
contractors. 

This eleven point inventory program check list 
will not reduce the number of fittings and fixtures 
to be counted. It will, however, help point the way 
to a quicker and an easier inventory. Following 
this or a similar plan will help insure a complete, 
accurate physical count and thus avoid overstating 
the inventory and paying too much income tax. 


1. Establish an Inventory Objective 

One of the natural objectives of a before inven- 
tory plan will be to save time and money. Another 
purpose of the plan probably will be to fix respon- 
sibility and to elimnate all possible errors. By 
measuring every step of the inventory plan with 
these objectives, the end result will be an effective 
program that will finish this task quicker and with 
less work and worry. 


2. Make a Map of the Store 

A plan is similar to a blue print and by reducing 
the proposed program to paper it can be followed 
step-by-step. A rough floor plan of the plumbing 
shop will serve this purpose and will make the 
actual administration of your inventory quicker 
and more effective. In this rough floor plan every 
possible section of the store that might have any 
merchandise should be included. Windows, stock 
room, warehouse, sales floor, ledge displays, shop 
area, and the office should all be considered. By 
numbering each section, it will help in assigning 
the counting and listing form and the employees 
to handle each section. 


3. List All Details by Sections 
In this next step in the inventory program, some 
plumbing and heating contractors make a list of 
all details necessary by sections shown on the 
floor plan. When first making up this list, all of 
the possible details that come to mind are included 
for the appropriate section. Then, after listing the 
details or jobs to be completed in the inventory, 
it is necessary to break down each job. If this is 
done a few days after making the first list of de- 
tails, it is easier to make the list more complete 
and to check to see that none of the necessary 
details have been overlooked. 
4. Question Every Detail 
After the details have been listed and arranged 
in their logical sequence, some plumbing and heat- 
ing contractors ask these questions to make sure 
(Please turn to top of page 259) 
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NEW-REVOLUTIONARY 
| STEAM TRAP 


| defeats 
> aac _ wear-corrosion! 


€> This NEW Sarco Thermody 
namic Steam Trap virtually 
3. A BODY 


eliminates maintenance 
Stainless steel throughout 
Only one moving part. 





1. A CAP 





No valve-closing mechan- 
isms to wear or stick. Not 
affected by superheat, water- 
hammer, vibration, corrosive 
condensate. No critical clear- 
ances to choke. No gaskets to 
leak. Same trap for all loads 
and pressures 10-600 psi. 


Write for bulletin 255-44 
or a TD trap for a 60-day 
trial installation. Specify 
Only moving part, a hard: size and application. 
ened Solid Stainless Steel 
Disc, practically wear-proof! 









DELTA HEATING CORPORATION 











SARCO COMPANY, INC. 
PR neces EMPIRE STATE BLDG., N.Y. 1, N.Y 








AUTO 
LAUNDRY 
HAD TO 
CLOSE 
IN COLD 
| WEATHER 
... until a 








cars and this auto laundry had to close 
down. 


SOLUTION: A Delta oil-fired unit heater 
Mm was installed near the en- 

trance. It suited this installation per- 
fectly because it requires no large chim- 


ney, boilers or pipes, it suspends out of 
the way and operates on low cost #2 oil. 


RESULTS: When the outside tempera- 
mture is 0°, temperature 


through the long building is now 50° — 





OIL 
UNIT 
HEATER 
was 
installed! 







Send for complete with both doors open. The Delta Unit 


Heater extended business hours and in- 


new catalog 
creased profit considerably. 


This is only one of hundreds of jobs that a Delta 
OIL Unit Heater can do better and more economically. 





TRENTON 8, NEW JERSEY 
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For Top Quality 
you can’t go wrong 
when you ask for 


“SULFLO” 











Sulflo’s unique formulation of 
special ingredients assures TOP 
QUALITY and at the same time 
it’s ECONOMICAL. It “sticks on 
the job!’ Saves Time and Tools. 


SULFLO NO. 1 


For Hand Threading, Tap- 
ping and Brush On Jobs. 





SULFLO Machine-Kut 


For Pipe Threading Machines 
and for the machining of high 
alloy steels. Machine-Kut is a 
sulphurized fluid type cutting 
oil, transparent on work. 





SULFLO NO. 2 


For Machine Use Lighter 
density than No. 1. Has 
same properties as No. 1. 


Sulflo Products are sold by selective Distributors 


(If you don’t know who your local SULFLO Distributor is, write us— 
we'll be glad to send you literature and put you in touch with him.) 


SULFLO, INC. 


ELIZABETH 4, N. J. 



















min winter, with both doors 
PROBLEM: open, wash water froze on 





NOW! The new 
WARD BOILER 





offers 


LOW COST 
Hot Water Heating 






Get the complete story 
in new literature, avail- 
able without cost. In- 
vestigate the Ward 
Hot Water Heating 
Boiler’s many outstand- 
ing features and the 
reason for the low unit 
cost. Then you'll real- 
ize how easy it can be 
to offer the very best 
in heating comfort. 


DON’T DELAY 
WRITE TODAY! 


WARD HEATER 
COMPANY 


Petaluma, California 


© Light 

© Compact 

¢ Factory-assembled 
and tested 






FOR ALL CLOSED HOT WATER HEATING SYSTEMS 
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More Sales— More Proftt a 
SPEED-€)-MATI ELECTRIC - GAS 


WATER HEATERS 


Engineered for Performance and Economy 


A size for every need and purpose—from 6-gal. 
fast recovery—to 82-gal. storage type heaters. 
SPEED-O-MATIC Water Softeners—with 
patented fool-proof solo type valve and built-in 
by-pass—extra heavy steel tank—available in 
nine sizes: from 32,000 to 104,000 grain capacity. 
“GENERAL” ICC Approved 20 lb. : 

and 40 lb. Gas Tanks ! 


and Accessories. tea eh 
poo | 5 
f 


The high quality ié 4 “ & 
line of ew ik 
SPEED-0O-MATIC , Non~aille tea 
products are in | @ | a: 
year-’rounddemand | “oe 
—no slack season— i ; 
an assurance of 
greater profits. 











for literature 
and prices today 


FACTUR DISTRIBUTING CO 
G E Ww E ke A L Cees once = S.A 












WHAT'S 
THIS ?? 


A Gasoline Powered 


SUMP PUMP ? 


e New e 
HIGH 
CAPACITY 
STANDBY 
PUMP 


Can Be Equipped 
with Legs for 

—- UTILITY 

“ USE 


ZOELLER COMPANY 


LOUISVILLE 16, KY. 


ee | 


MODEL 21 BRONZE 
Sump Pit Covers Available 





- 


seamless drawn 
stainless 

steel sinks and 
sink bowls 


Lifetime products — 

no costly replacements. 
The largest assortment 
in the world. 



















ard back ledge 


Stand wailable 


sinks now @ 
1” x 24” single 
91” x 32” double 

91” x 42” double 

Hudee sink frames 


j for 
available ” 
all sizes and styles. 


Single, double and triple 
flat rim bowls can be 
used with all types of 
tops — formica tile, lino- 
leum, plastic or stainless 
steel. Hard wearing sink 
tops—designed for 
homes and apartments. 
Solid stainless steel or 
stainless steel 
over %” plywood 
me =o hase (Pat.). 

Available 
through your 
plumbing whole- 
saler. Write for 


2 LEGION STAINLESS SINK CORP. 


21-07 40th Avenue, Long Island City 1, N.Y. 


Bronch offices: 21 E. Van Buren St., Chicago, II!.; 420 Market St., San Francisco, Calif. 
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for year ‘round 
protection 














install VOGEL 


Frost-Proof 
CLOSETS 


The Vogel NUMBER 15 
Frost-Proof closet with 
vitreous china bowl il- 
lustrated here is a great 
convenience installed in 
an outbuilding or on the 
rear porch of a residence. 
The Number 15 is a neat 
durable outfit plus a real 
water saver. No mech- 
anism in tank to get out 
of order 


BALL CHECK WASTE Over 1,000,000 Vogel frost-proof 
VOGEL closets and hydrants have been in- 






VOGEL PATENTED 
VACUUM BREAKER 








(Patented) stalled. Not one has ever frozen! 


Joseph A. Vogel Company 
WILMINGTON 99, DELAWARE 
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(Continued from bottom of page 256) 
that they are absolutely necessary for a time and 
money saving physical inventory! 

1. Why is this detail necessary? 

2. What is the purpose of this detail? 

3. Where should this job be handled? 

4. When should this phase of the program be 

completed? 
. Who is the best qualified to do this work? 

6. How is the “best way” to do this counting? 

This method of cross-examining every detail will 
quickly reveal any unnecessary details that have 
been included in the original plan. If the list stands 
up under this test, it can be considered as essential 
to a quick and easy inventory. 


on 


5. Eliminate or Combine All Possible Details 
For the details of the inventory that do not 


measure up to the requirements of the above 
six questions, a system of elimination or combina- 
tion should be worked out. If the inventory detail 
seems to be important, but not important enough 
to be given special emphasis, it should be com- 
bined with some other detail. For those that are 
just a waste of time or money, complete elimina- 
tion may be necessary. It will avoid confusion 
and will make the work flow more smoothly in 
taking the inventory. 


6. Assign Employees to Sections and Tasks 
Now that the actual job has been established, it 
becomes necessary to assign some employee to 











“Bye, bye, dear. _The baby gets his feeding in 
20 minutes, and Jimmy’s in the basement playing 


” 


with your electric razor. . . 
perform the task. This can be done on an arbitrary 


basis at first, but further examination of the as- 
(Please turn to top of page 261) 
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HEYDEN 


SHOCK ABSORBERS 





BEAT TOUGH INSTALLATION PROBLEMS 


... With a Heyden Liquid Shock Absorber. This light- 
weight, compact unit can be installed in any position 
... USe€S Minimum space... protects against hammer 
and hydraulic shock of quickly closed valves or faucets. 
Standard bushings permit installation on all systems. 
5 sizes are available. 

Foolproof protection and service are assured 

by the exclusive Heyden design 

feature... pa 
NO MOVING METAL PARTS 

For full information send for Bulletin 38, 
S. Morgan Smith Company, York, Pa. 







GATES & HOISTS 
TRASH RAKES 
ACCESSORIES 












puMrs 


FREE DISCHARGE 
VALVES 


CONTROLLABLE- 
piTcH 
SHIP PROPELLERS 


S:MORGAN SMITH CO. 


"Why didn't they 
seal it with 
easy-breaking 
KEY GRAPHITE PASTE?”’ 


Write for 
FREE sample today 


SEALS TIGHT... 
BREAKS RIGHT! 


A Product of KEY COMPANY 
2661 McCasland ° East St. Louis, Illinois 









PROFIT-WISE PLUMBERS 
995 $ Like fo Use 


’ 


a? S3g GENUINE 
| BYNES TSS 
Here's Why! 


Basically, it’s the commonsense way 
of cutting pipe. It demands the least 
originai investment. It’s 3 thin, sharp, 
expertly heat treated wheels will cut 
all wrought, steel or cast iron pipe. It 
is light, portable and extremely easy 
to handle. It can be used both in the 
field and the shop for volume cut- 
ting. It is fast, accurate and depend- 
able. In short, it is a production time 
saver and a money maker. 


“er™ DTU MBER S! 


| |} SWEAT DIRECT | 





















































stacut LAVATORY TANK 
Flexible SUPPLIES to Floor 


Arbest flexible supplies designed to slip over and sweat directly 
on to % or Y2 copper tube rough at floor level. Eliminates need 
for adapter fittings. These supplies are plated with lustrous pol- 
ished chrome on nickel base, guaranteed not to crack or peel at 
point of bend. Riser tubes on both types 2 0.D. flexible chrome 
copper tubing. 

Cat. #4138 Lavatory Supplies 36” overall. 

Cat. #4158 Tank Supplies 21” overall. 

Packaged complete with decp flanges to cover over sweat-on joint. 























ORDER YOUR GENUINE BARNES TODAY! 


The GENUINE BARNES 


RITE FOR FREE CATALOG SHOWING ALL SIZFS AND TYPES principle has possibly 
Meee Ayam THE BARNES TOGL.CO., Inc 
bh - 


G ~~ H Manufacturing Company Bie NEW HAVENG. CONN 


3047 " 49 Amber St.. Phila. 34, ge sor pou ont ts 0 GENUINE 
:; BARNES! 























ES: »s | PLUMBING AND 

NEW J HANDLE | HEATING 
FITS EVERYWHERE 9 WHOLSALis 7a 

, Attention Ap aaeeeaed ° 


“te Vetg a 










JAMECO 









Paqked 50-Pair | 
toa 


Master Carton 











Published in 
Two Editions 
the MASTER and 
SUPPLEMENT Copy 


Why stock dozens of different han- 
dles when Fit-Rite fits ’em all? 


®@ Highly Chrome ®@ Fully Adjustable QU [ CK AN D 
Plated (Mi to Fit All Spind! 
— == etn EASY WAY! 






Attractively 


packaged 















@ All Brass plete with Wrench 
Throughout @ Individually Boxed 
C tively Priced Here are two beautifully bound, loose-leaf price data books 
A Ask for Special sompetitively Frice for the Plumbing and Heating Wholesaler. Fully illustrated. 


24 sections of vital information. The MASTER copy keeps 
you up-to-date on market changes, etc. Size 842” x WW” x 1". 
The SUPPLEMENT COPY is designed for wholesalers or jobbers 
who find it necessary to have a tailored price set-up to meet 
their own individual needs. Adaptable as a price service book 
to the customer. Size: 842 x 11 x 1% or 2% inches. Published 
by the publishers of the Bradford Price Book. 


brochure and our 
: i Big new 92 page 
i catalog. 





Learn why it always pays 
to specify JAMECO 











, 4 JAMAICA MANUFACTURING @ The Write for Full Information Today 
| CO., INC. Mac EWAN MARKET MANUAL” 
1209-1223 DeKalb Avenue, Brooklyn 21, N. Y QUINCY 69, MASSACHUSETTS 
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(Continued from bottom of page 259) 
signed employee’s qualifications is helpful before 
the final placement is made. These questions will 
provide a handy check list to match the inventory 
job with the employee: 


1. Is the employee mentally, morally, and physi- 
cally capable of performing this task? 

2. Is someone else in the store better qualified 
to do the job? 

3. If so, is this other person more vital on his 
original assignment or on this job? 

4, Will this worker be capable of performing 
the job quick enough so that the entire plan 
will dovetail together in logical order? 


7. Provide Adequate Instructions 

For new employees who have not taken part 
in a plumbing and heating inventory before, it is 
usually necessary to give detailed training on the 
work. This instruction might include some general 
training on the forms used, how the entries should 
be made, and the general rules that will apply 
during the inventory. Both old and new employees 
usually need to be reminded of the importance of 
a careful inventory. If some improvement has 
been made over the former year’s procedure as a 
result of some employee’s suggestion, this training 
time provides an excellent opportunity to give 
credit for the suggestion. 


8. Establish and Explain Rules During Inventory 

When the doors of the plumbing and heating 
shop are closed for the year-end physical inven- 
tory, it sometimes seems that-everyone in the store 
lets down his hair and disregards all regular store 
rules. If a little thought is given to this matter 
before the actual stock count commences, it may 
save a great deal of trouble later on. Store rules 
on smoking, rest periods and work hours should 
be considered during this phase. 


9. Establish a Time Schedule 

With every step of the inventory plan made and 
an employee assigned and trained for the work, 
it is now necessary to set a time for the comple- 
tion of each detail. For example, if one of the 
employees is charged with the responsibility of 
checking pipe, a time should be established for 
the completion of this job. 

If a definite time is established for the comple- 
tion of the tasks, the employees will usually try 
harder to meet the deadline better than if no 
specified time is set. Timing is vital to any plan 
and since the physical inventory must be com- 
pleted on a certain date, this program lends itself 
well to a time schedule. 


10. Check 6n the Advancement of the Plan 
If all of the groundwork has been properly laid, 
this step of the inventory planning procedure will 
be merely routine. It is just a safety valve put in 
to ascertain that every phase of the work is going 
(Please turn to top of page 262) 
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OYLTITE-STIK 


Stops Oil Leaks in 
Oil Storage Tanks, 
Pipes or Containers ; 
















OYLTITE-STIK is a new positive oil 


seal that saves costly repairs to leaky 


storage tanks, pipes or containers. 
Easy to use... leaks can be stopped 


instantly . . . just rub OYLTITE-STIK 


over the leaky area. 
The material does not become brittle 


... withstands normal vibration. 


Use OYLTITE-STIK for positive 
sealing of oil leaks, Send for further 
information and prices. 


LH? LAKE CHEMICAL C0. 


NEW! NEAT! DURABLE! 


H-4 FROST-PROOF CLOSET 
with vitreous 


CHINA HOPPER 


The H-4 Frost-Proof Closet is specially de- 
signed for installation in unheated places 
H-4 includes vitreous china hopper with 
top supply, reinforced hardwood open 
front-back seat, 8” x 24” galvanized pres- 
sure tank, copper waste collection, supply 
and flush valve assembled with 4-foot 
valve rod and casing to be installed ap- 
proximately 3-feet below ground. 








Get the 
NEW 
Haas 
Catalog #55 








SINCE 1896 


Plumber's Price $47.60 
FOB Dayton, Ohio 





The Philip Haas Co. 





For Frost-Proof Closets with 
cast-iron bowls specify H-1 with 


Dayton, 2, Ohio 
tank or H-2 less tank i ; 








Available: 34” x 20 
gauge hot dipped 
galvanized, black or 
bright steel, gen- 
uine copper, copper 
coated, and enam- 
eled. 


TUBE STRAPS 


Beaded for Extra Strength 
installed. Available in 1 


For all flat rim 
sinks with round or 
square corners 


SS 


Write today a 
catalog information 
, and FREE SAMPLE 


R. D. Werner Co., Inc., Dept. A-34, 
295 Fifth Ave., New York 16, N.Y. 
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85th ST. A TINICUMAVE 


Here’s why ARDEE is the best 





TINICUM 
em eee ee ee ee ee ae 
iig-1-Fi-mm @-1 1 


Profits 


20—10’ boxed coils 
& salesmaker carton 


TINICUM SOLID COPPER 


34” sizes with or without copperized 


nails. Packed 100 straps in a box. 
SEND FOR CATALOG PRICE SHEET 


TINICUM METAL COMPANY, 













Also: In bulk 34” 
x 20 Gauge to 1%” 
x 12 gauge black or 
bright steel and hot 
dipped galvanized 
in 10’ coils or 
lengths. 







SAVE TIME 


and LABOR 


.. . quickly 
", %", V2" and S : 


INC. 


PHILADELPHIA 42 PA 





Pat. No. 2,440,741 


for Every 
Sink Frame 
INSTALLATION 


Ardee, the only type frame with 
the clamp down action. Insures a 


PERMANENT 
SANITARY 
WATERTIGHT 
JOINT 


Aluminum or stainless steel, 
same price @ Fits top covering 
of all types @ 33 stock sizes @ 
Good Housekeeping Seal 


@ ARDEE frames have extruded aluminum 
lugs that grip the frame like a vise. 
@ ARDEE frames have oversize strip-proof 


lug bolts. 
@ ARDEE frames require no rabbetting—no 


scribing. 


MPG. REPRESENTATIVES WANTED TO 
SELL INDUSTRIAL DISTRIBUTORS 


Always use CHROMTRIM STAINLESS STEEL 
SNAP-ON CHANNELS or CHROMTRIM aluminum 
counter edgings with every ARDEE installation 


— products of 


~ WERNER 


ee eae ea ee’ 








(Continued from bottom of page 261) 

along according to the pre-inventory schedule. On 
a check-up it may be found that everything is 
proceeding on schedule except the employee as- 
signed to count the pipe fittings. If such a situation 
develops, a check will reveal what is causing this 
bottleneck and some corrective action can be 
taken before it is too late. In this case some other 
employee who is proceeding more rapidly can be 
assigned to help in this pipe fitting counting. 

11. Review the Plan After Inventory 

When the final count has been made, the exten- 
sions completed, the total secured, and the entries 
made on the books, some plumbing and heating 
contractors just file away the plans. This is good 
because the plans should be kept to help in the 
following year’s plan. Some contractors have dis- 
covered, however, that it is well worth while to 
make some brief notes for the improvement of the 
plan the next year. 

This is usually done after all of the stock count- 
ing is completed and when the tension of inventory 
is over so that the suggestions for improvement 
will not be made without a little time to cool off 
and be more thoroughly considered. When the 
improvements are incorporated into the next 
year’s plan, more savings can be made. END 


Modernization Doesn't Cost, It Pays 


MOopDERNIZATION does not cost as much as one 
might think. You can increase your business, en- 
joy your work more, be prouder of your plumbing 
and heating business, reduce repair expenses, and 
save money on taxes. In fact, modernization is a 
must ...a competitive must to keep any plumbing 
and heating business up-to-date and net profits up 
to a high level. 

New buildings, new fronts, new lighting, new 
floors, new fixtures and equipment all add to the 
value of a plumbing and heating business. And, 
as we all know, improvements cost money. The 
return of this investment will not be immediate 
but will more than repay itself in increased busi- 
ness and lower costs of operation. Now, there is 
an extra profit-builder involved . . . income tax 
savings. 

To enjoy all of these benefits of a new, modern 
store and delivery equipment, there is a funda- 
mental rule involved: buy new equipment. Mod- 
ernizing a plumbing and heating business with 
second-hand equipment may seem to be a saving 
at first glance. But, before anyone completes a 
deal for used equipment for a business, he should 
consider the tax problems. 

Let’s assume that you can buy a new service 
truck for $3000 for your business that will give 
good operation and business identification. Or, 
you can buy a similar model that is used for 

(Please turn to top of page 265) 
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AUTOMATIC SWING 


CHECK VALVE AND 
MANUALLY OPERATED 


GATE All in One Unit . 





shaped gate, bronze swing check valve. 


€ 
SEND FOR A COMPLETE 4 
BOOSEY CATALOG : BOOSEY NO. 109 
. BACKWATER VALVES 
+ Designed for installation at floor level 
or lower without pit, Boosey No. 109 
@ Backwater Valves automatically close 
« when flood conditions exist. A bronze 
automatic swing check valve and a 
a: manually operated gate valve—all in 
‘ BH one unit—are enclosed within a cast 
gers mats gn : iron body. Other important Boosey 
features include: non-rising stem, spade- 
cialty! | 
& 


NORMAN BOOSEY MANUFACTURING COMPANY 
General Sales Office, 5281 Avery Avenue, Detroit 8, Michigan 























. BOOSEY ; 

















\\ . - 
revelation 


close coupled 
washdown combination 





Peerless 
oversize trapway 


tested with 
standard golf ball! 


@ Finest pure white vitre- 
ous china. 


@ Peerless 4-bolt tank con- 
nection — simplest, 
strongest, most durable. 


@ Easy to install — no 
clamps or rods to mis- 
place. Quick, easy align- 
ment. 


@ Rubber gasket and re- 
silient washers for leak- 
proof cushion fit. 





No. 5172 
for 12” roughing in 


SEND FOR THE PEERLESS CATALOG 


PEERLESS POTTERY, INC. 


Evansville 12, Indiana 
High Quality Vitreous China since 1902 


No. 5162 
for 10” roughing in 


No. 5182 
for 14” roughing in 
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Cut, Groove, or Bevel 2” Pipe 


right on the job . . . in 30 Seconds! 

















The Port-A-Pony Pipe Cutter gives a clean 
beveled cut on 14” to 2” pipe that’s easy to thread 
and easy to join, 

Attaches to the Port-A-Pony Power Drive in 
10 seconds. 

Blades are quickly changed. Exclusive Safety 
Guide prevents gouging and burring. 

Get all the facts—write today for full 
information. 

| =—, 
|| THREAD-EZY MFG. COMPANY | ‘2 
DETAILS 


342 North Brady Street Corunna, Michigan 


A 


our new 


low priced...long profit 
submergible pump 





ANOTHER QUALITY PRODUCT FROM 


MoveERN - Wooomanse 


2 GREAT NAMES NOW ONE FOR PROGRESS! 














This is it! The newest member of the M-W 
family—backed by nearly 100 years of engi- 
neering know-how. 


It’s low, low in price, and... from Modern- 
Woodmanse . .. another bonus! The longest 
discounts ever given in this category. You 
enjoy larger volume sales plus bigger prof- 
its, not smaller ones! 


This Modern-Woodmanse wonder pump 
is water-cooled and water lubricated. It’s 
absolutely noiseless—and it can be taken 
down completely, and serviced on the job! 


We'd like your business. And this highly 
efficient pump should earn it. 


A HONEY 
Or Aune | © 








Water Systems» Submergible Pumps Soft: Filt 


t 
: () Mooern Wooomanse 


Sales Division of George Getz CorporationsDepartment DE, West Chicago, !Minois 
















DRAFT INDUCER 
Solves that Problem 
for Good! 


INSTALLS IN MINUTES WITHOUT REMOVING 
ANY SMOKEPIPE! 


NOT ENOUGH DRAFT?| gonP 
FA. ljernlund 


Faulty stacks? Undersized chimneys? Downdrafts? Re- | 
strictions in the heating plant? Laugh at ’em now, thanks | 


to Tjernlund Auto-Draft. 


Just cut a rectangular slot in the smoke pipe and band the | 


unit on. Adjustable mounting straps provided fit sizes 5” 
through 18”. Adjustment pawl allows variations of draft 
up to 50%. 3 sizes cover range from 1 gal. to 12 gal. oil. 
From 100 to 1600 c.f.h. gas. Venturi principle assures cool 
running. Approved and recommended by leading furnace 
and boiler manufacturers. 


Sold through wholesalers. Write for catalog sheet. 


Tjernlund | Avro 












The Peerless line 






&, is your gilt edge investment in customer satisfaction (4) 
& that earns dividends far beyond the profits of a single sale. Your “hy 
> dividends continue in future sales . . . a chain reaction that pyramids “ 

astounding profits. 
Peerless heaters can be sold with utmost confidence as their is no equal to their 


















styling, quality, performance, economy and old fashioned customer satisfaction 
New 1955 designs are vastly improved and innovations are being constantly } 


tested in our modern Gas Engineering Lab for your future sales advantage. 


FREE 
DESCRIPTIVE 
LITERATURE 
AVAILABLE 


* 
WRITE FOR 
COMPLETE — 
DETALS 
TODAY 


GAS 
Yerleso WNIT HEATERS 


PEERLESS MANUFACTURING CORP., LOUISVILLE 10, 
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| V-Line Insulating Couplings stop waste 


| water piping where dissimilar metals are 


|} 114” and 2”. 


it’s BROTHERS 


A dependable filler and relief valve tor control- 
ling pressures in hot water heating systems. All 
bronze construction. Factory settings 12 Ibs. 
delivery and 30 Ibs. relief. 






SALL Fittings greatly im- 
prove efficiency of entire 
hot water system. Only one 
fitting on return line is 
needed. This directs free 
flow of water through ra- 
diator. 


BROTHERS COMPANY 


2324 Kishwaukee © Rockford, Illinois 








Fant INSULATING 
COUPLINGS 


FOR USE ON GAS & WATER LINES OF... 


e Automatic Water Heaters 







e Range Boilers « Pumps 


e Copper Radiation 


When Connected with Iron Pipe 


e Gas Meters 











PREVENTS 
Caused by Dissimilar Metals 


of cathodic protection currents. They are 
an excellent and economical means to 
keep the cathodic protection currents on 
your own structures and away from for- 
eign structures. V-Line Insulating Cou- 
plings stop galvanic corrosion on all ie | 














joined together. 


Available in 6 sizes: 14”, %”, 1” 114”, iisiiiling View Wai: “ter Sean 


manufacturers when installed 


CONSULT YOUR WHOLESALER with copper tubing. 


Warree Vauwere Compa cz, coes aves 
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(Continued from bottom of page 262) 
$1500 that is three years old and will give you a 
truck for delivery and service. 

At first glance this seems to provide a $1500 
saving for the business. However, there is a fea- 
ture of the income tax law that may provide more 
savings over the first few years with the purchase 
of a new service truck. 

Assume that the estimated life of the service 
truck is 5 years (you can set this estimated life 
as you feel it will apply to your plumbing and 
heating business and to your equipment). With 
the double-declining balance depreciation method 
(allowed on new equipment or improvements 
only), you would figure your depreciation (an 
income tax deduction) like this: 


PE ccerghstncen Kees $1,200 
NE asa wis Se wea $ 720 
a) eer $ 432 

$2,352 


Thus, in the first three years you will have 
taken tax deductions of $2,352 on a new service 
truck that had an initial cost of $3,000. The $2,352 
is a direct deduction on your income tax for these 
years which will represent a saving in the opera- 
tion of the business. 

On the other hand, if you purchase a used 
service truck for $1500, you will be permitted to 
take these deductions during the first three years 
you own it: 


SE $300 
| eee ore $300 
Sk eia owt chvax kano $300 

$900 


This used service truck will have a book value 
of $600 at the end of three years. You will have 
deducted only $900 as an expense of doing busi- 
ness. Naturally, the truck will be three years 
older and have less resale or trade-in value than 
the service truck purchased new that is only three 
years old. 

For comparison, consider these figures for the 
two purchases of delivery equipment: 


New Used 

NS 2. Unt cial igh is $3000 $1500 
Depreciation for 3 years 

(tax deduction) ........ $2352 $ 900 
Book value at end of the 

ENS fastens barn we see's $ 648 $ 600 


At the end of three years in this example, your 
book value of the new and used delivery or 
service truck is only $48 apart. Naturally, the 
truck which was purchased new will more nearly 
be worth its valuation of $648 than the used truck 
that is three years older. In the three-year time 
span, you will have taken only $900 in tax deduc- 
tions on the used equipment and $2,352 in deduc- 
(Please turn to top of page 266) 
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REMOTE BULB AND ELECTRONIC 
ARBER 


fw) Hot Water Controls 





Complete range of outdoor reset control 
systems for any size building 








On-Auto- 
Off 





manual 
override 
switch 





Legible, easily understood dials, ‘Control Center’ 
cabinet houses components, ready to install 






Optional night 
depression 
with morning 
warm-up 
where low- “4 
ered night ) 
temperatures 

are applicable 
















Motor- 
Operated 
Valves 


Dual Bulb 
Controls 






Barber-Colman Company 
Dept. U, 1308 Rock Street, Rockford, Illinois, U.S. A. 











M HEATIN 
5 oS 
*9 


VaAcUU 
. Gf @ } 


FLOAT SWITC 
CLASS 9036 


VACUUM 
SWITCHES | 
CLASS 9016 


FLANGE-MOUNTED 
FLOAT SWITCHES 
CLASS 9037 


Write for Bulletin 550, Square D Company, 
4050 North Richards Street, Milwaukee 12, Wisconsin 





SQUARE J) COMPANY 











WHAT MAKES A SUMP PUMP FAIL? 
DIRT?—LACK OF LUBRICATION?—RUST? 


Specify the pump that is built to survive these hazards 
—The Marine Products Fully Automatic Electric 





6U UM 


@ COMPLETELY SELF-CLEANING 
@ COMPLETELY SELF-LUBRICATING 
@ ALL RUST-PROOF 


MARINE PRODUCTS PUMPS ARE 
“Built for the Sea” 























The Marine Products Sump Pump is designed and produced to high 
and exacting Marine standards. It is built the only way a SUMP PUMP 
should be built—to provide the best possibi itary protection at the 
least cost end inconvenience. 

itg ees ly d dable sanitation service and at the 
same time pletely eliminat s the need for periodic cleaning and 
lubrication. 


SOLD THROUGH JOBBERS ONLY © WRITE FOR FREE LITERATURE 


MARINE PRODUCTS CO. 
DETROIT 14, MICHIGAN 











ome TUBE BENDER 


Smoothly Bends Any Pipe or Tubing 





¥%” to 1%” O.D. 


@ Just a twist of the 
wrist assures perfect, 
even bends — right 
angle, any angle, U and 
offset. Save enough 
on ONE job to pay 
for your HANDY ng Ape 
TUBE BENDER. 


or write for 
free feider 








Specify 


KEYSTONE Corpperklow- 


THE Complete LINE 


Fittings for Copper Plumbing «+ Heating 


Air Conditioning «+ Refrigeration 


WROT, CAST and DRAINAGE SOLDER FITTINGS 
FLARED TUBE FITTINGS * VALVES « BALANCING VA'VES 


At better Jobbers everywhere Write for our new Wrpt 


he Complete line Cotalog No 5! 


KEYSTONE BRASS WORKS « ERIE, PMA. 


HOLSCLAW BROS., INC. 


436 N. WILLOW ROAD © EVANSVILLE, INDIANA 








(Continued from bottom of page 265) 
tions on the equipment for modernization you 
purchased as new. 

Another saving you will have when you buy 
new equipment is in repairs. This is harder to 
estimate, but it is obvious that new modern equip- 
ment will not require as much repair service dur- 
ing the early years of its life as used equipment 
during the same time span. 

Assume for illustrative purposes that your an- 
nual repair bill on the new equipment is: 


STN | is debe eweeee cae $100 
INE ob basecbccncv owt $100 
se $200 

$400 


Used equipment will have a higher repair ex- 
pense. On the assumption that it is three years 
old when purchased as used, the repair charges 
for the first three years of ownership might be 
as follows: 


bree Ce keuwasue eee $200 
DEY wktcvie rene kacans a $300 
eer ers $300 

$800 


This amounts to a difference of $400 for the first 
three years or twice as much repair expense for 
the used equipment as for the new. These figures 
are estimates, but a review of your books on any 
service or delivery equipment you have owned 
will give you figures to serve as guides in esti- 
mating your firm’s repair expenses. 

New equipment has another advantage that can- 
not be measured in dollars and cents as easily as 
the tax and repair savings. These are the business 
building and labor saving advantages. There is 
also a certain advertising value that goes along 
with modernization that you can cash in on in the 
management of your plumbing and heating busi- 
ness. Anything that saves labor builds profits for 
the firm. New equipment that has all the modern 
labor saving devices will save labor for you and 
for your employees. This can be used for more 
productive activities which will help build bigger 
profits for your business. 

Before you decide to buy equipment consider 
all the angles. Figure the tax deductions you will 
have with both the new and the used equipment 

. determine the repair expenses you will have 
with both new and used equipment... and con- 
sider the labor saving and business building as- 
pects of both new and used equipment. 

Modern plumbing and heating shop manage- 
ment gathers the facts, compares the data avail- 
able, and then makes a decision that will have a 
bearing on the future profits and operation of the 
business. You can apply this same technique to 
the purchase of new or used equipment through 
the plan outlined here. END 
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MANUFACTURERS === 


THE THOMAS JACKSON & SON CO., READING, PA. 
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Again Available Wesco 
Solid Copper Tube Straps 
} solid e with 


Made 
Tit in sizes ¥%” to 54”. ALL 
al sizes available without 





WESCO (Tit) Tube Straps SAVE TIME 
CUT LABOR COSTS. The quick, easy 
“SNAP-ON” feature leaves hands free te 
line-up and nail. Use WESCO Hangers on 
your next installation. You'll be amazed 
at your INCREASED EFFICIENCY. 

@ Ask Your Jobber for Wesco Hangers 
® Straps tor Copper Tubing. 


WESCO MANUFACTURING CO. 


P. O. BOX 175 WELLSVILLE, OHIO 














y efficiency are} 
9 being utilized to excellent advan- 
tage today in industrial plants, 
schools, hospitals, hotels, airports, F 
service stations, public! buildings, etc. 


= EE Re ha 


THE IMPERIAL ryt MFG. CO. 
1231 W. Harrison St., Chicago, Illinois 
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TELEGRAM FROM: Ke 


Wichita, Kansas 

















NOW America’s Finest Bathtub Protection 


ROTECTUB Covers 


Ves Wags Getter 


. for preventing damage 

“ qhter tubs are installed. 
1. PROTECTUB Deluxe 
— The thick corrugated 
box board cover wii 
exclusively processed 
water repellent liner. 

2. GUM-A-TUB Economy 

Liner — Pre-cut, pre- 

shaped gummed back 

cover. Applied by wet- 

ting with damp cloth. 

3. COATATUB — Low 

Cost Liquid Vinyl! Plastic 






















y Ask about eur Mew 
Porcelain Eaemel 
Soper Touch-up t. 

Permanent ir 

anaes, and below 






waterline. applied with whitewash 
If not available at your wholesaler, write Dept. DE. brush — peels off. Comes 
PROTECTUB INC., 71 Ludiow $t., N.Y. 2,-N. Y¥. in gallons and drums. 


Wholesalers Price Sheets & Mailing Literature Available 








5 
| OUTDOOR WATER SERVICE 
- ++ YEAR AROUND! 







Y Ait or YARD 


HYDRANTS 









. SEND FOR BULLETIN 701 
Order from your Jobber 






STRATAFLO PRODUCTS, INC. 








FORT WAYNE 1, INDIANA 






i i | 
SOUTH 
IMDIAMA 
AVEnRUVE 
CHICAGO 27 
ILLIMOIS 


DEALERS LOOK UP TO TETER teans™. 








































































ti 
for their EFFICIENCY & STYLE in the Modern - 
Streamline Utility Room & Kitchen in 
Tou Snould Know... Long ago TETER saw the handwriting on the - 
», The Heater “ony. wall in regard to designing and efficiently fit- dc 
; i ar ting hot water heaters into today’s mastercraft ec 
DN kitchens and utility rooms. And he built the 
Wy it table-top hot water heater and subsequent line Abev": — al 
A Genuine Dow . ROS: - to fit the srowing demands of all parties con- oo " p 
‘ es ction "against c ‘pro cerned. Operated by nationally known automatic Water Heater. Ideal for small | 
sion. (optional) control instruments, TETER hot water heaters homes. 3 to 20 gal. cap. p 
are available in a wide range of sizes... rug- e 
| RED BAND Jann edly constructed, handsomely designed and b 
i steel tapk: Double —_ beautifully finished. This is why dealers look up : 
N 353 ibs. pressure to TETER, talk TETER and sell TETER. 
ba LIFE eet: Efficien ———eO - t] 
. low wattage, A. ae » } 
+ long alive’ | o 
be around He as Ele 
ad me ant oo z 
% Right: TETER Table Top a 
is INSULATION: Full 3°’ Water Heater for stream- 66 
bay na se at Bi go line kitchens or utility 
sulation rooms. 20 to 30 gal. cap. 
<< a 
INLET DIFFUSER and Left: TETER in bet 
ee cay tt ay a pra meets daily. Rewer t 
drop in water ome demands, 
oo? gna al V 
ae c 
Makes Any Fire Door t 
I 
A "SAFETY VALVE"! ‘ 
INLAND Safety Door Closer t 
For Gas and Oil Conversion 
| BURNERS ' 
F I L T E R | Used by Thousands of Utility Companies ( 
| and Cont.actors for Years 
| Replace the regular boiler of furnace door 
a nm d Pp U R i F I E R | hinge pins with the Inland Door Closer, file ( 
down the door catch and you have an extra 














“Safety Valve" on the job. Gentle spring 
tension allows door to swing open on slow 
or taulty ignition of burner and then close. 
Wedge holds door open when necessary. It's 
easy to install with the NEW SPRING 
HOLDER. 

MABE IN 3/16”—1/4”"—5/16”"—3/8” 
DOOR PIN SIZES AND PRICED AT 
$1.15—$1.20—$1.25—$1.30 

See your jobber or write us. Pat. 22,605,097 


INLAND MFG. CO. 1120 N. CICERO. CHICAGO 51, ILLINOIS 


Chlorine 

Odors 

a Suspended Matter 
Discoloration 


The Diamond Filter and Purifier ac- 
tually removes obj 
and provides clear, ee palatable 


fresh water. 
WRITE FOR CATALOG 


OSHKOSH FILTER & SOFTENER CO., Oshkosh, Wis. 


























RADIATOR oY" 
HANGERS 


e 
—widely used by heating con- 
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TESTING DEVICES INFORMATION tractors for the past thirty 
REQUIRED years, for all sizes and all 
| WITH ORDER: makes. 
o bed “wpe ‘ \ 
BEEKMAN For Buildings 6 to 10 | eae wate E-Z—Designed for use with 
SMOKE va a Stories High 2—STY “nM” slim tube - tube - wall - col- a 
: -and | 244” FROM WALL umn radiation, Style “C’’, for |= 
PEPPERMINT Stories High Municipal | ) 3—--T/ Lb “C" tube and wall rad.ators. Style \ 
TEST MACHINE Applications | 1%” OR 244” FROM 1%” from wall without 
Available in 3 Sizes | rey | BE—TUGE baseboard adjustment. Style 
—SLIM TUBE “H", 2%" from wall with 





RADIATION basktioasd adjustment. O 


«0h Solyuns Write for details 
HEALY-RUFF COMPANY »r 
770 HAMPOEN AVE. e ST. PAUL 4, MINN. Wp, 











MUTUAL MANUFACTURING CO., 45-18 162nd Street, Flushing 58, Wi. Y. 








268 Domestic ENGINEERING, SEPTEMBER 1955 









mall 





1 


w 


SEES OR ___ NMA |G 


ao 

















What About the Miracle of Prices? 
By M. J. Druse 


Director of Advertising, 
Modine Manufacturing Co. 


ARE BUYERS of heating, plumbing and air condi- 
tioning equipment witnessing a great modern 
miracle today? 

In the face of rising material, labor and market- 
ing costs, buyers are able to purchase these prod- 
ucts at prices which keep going down... down... 
down. Legitimate bargain prices are not to be 
condemned. Rather . . . the technical ingenuity 
and the marketing know-how which put quality 
products into the hands of purchasers at bargain 
prices should be encouraged. This is the very 
essence of the American competitive system which 
benefits both the buyer and the seller. 

While most manufacturers have streamlined 
their production and distribution processes in 
order to reduce costs and selling prices, the sav- 
ings thus achieved fall far short of explaining the 
“Miracle of the Prices.” 

Could this miracle be merely an illusion created 
at the expense of the ultimate consumer who pays 
the bill? Could it be that the buyer is getting just 
what he pays for . . . products which have been 
cheapened to sell at cut prices? 

Reputable, old-time manufacturers in a position 
to evaluate these bargain products know this to 
be the case. They are not mystified by the 
“miracle.” In fact, they are being forced, against 
their wishes, to redesign their own lines to meet 
the competition of cheapened merchandise. They 
do it reluctantly, and slowly, with one eye on 
their reputation for quality ... the other, on the 
confidence their customers have placed in them. 
They do it to stay in business. Invariably they 
succeed only in going part of the way. It is often 
difficult . . . if not impossible . . . for quality crafts- 
men to design and produce inferior products. 

It is no secret that many leading manufacturers 
are today deeply concerned at the current cycle of 
price-cutting which is driving the quality of some 
products far below minimum standards. They 
can foresee the disillusionment and dissatisfaction 
of consumers, who a few years hence will find 
themselves “stuck” with this equipment. They 
realize that the high cost of replacement and re- 
pairs, plus the unsatisfactory performance of sub- 
standard equipment will reflect unfavorably on 
their entire industry. 

Paradoxically, the short-sighted contractor who 
selected the inferior product ... and the architect 
who permitted him to install it, will not be the 
target for the owner’s wrath . . . or will they? 

Miracle prices?—There are none. The only 
miracle is the extent to which cut-price, inferior 
products are today accepted for otherwise soundly 
constructed buildings. END 
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N11: Me Helps You Selline 


THE Standard of QUALITY 
for Over 30 Years! 


There’s always less sellin 
effort needed when you sell 
KAINER—the name that, for 
over 30 years, has signified the 
best in heating specialties. New 
Folder on Governors sent upon 
request, 


Ask Your Jobber About c-3 
The KAINER LINE! 


KAINER’& CO. Curcaco 7, stssmors 
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SEES NA SNEED SSNS 
bat ° NS 
4 ii k . 
= BRUSHES ## and SCRAPERS & 
va s ¥ 4 << 
RS For Cleaning “x Tubes and Flues = 
x Bell aan, P| RS 
S ( tee? K 

SS & 7/BOILERS © FURNACES 
"write CHIMNEYS S 
3 Today ~ 

7 a. WORCESTER BRUSH AND 

X Catalog SCRAPER COQ. 

NS 

SH A Division of 

ewe MASON-WORCESTER 

> T BRUSH CO. ‘ 

=, Senwee 38 AUSTIN ST. WORCESTER 1, MASS. 


eT AS 
DYKE RE IRAN 


“J 
4 


Mr. NUTS’N BOLTS says... itis 
—CuTs 





DOWN 
FATIGUE 


Get a firmer grip on your WORK 


vith GRIPSO-MATIC * 


PIPE WRENCH = 
A flick of the wrist, a tap of the hand > 


pipe turns instantly, perfectly. Stream- 
lined, light weight, works easily in hard 
to get at places—does the work faster. 


See your jobber or write H. R. BASFORD co. 
235 15th St., San Francisco 3 Dept. DEg 









I STOP vel oil Tonk LEAKS 
lin 2 minutes with TAN KIT 


@ TANKIT GIVES POSITIVE RESULTS 
Not affected by tank pressures or vibrations. 


NOMICAL 

° i be reused indefinitely. No pump out needed 
cE 

@ REPLACE TANK AT YOUR CONVENIEN 

2 sizes: Standard for small leaks. Giant for porous 

areas up to 18 square inches. Easily installed. 

ify NEUTRODA too! : — 
4 Te ction fuel oll odors. Chemically inhibits 
vapors. Light sprinkling of NEUTRODA on air 
filters and around oi! fuming areas kills oil odors 
NEUTRODA on alr filters kills mildew odors. 


174 GOLDSMITH AVE 
maps fondo THE TANKIT co., INC NEWARK 8, NJ 
only! 



























SITUATIONS OPEN 


SALESMEN CALLING ON THE MAS- 

ter plumbing and heating contractors 
to sell a high grade line of cast brass 
goods, tubular traps, brass and rubber 
S coknithes, Full time with drawing ac- 
count or side line on commission basis. 
Territories open are midwestern states, 
also Maryland, Ohio, Penmsylvania and 
West Virginia. Only experienced men 
with established trade need oppiy. Ad- 
dress Key 668-E, “DOMESTIC NGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 








WANTED 


Sales engineers or manufacturers’ repre- 
sentatives to represent manufacturer of 
heatin air- -conditioning. Oppor- 
tunity ter @ aggressive hard worker. Ter- 
ritories imm tely open: Indianapolis, 
Pittsburgh, Minneapolis, St. Paul, Des 


Moines, Omaba, Denver and nd Richmond, 


wea Tin “DOo.- 
MESTI ro * ENGIN ERING, ” 1801 
Prairie Ave., Chicago 16, Iinois. 





WATER SYSTEM SALESMAN 


Leading pump and water system manu- 
opening for aggressive 
salesman in Midwest territory. Excel- 
lent oppertunity for career. Preferred 


facturer has 


age 27-35. Previous water system sales 
experience essential, Salary, incentive 
plan and exp Send r 
perience and salary requirements for 


interview to. . 


of ex- 





GOULDS PUMPS, INC., 
Seneca Falls, N. Y. 


EXCEPTIONAL OPPORTUNITY FOR 
a sales-minded engineer (26 to 40) 





with of] burner experience. To assist 
sajes manager in contacting major ot 
burner manufacturérs and service 

Pan bots nationally from home o 

at Des Moines. Duties include sales en- 
gineering, service and extensive field 
sales promotion work Balary and 
travel expenses with excellent chance 
for advancement in growing company. 
Your reply kept a ey Write or 
call Director of Sales, DELAVAN 
MANUFACTURING: “COMPANY, Grand 
Ayeou 4th, west Des Moines, 


R -w4 ra 4471 
PURCHASING AGENT 
far large plumbing and heating firm. 
Must be thoroughly experienced. S 
aad i good. Confiden 


Address 657- ef “DOMESTIC EN. 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, IHinois. 
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heading and address. 













RATES FOR CLASSIFIED ADVERTISEMENTS 
Light face advertisements, fifteen cents per word, including 
For keyed address count seven words. 
Minimum advertisements, $3.00 


face advertisements, $6.00 per inch. 
to Classified Advertising Department, DOMESTIC ENGINEER- 


ING, 1801 Prairie Ave., Chicago 16, Illinois. All Classified Adver- 


tisements are payable in advance! Closing Date: 
month preceding publication date. 








er insertion. Rates for bold 


Address all advertisements 


Fifteenth of 















SITUATIONS OPEN 


SITUATIONS WANTED 





WANTED 
DISTRICT SALES MANAGER 


to represent mational manufacturer of 
1 Li: 


| 
: 
r 


Need a good salesman in Florida? Over 
30 years successful record. Heating, oil 
burners, air eonditioning and related 

elds. Thoroagh! understand com- 
ence residential and industrial work. 
Familiar with and can handle all phases 





important and well known Pp 
and hardware wholesale line in terri- 
tory of South Carolina, Tennessee, Mis- 
siesippi, Alabama, Georgia and Florida. 
Wholesalers only. 8 alar y—expenses 
and bonus. Must travel territory and 
have car. Age—30-48. Experience in 
hardware and plumbing or related in- 
dustry essential. 

Earning potential easily 10,000.00 to 
20,000.00 yearly. Unless you have earned 
in this bracket, please do not apply. 
If so, send complete description of back- 
ground—present position—and personal 
information to Key 667-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. All replies 
confidential. Our employees know of 
this advertisement. 


EARN OVER $10,000 
ANNUALLY! 

Salesman with car by nationally estab- 
lished manufacturer plumbing special- 
ties for Indianapolis territory; Cena | 
goods experience not needed; draw and 
commissions; write full particulars con- 
fidential. Address Key 655-E, “DOMES- 
TiC ENGINEERING,” 1601 Prairie 
Ave., Chicago 16, Hknois. 








SITUATIONS WANTED 





MASTER PLUMBER 

with Chicago eity and staic license— 
bears a good business reputation—seek- 
ing an opportunity to b iated 
with a ble firm. Full or part time. 
faiieded Key 647-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave. Chi- 
cago 16, Illinois. 


SALESMAN, 40, PRESENTLY WITH 

manufacturer, wat years experience, 
over 300 established aecounts in Michi- 
gan, desires connection offering larger 
opportunity with national manufactur- 
er. Address Key 644-E, “DOMESTIC 
1801 Prairie Ave., 








ENGINEERING,” 
Chicago 16, Illinois. 


a = ‘ 
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of this business from selling and finane- 
ing t, through | to its ty layout, installation 


completion. le, reliable and 


pr ln coos ¢ salesman. Prefer 
Florida, but would consider locating in 


other areas. Presently employed. 

ried. For further details address Key 
658-E, “DOMESTIC ENGINEERING, 
1801 Prairie Ave., Chicago 16, Illinois. 


REPRESENTATIVES WANTED 








MANUFACTURERS’ REPRE- 
sentative wanted by established man- 
ufacturer of quality line of plumbing 
specials to call on wholesale plumbing 
supply distributors. Territory open low- 
er Illinois, including St. Louis, Missouri; 
and lower Indiana, as well as states of 
Tennessee, Mississippi, Alabama and 
New Orleans, Louisiana. Add ress Ke ey 
646-E, “DOMESTIC ENGINEERING, 
1801 “prairie Ave., Chicago 16, Illinois. 


PLUMBING FIXTURES 


Manufacturer of vitreous china, cast 
iron and steel plumbing fixtures has a 
few territories open. Would be inter- 
ested in aggressive sales representative. 
State territory covered and lines now 
handling. Address Key 608-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 


EXCLUSIVE PROTECTED TERRITO- 

ries open for nationally distributed 
— washer replacement plumbing 

specialty item packaged for sale to 
plumbing supply houses, hardware dis- 
tributors and petatiers. Unique demon- 
stration sells out of first call. 
Address Key 598-E, ‘DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave. Chicago 
16, Illinois. 


REPRESENTATIVES WANTED 
Incinerators are in demand. Excellent opportu- 
nity for eager manufacturers’ representative to 
take advantage of the incinerator market. Sixty- 
three years of manufacturing experience behind 
you. any good contianveliale. Sizes for 
dential, commercial, muni 


territories if possible. Good Ad- 
dress Key 557-E, “DOMESTIC ENGINEER- 


ING,” 1801 Prairie Ave., Chicago 16, Illinois. 


FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 272 AND 274 
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the world’s finest 7 






most beautiful . 
lavatory leg and: 
towel bar with the 


7. NEW, wee’ ESCUTCHEON!.” and the WARNOCK 
wees” SIMPLEX 


® Now... . Reed-Cromex lavatory legs have a new 


““Lok-Flange’’ Escutcheon. Hex-shaped, it is newly STRAP WRENCH 


styled . . . like a glistening jewel. Here are the world’s 
finest, most beautiful legs and bars . . . ‘‘years-ahead’’ ) 
styling in contemporary motif to give you “‘dollars- cant scratch 
ahead"’ profits right now! ; ; 
Not only can you sell more Reed-Cromex legs and bars, pipe that is 
and sell them faster . . . you make bigger profits on every " 
7 Tie i polished 








































sale. Moreover, Reed-Cromex legs and bars are quick and 
easy to install. They go on right . . . stay tight. . . the 
first time! You never need worry about ‘‘call-backs."’ 

Ask your wholesaler, or send today for al) the facts to 
Reed-Cromex Corporation, 492 South Green Rd., Cleve- Its simple, yet extra strong, construction as- 
— sures quick and safe handling of plated and 


er 

i] 

od 

a~ . . . d 
k. R x polished pipe. A rugged, woven strap, its curve 
2s re; ‘eS @/- ¢ rom e nose and unbreakable handle are outstanding 
c- 

))] 

d 

r 

n 

, 





: 4 Protects polished pipe’”’ 
| 








Guaranteed Unconditionally features of the Simplex. 
LAVATORY LEGS AND TOWEL BARS For complete information ask for Bulletin D-54 na 


. are available in the *“‘Custom-Hex’” shown here, 


the “Tu-Step" Hex, and the “Round Fluted” . . . to LOWELL WRENCH Co. 


enable you to provide finest quality and also meet price 


competition. 





WORCESTER 8, MASS. 





CHECK THESE FEATURES 


VVERY LOW RATES | 
VCLEAN COMFORTABLE MODERN 
OMS 





VA ard HOTEL COME AS YOU 

VONE BLOCK FROM STATE ST. | | 
SHOPPING 

VA FEW BLOCKS FROM ALL ENTER: 
TAINMENT 


oe meee have high 
e No Moving Parts efficiency 
e No Complicated ratings! 


Baffles 
e Over 90% Efficient « Easy to Clean 
e Patented Vent 
Prevents Siphonage 
e Nothing 


to Get Out 
of Order! 









v3 unages FROM THE FINANCIAL 
DISTRICT 







VFREE_RADIO-TV AND AIR CONDI- 
TIONING AVAILABLE 

VPARKING JUST A FEW BLOCKS 
FROM HOTEL 60¢ OVERNITE = | | 

VCRIBS FOR THE BABIES—COTS | | 
FOR THE CHILOREN 


ALL THIS 


SINGLE 
FROM $4 AND UP 


















| 
Information - Reservations - Write Sam Leeds, Mng. Dir. - Box 100 | 


Ciilllor 
for complete detafis, 


hen gS — & 
» D.J.MURRAY MANUFACTURING COQ 
20 $. DEARBORN ST. at MADISON | Waring rors Dince 03 TIL A Ae 






Sold only through 
wholesalers. Write 
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ADVERTISEMENTS | 











REPRESENTATIVES WANTED 


| 


REPRESENTATIVES WANTED 


LINES WANTED 





ACTIVE REPRESENTATIVE DE- 





sired for our line of water heaters 
gas and electric, softeners, gas incin- 
ergtors. In the states of New York, 
Pennsylvania, Michigan, Nebraska and 
North and South Dakota (established 
1924). Address Key 651-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois 
ALL AREAS OPEN FOR ESTAB- 


lished 
manufacturer of electric 


representatives by leading 
and gas auto- 


matic water heaters. Complete line de- 
luxe and competitively-priced models. 
Replies confidential. Address Key 656- 


ENGINEERING,” 1801 


E, “DOMESTIC 
Illinois, 


Prairie Ave., Chicago 16, 


REPRESENTATIVES WANTED 


Long established manufacturer with 
complete line of plumbers cast brass 
and tubular brass products desires solid 
representation through manufacturers’ 
representatives selling wholesale chan- 
nels to cover (1) western Pennsylvania 
(2) Michigan (3) Up-state New York 
(4) New England states (5) Georgia 
(6) Florida (7) Virginia (8) Maryland. 
Please state actual territory covered 
and references. All replies confidential. 
Address Key 660-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 





REPRE SENTATIVE WANTED: WE 

want a man calling on or familiar 
with any two or more or all of the 
following classes of trade: 1. Plumbing 
wholesaler. 2. Electrical wholesaler. 3 
Hardware wholesalers. 4. Lumber and 
builders’ specialty dealers. 5. Tile dis- 
tributors. We are small but fast-grow- 
ing Chicago manufacturers of an ex- 
ceptional Cadillac quality line of bath- 
room cabinets srectacularly priced and 
nationally advertised. All open terri- 
under contract. 


tories are protected 

Please! No armchair salesmen or finan- 
cially-fat telephone artists. We want 
men with established lines who will 
grow with us and our line. Please give 
complete territorial coverage details in 


Personal interview will be 
company president in 
PREMIFR-HALI. 


3955 


your letter. 
arranged with 
your city. Write 
MANUFACTURING COMPANY, 
West Fullerton Avenve, Chicago 47, 
Tilinois. 


REPRESENTATIVE WANTED 
Sales representative (2) one for Wis- 
consin (excluding Milwaukee), one for 
northern Illinois and Indiana. Estab- 
lished lines. commission. Address Kev 


659-E. “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


MANUFACTURERS’ REPRE- 

sentatives known to the best trade 
desired for quality plumbine and mill 
supply and industrial specialties now 
being sold to aualitv trade. Reneat 
items, excellent commissions, exclusive 
territories open. Write full details in 
confidence. Rox DF 1299, 221 West 41st 
Street, New York City. 





MANUFACTURERS’ 

sentative calling on the wholesale 
jobbers to sell a high grade line of tub- 
ular and cast brass specialties—tubular 
traps including anti syphon traps. Ex- 
perienced man with following only need 
apply. Address Key 665-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chic: ago 16, Illinois. 


AGGRESSIVE REPRESENTATIVE 


REPRE- 





wanted by manufacturer of brass 
plumbing fixtures. Selling to the job- 
ber. Various territories open. Only es- 


tablished men need apply. Commission 
basis. Address Key 649-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 








Manufacturers’ representatives to sell 
on commission basis our ood competi- 
tive line of plumbers’ brass goods, oil 
burner valves and specialties in the fol- 
lowing territories: 


Eastern Pennsyl- West Virginia 


vania Upper New 
Southern New York State 

Jersey Florida 
Maryland Georgia 
Virginia Connecticut 


Northern New Jersey 
Address Key 639-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, ‘ineis. 
MANUFACTURERS’ 

sentatives; popular repeat specialty. 
Old established manufacturer. Excel- 
lent commission. Exclusive permanent 


REPRE- 


te erstorces State tyne of trade and 
lines. Confidential. Address Key 662- 
FE, “DOMESTIC ENGINEERING,” 1801 


Prairie Ave., sania canes 16, 


BREE SERVICE 


Manufacturers’ agents register now. 
Manufacturers’ Agency Service main- 
tained for years by DOMESTIC EN- 
GINEERING Magazine is for your 
benefit and if you have not already 
registered, write today for necessary 
registration forms and complete details 
of assistance available to agents. As a 
clearinghouse of information for the 
manufacturers’ agents of plumbing, 
heating ard air conditiering eau‘n- 
ment. DOMESTIC ENGINEERING 
Magazine has proven invaluable to 
many leading representatives in the 
past, and if you have not as yet taken 
advantage, get the details today. There 
is no charge. Attach thi« advertisement 
and mail it torether with your letter- 
head for full information te Manufac- 
turers’ Acency Service, 1801 Prairie 
Avenue, Chicago 16, Illinois. 


Illinois. 





LINES WANTED 





Several choice areas oven for salesmen 
with good dealer or jobber followine. 
We make a volume and quality line of 
bathroom cabinets, recess fixtures, en- 
closures and shower doors. Commission 
basis. For full details address Kev 626- 
E, “DOMESTIC ENGINEER'ING,” 
1801 Prairie Ave., Chicago 16, Illinois. 
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THE SCHUTZE SALES CO. 


1999 North Snelling Ave., 
St. Paul 8, Minn. 
Manufacturers’ Agency Selling 
Important Mid-Northwestern Jobbers 
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One additional plumbers’ line for Chi- 
cago area. Warehouse facilities avail- 
able. Strong jobber following. Strictly 
confidential. Address Key 643-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, {llinois. 


~ MANUFACTURERS WANTED > 


We are a substantial and long estab- 
lished organization with representatives 
throughout the United States covering 
the plumbing jobbers and wholesalers. 
We seek a working agreement for dis- 
tribution of additional items not con- 
flicting with our own tubular brass line, 
which we have manufactured for many 
years. Only direct manufacturers need 
apply. Address Key. 645-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


R EPR ESE NTATIVE TO TAKE OVER 

your distribution headaches in New 
York and New Jersey—warehouse, sell 
and carry the accounts. Our salesmen 
have been calling on the trade for 20 
years and can introduce new items or 
factories in this market. Address Key 
648-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Tllinois. 


GEORGIA AND FLORIDA 


Manufacturers’ representative with 18 
years experience in the plumbing and 
heating industry wants competitive lines 
in one or all of the above states, con- 
tacting the wholesaler onlv. Address 
Key 650-E, “DOMESTIC ENGINEER- 
ING.” 1801 Prairie Ave., Chicago 16, 


Illinois. 




















COLORADO 
WYOMING AND UTAH 


Experienced manufacturers’ represent- 
ative calling on plumbing, heating and 
air conditioning jobbers in the above 
states desires additional lines to sell. 
Have record of consistent and aggres- 
sive representation. Address Key 654- 
E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, IlIlinois- 





M ANUFACTURERS' REPRE- 

sentative established in the state of 
Florida, calling on all plumbing and 
heating jobbers, desires a few more 
lines to promote. Located at St. Peters- 
bure. Florida. Address Key 460-E, “DO- 
MESTIC FENGINEFRING,” 1801 Prairie 
Ave, Chicago 16, Tllinois. 


CONTACT 
LONTON WHOLFSALE 
PLUMBING SUPPLIES 
1052 Brydges St., London 
Serving Fast Growing Western Ontario 
A Good Outlet for Your Products 











FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 270 AND 274 
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THE NEW Bernal TANK 


WITH AIR CONTROL snounes to 


6 gallon operation which gives .8 gallon draw 
between 20-40#. Price includes tank, air con- 
trol and prime plug. 


—and priced surprisingly low! 





Check these outstanding features: 


Guaranteed for 1 year % Inside galvanized sur- 
against defects. face coated with new 


Light weight permits plastic finish. 


mounting on dis- F Extra inside joint ring 
charge line. of zinc coated steel. 


Tanks tested at a Heavy bronze weld 
200# pressure, around circumference. 


hydrostatic. 9 Longer life and more 
Save as much efficient operation. 

as 50%. 10 Ideal for installation 
Formed from ZINCGRIP where space is 
galvanized steel. limited. 





How to Use HANGER RINGS 


to 
Save Time TO ANCHOR IN WOOD 


Use the Hanger Rings 


- Cut Costs with Paine Flattened End 


Lag Screws. 


TO ANCHOR IN 
CONCRETE 
Use Paine Flattened 
End Machine Screws 
and Paine ‘900"' Lead 
Anchors. 





TO COMPENSATE FOR 
IRREGULAR MOUNTING 
SURFACE HEIGHTS 


Use Paine Perforated Hanger 


14 SIZES: TO: FIT Iron between rings and 
STANDARD CONDUIT mounting screws”. 
4 & PIPE DIAMETERS 
THRU 8 *Paine's ‘‘560°' Combination Hanger 
combines Ring, 6” of Hanger Iron 


Furnished with or ond a Flattened End Log Screw. 


without stove bolt 


Wl nlelalel-laan dialect labiieliMmnicliamelile Mel c-Met -leelsleluliae) 


yuy and use. They make a neat, permanent job — 


eYosaMalale Melile me ich 12 ole) mel a-mr 4]tlem olleli-re 


Send for Complete Catalog AINE’ 
the best craftsmen always take p S 


THE PAINE COMPANY, 9% Westgate Road, Addison, Illinois 
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Contact 

your SUPPLIER 

or PUMP 
MANUFACTURER 


NOW! 





BRADY AIR CONTROLS, INC. 1000 East 18th St., * Muncie, Indiana 





FIRST COUSINS to Apco Cast Iron Soil 
Pipe are “Apco” Waste and Revent Fittings 
of the same breed—Quality. They save space 
and prevent need of cutting joists. Accurate 
tappings; uniform tolerances, and highest 
standards otherwise. There’s a shape for ev- 
ery purpose, an answer to every fitting prob- 
lem, and a fitting for every code and job! 


ro 3 0) 
SOIL PIPE 


APCO is our word for permanence — Once 
SET ... You Can FORGET! APCO is flexi- 
ble! Can withstand considerable strain as well 
as INTERNAL pressure caused by flash floods 
and EXTERNAL pressure of earth move- 
ment stresses. Even tree roots cannot pene- 
trate their lead-caulked joints. Specify APCO 
for uniformity and everlasting satisfaction! 
SEND FOR LATEST CATALOG 


ALABAMA PIPE COMPANY 


General Offices: ANNISTON, ALABAMA 


ITTINGS 













ADVERTISEMENTS 








LINES WANTED 


LINES WANTED 


FOR SALE 





PAUL CARNEY 
4306 Cambridge 
Kansas City, Kansas 
Territory 
Missouri, Kansas, Nebraska 


Wholesale Trade Only 
also 
Produet Promotion Work 


HOW CAN YOU LOSE? 
I guarantee, yes, GUARANTEE, a 
prompt increase in your NEW ENG- 
LAND sales or my services are free! 





If your product is sold to plumbing and 
heating jobbers and/or gas utilities, I 
offer a recognized outstanding sales 
personality with top contacts in both 
fields. Six foot, 200 pound Christian 
gentleman of commanding appearance 
resigning lucrative position as top com- 
pany representative to enter agency 
field. Remember, results are GUARAN- 
TEED! 

Address Key 653-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave, Chi- 
cago 16, Illinois. 





REPRESENTATIVE TRAVELIN 
Utah, Colorado, Nebraska, Casper an 
Cheyenne in Nf te mage | desires an addi- 
tional plumbing line for all or part of 

this area. Reply to KENNETH 
LUSK, Mfg. Agt., 2600 South Fillmore, 
Denver, Colorado. 


M. L. QUEEN 


61 Glenstone Road, 
Dexter, Missouri 
Established with plumbing jobbers in the states 
of Missouri and Arkansas, giving prompt cov- 
erage to manufacturers represented. 








You can get top notch sales vessine in 
the metropolitan New York market 
with hard hitting manufacturers’ repre- 
sentative. Well established group are in 
a position to take on one more line of 
quality. We know our market and will 
give you thorough coverage. Address 
Key 666-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 
AGGRESSIVE MANUFACTURERS’ 
representative with sixteen offices 
and warehouse facilities. Large follow- 
ing in Michigan in commercial and in- 
dustrial trade, desires more high merit 
lines to promote. JANWOOD SALES 
COMPANY, 640 West Jefferson Avenue, 
Trenton, Michigan. 


BOSTON 


manufacturers’ representative with long 

successful experience selling to New 

England plumbing and heating supply 

jobbers, can give personal aggressive 
{ representation to additional quality line. 
Address Key 592-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 
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ST. LOUIS, KANSAS CITY AND AD- 

jacent territory covered for 15 years. 
Sell wholesalers. Good following. Ad- 
dress Key 615-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


CANADIAN WARM AIR HEATING 
trade. Aggressive, manufacturing, 
wholesaling, and jobbing company, fast 
becoming a leader in the field. Inter- 
ested in additional lines. Can assure 
proper coverage through attractive 
catalogue and well informed, intelligent 
sales force. Contact CONTINUE-FLO 
PRODUCTS, 503-507 James Street, 
North, Hamilton, Ontario, Canada. 


ADDITIONAL LINES WANTED 


by experienced manufacturers’ agency 
covering Texas, north Louisiana and 
Arkansas to plumbing, heating and air 
conditioning jobbers. Warehousing fa- 
cilities available. Address Key 620-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


NORMAN WILSON COMPANY 


2560 Holmes Street 
Kansas City, Mo. 


Certified coverage for a few competi- 
tively-priced plumbing and _ industrial 
lines in Missouri and Kansas. Satis- 
faction guaranteed. 


TOP REPRESENTATIVES 
Covering Illinois, Wisconsin and lowa 
need one or two high volume plumbing 
or heating lines. Address Key 588-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


ENTIRE STATE OF OHIO 
M. M. MATHES & SON 


3494 Lee Road 
Shaker Heights 20, Ohi 


Serving the plumbing wholesaler 























CAPABLE MANUFACTURERS’ REP- 

resentative, over twenty-five years’ 
experience can give you distribution 
through wholesale pad ge and heat- 
ing supply jobbers within 100-mile ra- 
dius of New York metropolitan area, 
New Jersey and Connecticut. Desires 
additional line. Plumbing, heating, gas 
or water supplies. Address Key 558-E, 





“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 
L. C. FOOTE 


221 Hurlburt Rd., 
Syracuse 3, N. Y. 


Wholesale Trade Only 
New York State 





FRANK MORRIS & CO. 


424 S. Cheyenne St., 
Tulsa, Oklahoma 


Kansas, Oklahoma, western Missouri, 
and Arkansas 
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FOR SALE WHOLESALE ELECTRI- 
cal, plumbing and heating supply 
business. Located southwestern Virgin- 
ia. Owner wants to retire. Have attrac- 
tive offer for right person. Address 
Ke ey 661-E, “DOMESTIC ENGINEER- 
fae a” 1801 Prairie Ave., Chicago 16, 
llinois. 





WANTED TO BUY 


CONSIDERABLE CAPITAL AND TAL- 
ent will be invested in midwestern 
plumbing manufacturing or wholesal- 
ing firm by aggressive young man 
strong on selling. If you need expan- 
sion capital and — like someone to 
share your work- aon Key 652- 
BH, “DOMESTIC ENaY NEERING,” 1801 
Prairie Ave., Chicago 16, Wlinois, 


SHEET METAL 


Want to purchase plant operations to 
manufacture sheet metal products. Hot 
air and air conditioning. Address Key 
619-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


WHOLESALE PLUMBING & 














HEATING SUPPLY 
BUSINESS WANTED 


Young executive, early thirties, with ex- 
cellent position and assured future in 
present company, still wants the chal- 
lenge and satisfaction of feeling of in- 
terest in business. Do you want to re- 
tire? Do you want to continue your 
interest but with little or no effort on 
your part, yet have the assurance that 
your retained interest is in experienced 
and responsible hands! Address Key 
668-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


PATENTS FOR SALE | 


FLUSH TANK LEVER AND ATTACH- 

ments patent and patent pending, 
with inventory on hand. HOCHBERGE 
VALVE COMPANY, 7643 South Marsh- 
field Avenue, Chicago 20, Illinois. 


BOOKS | 


“PRACTICAL PLUMBING” GIVES YOU 

the short cuts to all of your plumbing 
installations. Makes your job easier. 
Helps you do a better job in less time. 
Many drawings, illustrations, charts, 
graphs simplify the use of this book. 
66 tables have pipe sizes and weights, 
tank capacities, etc. All material pre- 
sented in an easy-to-understand man- 
ner. 6 big sections and 27 chapters 
cover every phase of plumbing, includ- 
ing the drainage system, hot and cold 
water supply, miscellaneous services, 
special installations, electricity in 
plumbing work, and plumbing fixtures 
and materials. 409 pages, size 54%” x 
8%”. Beautifully bound. Price post- 
paid $3.50. Book Department, DOMES- 
TIC ENGINEERING, 1801 Prairie Ave- 
nue, Chicago 16, Illinois. 























FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 270 AND 272 
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‘PRIER BRASS 


Lt 
% 
o 
= 
we 
= 


This identifying mark cast on PRIER products—not just an initial, but the name 


and address—is your guarantee that only the finest materials have been 
fashioned by the most skilled workmen into a finished product that 
has been thoroughly tested and inspected. 


PRIER stands fully behind the materials and workmanship 
of every PRIER product. And we prove it by clearly and 
permanently identifying every single one. 


Manufacturing Company 


7801 Truman Road, Kansas City, Missouri 














(NOTICE... 
to Wholesalers > 


@ Crown Sanitary Pottery is a 
new source of supply for quality 
pottery at a fair price. 


@ Employees and officials of Crown 
Sanitary, have spent many years 
manufacturing and selling Sanitary 
pottery. 


@ Manufacture a close coupled 
washdown combination, two weeks 
delivery. 


CROWN SANITARY POTTERY, INC, 
772 Division e 


Mian Ly eat Pree. 


Evansville, Indiana 








NY 
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MAKES 


RUSTY WATER 


DISAPPEAR 


FILTRINE MANUFACTURING COMPANY 


3S Brooklyn 38, N. Y. 


61 Lexington Avenue 





Pa 
. 


e) 












SINCE 1901, in thousands of ho- 
tels and restaurants, Filtrine condi- 
tioners have kept water clear of rust, 
tastes, odors. Now, Filtrine offers a 
complete line for every home appii- 
cation. RUST-MASTER to stop rust 
ond sediment; TASTE-MASTER to 
banish chlorine and sulphur tastes 
and odors. Small, low-cost, easily in- 


* stalled. Renewable elements insure 


lifetime effectiveness, need no tools 
to change. Each unit carries a 5-year 
guarantee. 


Write for catalog 55-TM 
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This Completely NEW 
KOLLMANN K-50 


is the handiest tool made 





for cleaning lines from %° to 3” 








Exclusive Finger Tip Clutch assures 
instent starting or stopping of 
4" cable and operates brake 
on 4“ cable adapter to check 


@ver-running of drum. 
i 


1, H. P. 110V repulsion-induction 
motor for years of hard service. 





Sink Waste Adapter. 





6-foot Guide Hose en- 
closes sectional >." 
cable to end whipping 
or backlash. 





Electrically oper- 
ated forward-stop- 
reverse switch. 










H POLAR WARE « 4 


Stainless steel 


Sinks 
that reflect 
your good work 





“Weighing only 30 easy-to-carry panade the Kollmann Polar Ware, America’s oldest manufacturer of stain- 
K-50 is the most versatile and efficient small-line cleaner | less steel hospital ware, introduces a new line of 18-8 
ever designed. The K-50 basin snake adapter clamps to | stainless steel units for kitchen service. Beautifully 
the guide hose mounting in a few seconds and spins up to | designed and drawn from one piece to provide seam- 
25’ of 4" snake right through the basin plug. Remove the | Jess construction, these competitively priced sinks have 
adapter, attach the guide hose and you're ready to handle | 5 yea] appeal to you .. . and to homemakers. 
as much as 100 feet of 4” sectional cable for cellar drains, | 
downspouts, supply lines etc. The high speed (500 R.P.M.) 
does a fast and complete cleaning job through any combi- 


All corners are rounded .. . and flanged to fit Hudee 
sink frames. Side walls are undercoated to deaden 











nation of traps and bends. noise, exposed surfaces machine-buffed to provide a 
i iil deahes iy Ch elite ak : glowing satin-silver tone. Five model sizes meet the 

woste adapter into the cleanest mod- R requirements of 9 out of 10 kitchens. 

Serene + «3 Meow Ce Se Ask your distributor about these quality sinks that are 

out tearing out the trap and leave ’ 

the place spotless... all in a matter made to be a lasting ad for your good work. They’re de- 


of minutes. And it's just os handy for 
drinking fountains, bath tub or basin 
drains, toilets or urinals. 


signed to fit the best plumbing outlets, too: Kohler Com- 
pany’s K8801 Duo Strainer; Crane Company’s 8-361 
Crumb Cup Strainer; American Radiator & Standard 
Sanitary Company's B-989 Sink Strainer; and Schaible 
Company's 1105 Cup Strainer. 







With 4” sectional cable you're 
ready to make short work of clear- 
ing cellar drains, downspouts or 
supply lines for as much as 100’ 
«++ No matter how crowded or 
cluttered the work space is. 





7 
Kollman cleaners have always been top profit makers for 
master plumbers and drainage specialists. Ask your jobber 
for a demonstration or write for the complete line catalog. 


4900 Lake Shore Rd., Sheboygan, Wis. 
Worehouses — New York City, N. Y. and Los Angeles, California 


KOLLMANN MFG. CO. 





A 
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ARE YOU SELLING 
TANKS LIKE THIS 
















m WHEN YOU CAN 
i SELL TANKS 
8 LIKE THIS? 








Selling yesterday’s tanks for present day homes is not necessary. 
1S DRI-TANK, by solving tank condensation troubles, has won ac- 
242 ceptance in keeping with all other modern house furnishings. 
269 This exclusive design—a tank cast in one piece of vitreous 
id china with a dead air space between the double walls 
completely eliminates condensation. For full information 


21 


write or call 


CHICAGO POTTERY COMPANY 


1920 Clybourn Ave., Chicago 14, |! 
Established 1911 
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BEATON& 
CADWELL 





Line of ... 








RELIEF & PRESSURE REDUCING VALVES 
for High Quality & Long Lasting Efficiency 


Long Renowned 





Cadell 


No. N-105 TL 
Hourly input of 400, - 
000 B.T.U. Protects 
hot water heaters and 
tanks. Allows high 
temp. water to es- 
cape, then automat- 
ically closes. 14” or 
34” inlet—Y2” 1.P.S. 
outlet. Listed A.C.A. 


Cadwell 


No. 25 
Listed A.C.A. 


HOURLY INPUT OF 850,000 B.T.U. 


Thermostatic element always out of 
water except when discharging. Easily 
taken apart for inspection and easily 
cleaned without disturbing tempera- 
ture or pressure relief. Available in 
Male 2”, 34” & 1”. Female drain 42” 
in all cases. Listed A.G.A. 


The 


BEATON & CADWELL MF 


$ 


Cadwell 


No. 35 
Pressure Relief Valve 
Diaphragm operated 

" or %” I.P.S. 
Listed A.G.A. 


PRESSURE REDUCING VALVES 


for Hot Water Heating Systems 


Pressure reducing valve for hot water heating 
systems. Will deliver from 3 to 100 Ibs. reduced 
pressure. Adapted to hot water heating systems 
with very low initial pressure as in radiant and 
convector heating. 2” or 34” inlet and outlet. 


Perfection FLOOR AND 
CEILING PLATES 


Neat appearance to all piping jobs. No. 10 Sheet 
Steel. V4” to 6”. Copper tube size 44” to 3”. 
No. 11 Same with set screws. Copper tube sizes 
V4" to 3”, Available in all «'z-< from %4” to 12”. 


Cadwell 


No. 105 
Poppet Type Pressure 


2 dell 


No. 75 


Adjustable Poppet 
Type Pressure  aaaael Relief Valve. 
Valve. Y%” I.P.S. 1.P.S. Listed A.C.A. 


Types Nos. 75, 105 and 35 can be furnished with 
fusible plug for temperature relief. (Not self closing 
on temperature relief.) 


ESTABLISHED 1894 
7 


G. Cae. Psritain, Conn. 
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